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Territory Row Warm 
NADA Convention Halls 


security 

bidding become the out- 
issue here the 42nd 
annual NADA convention. 

heated exchange dealer 
Automotive News had 
indicated that the ques- 
fooms and corridors. 

Recognizing the interest the 


NADA secured opening 


this morning the 
Frederick Mueller, under- 
Commerce, whose 


Whom?” 
the heat under this subject, 
polis territory security have 
taken some areas and 
one dealer has taken 
rally opponents territory se- 
curity his hotel room. 
Legislative observers note that, 

dealers are able muster 
considerable degree unanim- 
territory security, will 
extremely difficult for NADA 
get legislative action from 

The NADA equipment exhibition 
the convention opened Saturday 
31). 

Members national 
advisory committee met yes- 
afternoon the Conrad 
and Palmer House, The 
included session for 
imported-car dealers well for 
domestic lines. 


opening business session 
for 9:30 Monday 
the Grand Ballroom the Con- 


Top Cars 


New-car registrations for 
months, plus states for Decem- 


1957 
Make Pos. 
559,148— 
Olds. 
Buick 
Pontiac 294,572— 
Rambler 95,770—12 
Dodge 
Mercury 246,041— 


DeSoto 97,1 
33,758—14 
30,627—15 
4,962—18 
Mise. 
Total All Makes 
4,148,910 5,486,600 
details Page 116. 


rad Hilton. Presiding will Frank 
Yarnall, convention chairman, and 
Dean Chaffin, outgoing president. 

Following introduction the 
1958 officers and committee chair- 
men, Chaffin will present the presi- 
dent’s report. 

Then will come important 
address dealing with the terri- 
tory-security issue Undersec- 
retary Mueller. 

The annual Inter-Industry High- 

(Continued on Page 4, Col. 3) 


Territory Security 
Defended Legal 


Brief Challenges 


Justice Department 
Maynard Gordon 


News Editor 
ity was defended last week 
both legal and reasonable under 
present laws and practices the 
auto industry. 

This position, flatly contradicting 
the opinion the Department 
Justice, was asserted Volks- 
wagen America brief the 
District Court here. 

The amply documented 54-page 
brief put the Justice Department 
the test defending the belief 
that years ago cancelled terri- 
tory-security provisions between 
the Big Three auto makers and 
their franchised dealers. 

The Department’s defense due 
Feb, Oral arguments will follow 
Feb. 17, and then Chief Judge 
Phillip Forman will decide the first 
courtroom test the legality 
territory security. 

tice Department position came 
these sentences: 
“The plaintiff (Department 
(Continued on Page 125, Col, 1) 


Percent Favor 


Territories N.C. 


FRESH sampling dealer 
sentiment territory security 
was provided last week poll 
North Carolina new-car deajers 
which showed percent favor 
permissive legislation for pro- 
tected territories. 

The North Carolina Automobile 
Dealers Assn., had provided ballot 
its dealer bulletin that mem- 
bers could indicate their choice. 

Some 489 the 869 dealer 
members took the trouble cut 
out, fill and return the 
Bessie Ballentine, NCADA 
executive secretary. 

The results, certified 

(Continued on Page 6, Col, 1) 
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Big Three 
Dealer Total 


John Teahen jr. 
Staff Writer 

famine 1958 chopped 

1,846 passenger-car dealer- 
ships from the nation’s total, leav- 
ing 35,774 establishments opera- 
tion Jan. 1959, the annual 
News dealer census re- 

wag the seventh decline 
eight years and marked the 
straight time that the 


Motors and udebaker-Packard. 
AMC hiked its dealer total from 
2,200 2,743 (up percent), while 
S-P climbed from 2,067 2,479, 
increase percent. 

> 


gain 955 dealers, but 
estimated that only about 
300 new dealerships were set up. 
The others resulted from duals 
with existing Big Three deals. 


AMC now has estimated 750 
duals with Big Three makes, 
mostly towns, and S-P 
has about 450, year the 
figures were about 375 for 
and 180 for S-P. There are about 
Rambler-Studebaker duals. 

Each the Big Three saw its 
dealer total shrink last year. Chry- 
sler Corp. dipped from 8,673 8,- 
037; Ford Motor dropped from 
743 9,075, and General Motors 
fell from 15,513 14,685. 

Percentagewise, the losses were 
7.3 percent for Chrysler; 6.9 percent 
for Ford, and 5.3 percent for GM. 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich, 


The industry 4.9 percent 
below that ago. 
decline continued 
that has been inter- 
rupted only once since 1951, 
are the dealer census totals 
recent years (figures are 


1): 


There were 45,299 franchised new- 


Urged 


ETROIT.—Asserting that Gen- 

eral Motors represents excess 
concentration, George Romney, 
president American Motors, 
urged last week that the company 
split itself up. 

Romney praised said 
that one the highest compli- 
ments you can pay person 
say wish you were twins.” 
But, talk before the Adcraft 
Club Detroit, also asserted: 
“Not only has General Motors 
dominated the industry for the past 
years, but, the absence 
adequate and effective antitrust 
policy, its competitors have existed 

only because the pursuance 


Romney Cites Concentration, Mistakes 


This issue the monthly 


TRUCK SECTION 


Per Year, 35c Per Copy 


car dealerships the beginning 

The 1,846 dealers who left the 
field last year represented loss 
some $200 million investment 
the retail automotive industry. 

> 
dealerships went out 
business (and were not re- 
placed) each aver- 
age six for each working day 
the year. 

The franchise total also dipped. 
the beginning 1958, esti- 
mated 56,749 selling agreements 
were distributed among 37,620 

(Continued on Page 4, Col. 1) 


Split 


General Motors policies that 
permitted them exist.” 
> 

OMNEY asserted that has 

the power eliminate some 
the other 

“Evidence this ability,” 
said, “is contained its profit 

(Continued on Page 121, Col, 3) 


Production Goal 


Hiked for Feb. 


assemblies for February 
have been placed 
units—a percent increase over 
the original goal set for the month 
(Continued on Page 123, Col, 3) 


Dealers Handling U.S. Makes Passenger Cars 


1959 vs. 1958 


(Estimated Automotive News) 


JAN. 1, 1958 


1958 


Exclusives Total *Multiples 
(within (within Fran- Net (within (within Fran- *Net 

corp.) corp.) chises Dealers corp.) corp.) chises Dealers 

AMERICAN 2,743 2,743 2,200 2,200 2,200 

CHRYSLER 566 15,496 16,062 8,037 657 17,096 17,753 8,673 
DeSoto 2,015 2,053 2,198 2,256 
Dodge 2,937 3,229 333 3,468 
Imperial 1,358 1,358 1,580 1,580 
Plymouth 6,667 195 1,506 7,695 

FORD MOTOR 6,352 12,371 9,075 7,181 5,336 12,517 9,743 
Edsel 1,337 1,561 914 232 1,146 
135 2,646 2,781 575 2,479 3,054 

GENERAL 10,096 9,542 19,638 14,685 11,061 9,268 20,329 15,513 
1,640 1,575 2,020 1,500 3,520 
179 1,598 1,777 181 1,603 1,784 
Chevrolet 5,192 2,054 7,246 5,550 
Oldsmobile 1,395 2,315 3,710 1,500 2,250 3,750 
1,690 2,000 3,690 1,810 2,015 3,825 

2,479 2,479 2,479 184 3,766 3,950 2,067 

Less intercorporate 1,245 576 


Revised, 


(Copyright, 1959, by. Automotive News) 


Pare 
1958, figure was 
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Hits Dealer-Disclosure Clause 


NIADA Fights Stickers, Territories 


William Ullman 

Washington Bureau Chief 
ASHINGTON.—The National 
Independent Automobile Deal- 
ers will seek repeal all 
part the auto labelling law and 
will wage relentless fight against 
any form territory security, 
Robert McKinsey, NIADA execu- 
tive vice-president, said last week. 


Principal target the sticker 
law, said McKin- 
sey, the clause 
requiring disclo- 
sure the name 
and address 
the dealer who 
receives the ve- 

“That clause,” 
the attorney 
claimed, “is being 
used certain 
franchised deal- 

cases, auto manufacturers, 
put pressure other franchised 
dealers who are selling new cars 
independent dealers.” 

added that felt 
sure this use the act was not 
intended Congress when 
passed into law. 

“In opinion,” the new NIADA 


chief said, “such use the infor- 
mation the sticker illegal, 
are now gathering evidence show 
how the information being mis- 
used, and shall ask Congress 
repeal the offending 


ADDED that repeal the 

entire law may necessary 
“to end this discrimination against 
the independent dealer.” 

McKinsey said that the Con- 


gressional approach might not 


Import Gains Alarm 


S-P Chief Canada 


HAMILTON, are 
great and growing threat the 
Canadian automotive industry, 
according Gordon Grundy, 
president Studebaker-Packard 
Canada. 

“Because inflation, Canadian 
cars generally have not been able 
compete price with the prod- 
ucts low-cost, low-wage Euro- 
pean economies,” 

“Canada permits European 
cars enter very low value 
for duty, excise and sales taxes,” 
pointed out. “In fact, cars from 
Britain come duty free.” 


NADA Convention Guide 


Chicago, Jan. Feb. 1959 


DAILY RECEPTIONS 
Car and Truck Manufacturers 


American Motors, Waldorf Room, Conrad Hilton; Buick, Regency 
Room, Sheraton-Blackstone; Cadiliac, Four Georges Room, Am- 
bassador West; Chevrolet, Red Lacquer Room, Palmer House; 
Chrysler-Imperial division, Sheraton-Chicago rooms, Sheraton- 
Blackstone; DeSoto, Beverly Room, Conrad Hilton; Dodge, French 
Room, Drake; Ford division, Crystal Ballroom (“B” 


Sheraton-Blackstone. 


GMC Truck Coach division, Conrad Hilton; International Har- 
vester, Suite 900-01, Conrad Hilton; M-E-L division, French Room 
and Art Hall, Sheraton-Blackstone; Oldsmobile, Presidential Suite 
2250, Palmer House; Plymouth, Private Dining Rooms and 


Conrad Hilton; 


Pontiac, Palmer House; 


Studebaker-Packard, 


Sheraton-Blackstone; White, Conrad Hilton; Willys, Drake. 
Tire Companies, Finance and Insurance 
Armstrong Rubber, Conrad Hilton; Firestone, Royal Skyway Suite 
(28rd Floor), Conrad Hilton; Rubber, Bel Air Room, Conrad 


Hilton. 


Associates Investment and Associates Discount, Cairo Suite, Conrad 
Commercial Credit, Parlor Room, Conrad 
Hilton; General Finance, Havana Room, Sheraton-Blackstone; 
Universal CIT, Sheraton Blackstone. 


SPECIAL FUNCTIONS 
Monday, Feb. 
Breakfast—American Motors dealers. 7:30 am., Williford Room, 
Conrad Hilton. 
Lancheon—Inter-Industry Highway Safety Committee. Noon, Willi- 
ford Room, Conrad Hilton. (By invitation.) 
For the Ladies—Fashion show and tea. 3:15 p.m., 7th Floor Tea 
Room, Marshall Field Co. 
Evening—DeSoto cocktail party and dinner for dealers and their 
wives. 6:30 p.m., Edgewater Beach. 
Tuesday, Feb. 


Breakfast—NADA 30-Year Club. 7:45 a.m., Williford Room, Conrad 
Hilton. 
For the Ladies—Talk John Mason Brown, author, lecturer and 


panelist TV’s “The Last Word.” Grand Ballroom, Sheraton. 
Lancheon—Chrysler Corp. dealers. Noon, Drake. 
Evening—Studebaker reception and buffet dinner for dealers and 
their wives. 5:30 p.m., Sheraton. 
Evening—NADA Convention Dance. p.m., Grand Ballroom, Conrad 


Hilton. 
Wednesday, Feb. 
Evening—“NADA Revue” featuring Dinah Shore and Pat Boone 
(through courtesy Chevrolet). 8:40 p.m., Medinah Temple. 


HOTEL HEADQUARTERS 
Car and Truck Manufacturers 


American Motors, Conrad Hilton; Buick, Sheraton-Blackstone; Cad- 
illac, Ambassador West; Chevrolet, Palmer House; Chrysler- 
Imperial division, Sheraton-Blackstone; DeSoto, Conrad Hilton; 
Dodge, Drake; Ford division, Sheraton-Blackstone; GMC Truck 
Coach, Conrad Hilton; International Harvester, Conrad Hilton; 
M-E-L division, Conrad Hilton; Oldsmobile, Palmer House; Plym- 
outh, Conrad Hilton; Pontiac, Palmer House; Studebaker-Packard, 
Sheraton-Blackstone; White, Conrad Hilton; Willys, Drake. 

Dealer Associations 

Akron, Conrad Hilton; Arizona, Sheraton-Blackstone; Arkansas, 
Pick-Congress; Brooklyn-Long Island, Conrad Hilton; Northern 
California, Conrad Hilton; Canada, Conrad Hilton; Chicago, Con- 
rad Hilton; Cleveland, Pick-Congress; Connecticut, Conrad Hilton; 
Detroit, Conrad Hilton; Florida, Conrad Hilton; Idaho, Conrad Hil- 
ton; Conrad Hilton. 

Indiana, Conrad Hilton; Iowa, Conrad Hilton; Kansas, Conrad Hilton; 
Kentucky, Conrad Hilton; Louisiana, Conrad Hilton; Maryland, 
Palmer House; Massachusetts, Conrad Hilton; Michigan, Conrad 
Hilton; Minnesota, Conrad Hilton; Mississippi, Sheraton-Black- 
stone; Nebraska, Conrad Hilton; New Hampshire, Conrad Hilton; 
New Jersey, Conrad Hilton. 

New Mexico, Conrad Hilton; North Carolina, Conrad Hilton; North 
Dakota, Conrad Hilton; Oklahoma, Palmer House; Oregon, Conrad 
Hilton; Dakota, Conrad Hilton; Tennessee, Conrad Hilton; 
Texas, Conrad Hilton; Utah, Sheraton-Blackstone; West Virginia, 
Conrad Hilton; Wisconsin, Conrad Hilton; Wyoming, Sheraton. 


the only one used members 


“Some individual members,” 
explained, “are preparing chal- 
lenge the constitutionality the 
sticker law. Another approach 
would take action under the 
antitrust laws, attacking the actions 
certain individuals who are mis- 
using the act.” 

* 


youthful attorney empha- 
sized that his association be- 
lieves that every new-car buyer has 
right know the suggested list 
price the car which 
interested—whether buys from 
franchised dealer inde- 
pendent. 


“Packing was very short- 
sighted and unfortunate technique 
adopted some franchised dealers 
meet competitive pressures,” 
said. “While NIADA con- 
vinced that Congressional action 
was not the best way solving 
problem which was essentially one 
willing support wholeheartedly 
the true intent and purpose the 
act.” 

Denying that elimination 
the “destination clause” the 
label law would injure the buying 
public, McKinsey said that “any- 
one who buys new car from 
independent dealer knows that 
the car was not delivered directly 
that dealer. can ask him 
how got there.” 

added that thought “un- 
fortunate” that FBI agents are 
being used “house dicks” 
some areas “to police internal 
industry problem.” referred 
investigations agents some 
cities possible violations the 


sticker law. 
CKINSEY, now his third 
week NIADA staff head, 
branded territory security 
blatant attack the free-enter- 
prise system.” 
said felt sure that Con- 
gress would “continue deny 


any one group the industry the 
(Continued on Page 4, Col. 5) 


Chevrolet Pitches 
Salesmen’s Contest 


Ford Owners 


contest which 
combines conquest sales, guessing 
game and power steering tie-in 
progress for the nation’s 
Chevrolet salesmen. 

The object the contest 
convince Ford owners models 
later) that they should 
driving The divi- 
sion has authorized $85,900 
cash prizes for salesmen and an- 
other $10,000 for sales managers. 

addition, Saginaw Steering 
Gear division will sweeten the 
salesmen’s pot $39,950 and the 
sales managers’ pool $5,000 the 
winners meet certain conditions. 

The salesmen’s contest being 
conducted zone basis with 
cash awards $1,000, $500 and 
$200 each Chevrolet’s zones. 

The money goes the salesmen 
who submit the closest estimate 
the actual number Ford conquest 
sales reported nationally Chev- 
rolet salesmen during the cam- 
paign. 

Each time salesman sells 
allowed submit one more esti- 
mates. 

can make one estimate for 
the first conquest sale, four for 
the second, six for the third, 

eight for the fourth and for 
the fifth and each succeeding 
conquest sale. 

Thus, salesman who makes 
seven conquest sales can submit 
estimates. 

Saginaw Steering gets into the 
act this way: the new car sold 
the winning estimate was equip- 
ped with power steering, the divi- 
sion will award $500 zone first- 
prize winner, $250 zone second 
placer and $100 third placer. 

These awards, course, are 
addition the $1,000, $500 and $200 
prizes which Chevrolet gives the 
zone winners. 

sales involving Ford trade- 
ins not qualify The 
contest closes Feb, 20. 


Business Barometer 
Automotive News Economic Index 


101.4 Percent Last Week 
108.9 Percent Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—'58 cumulative 

Truck Registrations—'58 

Steel 

feet... 

Paperboard 

Soft Coal 

Oil Refinery .... 

Electric 

Barometer Freight Car Loadings 

Department Store Sales 

Stock Market Price 

U.S. Government 

Commercial and Industrial Loans 

Savings Deposits 

Business Failures 


Common 
Jan. 28 Jan.21 ‘58-59 Range 


37% 43%-8 

49% -33% 


$52,896,893,000 
$28,286,000,000 


Percent of 


Percent of Like Week 
Last Week Last Year 


93.3 
108.5 


126,843 

4,148,910 
653,963 
2,056,000 
230,518,000 
292,534 
8,295,000 
54,102,000 
13,394,000,000 
340,133 
116 

413.2 


118.0 
133.9 

82.1 
137.4 
103.0 
109.7 

98.3 
107.6 
108.0 
102.8 
105.5 
133.9 


116.0 

95.7 
101.8 
100.4 
100.5 
107.2 


114.1 
97.2 
115.5 
112.4 
88.9 


$1,140 
296 


-40% 


41% 
33% 
14% 


(Feb. 2, 1959) 


Glass Peace Offer Brings 
Chrysler Output Hope 


Frank Gawronski 
Staff Writer 

end the 16-week-old glass 

strike, which already has cur- 
tailed automobile production 
Chrysler Corp. and threatens out- 
put Ford Motor Co. and Ameri- 
can Motors Corp., was sight 
News went press last 
week. 


The first break the prolonged 
contract talks came late last Mon- 
day (Jan. 26) when 
Pittsburgh 
Glass Co, submitted 
anew proposal 
aimed settling the 
strike members 
the United Glass and Ceramic 
Workers. 


The glass strike idled 13,000 glass 
workers and 20,100 auto workers 
Detroit and other Chrysler plants 
across the country. Last week Chry- 
sler shut down all its auto assembly 
plants except three the Detroit 
area. 

All three auto companies had 
relied heavily supplies 
from Pittsburgh Plate. 


However, when the Pittsburgh 
Plate strike began, Ford was per- 
mitted under court order take 
tools, dies, fixtures and gauges out 
the struck company’s plants. 


Ford then stepped glass pro- 
duction its plants Dearborn 
and Nashville, Tenn., and reacti- 
vated another the St. Paul- 
Minneapolis area. 

American Motors has been ob- 
taining some glass from Ford and 
other alternate sources, including 
foreign suppliers, keep its assem- 
bly lines going. 

Chrysler also removed its auto- 
motive glass equipment and molds 
from two Pittsburgh Plate plants 
after receiving court writs last 
week. 

Chrysler spokesman declined 
disclose where the tools would 
placed. far the auto firm has 


Chevy Turns Out 
40th Million Unit 


NORWOOD, O.—Chevrolet’s 40th 
million vehicle rolled off the line 
last week the Norwood auto and 
truck-assembly plant. was Bel 
Air sport sedan, newest member 
the Chevrolet line. 

Chevrolet thus became the first 
producer reach the 40-million 
mark production, according 
Linus Rausch, Norwood plant 
manager. The milestone car was 
turned over Thompson, 
Cincinnati regional sales manager. 

Rausch also announced the Nor- 
wood plant will expanded 
about percent. new pumphouse 
and additions the north and 
east sides the plant will 
added next September, said. 


LABOR 
FRONT 


not found another company 
make its glass. 
> 


Chrysler Removes Tools 


tools are used producing 
compound windshields and back 
glass used Chrysler Corp. 
Laminated plate glass placed 
over the molds and formed 
the proper shape. The tools are 
critical for supplying Chrysler with 
windshields and back windows. 

Meanwhile, another threat 
production Ford was 
last week when workers the 
firm’s Nashville plant re- 
turned their jobs after wild- 
cat strike. 

Ford spokesman said the work- 
ers decided settle their com- 

(Continued on Page 123, Col, 3) 


Lark Moves S-P 
Into Black Ink 


$3.7 Million Netted 
Fourth Quarter 


SOUTH BEND.—A net operating 
profit $3,700,000 for the fourth 
quarter was reported for Stude- 
baker-Packard President Harold 
Churchill. was the first quar- 
terly operating profit since S-P was 
formed 1954. 

Churchill said another mil- 
lion which had been set aside 
cover model changeover expenses 
had not been spent. 

When the fourth-quarter profit 
and the unspent reserves are ap- 
plied against the $22,533,000 loss re- 
ported for the first nine months 
1958, the loss for the full year will 
reduced about $13,850,000. The 
figures are subject audit. 

S-P’s motor vehicle sales the 
fourth quarter 1958 amounted 
$88,652,000. The company lost $i- 
515,000 sales $65,772,000 the 


fourth quarter 1957. 


The last quarterly profit 
Studebaker was reported 
fourth quarter 1953 and Packard 
had its last profitable quarter 
the third quarter that year. 

Should S-P continue the 
black the months ahead, there 
will need set aside part 
the profit for income taxes for 

some time the company has 

tax loss carryforward more 

than $100 million. 

S-P was able boost its cash 
and marketable security holdings 
from $18,533,000 Sept. $35,- 
362,000 Dec. last year. 

Churchill said concentration 
the Lark made possible for the 


company move out the red, 


the fourth quarter. 

The complete report 1958 op- 
released about two months. 
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ART the debate over territory 

security for auto dealers in- 
yolves the question the reputable 
dealer versus the tricky dealer who 
blackens the name all the 
trade. 

does not fcllow, however, that 
all the reputable dealers are 
one side and the disreputable 
the other. obvious that there 
are reputable dealers both sides. 
And unfortunate that person- 
alities get mixed this issue. 

The fact that the trade be- 
moans the chiseling dealer, and 
some progress has been made 

reversing the trend the trade 
away from his tactics. 

one time, looked like the 
trade was adopting his practices, 
rather than working the op- 


posite side the street. 
* * * 


Rise Confidence 


with some notable excep- 
tions, and will note them, 
appears that there has been some 
progress restoring confidence 
the retail business. marked help 
has been the price-labelling law. 
The man the street, who not 
long ago was lost fog 
phony discount advertising, now 
can walk into dealership and 
least feel confident that has 
starting price from which work. 
Some trade leaders feel that 
there great deal confusion 
over territory security. They see 
territory security another move 
the direction strengthening 


the franchise system selling 
re new cars. 
And, they ask, how long could 


the auto industry, know it, 
exist without the franchise 
Were not for dedicated organiza- 
tions franchised dealers, bad 
year would put auto maker out 
business. And there have been 
years which all the makers 
have had unpopular 
Certainly the independent auto 
dealers have important place 
the auto business, but dealer with 
franchise naturally tends deal 
merchandise that most pop- 
ular the moment. This under- 


Open House Week 
Scheduled R.I. 


PROVIDENCE.—The Rhode Is- 
land Automobile Dealers 
annual Open House Week will 
held dealerships throughout the 
State 22-28. 

The RIADA also announced that 
Galles new NADA presi- 
dent, will the principal speaker 
its annual banquet the Shera- 
ton-Biltmore Hotel Apr. 
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Rate Brisk Without Contests 


Sales Near Jan. High 


Dealer Forum 


Robert Finlay 


standable, but would wreck the 
industry. 
* * 
Realistic Figures 
THE other side, there are 
dealers who with equal logic 
point out that territory security 
isn’t going make profit for 
dealer. still have good 
merchandiser. He’ll have hustle. 
Some the basic problems, 
they assert, are the bookkeeping 
facts dealership’s life, They 
say that there great deal 
accounting nonsense the 
auto industry which keeps dealers 
from knowing where they stand 

how much costs sell 
car. 

Until dealer accounting based 
comparing apples with apples 
and oranges with oranges (and 
without dividing everything new 
cars), the industry will continue 
take emotional rather than 
rational approach accounting 
and basic figures needs. 

* 
News Exposure 


WERE discussing with 
newspaperman the other day 
this subject chiseling dealers. 

“You know,” said, “we news- 
bemoan these 
ing practices, but could help 
stop them exposing them.” 

One difficulty that newsmen 
are often confused. the one 
hand, they hear stories about 
chiseling, cut-price practices; 
the other hand, those accused talk 
the conservative old mossbacks 
who want make fortune 

every deal. 

Seems me, though, that news- 
papers, with the help reputable 
dealers, could draw the line 
downright dishonest and dangerous 
practices. 

dealer delivered member 
our staff new car with complete 
set defective tires. 

Such tires are stamped “Second,” 
but the inside wall where the 
customer will not see unless 
crawls under the The customer 
buys the car confident that could 
not come from the factory with 
defective tires. 

The time such tires blow 
under stress, when the car 
stretch the imagination read 
death into such case. 

There may argument the 
case price cutting, but certainly 
there argument about prac- 
tices such this. Dealers who 
engage such practice and the 
tire firms that supply them are 
guilty risking the lives their 
customers through fraud. 

Reputable dealers should cooper- 
ate with newspapers cleaning 

such practices. 


Symbol Leadership 
NOTE that recent study 

the NADA research depart- 
ment points the dealer 
symbol leadership—an organizer 
charity functions, leader 
safety campaigns, man quick 
give his time and his means 
make his town better place 
which live. 

is, according the study, 
planting deep community roots. 

seems that the NADA 
move step the right direc- 
tion. The NADA study was based 
what dealers are doing, rather 
than the public view what 
dealers do. 

Past NADA plans for influencing 
public opinion favor dealers 
have been lost disputes among 
dealers themselves. 

And the public view the dealer 
doubtless different than the 
dealer view the dealer. 

There dispute, too, over what 
quality dealer should be. 

Progress this area will come 
only when dealers decide that the 
public view the dealer should 
the same that pictured 
the NADA study, and when they 
move ahead that 

This not simply matter 


Robert Lienert 
Associate Editor 


AST-MINUTE field reports 
sales January ground 
close indicated new-car retail de- 
liveries during the month, includ- 
ing imports, topped 400,000 


considerable margin. 
This would make the 1959 


month one the best Januaries 
all time, possibly exceeded only 
January, 1951, when pressures 
the Korean war pushed sales 
past 472,000. 

Last year, January saw fewer 
than 382,000 new-car sales. 

The December-January period, 


Columbus Dealers Install Officers— 


Charles Medick (Ford), left, past 


president the Columbus (O.) Automobile 


Dealers Assn., presents plaque honor Robert Keim (Ford), retiring president, 


the association installed its 1959 officers. 


From left, are Ohio Attorney General 


Mark McElroy, who swore the officers; George Simeon (Buick), director; George 
Krieger (Edsel), president; Herman Marte (Pontiac), vice-president; George Byers 
(DeSoto-Plymouth), treasurer; Medick; Keim; Herman Beck (Rambler), secretary, and 
Harold Wood Neil Rush (Mercury), Leo McPherson (Volkswagen), 


and Les Fishinger (Ford), directors. John 


of the association. 


Barton was reappointed executive secretary 


Indicted Detroit 


John Teahen jr. 
Staff Writer 
investigations price 
packing and alleged price fixing 
came the fore again last week 
Washington and Detroit. The 
cases involved Ford, Oldsmobile 
and Chevrolet dealers. 

Washington, attorneys for 
Ford and Oldsmobile dealers 
asked Federal District Court 
permit their clients plead nolo 
contendere (“no contest”) 
charges illegally fixing prices 
new cars. 

Detroit, Chevrolet dealers 
and their line association were in- 
dicted grand jury counts 
conspiring fix prices new 
cars and conspiring establish 
minimum gross profit $225 
per new car. 

> 

Detroiters and their associ- 

ation denied the charges and 
said they would fight the indict- 
ment. All stood mute upon arraign- 
ment last Thursday. 

The Washington request was 
taken under advisement Judge 
Jackson, who De- 
cember fined Washington 
Chevrolet dealers and their line 
group total $32,000 similar 
charges. 

The nolo contendere plea means 
that the Ford and Oldsmobile deal- 
ers not choose contest the 


charges. Its effect, for the purpose 


guilty plea. But cannot used 
civil damage suits evidence 
illegal conspiracy, could 
guilty plea. 

other words, defendant who 
pleads nolo contendere admits 
the facts the case, but doesn’t 
admit crime. 

7” 


Washington Chevrolet, Ford 
and Oldsmobile dealers were 
indicted last July Federal 
grand jury. 

They were charged with taking 
part conspiracy raise and 
fix retail prices new cars and 
accessories agreeing adopt 
uniform retail list prices substan- 
tially higher than those suggested 
the manufacturer and refrain 
from price advertising. 

Attorneys for the Ford and 

Oldsmobile dealers claimed last 
week that the charges agree- 

ing certain list prices have 

been “superseded” passage 
the Federal price-sticker law. 

Ford and Oldsmobile dealers also 
were charged with conspiring 


establish minimum gross profit 
new-car sales—$225 for Ford and 
$450 for Oldsmobile. 


The Chevrolet indictment further 
charged the defendants with con- 
spiring establish uniform hourly 


labor rates. 


Insist Innocence 


the listed Ford defend- 
ants—Ford Motor Co. itself and 
Takoma Motor Co., Inc.—did not 
Join with the others seeking 
the no-contest plea. 
Both maintain their innocence. 

Ford Motor named one 
count three-count indictment. 
The company accused con- 
spiring fix prices parts and 
accessories sold the defendant 
dealers. 

According the Government, 
the effects the alleged viola- 
tions were that prices were fixed 
artificially high and noncom- 
petitive levels, thereby suppress- 
ing competition and depriving 
purchasers the opportunity 
buy free market. 

Washington attorneys James 
Reilly and John Wilson told 
Judge Jackson that their clients 
(the Ford and Oldsmobile dealers) 
feel moral guilt but are guilty 
“technical violation” the 
antitrust laws. 

They termed the request for 
no-contest plea capitulation 

(Continued on Page 122, Col, 1) 


stocks. won’t 


school days 


recently bought new cars 


the 


and when the Big Three bring out cars, 
dealers. will have cautious about used-car 


proach those good used cars? 
holding its annual convention this week, seems 
appropriate again point out the necessity for 
dealer associations and the need for dealers 
work together toward common 

NADA’s new president, Herbert Galles 
oftimes called “Hickum” instead Herb, but 
confesses doesn’t know -the origin the 
nickname which has followed him from early 
factories have become unreasonable the adjustments under war- 
ranty ... Pennsylvania association happy over the fact the state 


contrast the subsidized buying former 

Canadian dealers reported pre-tax profit $116 per new car 
the first nine months last year 
annual meeting Apr. New and used-car dealers three Michi- 
gan cities, Lansing, Bay City and Saginaw, now are closed Tues- 
day, Thursday and Saturday evenings. 


bridging the old year and the new, 
accounted for nearly million new- 
car sales. 

Past performances the indus- 
try indicate that such midwinter 
pace can set the stage for six- 
million-car year. 

* * * 
cars currently are selling 
the highest daily rate recorded 
year’s time, and some quar- 
ters there belief that total 
1959 sales will better than origi- 
nally estimated. 

noted NADA, however, 
there are some soft spots the 
economy which must watched 
before any clear picture can 
seen, 

These are economic factors 
watch, according NADA: 

Unemployment will continue 
higher than was before the 
recession. 

New housing construction will 
probably fall below last year’s level. 

Spending for new plant and 
equipment will remain below the 
pre-recession rate. 

Farm income will decline from 
1958 levels. 

Overall, the view some an- 
alysts, 1959 will good year but 
not boom year. 

good sign the current pe- 

riod that new-car sales have 
rebounded without too many fac- 
tory hypos. Rambler contest which 
wound December and Chev- 
rolet contest starting Jan. were 
the only sales incentive programs 


the two months, 


Last year, roughly the same 
period, factory incentive pro- 
grams were full swing the 
industry struggled get new- 
model sales off the ground. 

Another indication that improv- 
ing car sales are store lies 
the fact that the cheering January 
total was reached without much 
help from Chrysler Corp. dealers, 
still suffering from car shortages. 

Chrysler can get back into 
full production shortly that its 
dealers can sell normally again, 
and other makes hold their vol- 
ume, this month could see new-car 


totals bracketed with the 


February volume 440,000 475,- 
000 established 1955-57. 
> 


ample dealer stocks, 
the cutback production an- 
nounced last week Buick should 
have appreciable effect sales 
this month. 

the other hand, the increas- 
ing number cars flowing from 
Rambler and Lark plants and the 
stepped-up rate imports should 
contribute higher sales this 
month and the spring. 

the retail level, however, deal- 
ers are finding easy contain 
their enthusiasm. They are worried 
mainly low profits and stag- 
nating used-car market. 

Most say that from volume 
standpoint alone, they have little 
complain And some admit 
that neither the profit problem nor 
the used-car situation worri- 
some was year ago. 


the price these small cars ap- 
With NADA 


Some dealers contend that their 


prices slightly above dealer cost, 


Rhode Island dealers will hold 


Editor, 
Automotive News 
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AMC, Studebaker 


Big Losses Pare 
Dealerships 35,700 


(Continued from Page 1) 


dealers. year’s end, the surviving 
35,744 merchants held 53,293 fran- 
chises. 

The main reason for the dealer- 
ship decline contained the 
adage: “The business business 
profit.” There wasn’t any profit 
all for many auto dealers last 
year, and number them de- 
cided lock the door for keeps. 

But there were other reasons. 
realignment program con- 
tributed the decline that com- 
outlets, while the establish- 
ment M-E-L division changed 
the complexion the Mercury and 


Edsel dealer structures, 


PROGRAM year old 
and consists reappraisal 
the company’s distribution network. 

More simply, it’s case putting 
dealerships where they are most 
needed. Suburban areas will have 
more dealers than heretofore, while 
metropolitan points will 
closed. 

corporation “buyout” policy 
has helped close the dealer- 
ships feels are longer 
needed. The partings, reportedly, 
have been amicable. 

Presumably, many the bought- 
out dealers will share the “re- 
location” phase the plan. 
That is, they may granted fran- 
chises for the new suburban points 
which will opened. 

Chairman Frederic Donner 
said last month that the relocation 
program “involving fewer than 200 
dealers,” two-thirds completed. 
has refused make any other 
comment the situation, but 


B-W Chief Sees 
Big Small Cars 
Import Blow 


NEW YORK.—Borg-Warner 
Chairman Roy Ingersoll said 
last week that introduction small 
cars all auto manufacturers 
would reverse the situation 
which vehicle imports far exceed 
exports. 

Ingersoll predicted that the 
American small cars would corral 
much percent the total 
market this year members 
the Big Three begin production 
this field. 

Before meetings the National 
Industrial Conference Board, Inger- 
soll forecast five million 5.2 mil- 
lion new-car sales this year. Re- 
public Steel President Patton 
differed, estimating million 
sales. 

Ingersoll indicated there was 
longer any question about the Big 
entering competition with 
Rambler, Lark and the imports. 

Patton predicted percent 
rise steel shipments the auto 
industry the result increased 
car sales. 


Life Salutes Dealers— 


salute from Life magazine the 
nation’s dealers featured 
display the lobby the 
Time-Life Building New York. Examining 
some the cars used the display 
are, from Dickinson Wilson, Life 
manager; Peter Gordon, 
executive director; Warren King, 
Life merchandising manager, 
and John Conley, NADA public 
The display, which contains pic- 
the state presidents and four 
NADA officers, keynotes the important 
that dealers play the country's 
economy. 


apparent that the new setup played 

part the corporation’s esti- 

mated loss 828 dealers 1958. 


THE Detroit area, for instance, 
there were fewer dealers 
1959, than there were 
year earlier, and many the clos- 
ings were the result factory buy- 
The Detroit losses involved 
Chevrolet, Buick, Oldsmobile and 
Pontiac. There was change 
the number Cadillac outlets. 

Aside from Rambler and Stude- 
baker, Edsel was the only U.S. 
make list more franchise- 
holders the beginning 1959 
than the year-earlier date, The 
figures were 1,561 and 1,146, 

But Edsel also played major 
role the 668-outlet decline 
Ford Motor dealership total 
(from 9,743 9,075). 

The explanation lies the 
makeup the Edsel dealer body 
the two dates. year ago, Edsel 
had estimated 914 exclusives and 
232 duals. estimates are 224 
exclusives and 1,337 duals triples 
with other Ford Motor Co. makes. 

months ago when joined 
Lincoln and Mercury division 
form M-E-L. Many Edsel retailers 
had experienced rough sledding 
single-liners. 

Other Edsel exclusives closed and 
the franchises went Mercury 
dealers the This, course, 
explains the decline Mercury ex- 
clusives from 575 135. 

The new setup could have many 
benefits for dealers, since they 
now have full-fledged medium- 
priced line plus lower-priced 
make that offers six-cylinder 
engine. 

Ford division’s dealer total stood 
well during 1958, The division 
lost only 123 franchise-holders and 
ended the year with 6,897 move 
into second place behind Chevrolet, 
which has 7,246. Plymouth now 
third with 6,843. 

year earlier, Plymouth was first 


Dealer Totals 
Passenger Cars 
1958 


1958 
American 2,743 2,2 
Corp. 8,037 8,673 
Ford Motor Co. 
General Motors ...... 14,685 15,513 

37,019 38,196 

Minus intercor- 

porate duals 1,245 576 

Passenger- 

Car Dealers 35,774 37,620 
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with 7,695 outlets, followed 
Chevrolet with 7,450 and Ford divi- 
sion with 7,020. 


* 
CHRYSLER CORP., 1958 saw 
decline the number 
single-line dealerships. The year 
ended with 566 exclusives, compared 
with 657 the preceding census 
date. 

Plymouth dropped from 195 ex- 
clusives 176; Dodge slipped from 
333 292; DeSoto fell from 
38, and Chrysler-Imperial dipped 
from 60. 

The Chrysler-Imperial duos are 
considered exclusives since the 
cars are built the same divi- 
Two this year’s such 
handle Chrysler only, and 
there are one-line Imperial 
dealers. 

Chrysler Corp, has grand-slam 
dealers who handle all five its 
passenger-car lines. Last year, there 
were nine. 

Totalling the figures announced 
estimated for the nation’s 
five auto makers shows that they 
had 37,019 dealers the beginning 
this year. However, 1,245 those 
dealerships handle the products 
two more manufacturers, leav- 
ing net figure 35,774. 

The comparable figures for Jan. 
1958, were 38,196 dealerships, 
which 576 were intercorporate 
duals, The net dealer total was 
37,620. 


Three-Way Promotion— 


Chrysler dealers, department stores and for Aluminum Co. America are 


showing customers travel comfort cars 


and clothes all through February what 


said the avto biggest three-way fashion-merchandising program. 
Kimberly Mills knit wear being featured along with high fashion and upholstery 
match the 1959 Chrysler models. aluminum the car being featured for 
its easy maintenance and trim flare. The models and dresses this picture appear 


Territory Row Light 


NADA Convention Fires 


(Continued from Page 1) 


way Safety Committee luncheon 
will held noon the 
ford Room the Conrad Hilton. 
Admission invitation. 

stage presentation scheduled 
for 2:30 p.m., Monday. titled 
“The Great Discovery,” “How 
Much Does Really Cost You 
Sell Automobile,” and will 
acted members the Chicago 
company “My Fair Lady.” The 
script was prepared William 
Hamilton, the NADA staff. 

3:15 p.m., there will fashion 
show and tea for the ladies 
Marshall Field Co. DeSoto will 
host dinner for its dealers and 
their wives the Edgewater Beach 
Hotel, and there will open-house 
receptions throughout the city. 

activities will begin 

7:45 am. with breakfast 
for the NADA 30-Year Club the 
Williford Room the Conrad Hil- 
ton. The top dealer relations execu- 
tives the five auto manufacturers 
will guests the breakfast. 

White, Columbus, O., will 
wield the gavel the morning 
business session the Grand 
the NADA business management 
committee. 


“What About Car and Truck 
Leasing?” will discussed 
panel made James Mulgrew, 
Euclid Ford Co., Cleveland; Ken- 
neth Glaser, Lend Lease Transpor- 
tation Co., Minneapolis; Sam Lee, 
Lee Fleet Management, Inc., Cleve- 
land, and Carl Fribley, NADA di- 
rector and past president, Norwich, 

Chrysler Corp. dealers will meet 
for lunch noon the Drake 
Hotel. 

Advertising will the theme 
the afternoon meeting, with Walter 
Cooper, Fort Collins, Colo., pre- 
siding. Cooper chairman the 
NADA advertising ethics commit- 
tee. 

Two executives the American 
Newspaper Publishers Assn. will 
featured dramatic presen- 
tation: “How You Make Your 
Advertising Help Earn Profit for 
You?” 

They are Edward Falasca, 
promotion director the ANPA 
Bureau Advertising, and Ro- 
land Postel, the bureau’s automo- 
tive manager. 

Closing the Tuesday afternoon 
meeting will Merryle Stanley 
Rukeyser, noted economic analyst. 


His topic will “The Outlook for 


Your Business 1959.” 

The NADA convention dance will 
begin p.m. the Grand Ball- 
room the Conrad Hilton. Earlier, 
Studebaker-Packard will host 
reception and buffet dinner for 
dealers and their wives the Sher- 
aton Hotel. 

IRKETT WILLIAMS, NADA 
vice-president, will direct 
the Wednesday morning session 


used-car merchandising and truck 
merchandising. 


Discussing the used-car situa- 
tion will Whittey, presi- 
dent, Corwin-Churchill Motors 
(Chrysler-Plymouth), Bismarck, 
D., and Melvin Hilliard, Hilli- 
ard Chevrolet Co., Kansas City. 


Whittey will represent smaller 
communities, and Hilliard will 
speak for larger communities. 

The truck panel will moder- 
ated Sahli, Sahli Motors, 
Inc. (Chevrolet), Beaver Falls, Pa. 
chairman the NADA truck 
committee. 

> 

ANELISTS will Jack Weed, 

News truck editor; 
Ephraim Brenner, operator the 
Dodge truck center Harrisburg, 
Pa.; William Price, Price Motors, 
Wichita, Ford heavy-duty truck 
dealer, and John Grenier, Axle 
Equipment Sales, Cicero, 
Chaffin will preside the final 
business session Wednesday after- 
noon. The Rev. Laurence Hall, 
pastor St. Paul Episcopal 
Church, Cleveland, will discuss 
“Humor—a Business Asset.” 

The 1959 officers will pre- 
Galles jr., incoming president, 
will conclude the meeting. Galles, 
Albuquerque, M., presi- 
dent Galles Motor Co. (Olds- 
mobile-Cadillac) and partner 
Galles-Groesbeeck Chevrolet. 
The final convention event will 
the NADA Revue 8:40 p.m. 
Wednesday the Medinah Temple. 
The show will star Dinah Shore 
and Pat Boone, who will appear 
through the courtesy Chevrolet. 


Colorado Auction Cites Oldtimer— 
Francis Cassell, left, and Carroll Kopfer, second from left, owners 

Auto Auction, celebrated the grand opening their new building 

presenting plaque Thomas Heenan, second from left, who has 


and sold cars for years the Denver 
manager the Independent 
the owners, Colorado Auction has 
opened six years ago. 


NIADA War 
Price Stickers 


Territory Security 
Also Draws Fire 
(Continued from Page 2) 


right fence off America 
protected territories for their 
own vested interests, Everyone 
the industry should willing 
meet the rest the market- 
place,” said. 

most cases, according 
McKinsey, independent 
who include used-car retailers and 
dealers holding franchises for sale 
foreign cars—are very 
with the new-car retailers their 
home towns. 

said. “In fact, our members 
write that most franchised deal- 
ers with whom they talk are 
posed territory security.” 

McKinsey said his association 
anxious cooperate with all 
groups the retail automobile 
dustry assure that dealer 
serves not yet paid the dealer are 
not taxed the dealer and 
obtain reduction elimination 
auto excise taxes. 


NADA Announces 
Tentative Slate 


For Seminars 


tentative 
schedule seminars has been an- 
nounced NADA Management 
Services. The dates for the discus- 
sion-type meetings for all makes 
and size dealers follow: 

Feb. 24-25: Dealer’s Analysis 
Leasing and Renting.” 

March 3-4: “Modern Methods 
Used-Car Merchandising.” 

March 17-18: “The Management 
Salesmen.” 

March 31-Apr. “Truck Leasing 
and Rental Business.” 

Apr. 14-15: “Eliminating Hands 
Pockets.” 

Apr. 21-22: “Parts Inventory and 
Control.” 

May 5-6; “Improving the 
Leasing Operation.” 

June 2-3: “Broadening Dealership 
Income Base.” 

June 16-17: “The Management 
Salesmen.” 

July 14-15: “Modern Methods 
Used-Car Merchandising.” 

July 28-29: “Money Making 
Dealerships.” 

Aug. 11-12: “Productive Sales 
Compensation Plans.” 

Aug. 25-27: “The Management 
Roundup.” 

Management Services also an- 
nounced will participate this year 
with state associations Massa- 
chusetts, Kansas, Alabama, nor- 
thern California, Washington, Idaho 
and Oregon. 


area. right Howard Stark, general 
Dealers Assn. Colorado. 
sold approximately 75,000 cars since 


heres ‘top drawer selling! 


Top selling tactics nowadays call for complete selling. 


You not only sell the desirability the car but you sell its immediate 
availability through financing. 


You not only sell the convenience power steering but you sell the 
convenience financing the car purchase. 


You not only sell the safety features power brakes but you sell the 
safety features adequate insurance coverage. 


Associates Pleasant Purchase Program can help you more complete 
selling job with one the most comprehensive and flexible, financing- 
insurance plans the business. Better listen the man from Associates 
he’s got full details the Associates Pleasant Purchase Program. 


LE 


P.S. See you the N.A.D.A. January February 4—enjoy Associates 
hospitality Cairo the Conrad Hilton 


ssociates 


SOUTH BEND, INDIANA 


ASSOCIATES INVESTMENT ASSOCIATES DISCOUNT CORP. ASSOCIATES DISCOUNT (CANADA) EMMCO INSURANCE CO. 
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Ideas Are Numerous, but Are Obstacles 


Supermarket ‘Cinch’ Deal 


Houck cars the side his building and 
Travelling Correspondent cars concrete front the 
PINE BLUFF, Ark.— The least cars can 


auto supermarket has been 
kicked around for half dozen 
years but various obstacles have 
Seemed thwart its development. 
best highly explosive and 
controversial subject. 

The most recent supermarket 
idea probably the one which 
various franchised dealers rent 
space and display cars one 
central location. 

But the oldest continuously oper- 
ated new-car supermarket be- 
brough’s Scarbrough Motors, Inc., 
which also Rambler dealer. 

Searbrough’s supermarket 
more than years old, and time 
has brought changes. For example, 
until the advent the sticker law, 
displayed cars all makes 
his floor. 

still sells all makes and ad- 
vertises his business the New 
Car Supermarket. But, told 
News, “to save embar- 
rassment dealers” does not 
display other makes than the Ram- 
bler although will sell, deliver 
and guarantee any customer, any 
make and model. 

more years the auto business, 
was the Buick dealer Pine 
for years. 

His building has large display 
floor and 9,000 square feet shop 
space. His service department 
modern and has the latest equip- 

new Ramblers all times. 

has customer parking space 
the rear and can display used 


displayed the showroom floor. 
“Use the title, ‘New Car 

Supermarket,’ which means what 
says, the biggest and most 

popular drawing card I’ve ever 
seen this business,” Scarbrough 
said, “indicating that the public 
appreciates place that features 
plainly marked prices, low over- 
head and fast service.” 

How can sell cars all 
brands and keep the customer 
happy? And what done about the 
factory warranty? 

Before the price-sticker law, 

> 


Opening Day— 

Cars many makes were display 
when Scarbrough Motors, Inc., Pine Bluff, 
Ark., opened its doors Sept. 14, 1957. 
But since the advent price stickers, 
only for which the supermarket 
the franchised dealer, are the floor. 


54% for Territories 


More Dealers 


Air Views 


(Continued from Page 1) 
Raleigh CPA, showed 265 simply around the barn and 


permissive legislation and 224 
opposed. 


> 
had required that the ballots 
but had pledged that names 
would revealed. 

other dealer polls, Gurr, 
president the Hamilton 
Automobile Dealers Assn., said 
his members were “100 percent 
for territory security.” 

Chairman Stu Evans the Na- 
Dealer Council said 
the Council members voted 
unanimously against territory se- 
curity last week. 

Clyde Randall, president 
the Arkansas Automobile Dealers 
Assn., said that when was 


elected last October, asked 


standing vote the convention 
floor regard territory security. 

the approximate 200 dealers 
attendance, said, only five op- 
posed return territory secur- 
ity. 

letters from dealers 
around the country continued 
pour into News. 
sampling follows: 


Rope Over the Barn 


NOTICED letter your Jan. 
issue written Carroll 
McLaurin, Fayette, Miss. Mr. 
McLauren’s views and mine clash 
violently that can’t both 
right. 

not singling him out for 
one side the dealer body and 
the other. lot dealers 
agree with him, sure. 
the other hand, lot them 
agree with me. 

remember when there was 
protected territory—however, was 
the grocery business the time 
—but the big issue there 
territory security all now, and 
there hasn’t been for quite while. 

have been automobile dealer 
for about years but have few 
scars from this open-season rat 
race that going the industry 
today. 

The point is, throw rope 
over the top the old barn and 
divide sides—one bunch pull 
one end and the others pull the 
opposite end—we will not get any- 
thing done. However, one side 


everybody pull one end, the old 
rope will just slide easily 
> 


IAT are dealers interested in? 

they enjoy being stabbed 
the back the boy the next 
town? they enjoy cheating, 
lying and gimmick stuff? they 
love being looked upon some- 
thing that crawled from under 
rock? doubt they like this 
any part it. 

got into this mess without 
better not have territory secur- 
ity, why the industry such 
shape the retail end? got 
this way with 


car that upset not likely 
right itself without little help. 
don’t believe this business will 
right itself, either, without help. 


Any dealer that thinks can 
sell car for $50 over cost and 
properly service and maintain 
customer goodwill simply crazy. 
However, when one home- 
town customers goes out 
town hundred miles with 
pocketfull money, competitor 
looks upon this plus business and 
gift from heaven. 


can get cost plus some 
measly pittance, never see this cus- 
tomer again and turn him loose 
for his aches and pains 
cured trying keep this auto- 

(Continued on Page 117, Col. 1) 


Late Report... 


Scarbrough said, bought new 
cars from franchised dealers 
prices satisfactory him, dis- 
played and sold them. The factory 
warranty was ignored, added. 


“We pride ourselves the worth 
our own warranty,” Scarbrough 
said, “and have made our cus- 
tomers realize that worth more 
them than any warranty they 
could get under any other condi- 
tions because make good im- 
mediately and without question.” 


Each car sold with Scar- 
brough warranty, said, and the 
selling dealer and the manufac- 
turer are not called for any- 
thing. 

Under the price-sticker law, Scar- 
brough said delivers any car the 
customer wants. said does 
not remove the sticker, but deliv- 
ers the car direct the customer 
and lets him remove it. said 
the customer toid that all war- 
ranties, written implied, will 
taken care Scarbrough his 
service department. 

Since the original dealer’s name 
the sticker, Scarbrough said 
does not display such cars be- 
cause might embarrass the dealer 
with his factory. 

the availability new cars, 


Scarbrough said doesn’t have 


any trouble getting all wants. 


“Of course when new cars are 
short with the franchised deal- 
ers they are short with me, too,” 
Scarbrough said. 


Scarbrough said the public likes 
the idea supermarket for new 
cars. 

“The supermarket idea not just 
place where many brands cars 
are sold,” Scarbrough said, “be- 
cause some franchised dealers are 
now handling four five brands 
from their own factories, but 
more method doing busi- 
ness lower cost.” 

Scarbrough said his operating 
cost was percent lower than the 
average comparable operation. 
said there fat the opera- 
tion, and that each employe pro- 
duces full work goes 
out. 

“Every time spend another 
dollar for expense,” Scarbrough 
said, must make another dol- 
lar profit put back.” 

Rambler dealer for seven 
months, Scarbrough said put 
Rambler third place locally 
time when had busi- 
ness all the area. added 
that percent the 1959 tradeins 
are competitive makes. 

Rambler parts department 
maintained, and most parts for 
making good the warranty other 
brands are purchased from jobbers 
dealers, except for spark plugs, 
generators, points and similar 
items. 

mechanic checks for loose 
parts, front wheel bearings are 
checked, the engine tested and 
tuned necessary and the car 
road-tested before delivery, 
added. 

Factory recommendations and 
warranty checks are performed 
papers and manual, Scarbrough 
said. has outside and in- 
side grease rack, inside and 
outside wash rack. 

think the supermarket method 
merchandising new automobiles 
will probably become accepted 
throughout the industry the fu- 
ture,” Scarbrough said. 


Used-Car Market 


Last week was one downward trend the wholesale used-car 
Overall average prices, consignments and sales ratios sank 
levels below those the previous week, according Automotive 


News’ statistical studies. 


The overall average price declined $1,140, lowest since mid- 
January, despite gains $25 models and ’57s. 

unchanged, New lows were recorded for and while 
the previous low for was matched, 

group representative auctions last week, the average con- 
signment numbered 161.7 units, which 62.1 percent were sold. 
week earlier, the average consignment was 232.2 units and the 


sales ratio was 68.2 percent. 


Auction reports begin Page 100. 


Supermarket—Now and Then 


B.S. (Before Scene— 
prospect could view many makes the supermarket Scarbrough Motors, 
Inc., Pine Bluff, Ark., before the price sticker was adopted. Now the firm, franchised 


Rambler displays only the Rambler but still offers sell any make 
customer wants. 


SUPER 
MARKET 


Sticker Leaves Only Rambler Display— 

Only are display Scarbrough Motors, Inc., Pine (Ark.) super- 
since the price sticker was adopted. The firm handles mokes 
chased from other franchised dealers) but does not display them the 
from embarrassment with their factories.” 


Few Would ‘U. 


Import Owners Polled 


talk given Sunday the 
NADA import clinic Paul Her- 
NADA director research: 

> 


Probably the most phenomenal 
development hit the automobile 
industry recent years has been 
the remarkable invasion im- 
ported cars into the and the 


warmth and enthusiasm 
which they have been received 


the public. 

Imports, such, are 
means new this country: 
Royces and Jaguars, while never 
common sight, have been 
this market for more than 
decade—they’re still not com- 
mon sight. 

Imported sports cars also have 
been the scene for some time. 
Only during the past few years, 
however, have had this mar- 
ket large and increasing number 
family-type imported vehicles 
distributed through dealer organ- 
izations general resembling 
those. the domestic automobile 

recently 1955 imports ac- 
counted for only 0.8 percent new 
car sales the units. 
Registrations for the first eleven 
months the year just past, 1958, 
are close the 340,000 unit mark, 
which means penetration bet- 
ter than percent. 

the inception this exhibition 
interest imported automobiles, 
there was tendency the part 
observers assume that 
were witnessing another 
short-term hula-hoop type fads 
which are common our coun- 
try. was felt that the imported 
craze would soon wane and 


normalcy would return. 
* 


However, the determination 
the acceptance and the permanence 


any commodity the market- 


not made the individ- 


uals manufacturing selling that 
product, although certainly the 
manner which product man- 
ufactured distributed does con- 
tribute its desirability. the 
final analysis, the success fail- 
(Continued on Page 124, Col. 1) 


Prices Tires 
For Auto Makers 
Hiked 242% 


major tire manu- 
facturers have raised the prices 
original-equipment tires one 
percent. The boost, first any 
consequence since Oct. 1957, was 
due higher labor and material 
costs, was said. 

Original-equipment business 
dominated Firestone, Rub- 
ber, Goodyear and Goodrich. 
General has increased its share 
this market the last several 
years. 

was reported that the price 
boosts vary types tires, indi- 
vidual suppliers and individual 
consumers. Since pricing subject 
direct negotiation between the 
supplier and auto maker, changes 
are not publicly announced. 

Contributing higher costs were 
boosts percent the pay 
rubber factory workers last sum- 
mer, hike few cents pound 
the price rubber natural and 
percent increase the price 
Tyrex cord. 

Although replacement-tire prices 
were increased 1958, there 
possibility that they may 
boosted again later this year, was 
said. Most tire makers are facing 
another increase wage costs this 
summer. 


cAR 


GOING 


“The South today occupies the economic spotlight one our outstanding national 
strengths. course, Glidden have long appreciated the vitality the Southern rural 
market and its need for special coverage. That why for over years The Progressive 
Farmer has been our choice for coverage the important rural South. Our research shows 
The Progressive Farmer effective general consumer medium, and one which also 


creates dealer influence for our paints.” 


Alexander Duncan, Vice President General Manager 


Paint manufacturers have fill buckets extra fast 
keep with the South’s sky-rocketing home building 
market! And this temporary surge. 1957, for the 
fourth consecutive year, the South built more dwelling 
units than any other region and was the only region 
build more 1957 than 1956. 


Everything’s booming down South. Actually, home 
building only one phase the big doings down 
South. The Southern economy UP! Southern farm 


The Glidden Company, Paint Division 


income UP! The South the fastest-growing BIG 
regional market the has been for years. 
Southern retail sales for 1957 showed the greatest 10- 
year gain per capita—an increase 45% compared 
31% for the U.S. 


The South mostly RURAL. this big $53 BILLION 
Southern market, the farmer pivotal importance. 
For the South mostly rural. Over 51% rural—com- 
pared 29% for the rest the U.S. So, any advertis- 


ing campaign aimed South must keep its sights the 
farm family for full results. 


How sell the RURAL South. That’s where The 
Progressive Farmer comes in! The biggest circulation 
among farm families all Southern states over 
million readers. The Progressive Farmer read and 
reread clipped and filed for future reference when 
buying decisions are made. Five regional 
edited meet local needs and problems—give adver- 
tising extra local impact. 


Your best media buy wonder The 
Progressive Farmer FIRST advertising linage 
among farm magazines one the leaders among 
ALL monthly magazines. wonder it’s the 
choice Southern retailers and wholesalers the farm 
magazine with greatest advertising influence. Buy The 
back national campaigns that often miss much 
this big rural market. 


More than 5,500,000 readers the Southern states 


THE PROGRESSIVE FARMER 


Advertising Offices: 


RALEIGH 


CHICAGO 
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NADA Study 


Dealer Rated Tops Civic Spirit 


WASHINGTON.—The franchised 
new-auto dealer rates high 
civic-minded small businessman, 
according survey conducted 
research department. 

The auto dealer not “just 
another merchant” commu- 
nity many merchants, the sur- 
leadership. 


his time and his means make his 
town better place which 
live, the survey found. 


The NADA member much more 
than responsible businessman of- 
fering quality products and depend- 
able service, the research depart- 
ment said. 


While contributing substantially 
the economic well being his 
community through his payrolls, 
taxes, local advertising and the 
capital investment his dealer- 
ship, planting deep business 
roots which assure him lifelong 
the heart the commu- 
nity, the researchers continued. 

The average NADA dealer has 
been the automobile business 
for years, the survey found. 

ascertain the extent dealer 
participation civic activities, the 
NADA research department mailed 
2,000 questionnaires NADA mem- 
bers. order assure repre- 
sentative sampling, these members 
were carefully selected include 
dealers all sizes handling 
manufactured cars cities vary- 
ing populations. 

The dealers polled represented 
communities under 10,000 popu- 


lation; 10,000 25,000; 25,000 
100,000 and 100,000 and over. 

During 1958, the dealer the 
community 10,000 population 
sold average new cars 
and trucks; the dealer the 
10,000 25,000 category, 138 
units; the dealer the 25,000 
100,000 group, 214 vehicles, and 
the dealer the cities 100,000 
and over, 664 units. The average 
unit distribution for the group 
surveyed was 181. 

Following resume the 
findings: 

Civie activities which deal- 
ers have participated. (Percents in- 
dicate dealers participating.) 

A—Buying advertising space 
high school college papers—90 
percent. 

B—Participation charity 
drives, Community Chest, Red 
Cross, March Dimes, etc.—85 
percent. 

C—Donating prizes for local 
contests—67 percent. 

D—Lending cars visiting 
celebrities, local officials, church 
groups, percent. 

E—Donating cars high 
school driver-training programs 
—56 percent. 

with local stores 
special percent. 

G—Safe-driving promotions—49 
percent. 

H—Providing transportation 
polls election days—47 percent. 

I—Speaking meetings 
local clubs, schools, other or- 
ganizations—37 percent. 

J—Underwriting the cost 
printed matter for local groups, 
Le., Boy Scouts, church groups, 
percent. 

K—Dealer “open house” with 


Chicago Cites Salesmen 


240 Rewarded Show 


300 individual $25 cash awards 
was distributed under salesmen’s 
incentive program introduced this 
year the Chicago 
Automobile Show. 


Despite snow, sleet and frigid 
temperatures seven the nine 
days, the $20 million exposition 
drew 481,358 visitors, off only per- 
cent from last year’s record-break- 
ing 518,521. 

Dealer-members the 
ing Chicago Automobile Trade 
Assn., who shopped the show 
and evening shifts, 
singled out 240 salesmen for $25 
awards, Thirty-two them were 
picked twice more. 


Reuben Webster, 34-year-old 


salesman for Louis Arkow, Inc. 
(Plymouth), received eight $25 


Money Winner— 


Congratulating Webster, center, 
winner eight separate cash prizes 
the salesman's incentive program the 
Chicago Show, are Edward 
Cleary, left, show manager and executive 
vice-president the Chicago Automobile 
Trade Assn., and Owen, right, Plym- 
display and exhibit Web- 
ster salesman for Akrow, 
Inc. Chicago. 


awards from eight different shop- 
pers. 

Two Studebaker salesmen won 
five times each. They were Angelo 
Strazzante Angelo’s Auto Sales, 
and Tony Scott, North Park Sales 
Service. 


HREE four-time winners were 

Ken Hollister, Johnson 
Rambler; Duffy, Kirby-Chappell 
Chrysler, and George Mayer 
Clauson Bros, Dodge. 

Three salesmen each won three 
awards and others were chosen 
for $50 cash. 

None the dealer “shoppers” 
visited display his own make 
and none knew before going 
tour whether any salesmen his 
assigned area had won pre- 
viously. 

Salesmen all car exhibits 
were judged enthusiasm, per- 
sonality, knowledge product and 
general manner and method. 

some cases, zone offices, line 
groups and individual dealers added 
winning salesmen’s jackpots. 

BUICK salesman who was 
chosen CATA “shopper” 
received additional $25 awards from 
the zone office, dealer association 
and his employer. 

Rambler, Chevrolet and Oldsmo- 
bile salesmen also shared similar 
bonanzas. 

One award went one sales- 
woman, Ruth Robertson, Calen- 
dar Motors Grange. 

Every domestic exhibit was 
visited twice daily. But several 
occasions “shoppers” reported they 
were unable find any salesmen 
meriting award as- 
signed them. 

were especially 
enthusiastic over the dealers’ 
response the plan. Said Edward 
Cleary, show manager and CATA 
executive vice-president: 

“Even for event the magni- 
tude the show, difficult 
give our members sense full 
the case the 
salesman’s incentive program, how- 
ever, are certain that more than 
half our membership 400 took 
part, either ‘shoppers’ em- 

(Continued on Page 125, Col. 2) 


demonstrations and explanations 
various operations—35 percent. 


L—Lending dealership facilities 
for civic functions, used-car 
lot for block dances, etc.—27 per- 
cent. 


M—Arranging for groups 
school children visit your deal- 
ership and shown some simple 
operations the servicing 
automobiles—18 percent. 


Queen” con- 
tests—11 percent, 


O—Essay poster contests 
stressing safe driving—10 percent. 

Other activities participated 
lesser degree include: Spon- 
soring baseball teams; sponsoring 
“welcome wagons;” serving 
volunteer fire departments; lend- 
ing cars for parades; lending cars 
for rescue squads. 

Dealers feel that the following 
civic activities are the most effec- 
tive building good will for their 
dealership order effective- 

A—Donating cars for high 
school driver-training programs. 

B—Participation charity 
drives. 

C—Safe-driving promotions. 

D—Lending cars visiting 
celebrities, local officials, church 
groups, etc. 

E—Dealer “open house.” 

F—Lending dealership facilities 
for civic functions. 

G—Speaking meetings 
local clubs, schools other or- 

ganizations. 

with local stores 
special promotions. 

Percent dealers belonging 
various civic organizations: 
Chamber Commerce, per- 
American Legion, per- 
cent; Boy Scouts America, 
Rotary, percent; 
Lions, percent; Kiwanis, 
percent; Better Business Bureau, 
percent; Veterans Foreign 
Wars, percent. 

Other organizations which 
smaller percent dealers belong 
include: Jaycees, YMCA, Mer- 
chants’ Assn., Civitan, Optimists, 
volunteer fire departments, Ex- 
change Club. 

Following are percentages 
dealers who are, have been, of- 
ficers these organizations: Presi- 
percent; director Chamber 
Commerce, percent; president 
Rotary, percent; president 
Lions, percent; president Ki- 
wanis, percent. 

addition, many dealers are, 
have held, such other positions 
these organizations as: Director, 
vice-president, secretary and treas- 

Twenty-eight percent 
NADA members are, have 
been, public 

Some the offices most often 
held include: Town city council- 
man, school trustee, city commis- 
sioner, county commissioner, alder- 
man, mayor, president school 
board, member State Legislature, 
judge, sheriff and supervisor. 

Fifty-seven percent are the 
boards various schools, churches 
and charitable organizations. 


One Better Days— 


There were few good days this Chicago auto show but this apparently 
was one them. After record opening weekend, attendance dropped sharply 


Milestone Mercury— 


automotive milestone was reached when the millionth St. Mercury 
off the assembly line Ford Motor Company's Mercury assembly plant St. 


hand for the brief ceremonies were Frank Wilde, plant manager, 


and Mr. and Mrs. Dunne, center, St. Lovis, who purchased the millionth unit. 
Stivers Stivers, Inc. second from right, St. 
through whom the car was purchased, looks on. Also attending the ceremonies was 
Neely, M-E-L St. district sales manager. Dunne has been employe 
the plant since first began production March, 1948. 


Merged Service Group 
Sets First Meeting 


CHICAGO.—The directors 
the newly established Automotive 
Service Industry Assn. will in- 
troduced the first membership 
meeting here prior the ASI show 
Feb. 18-21. 

The association was formed 
merging the Motor and Equip- 
ment Wholesalers and the 
National Standard Products Assn. 
after months discussion 
leaders the two groups. 

final report the merger, 
spokesman said the ASIA will 
have wholesaler and manufac- 
turer division which will meet sep- 
arately and act independently 
matters assigned each. 

The board directors will 
composed wholesaler members 
and nine manufacturer members, 
the spokesman added, and all com- 
mittees will have the same ratio 
two wholesalers one manufac- 
turer. 

The executive committee, which 
will the ASIA’s Senior Council 
with authority act all broad 
matters national scope, will in- 
clude the president, first, second 
and third vice-presidents and two 
more directors. 

Officers and directors will 
elected annually the members, 
with the president and other of- 
ficers alternating each office 
annual basis from the wholesalers 
and manufacturers divisions. 

“The board directors author- 
ized affiliate with the association 
all national, state, regional and 
local automotive associations and 
extend them such services, 
facilities and financial assistance 
the board deems the 
spokesman said. 

listed the purposes the new 
association as: 

promote high standards 


the worst weather during Chicago show the last nine years. 


efficiency and cooperation be- 
tween manufacturers and whole- 
salers. 

further the best interests 
the automotive service industry. 


formulate policies mutual 
and national import for the indus- 
try. 

present unified industry 
promote the interest the man- 
ufacturers through wholesalers-to- 
retailers type distribution. 

The spokseman said plans have 
been established ASIA incorpo- 
rators consider all dues-paid 
members MEWA and NSPA 
voting members the new associa- 
tion. 


Rambler, Ford 
Find Sales 
Despite Weather 


DETROIT.—Fewer car producers 
reported increased sales for the 
middle 10-day period January 
last week, but those that did were 
agreeably surprised delivery 
volume despite rough weather. 
Their reports follow: 


Rambler 


Rambler retail sales the sec- 
ond days January climbed 
6,357 units, compared with 2,333 
the like period year ago, ac- 
cording Roy Abernethy, vice- 
president automotive distribution 
and marketing American Motors. 

Sales far the current fiscal 
year total 86,763 Ramblers, com- 
pared with 35,106 the compa- 
rable period the year earlier. 

* 


Ford 


Ford car sales the second days 
January were more than per- 
cent higher than during the first 
days the month and per- 
cent higher than the number sold 
during the corresponding 10-day 
period 1958, said Division Gen- 
eral Sales Manager Walter 
Cooper. 

Ford-truck sales for the same 
period were reported percent 
higher than during January’s first 
days and percent above the 
same 1958 period. 


Studebaker 


Studebaker reported that 


acceptance its new Lark has 
more than doubled the line’s na- 
tional market penetration. 
Sydney Skillman, sales 
manager, referred figures which 
said covered the days follow- 
ing the public introduction the 
Lark 14: For those days, 
said, Studebaker’s penetration 
was more than percent, compared 
with less than one percent for the 
previous 10-month period. 


— 
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night fashion moves 


FEBRUARY 


8 
e 
y 
Tomorrow night, John Newland will take 
ALCOA PRESENTS, the nation’s newest and will drive home never before the virtues you another amazing adventure 
most exciting television show, will premiere beautiful, anodized aluminum auto trim. The pro- Alcoa Presents. Don’t miss it. 
The the nation’s newest motion will supported six-page insert Also—watch ALCOA THEATRE 
and auto promotion, tomorrow appearing February Vogue. will amplified —alternate Monday evenings—NBC-TV 
night (Tuesday, February the ABC-TV dealer tie-in displays auto showrooms and 
Netwerk. The promotion will picture Alu- department stores all over the country and will Your Guide the Best 
minum, Chrysler automobiles and Kimberly Knit- show million televiewers it’s ALCOA ALUMI- 
wear the glittering, glamorous world fashion. NUM FOR LASTING GLEAM AND GO. 
SEE ALCOA PRESENTS THESE STATIONS 
State City Station Channel Local Time State City Station State City Station Channel State City Station Time 
ALABAMA INDIANA cont. 
‘ Birmingham WAPI-TV 13 bd Evansville wivw 7 9-9:30 PM Kansas City KMBC-TV $ 9-9:30 PM Lock Haven WBPZ-T¥Y 32 10-10:30 PM 
Sunday Indianapolis WLW-TV Sedalia KDRO-TV 9-9:30 Pittsburgh WTAE 10-10:30 
y ARIZONA Lafayette WFAM-TY 59 . Springfield KYTV 3 . Wilkes-Barre WNEP-TV 16 10-10:30 PM 
; Tucson KGUN-TV 9 9-9:30 PM South Bend WSJV-TV 28 9-9:30 PM Omaha KETV ? . SOUTH CAROLINA 
Los Angeles KABC-TV KANSAS Albuquerque KOAT-TV Memphis WHBQ-TV 
0:30 KENTUCKY TEXAS 
Denver KBTV Friday Watertown-Carthage Paso KELP-TV 9-9:30 
CONNECTICUT LOUISIANA NORTH CAROLINA Harlingen KGBT-TV 
GEORGIA MASSACHUSETTS OKLAHOMA WASHINGTON 
ro Atlanta WLW-A 11 = 10-10:30 PM Boston WHDH-TV 5 10-10:30 PM Oklahoma City KOCO-TV 5 bd Seattle KING-TV 5 10-10:30 PM 
ILLINOIS MICHIGAN Tulsa KTUL-TV 9-9:30 Spokane KREM-TV 
javenport WHBF-TV 4 be Minneapolis-St. Paul WTCN-TV 11 9-9:30 PM Lebanon WLBR-TV 15 10-10:30 PM Milwaukee WISN-TV 12 9-9:30 PM 


*At Press time—station or time undetermined 
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AUTOMOTIVE WASHINGTON 


NADA’s Security Foes 
Get Official Hearing 


William Ullman 
Washington Bureau Chief 
the official publication trade association pub- 
lishes dissents from the group’s official legislative 
position, that’s news. Well, it’s happened. 


For the first time its 


current battle for territory 


security, NADA has printed statements two dealers 


expressing opposition the 
principle protected terri- 


tories. Both authors call for 
vote the question the 
membership-at-large. 

The dissents are presented 
NADA roundup opinions ter- 
ritory security most which 
favor the idea. Two Ford dealers— 
are the only squ ing wheels. 

But they squeak loudly. Argued 
Helmold: “NADA has stated 
represents the dealers when says 
the sentiment 
overwhelm- 
ingly for ‘pro- 
tected territory.’ 
None has 
been asked 
years what our 
opinion is. 
contend this 
directors’ decision 
—not that the 
rank and file. 
Frankly, 
NADA members, resent our 
organization taking stand detri- 
us.” 

claimed that spoke 
for “over dealers our area 
North Carolina.” 

Eastiack wrote that feels 
but “one thousands” against 
restricted selling. 

“During the past three months,” 
said, “we have talked with 
dozens dealers this area, both 
large and operators, and find 
the great majority very much op- 
posed the proposed legislation 
again urge that every 
dealer the United States given 
chance vote for against 
such important law the pro- 
posed territorial security measure.” 

The fact that NADA has pub- 
lished such statements, along with 
the increasingly vocal objections 
small-town dealers any territory- 
security plan, increases speculation 
that floor fight may develop 
the question during the current 


convention Chicago. 
> > 


state highway and 2,087 bridges. 
The results the biggest highway 
building program the history 
the world are beginning show. 

Tallamy also announced that 
total funds available for highways 
are expected reach nearly $11 
percent over the 1958 total. 

This largely attributable in- 
creased payments Federal funds 
under the expanded Federal high- 
way program, said. 

Spending the Interstate Sys- 


tem expected $2.84 bil- 
lion 1959, compared with about 
$2.19 billion 1958. 

* * 


Ike Echoes Dealer Thinking 


RESIDENT EISENHOWER 
probably echoed the feelings 
most dealers when stated that 
“despises” wage and price con- 
trols. 
believe not truly free 
economy are going have 
Federally-imposed controls,” the 
President said, “and want 
every single thing that possible 
avoid them.” 

But the President warned the 
nation that would have disci- 
pline itself “something will have 
done.” 

> 


Bills Urge Tax Relief 


DENTICAL bills which would 

give taxpayers about $18 billion 
relief over five-year period 
have been introduced two mem- 
bers the House Ways and Means 
Committee. 

Authors the measures are 
Rep. Sidney Herlong jr., Flor- 
ida Democrat, and Rep, Howard 
Baker, Tennessee Republican. 
The bills would provide sweeping 
changes the Nation’s tax laws 


along the lines tax proposals 
made the National Assn. 
Manufacturers, 

Among other things, the bills 
would, over five-year period: 

Lower the bottom bracket 
individual income taxes from 
percent percent; lower the 
top bracket from percent 
percent; moderate intervening 
brackets correspondingly. 

Bring the corporate tax rate 
down percent. 

Overhaul depreciation rules. 

Defer taxes individuals 
long-term capital gains until the 
taxpayer “disinvests.” 

Reduce the tax rate estates 
and gifts. 

The bill will face strong opposi- 
tion from the Treasury. 


DONNER, 
chairman, was among eight new 
members named the Department 
Commerce Business Advisory 
Council for 1959, Secretary Com- 
merce Lewis Strauss has an- 
nounced. 
Also newly named Rey- 
nolds president, Reynolds 
Metals Co. Bechtel, president 


the Bechtel Corp., has been 
reelected chairman. 
* * 

Variety Pays Off Big 

the strangest stores 

the country—and one with one 
the biggest variety products 
—did land office business last 
year. 

The Standard Samples Store- 
room the National Bureau 
Standards sold 38,526 bits this 
and that during 1958, for total 
income $183,052. 

The storeroom stocks about 600 
samples materials—metals, ores, 
chemicals, rubber, glass, ceramic, 
rocks whose composition 
purity have been certified. 

check the accuracy its instru- 
ments methods analysis, 
can get certified sample for any- 
where from $44. 


Nibur Firm’s Name Changed 


NEW Bobrow, presi- 
dent Nibur Mfg. Co., Inc., an- 
nounced has purchased all out- 
standing stock the firm and 
changed its name Bobrow Indus- 
tries, Inc. also said his son, 
Edwin Bobrow, has been named 
president the renamed firm. 


The components complete Bendix-Westinghouse Air Brake 
System form “special” kind chain. It’s safety-forged chain 


Chaffin Offers New Name 


THE same symposium ter- 

ritory security, retiring NADA 
President Dean Chaffin offers still 
another name for protected terri- 
Allocation Dis- 
tribution Areas.” Its chief virtue 

> 


Leads Road Work 


the led the world 
again total expenditures for 
highways during 1958, two other 
nations racked bigger percent- 
age increases road spending than 
did the according the 
International Road Federation. 
Venezuela and Denmark each 
more than doubled spending 
highways 1958. Venezuela spent 
$225.5 million, compared with 
only $91.5 million 1957. Den- 
mark’s expenditures were $64.6 
million, from $31.7 million 
1957. 

expenditures came $9.93 
billion, well over half the total 
$17.13 billion spent all nations 
the free world. West Germany 
followed, with road expenditures 
more than billion, Canada was 
close third, also topping the bil- 
lion mark. 


equally matched, completely compatible links for every device 
designed and built perform specific function with peak efficiency 
closely related system. And because complete chain, will 
provide greater safety, longer trouble-free service, extra economy. 

For more than thirty years, have paced the industry 
research, development and manufacture air brake equipment, 


* 


More Bridges Than Miles 


HARD know how 
measure the Federal road pro- 
gram—in miles bridges. 

the close 1958, Federal 
Highway Administrator Bertram 
Tallamy reported that con- 
struction was under way 3,571 
miles the Interstate System 
and 3,758 bridges, 

Already completed, says Tallamy, 
are more than 3,159 miles Inter- 
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Sales Growing 


Dealers Given Advice Imports 


CHICAGO.—The import-car busi- 
get-rich-quick business any 
means, dealers asserted here Sun- 
day the NADA import clinic held 
part the annual convention. 

James Downing, president 

Southeastern Sports Car Center, 

Atlanta, and head the NADA 

import make committee, pre- 

dicted import sales would rise 

percent 1959, from 375,000 

550,000. 

Downing also predicted Detroit’s 
expected small cars will larger 
than the bulk cars now being 
imported. 

Paul Lauritzen, NADA director 
from Richmond, Va., said the 
scurrying among dealers join 
the imported-car field “was the 
greatest gold rush since 1849,” but 
asserted that the anticipated 
easy money did not exist. 


Texts the talks follow: 
Downing’s Text 
The principal subject which 
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uick Riches, NADA Clinic 


speak today involves the 
specialized aspects the imported 
car Before getting specific 
that subject, however, occurred 
that some discussion con- 
cerning the short and long-term 
outlook for imported-car sales— 
where they from here—would 
order. 


opinion, imported cars 
are going long way from here. 
believe that imported car sales 
1959 will reach 550,000, in- 
crease percent over 1958 
(imported car sales for 1958 were 
approximately 375,000. The in- 
crease suggested for 1959 would 
involve 150,000 additional cars 
compared with increase 
168,000 cars 1958 over 1957), 
and that 1965, annual imported 
car sales will reach 875,000, 12.5 
percent assumed seven- 
million car (My guess 
that 1965, the cars being im- 
ported will percent the 
small economy type, percent 
will the compact economy 


contributing engineering ingenuity, top-flight facilities and high- 


caliber personnel continuing program product improvement. 
result, more trucks and buses use Bendix-Westinghouse 
complete air brake systems than all other makes combined. That 
why—when you specify complete Bendix-Westinghouse Air Brake 
System—you buy chain that carries the Bendix- 


Westinghouse name and guarantee and for whose performance 


and long life accept full and complete responsibility. 


AUTOMOTIVE AIR BRAKE COMPANY 
General offices and Ohio. Calif. and City, Okla. 


type, while the remaining per- 


Imported car sales the 
may ultimately expected ex- 
ceed one million units. 

Perhaps these estimates will 
considered too optimistic when De- 
troit’s reported small-car plans are 
taken into From all can 
determine, Detroit will the 
market with least two, and per- 
haps even three new compact 
economy cars within the next 

But these Detroit cars will re- 
portedly larger than the bulk 
the cars being imported. They will 
the “compact” size (60 h.p. 
and up) opposed the less than 
horsepower ratings the Fiat, 
Renault, Volkswagen and English 
Ford which constitute the great 
majority the cars being im- 
Because higher labor costs, 
product quality problems and 


1929, there were 765 different 
types automobiles manufac- 


complete lack experience the 
building small economy cars, De- 
troit will not, opinion, get 
into the small economy-car field 
within the foreseeable future. 
Because their greater all- 
around usefulness under condi- 


tions existing the more 
the compact than small econ- 
omy cars may eventually sold 
here. There will continue exist, 
however, very important place 
and strong demand for the 
small type economy car, will 
continue imported because 
can produced more econom- 
ically abroad than the 

Within recent weeks prominent 
official company producing 
economy cars the predicted 
that eventually percent all 
cars sold this country would 
economy (No estimate was 
made concerning the proportion 
economy cars that might do- 
mestically produced.) 

not quite that bullish, but 
believe that lower initial costs, 
lower operating and maintenance 
expenses, quality construction, 
parking and driving problems re- 
lated ever more crowded streets 
and highways and the decreasing 
importance the automobile 
indication social status will 
important factors insuring for the 
import permanent place Amer- 


ica. 
* 


Big Rise Import Deals Seen 


There are presently about 14,000 
dealers selling imported cars. 
the time another year has passed 
and the American car continues its 
trend toward pricing itself out 
the market, the number dealers 
selling imports may increased 
16,000, almost half the total number 
dealers the United States. 

more and more dealers 

realize that imports are going 
long way from here and secure 
for themselves imported car fran- 
chises, becomes increasingly 
apparent that there are important 

differences the way imports 
must merchandised, serviced 

and financed compared with 
the American product. 

Those you already selling im- 
ports know some the problems 
that have arisen result try- 
ing handle the import 
makeshift You have discov- 
ered, other words, that the 
imported-car field highly spe- 
cialized and that for proper results 
the import must receive specialized 
handling. 

Many domestic-car dealers have 
found themselves recent years 
profit squeeze, with sales off and 
overhead up. The addition 
imported line (with relatively little 
change existing facilities) can 
prove the answer difficult 
situation for additional dealers 
many sections the country. 

> 

Two factors make this 
One the fact that little discount- 
ing necessary (with the more 
popular imported lines, very little 
discounting has been necessary. 
With some the low-volume cat- 
and-dog imports, however, dealers 
have been happy many instances 
recover their original cost); the 
other that variable selling ex- 
are relatively low. 

successful selling im- 
ports, the domestic-car dealer 
must willing adapt himself 
new set dealer practices 
and willing change, nec- 
essary, his philosophy selling 
and merchandising automobiles. 

But there are many factors 
considered dealer before tak- 
limping financially not. Some 
these shall discuss, some 
discussed the next speaker. 

passing, would like say 
that were dealer with one 
the best Detroit lines and operating 
the black should think twice 
before adding import. 

the many ways which the 
imported-car field specialized, 
perhaps most important are those 
that have with These 
include, among other things, the 
training specialized salesmen, 
specialized management and the 
development specialized adver- 
tising programs. 

The type customer buying im- 
ports necessitates sales, training 
and advertising programs different 
from those used successfully for 
selling domestic cars. Importer- 
distributor relationships, the han- 
dling parts and service, the kind 
and relative size facilities re- 
quired, and financing represent 
other important specialized aspects 
the imported car 


Multiple Deal Called Best 


Perhaps the most important way 
which the imported-car field 
(Continued on Page 54, Col, 1) 
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cent will sport cars and luxury 
sedans). 
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These magnificent products 
body styles and commercial 
vehicles, have all the styling 
and unique features that add 
impressive sales records. 
The DKW engine has only seven 
(7) moving parts. Since every 
stroke power stroke you get 
6-cylinder performance, incredi- 
ble gas economy and 
100,000 miles trouble-free, 
maintenance-free performance. 
THERE’S LOTS MORE ABOUT 
THE DKW AND ALL SPELLS 
PROFITS FOR YOUR FIRM! 


TERRITORY OPEN: 


Arkansas, Colorado, 
Kansas, Louisiana, 
Mississippi, Missouri, 
New Mexico, Oklahoma 
Texas and Wyoming. 


4-Wheel Drive 
DKW Cross Country 
$2995 P.O.E. 


DKW Delivery Van 
$2395 P.O. 


BERKELEY 
The ist Economy-Sports Car 


Here unquestionably the sportiest, the peppiest, 
the smartest fun car ever. This 3-cylinder, air cooled 
bomb truly the Ist ECONOMY-Sports Car. 
MILES THE GALLON. Take another look the 
P.O.E. price! 


TERRITORY OPEN: North Dakota, South 
Dakota, Nebraska, Kansas, Oklahoma, Texas, 
Colorado, Minnesota, lowa, Missouri, Missis- 
sippi, Lovisiana, Arkansas. 


Convertible 
$1595 P.O.E. 


DKW 
DKW Export Sedan, $1995 P.O.E. 
Auto Union “1000” Coupe Luxe, $2495 P.O.E. 
Dealerships 


Here’s terrific line selected, sure-fire sellers with full market 
coverage, incredible operating economy, engineering excellence, beauty styling 
and fabulous performance from Europe’s oldest and finest car builders. Advanced 
sales aids, plus hard-hitting advertising and sales promotion program mean 


thousands interested, customers and big profits for your company. 


Spyder Convertible 
$2995 P.O.E. 


Coupe Turismo 


Precision-Built Economy King 


Precision built the world’s finest 


quality beyond 


Territory Open: All States West the Mississippi 4-Door Super Panoramic Sedan 
$2495 P.O.E. 


PHONE, WIRE WRITE TODAY for full information 


the profitable, simplified franchise plan for your area. 


KURLAND 


KURLAND MOTORS 
1134-1144 Broadway Denver Colorado 


DENVER COLO. Phone AComa 2-5771 PRESENT 


$2495 P.O.E. 
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AUTOMOTIVE NEWS PLATFORM 
11. Fair and equitable contracts between manufacturers and dealers in 
motor parts and accessories; 


Every dollar gasoline and taxes, collected states and 
governments, applied to the building and maintenance of highways; 


1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more the better things life then anywhere 
else in the world. 


Poll Needed Get Facts 
Territory Security 


security issue—and dealers appear have said most 


AUTOMOTIVE 


Few issues have brought such vehement statements from 
auto dealers. Many who have written have indicated 
their belief that all those the other side the issue 
are thieves worse. 


Yet anyone who has explored the issue must recognize 


that this not so. There are honest, capable dealers 
both sides. 


part, feel, the vehemence comes from lack facts. 
Some dealers are applying old facts new times. They pic- 
themselves operating today under the rules yester- 


However, the years since territory security was force 
have seen great changes population and concepts 
marketing areas. What was considered country before the 
war part the city today’s marketing concepts. 


Before such thing territory security could put into 
effect, careful market studies would have made. 


This point that makes some dealers doubtful that 
the factories are serious about territory security. For the 


record, they are cooperative exploring the situation 
with NADA. 


Yet dealers indicate that they have seen signs fac- 
tories actually taking the steps that would necessary 
preparation for territory security. 


think one the soundest suggestions that has been 
made the exchange dealer viewpoints that having 
NADA conduct broad poll among dealers find out the 
facts about how dealers stand the issue. 


Coming 
Events 


Dealer Conventions 


4—National Automobile 
Dealers Assn., Conrad Hilton, Chicago. 

Feb. 1819—Kansas Motor Car Dealers 
Assn., Hotel Broadview, Wichita. 
Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March Dealers Assn. 
of North Dakota, Bismarck. 

March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 

March 22-24— Automobile Dealers Assn. 


of Alabama, Tutwiler Hotel, Birmingham. - 


April 7—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Garden City 
Hotel, Garden City, Long Island. 

Annual Convention, 
South Carolina Automobile Dealers 
Assn., Cruise to Nassau, Port of Em- 
barkation, Charleston. 

May nae Automobile Dealers 
Atlanta Biltmore Hotel, Atlanta. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 21-22—Oregon Automobile Dealers 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque. 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June Meeting and Golf 
Tournament, New York State Automo- 
Peters, Whiteface Inn, Whiteface, 


June 21-24—Michigan Automobile Deal- 


ers Assn., Gratiot Inn, Port Huron 
Mich. 
Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 


Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. Automobile Dealers 
Assn., Hotel St. Paul, St. 

Sept. 20-2iI—New Hampshire Automobile 
Dealers, Mount Washington 
Bretton Woods, N. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers. The 
Concord, Kiamesha Lake, N. Y, 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Dam Village, Gilberts- 


ville 
Oct. Automobile Dealers 


Hotel Robert Meyer, Jackson- 
ille. 

Auto Shows 


7—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, 

Feb. Automobile Show, 
Arena and Auditorium, Milwaukee, 

Feb. Auto Show, National 
Guerd Armory, 

Feb. 15-21 — Syracuse Auto Show, War 
Memorial Auditorium, Syracuse. N. Y. 

Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg., Albuquerque, 

Feb. 20-22—Wichita Auto Show, McCon- 
nel Air Base, Wichita. 

20-23—Middletown Auto Show, State 
Armory. Middletown, Ohio. 

Feb. 27-March World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Feb. City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 48—9%th Annual Nationa! Autorama, 
Connecticut State Armory, Hartford. 

April 412—International Auto Show, New 
York Coliseum, N,. Y. 

Apr. Auto Show, 
Auditorium, Denver. 

Automobile Show, 
Cheyenne. 


Denver 


General 

Jan. Automobile Deal- 
ers Assn., Equipment Show, Chicago. 

Feb. Automotive Electric Assn. Re- 
gional Conference, Hotel President, 
Kansas City, Mo. 

Feb. 2-5 32nd Automotive Accessories 
Mfgrs, of America Exposition, New York 
Coliseum, Y. 

Feb. Automotive Electric Assn. Re- 
gional Conference, Benjamin Franklin 
Hotel, Philadelphia. 

Feb. and Equipment Whole- 
salers Assn.. National Convention, Con- 
rad Hilton Hotel, Chicago. 

Feb. Standard Parts Assn. 
annual convention, Sherman Hotel, Chi- 


cago. 

Feb. Automotive Serv- 
ice Industries Show, Navy Pier, Chicaao. 

March 2-4—Automotive Electric Assn. Re- 
Conference, Detroit Leland Hotel, 
Detroit. 

March 3-5—National Assn. Fleet Ad- 
Sheraton-Cadillac 
Hotel, Detroit. 

March Electric Assn. Re- 


gional Conference, Atlanta Biltmore 
Hotel, Atlanta. 
March 12-15—Pacific Automotive Show, 


Brooks Hall. San 

March Passenger Car, 
Body, and Materials Meeting, Sheraton- 
Cadillac Hotel, 


Years Ago... 
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Automotive Cartoon 


the 


get one thing clear, 


myself out giving you super-duper sales pitch, 
are you really the 


‘Same Old 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your mame with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Squares Here 


strong appeal foreign cars 
their simplicity design, con- 
struction and maintenance. 
continue our grand, patriotic ges- 
ture (toward Detroit) here may 
account our experience 
1960, when leaving our Chevadillac 
with the service department man- 
ager: 

Foreman: (searching for engine 
make slight adjustment): Looks 
like your diameter needs checking, 
but have remove the circum- 
ference find out. 

We: that much job? 

No. And these cars the 
radius guaranteed for days, 
120 miles hour, whichever 
comes first. 

Well, haven’t driven 120 
miles hour. 

You certainly should have. 
That’s why give you 150-mile- 
an-hour speedometer. What 
waste! 

How long will take re- 
move the circumference? And 
check the diameter? The radius 
must OK, because only got 
the car two days ago. These parts 
sound vaguely familiar, somewhat 

Nope, they’re exclusive this 
car. you drove Geometry, 
never had these. 

Well, ahead; wait. 

need wait. may have 


The Big Stories 


Driving Franklin race against the fastest train between 
New York and Miami 1929, Cannonball Baker clipped one hour and 
minutes off the scheduled time the Miamian Limited cov- 
ering the 1,541 miles hours and minutes. This was hours 


and minutes faster than the former automobile record. The car 
averaged 49.44 m.p.h., compared with the train average 42.3 m.p.h. 

Policies totalling $720,000 were taken out for protection the 1929 
Minneapolis Auto Show. One policy for $200,000 provided for any 
disaster that might prevent the opening the show. The biggest 
was $450,000 public liability policy protect visitors and exhibitors. 

Negotiations for the construction Ford plant Russia, with 
annual capacity 100,000 cars, were reported advanced 
stage 1929. The report said the plant would located Moscow. 


—From the Files of Automotive News. 


Week 


mister before wear 


clean the hypotenus, and 
oil the tangents. send the 
over. 
Still sounds like the 
geometry... 
Say, where did they make 
Geometry? never drove one. 
had these latest 


office. You bring over. 
OK. And when get the 


cumference off, may open 


chord bit, the weather 
now. Unless you want 
the 
Never mind. You might 
into trigonometry 
Say, did you hear about 


1961 cars? more 


tors. call them Triggers, 
short. Right the 
Aim with the wheel, squeeze the 
trigger and you shoot That 
will our two-ton long 
base Projectile. It’s guaranteed not 
show road-marks for 150 feet 
you happen hit anything. But 
anything hits you, marks 
200 feet. That’s guaranteed, too. 

use... 

You mean them Hearse 
(former Mercer 
experimental engineer,) Briganting 


This Suppression? 


Automobile dealers, depending 
their temperaments, have 
saddened, frightened angered 
news item the latest issue 
their trade magazine. 

Under threat prosecution 
group dealers pleaded guilty 
paid stiff fines for being 
with adopting uniform retail 
new cars. 

According the antitrust 
sion, this resulted 
competition and destruction 
free market for the public. 

The dealers are not con- 
demned for capitulating without 

fight; among other considera- 

tions, retail automobile dealer- 

ships can’t afford—financially 
(Continued on Page 86, Col. 2) 
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Your 


We hope you'll look into this personally, before 
you buy a new car. Because the simple fact is 
that for just about $200 more than the price of 
the best models of the three leading low-priced 
cars... you can own a Buick LeSabre instead. 
You can check this any time by comparing the 
manufacturers’ suggested retail prices posted right 
on the cars in the showrooms. 


Not “stripped”, but equipped as you want it 
And we mean only $200 more for a car fitted out 
the way you want it. You could pick the LeSabre 
2-door hardtop pictured here . . . including Twin- 
Turbine automatic transmission, radio, heater, 
white sidewall tires, electric windshield wipers, 


sivnals, lighter, and automat ic dome and 


glove compar 
statement will still stand up. 


Plus new economy, high trade-in value 
Buick engineers planned to build noticeably better 
gas mileage into the cars. Reports now in from 
owners, and careful competitive tests, too, prove 
they did a very successful job. 

Alongside all this, put the good trade-in value 
which the Buick name and Buick’s successful 
new styling assure... and you can see why we 
say this $200 difference in price is the most 
important $200 in the automobile world today. 


THE 


buys Buick ESABRE 


Owners Report Outst 
$n were Lo sum up the Buick "59 story in one 
word, the word would be quality—deep-down, 
long-lasting quality! 
Hundreds of owners say it this way: “Best per- 
forming Buick ever!” . - . “My sixth Buick and 
the best I ever owned”. . - “Best operating car 
I've driven in 30 years”. . - “Much the best 
Buick yet!” .. . “Best Buick of them all—by far!” 
It all adds up to the best proof in 50 years that: 
“WHEN BETTER AUTOMOBILES ARE BUILT, BUICK 
PEOPLE WILL, BUILD THEM!” 


STRONG COM 
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Stress Value, Professor Urges NADA... 


‘Can’t Sell Price,’ Dealers Told 


Haas, professor marketing 
Hofstra College, 
discussed the evils “price” 
competition Sunday (Feb. 
NADA preconvention session 
Chicago. Here the text his 
address. 


* * * 


Dr. Kenneth Haas 
Prof. of Marketing, 
Hofstra College, Hempstead, N. Y. 


Occasionally, encounter people 
who wonder how college professor 
can possibly know anything about 
practical sales management and 
salesmanship. can answer this 
with simple fable, which may 
amuse you. 

It’s about owl who was sitting 
pede came struggling along beneath 
The owl inquired after the 
centipede’s health, and the many- 
legged animal said had terrible 
case rheumatism, And that was 


something, said he, when you had 
hundred legs. 


The owl sympathized with him, 
and with his legendary wisdom, 
said, “You know, would like 
advise you change yourself into 
mouse, mouse has only four 
legs, and you can concentrate 
your pain, you can probably 
something about it.” 

The centipede agreed that this 
was good idea and stumbled 
Two days later came back, The 
owl was still sitting the tree. 
“Mr. Owl,” said, “how you 
about changing yourself into 
mouse?” The owl looked down 
him and replied, “Say, boy, people 
come for ideas. The details 
are you.” 

Nevertheless, Shakespeare 
described position when 
wrote these words, “He’s valiant 
flea who eats his lunch the lips 
lion.” For you may asking, 
“What does this character know 


about our industry, our headaches, 
our problems?” 
* + 


Before answer that question, 
want ask you one: “Do you want 
utter some purely irrelevant 
words, you want shock 
most you?” Let’s blunt, 

“Price selling the penalty 
buyers demand for your mistakes 
and for your salesmen’s mistakes 
and inefficiency.” 

Think that over for minute and 
you will really understand how 
correct is. Then paste your 
hat and use it! 

Now, going ask you few 
more 

you have ingrained price 

you like dicker over price? 

Are you and your men order 
takers salesmen? 

you think that any product 
bought and not sold? 

Are you working comfortable 


margin profit? 

Are you relying television, 
magazine and newspaper adver- 
tising handle your price prob- 
lems? 

Are you buying your competitor’s 
story? 

Are you using other selling han- 
rather than concentrating 
price? 

you believe that “price ap- 
peal” salesmanship? 


Sell Benefits, Value 


The price problem hurdle 
many would-be salesmen are un- 
able climb over. These people 
are unfortunate, They are willing 
puddle along order takers. 
They are the kind, and you know 
them well, who greet prospect 
with the sterile question, “Are you 
interested car the right 
price?” 

sell benefits, value, 
this whole question price be- 
comes secondary and often unim- 
And, only when you learn 
sell value, benefits, can you 
safely call yourself salesman 
businessman. 

Size this viewpoint the 
light your years past ex- 


LOOK THE REAR... 


sheet 


ly mer 


a single 
straight, 


ssure 


Heil makes all types dump units for single tandem axle truck chassis. Dump 
body shown above special model LH-X; premium body with extra features 
such radius inside corners, sloping runboards, box side braces, full-boxed top 
rail, horizontal V-bends strengthen sides. Available special order from 


Heil distributors mild steel, high-tensile steel, aluminum for twin teles- 


copic, double-arm, head-mount telescopic hoists 


MILWAUKEE 


WISCONSIN 


perience and see isn’t 
But, you say, “We can’t sell 
products they’re priced out 


line, the prospect can’t 


what ask, our competitorg 
force sell price basis” 


You think you’ve scored 


one that time. But wait minute 
Let’s examine that statement. 


Obviously, you’ll have selling 
culties your price grossly 


pay for it, competition 


intelligent. But the whole 
one that revolves around 


and your selling ability, not 


the price. 
* 


q 


minds meet common 


mutually beneficial both. 


don’t make sales because 


prices are lower, because you 


smarter than prospect. You 


get orders outwitting mentally 
overpowering antagonist. 
Instead, you tell, 


show, 


strate and prove your 
that what you are selling will 


his needs and thereby benefit 

Now, tell you again that price 
not the most important problem 
selling, and you men who use 


primed give argument. 
Your argument runs about like 
this: “OK, but why you think 
women always mob department 
store for bargain sale 

answer obvious and 
You are not talking about 
am. You are talking about 
appeal. And doesn’t require 
manship give something away 
something less than its real value 
and business house cannot pros 
per for long employs 
method 

salesman seeds into his 
presentations the benefits the pros- 
pect will enjoy buys. Then 
sells those benefits—the gain the 
prospect will enjoy terms 
wealth, health happiness when 
buys. the bait use 
what prospects like 


You Can’t Sell Price 


But don’t bait hook 
with pancakes. use the bait fish 
like. And the kind fish are 
trying catch will bite only 
bait that interests them, not 
That bait benefits 

These organized, planned benefit 
presentations are probably the 
nearest thing magic formula 
that can have salesmanship 
might even say that the “top 
secret” high-producing sales- 

jected into each and every sales 
talk—is planned presentation that 
tells the prospect once what his 
product service will for him— 
And then inducing the pros- 
pect buy now. 

Too many auto salesmen evi- 
dently don’t know how sell. 
There are too many low-pressure 
auto salesmen. There are too 
many Elmer Burps our midst. 
There are too many order-takers 
who have nothing but price 
But, you can’t sell price. 

recent survey the status 
auto selling the New York area 
revealed that there were too many 
Elvis Presley characters; there was 
little aggressive selling; there was 
little personal promotion; there 
was little service selling; there was 
little followup; three out four 
“floormen” started mentioning 
price. 

relation price there was 
considerable bushing and packing. 
Practically all dealers were using 
suggested price.” opinion 
these devices are not salesmanship 


This intended unbiased 
advice. However, advice peculiar 
stuff. It’s sold your lawyer, given 
away free your mother-in-law 
but impossible dispose your- 


Also, it’s touchy matter try 
change people’s For ex- 
ample, there little girl out 
Long Island. Her school teacher 
asked her who Socrates was. “Soc- 
rates,” the little girl replied, “was 
Greek philosopher who went 
around giving people advice, They 
him.” 

much for the martyrs 
history. Haven’t you noticed 
your own experience that people 
seldom like advice, Even good 
advice? 

Anyway, here’s more good advice 
that you can use car prospect 
whom you suspect will buy only 

(Continued.on Page 20, Col, 1) 


5 4 
: 
\ 


RUBBERMAID INC., WOOSTER, OHIO 


ithe in U.S.A. 


Presenting brilliant adventure automobile floor accessories. Here new 


sweeping, trim-line design with color inserts that bring daring 3-color 
harmony now available line. Space-age styling, 
engineered fit all makes and models, complements colorful interiors. Easy 
keep jet-stream clean and sure sparkle today’s bold new car vogue. 
The ultimate utility and distinctive Rubbermaid fashion, 
beautifully displayed compelling, full color boxes, for high impulse sales. 


Red 

VENTURA KAR-RUGS 

Green SET NO. 8509 

Brown Contains one mat each for and 

Black passenger side. Individually packed, 
sets shipping carton, 

White weight pounds. 


VENTURA KAR-RUGS 


SET NO. 8510 

Contains two 17”x 21” com- 
panions Ventura Fronts, front 
and rear handy, too, the 
home, office and factory. Individually 
packed, sets shipping 


weight pounds. 
RETAIL 


AUTOMOTIVE DIVISION 


> 
: 
4 
cr 


Send this handy Order your Jobber 


Help-Yourself DISPLAY Free 


with Introductory Assortment 


Tells the whole displays the stock, takes 
minimum space. Only 


Address 


City 


f 


x47” with pressure 
sensitive back for easy hang- 


ing window, wall, door 


gas pump. Packed FREE with 
gold. Fits all standard 
12” plates. 

Extra Profits 
Year 
the tremendous 
‘license change’ 
volume. 


AUTOMOTIVE DIVISION 


i 
@ 
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The Man Behind the 


Sales Testing the Dodge Pickup 


Houck 
Travelling Correspondent 
pickup truck American 
hamburgers and hot dogs. 
This summer dealer New Mex- 
ico told the only vehicles one 
county know about were pick- 


The enthusiasm for pickups 

widespread and takes much 

wider segment the public than 

most people realize. The once 

lowly pickup, now more comfort- 

able, more beautiful and more 

efficient, often the all-purpose 

motor vehicle. 

was with great enthusiasm 
that learned that Dodge was 
shipping its latest Sweptside 
model for sales testing. 

Some truck dealers questioned 
the advisability the appoint- 
ments. had white sidewall tires, 
automatic transmission, power 
steering, power brakes and V-8 
engine. Chrome trim accented the 
cream-and-red outfit. 


They said trucks were for haul- 
ing and shouldn’t fancy; that 
they needed scaled down 
make the purchase price lower. 


Truck Tested: 
DODGE D-100 


Model: D-100 Sweptline %-ton 
pickup, 9-foot body, with 
payload capacity. 

Engine: V-8, OHV, hydraulic 
lifters, 318 cubic inch displace- 
ment, 168 h.p. 4400 r.p.m. 
Torque foot pounds 2,200 
258 pounds net. Bore 3.91 
inches, stroke 3.31 inches, tax- 
able h.p. 48.92, two-barrel car- 
buretor with dry air cleaner. 

Transmission: LoadFlite, five- 
pushbutton automatic, with (1) 
low range for steep hills and 
braking down hill; (2) second 
range for hilly roads—will not 
upshift this range until speed 
m.p.h. reached. Will not 
upshift (1) all. All normal 
driving (D) which automati- 
through all ranges. 
Transmission has kickdown 
feature for passing. 

Optional equipment installed: 
Power steering, power brakes, 
radio, hand brake, 
which has brake adjustment 
knob end lever; heater. 

Dimensions and capacities: 
Wheelbase 116 inches, rear-axle 
capacity, 3,600 pounds, front 
2,500 pounds, maximum 
GVW, 5,100 pounds; rear axle 
ratio, 3.5. Gas tank, gallons, 
12-volt battery, crankcase oil 
capacity, five quarts; LoadFlite 
transmission capacity, pints. 

Tires: 7.10x15, Goodyear 
tubeless, white sidewalls, four- 
ply, recommended operating 
pressure, pounds, cold. 


White sidewalls and automatic 
transmissions were for passenger 
cars, they added. Numerous other 
comments several dealers made 


wonder. 


Trip Hits States 


DROVE the pickup 500 miles 
trip into Southwest Missouri, 
Northeastern Oklahoma and West- 
ern Kansas. 

Everywhere attracted atten- 
Because the cab comfort 
and the power appointments, the 
ride and handling were compa- 
rable passenger car. Foam- 
rubber cushion made the ride 
about comfortable. The higher 
position the driver’s seat made 
night driving delight. 

construction job, where the 
pickup almost standard equip- 
ment for construction superintend- 
ents, the super wanted know all 
about the liked all the 
optional equipment that the dealers 
didn’t like. 

made such impression that 
said wanted Dodge next 
time. And said wanted with 
all the trimmings, because “the cab 
that pickup where live most 
the time and might well 
comfortable.” 

Heading back home complete 
total 1,400 miles the Dodge, 
was continually reminded that 
you can’t tell much about pickup 


without load. 


Few Slips and Skids 


CTUALLY had found out lot 

about this Dodge without 
load. found that didn’t slip 
skid around snow nearly much 
had been told. And found 
that this pickup would scoot down 
the highway m.p.h. without 
much shudder from the 
empty rear end. 

Carthage Marble Co. where 
know some people. and asked for 
1.000-pound load, with fourth 
set back the rear axle. 

This carefully measured weight 
was dropped from overhead 
crane, and seemed that the body 
went down lot. looked under 
the springs but they were still 
bowed the right way, and the 
shocks were normal 

Now had load and about 
inch snow. pushed the “R” 
button, felt the transmission take 
hold, eased little throttle and 
she backed out the narrow drive- 
way and short incline. 

the highway and town 
traffic, couldn’t tell the difference. 
One the experienced truck men 
the marble plant said had just 
enough load make “her squat 
right the pavement.” 


Steep Hills Problem 


hills between Carthage and 
Jefferson City, Mo., are numer- 


Taking Load Marble— 

half ton marble flagstone loaded aboard the Dodge Sweptside pickup 
tested Houck, News travelling correspondent. The cargo was 
placed aboord after the vehicle had been driven check its performance when 


empty. 


ous and steep. You never notice 
them modern car until you 
come behind heavily loaded 
truck sometimes grinding away 
double low. 

The way the Dodge engine and 
transmission bit into the grades 
with slight touch the 
made driving pleasure. 

This Dodge pickup seemed un- 
aware the difference between 
empty and loaded far power 
and operation were concerned. 
did seem hold the road little 
better than empty higher speeds. 

Becoming accustomed having 
load, drove normal manner, 
usually when traffic permitted, 
hill and down the rest the 
way home. All the driving was done 
the “D” range and was never 
necessary resort the lower 
ranges and the “D” never down- 
shifted any the hills. 

Trying out the throttle the 
middle long grade, discovered 
had plenty left increase the 
speed under load and half-way 
up. The heat indicator didn’t show 
whit more heat than had driv- 
ing empty. 


Comforts Rise Yearly 


are the reasons you see 
many pickups farms and 
ranches and why you see many 
women driving pickups. They han- 
dle well car, they are com- 
fortable and they are getting more 
comfortable every year. 


Two things should men- 
tioned. The new servo-type 
brakes, which have total lining 
area 192 square inches, are 
sensitive and they stop the ve- 
hicle the proverbial The 
optional hand brake, invented 
Mo., and manufactured Dodge 
under license. was designed 
prevent rolloff—the movement 
the vehicle after the brake has 
been set. 


The action this brake sim- 
ilar toggle, going through 
90-degree arc from off on. The 
brake can tightened turning 
knurled knob the end clock- 
wise, thus compensating for the 

(Continued on Page 56, Col, 5) 


SPECIAL 
RAMBLER 
OPPORTUNITIES 


Some outstanding Rambler 
opportunities available Canada 


RAMBLER SALES ARE BOOMING 
CANADA TOO! 


There are fresh new Rambler markets Canada for 
aggressive dealers. Get into the Rambler business 
Canada—a young country with growing markets and 
opportunities unlimited. 


Write Complete Confidence— 


TO: 


American Motors (Canada) Limited 
2951 Danforth Ave., Toronto, Canada 


Leo Fenn, vice president 


SAVE $1880.00 MONTHLY 


ADVANCED DESIGN FOR DELIVERY BODIES 


HI-TENSILE STEEL 


TRUCK BODIES 


MORE VALUE 


PER BODY 


RIMINA Tinie 


Built” Delivery Bodies Since 1872 


PER DOLLAR 


CONSCIOUS BLY? 


Send full information 
the new Delivery Bodies. 


cc 


Mr. Dealer, 


Direct your Customers and 
Prospects the 
NID 5-8, 1959 
‘BOOTHS: 122-125, 106-107, 178-181, 228-231 
Atlantic City Convention 
the Delivery Bodies 
your particular delivery route 
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Stress Value, Professor 


‘You Can’t Sell Price, 
NADA Clinic Warned 


(Continued from Page 16) 


price basis. Note, please, how 
even the most dedicated price 
hound can handled when this 
technique employed. 

Many car prospects think 
“cost” the most important fact 
their lives. Also, they often say 
something like this themselves: 
“When somebody wants sell 
something and doesn’t want talk 
“cost,” watch step. the 
other hand, show salesman 
who brings cost voluntarily, 
then figures cost accurately and 
plays cost throughout the con- 
versation, and show you sales- 
man who wants help instead 
gyp me.” 


3-Step Formula 


Since this feeling true many 
cases, will pay you work out 


that’s 


sales plan which will help both 
the prospect and you. Try this 
formula: 

Bring cost 

Figure cost 

Play cost 
Bring Cost: suppose your 
car’s all right, but it’s entirely too 
high!” remark which very 
familiar, not only you, but 
your competitors well. usually 
comes toward the end the con- 
versation, and prompts the sales- 
man begin justifying his price, 
dickering and haggling. Too often 
settles for loss goes away 
defeated. 

Fortunately, you can beat him 
the punch and bring the 
cost yourself early the sales 
presentation. Here’s one way 


POLISHING 


years, Polishing Discs have made 
terrific impression major automotive assembly lines, 
new and used car dealers, autobody shops and 
polishing specialists. the original All-Purpose 
Polishing Disc have been added the Economy Disc and 
the Combination Disc make the “Official” line complete 
for every automotive polishing need. 


OFFICIALLY APPROVED AND CONSTANT USE 
MAJOR 1959 AUTOMOBILE ASSEMBLY LINES 


“Official” Polishing Discs have been proven everywhere 
major automobile assembly lines. Mr. Auto Dealer, you 
will benefit using the nationally accepted “Official” 
Discs. Dependability and economy proven major 
automobile assembly lines you and your company 
successful and profitable refinishing department. They’re 
engineered specially for today’s conventional and acrylic 
lacquer finishes. Remember, Official Discs are made 
100% combed virgin wool with deep pile permanently 
secured rugged duck backing with reinforced center 
hole—each disc individually packaged. 


Available through your local jobber 


“OFFICIAL” PRODUCTS CO., INC. 
376 SPRING ST., N.W., ATLANTA GEORGIA 


bring cost early: “Chances 
are, Mr, Smith, you buy the car 
that costs you the least money 
the job—isn’t that right?” 

And remember, this said 
soon possible after the hellos 
are over. The thing remember 
that you wait for him bring 
cost you may automatically 
the defensive. When you bring 
you steal his thunder—you 
save his time and yours. 

Figure Cost: When you bring 
cost, you need fast and ac- 
curate method figuring. must 
fast, because several minutes 
fumbling with figures will mean 
conspicuous delay crucial time. 
must accurate, because it’s 
embarrassing and unfair 
forced present larger amount 
the order than you had the 
estimate without good reason for 
doing it. 


Therefore, bring cost, figure 
cost and then play cost. 
When established your total 
cost his mind, come back 
time after time during the sales 
presentation! 

Think your total cost 
sales point lead with and reuse 
—not unpleasant figure which 


BUT CAN PROTECT 
1959 FINISH 
REQUIREMENTS 


“The professor over the busi- 
ness college wants you make 
speech ‘Secrets Salesman- 
ship’ told him you would 
glad come.” 


later. For example, when your pros- 
pect says, “Bill Moore says likes 
your car, but tells cost 
like lot me.” You 
can reply: “But said, Mr. 
Brown, you can save money 


ALL-PURPOSE, 
ECONOMY AND 
COMBINATION 


DISCS 


Che 
pies of petizhi«g 
4, Fer every 


and enjoy carefree performance for 
many years.” 

You see, you can come back 
with this remark, since 
brought and figured the 
Otherwise you’d the defen- 
sive. Furthermore, you take the 
ice out price making 
big benefit talking point. 

When you bring cost, figure 
cost and play cost you should 
have: 

defeat over cost. 

Easier selling. 

More successful sales. 

More satisfied buyers. 


Price-Value Cards 


Another good way take the 
prospect’s mind off price use 
price-value cards. Here’s how you 
can use them: 

They consist two pieces 
heavy paper specially cut the 
shape kidney. One labeled 
“Price,” the other, “Value.” When 
one placed top the other 
they are exactly the same size. 

When you place them side 
side, however, you will see that 
whichever one the right ap- 
pears the larger. The 
stration follow based this 
optical illusion. 

Now, when the prospect asks 
the price before you have the 
chance demonstrate present 
the proposition, these little cards 
enable you get the 
mind off price and put 
benefits. 

Then you say something like 
this: not surprised that the 
price may seem high you, for 
you are not making purchase 
like this every day, and naturally 
you may not realize all the fea- 
tures this car has give you 
satisfactions throughout the years. 

“But, after all, price import- 
ant, course, and what 
most interested getting the 
biggest value for every dollar- you 
invest. Isn’t that right? 


“Now, when you ask the 
price, without knowing the value 
contains, the price and the value 
may look you like this (put price 
card the right value card). 
The price looks bigger than the 
value. 

“However, after seen all 
the benefits and savings will pro- 
vide and all the quality that built 
into assure your satisfaction 
through the years, then sure 
will appear like this. (Put value 
the right price). The 
price will seem small compared 
with the value you receive! 

“And for minute let’s for- 
get the price while show 
(Then lead into your demonstra- 
tion and presentation.) 

want talk wife first,” 
think over” are possibly 
the most common price excuses 
your business. There fool- 
proof method for handling this 
excuse. 

Suppose you have shown your 
prospect number cars, and one 
particlular style seemed please 
him. But the prospect says, be- 
lieve look around some more 
and don’t find something better 
back.” 

professional salesman will rec- 
ognize the futility trying get 
outright reconsideration from 
the prospect, will say, 
wise decision. When you buy 
car, you want one that will give 
you pleasure when you drive it. 


How Handle ‘Looker’ 


“Now, when you look other 
cars note carefully they have 
these features: (touch each item 
and point out each feature you 
talk). 

“Is economical operate? 
product? the right size for 
your family, this one is? How 
the construction for long life? Does 
have the conveniences this one 
has? well known car? Note 
whether has adjustable seat, 
convenient arm rests, ample leg 
room, fine upholstery, sure-catch 
door sure ask about 
the services offered, Finally, ask 
about guarantees and warrantees.” 

Have you detected the tech- 
nique used this auto salesman? 
didn’t coax the customer 
buy. didn’t use scaremanship 
either. did, however, fix 
the prospect’s mind the outstand- 
ing features his 

this prospect does into 

(Continued on Page 21, Col. 1) 
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Stress Value, Professor Urges NADA... 


‘Can’t Sell Price,’ Dealers Told 


(Continued from Page 20) 


cars (and probably 
will wonder, “Is this good 
the one that nice person 
showed me? economical 
operate? easy drive? Will 
suit family? worth the 
price?” 

The prospect will, most cases, 
back and buy from you. This 
method succeeds. sells the look- 
ers. And doesn’t matter what 
kind car, what price, the 
technique works. Try the next 
who uses this and similar 
excuses. 

addition selling, rather than 
“pricing,” what else can done 
take the out price? First, 
the dealer and his salesmen should 
stop pricing and start selling. 

Second, when price brought 
the prospect, the salesman can 
ignore it, temporarily, and sell 
transportation, values, benefits, 
good service, dealer policies and 
other appeals. 

can demonstrate, demonstrate, 
demonstrate. 

can also encourage the pros- 
pect get behind the wheel and 
demonstrate himself. 

not too scrupulous the 
can throw the price hound 
highball, but not recom- 
mended. 

The salesman should tactfully, 
but firmly, insist upon controlling 
the interview throughout the 
presentation. should insist 


Auto-Check Plan 
For Louisville 


Received Coolly 


LOUISVILLE.—A State program 
for compulsory annual safety 
for all cars and trucks 
Louisville received little en- 
thusiasm conference called 
Mayor Bruce Hoblitzell. 

“Everyone was very much 
favor having inspections, but 
most them see how 
could segregated one city,” 
the mayor said. 

State Safety Commissioner Don 
Sturgill wants the City set 
the inspection program the 
theory that would encourage the 
require statewide 
next year. 

The only full support came from 
the Louisville Safety Council, which 
already had endorsed compulsory 
inspection. 

The Louisville Automobile Club 
expressed fears that the plan would 
anger visitors whose cars, which 
would carry inspection stickers, 
might stopped police. 

spokesman for the Louisville 
Chamber Commerce said inspec- 
tion the State’s job, not the 
City’s. member the Jefferson 
County Medical Seciety said the 
idea was good but feared Louis- 
ville-only program would im- 
practical. 

The State feels private garages 
should make the inspections under 
laid down the City. The 
thinks the police should 
the job. This would require more 
and would have 
financed part inspection fees, 
added. 


Youngstown Group 


Elects McComb 


YOUNGSTOWN, O.—The Mahon- 
ing County Automobile Merchants 
Assn. has elected David McComb 
its president for the 1958-59 
year and announced will crack 
down members who remain 
open Sunday. 

Other officers elected include 
Harold Hirsch, vice-president; 
Ralph Slepian, vice-president; Mary 
Donahue, secretary, and James 
Mack, treasurer. The entire slate 
and Frank Gorgie, immediate past 
President, comprise the board 
directors. 

The association said will insist 
upon members closing Sundays. 
The association said there 
Youngstown ordinance that ef- 
fect and will enforce its ruling 
against violators. 


giving full demonstration and 
telling whole story. 

should state the price only 
after has the agree- 
ment the exact car wants 
buy, including all options and 
accessories well, after apprai- 
sal old car. 

enthusiastic presentation 
the car, the service which backs 
the sale, the fairness the deal 
for both customer and dealer, 
honest straightforward approach 
will nearly always take the “ice” 
out price. 

prospect will listen noth- 
ing but price quotation there’s 
only one answer: “No dice, Mac!” 

* 

good way banish the old 
price problem for you take 
for granted that customers and 
prospects will say, sooner later, 
“Your price too high.” Then, pre- 
pare yourself meet this obstacle. 
Remember, when prospect says 
your price too high, may 
right, for mentally compares 
the price with the benefits you 


caused him place the product. 
prospect’s mind than the price, 
it’s usually your fault. good 
presentation has not been made. 
The benefit values, therefore, have 
built that price seems 
lower comparison, And sell 
benefits effectively, you have 
thoroughly sold, too, Other- 
wise, never sell others, 
Personal price pride what you 
really want develop, for it’s the 
opposite “price fear.” salesman 
should sold the product 
(or service) and the dealership 
that will entirely unimpressed 
anyone who tells him his price 
too high. 
And there known way 
stopping salesman like that! 
When salesman prepared 
advance how plan for the 
obstacles that knows will slow 
down sale, will close more|2! Men for This 
sales and will find that: Six more employes Ace Motor Sales, (Ford), Woodbury, J., were honored 
Price obstacles are not stumbling their service with the dealership. This brings the number em- 
blocks They are building blocks ployes who have been with the firm more than The employes 
There little “ice” price. received watches from jr., right, vice-president. 


Before 


Imported Car Franchise 


deciding 


CITROEN WORLD HEADQUARTERS 
fain Factory, 133 Quai Andre Citroen, Paris, France 


know the Company behind the product! 


CITROEN, the largest 
Front-Wheel 
Drive Cars and Trucks, offers 
you the opportunity become 
CITROEN Franchised Dealer 
the United States. 


CITROEN Dealer you are 
backed all CITROEN’S 
vast resources and will benefit 
from ultra-modern production 
paying off as- 


sured volume delivery. 


~ITROEN DS 19 
. and ID 19, 
the prestige cars, 
priced right 

Jor volume sales. 
Feature for feature 
...dollar for dollar 
the most fantastic buys 
in automotive history! 


SIGN FRANCHISE FOR THE FUTURE AND START PROFITS TODAY! 


72% all cars purchased the U.S. are the medium price range from 
$2600 $3500. 

The imported car penetration this profitable market has scarcely begun, 
but every economic indication shows that imported cars will taking big 
share the medium-priced field they now enjoy steadily increasing 
share the low-priced field. 

Citroen makes the cars that more than satisfy the needs this important 
you will selling ever-growing quality-minded clientele. 


assured medium-priced imported car line franchise the future, you 
should sign for one today. Sign with Citroen and your profits start 


Citroen Dealer you will receive the-full support of: 

complete Sales Promotional Portfolio con- 
taining banners, posters, and all the material you need advertise 
locally. 


Assistance Factory-trained engineers and special service 
schools are provided Citroen’s expense. Service Citroen tra- 
dition everywhere! 


For your application and additional information, call write: 


CITROEN CARS CORPORATION 


(sole importer and distributor of S. A. Andre Citroen, Paris, France) . 
300 Park Avenue, New York, N. Y. 8423 Wilshire Bivd., Beverly Hills, Calif. 


Bea CITROEN 


Franchised Dealer! 


out new car prospects will see 


It’s the biggest tire switch history! 80,000,000 readers LIFE, Look, seeing full-page ads color telling why new car makers demand 
SATURDAY EVENING Post, TIME, NEWSWEEK, NEws WORLD tires made with Tyrex viscose tire cord. Ads proving that this tough 
REPORT and FARM JOURNAL will learning about it! All year long new cord gives the tire power today’s cars need. 


MORE SELLING POWER! 


the TYR Inc. 


exhibit the 


NADA 


convention 


Chicago 


— 
— 


JAN. 31-FEB. 
38, 39, 40, 57, 58, 


sure tell your customers that car comes equipped with TYREX INC., EMPIRE STATE BLDG., NEW YORK 
tires made with Tyrex viscose tire cord. make your selling job much 
easier. And sure ask your manufacturer about Tyrex dealer aids. 


*TYREX certification mark Tyrex Inc., for viscose tire yarn and cord. 
TYREX viscose tire cord and yarn are also produced and available Canada. 


TYREX viscose tire cord 


NADA Session 
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‘Service Sells the Dealership’ 


Nore: Cliff Houser, 
general manager Birkett 
Williams Cleveland Ford 
dealership, discussed selling 
the service department last 
(Jan. 31) preconven- 
tion session the NADA 
ing Chicago. Here the text 
his address. 

* 


Cliff Houser 

General Manager 

Birkett L. Williams Co, 
Cleveland 

While like talk about service 
because its importance the 
automobile business, can’t say 
that qualify either expert 
speaker. 

presume they prevailed upon 
attempt discuss the sub- 
ject because happen con- 
nected with dealership which has 
moderately successful service 
operation, for which take little, 
any, credit. 

not going attempt 


(Ford) 


sell you the importance 
service this business, because 
you have access very much the 
same kind operating figures 
and they haven’t convinced 
you what good service 
tion can for your profit pic- 
ture, quite sure can’t. 

convinced that few, any, 
are going achieve very 
satisfactory profit position the 
present market without reason- 
ably good service operation. 
not kidding myself into thinking 
that I’m going tell you gentle- 
men anything new anything you 
don’t already know about service. 

think are all more less 
the same situation the farmer 
the old story the book sales- 
man trying sell him some books 
how farm. His answer was, 
“Hell, not farming well 


know how now.” 
* 


All the things going talk 
about are the simple ABCs serv- 
ice and some the things 


attempt our shop that 
feel, some measure least, 
million year parts and service, 
with approximately one-half the 
parts sold through our own shop, 
and accomplish over 100 percent 
service absorption. 

That absorption figure ar- 
rived using the Ford Motor 
Co. standard dealer accounting 
procedure, isn’t important 
whether that figure 100 percent, 
105 percent percent, but 
you can stay that general 
area, going have quite 
favorable effect your overall 
profit picture. 

have pet theory that people 
like buy cars where they know 
they can get good service and 
little special attention, 

All you have known car own- 
ers who had their own pet me- 
chanics small independent ga- 
rages. Why? Not because they 

were any better mechanics than 


“My wife has mizer. I’m wait- 
ing for the Hawaiian cruise con- 
test!” 


yours but generally because they 
got that personal attention im- 
portant all us. 


Little Things Count 

More often than not, the 
little things that hold customers 
offend them. little courtesy, 
prompt recognition, personal atten- 


GENERAL MOTORS AIR CONDITIONING HARRISON COOLS 


CHEVROLET, PONTIAC, OLDSMOBILE, 


RADIATOR DIVISION GENERAL MOTORS, 


BUICK AND CADILLAC! 


Comfort with capital That’s what Harrison Air 
means the brilliant new 1959 General Motors cars with 

Custom Air Conditioning for all cars and the thrifty 
Cool-Pack for Chevrolet* and Pontiac. And winter, 
passengers can count snug satisfaction and safety with Harrison 
heaters and defrosters. Harrison also contributes peak engine and 
transmission efficiency with heat control products that range from 
radiators and thermostats all types oil coolers. So, you have 
cooling heating problem, look Harrison—makers top-quality 
automotive temperature-control products for over years. 


Frigidaire 


EM Pp, 


*Also available most 1959 Chevrolet trucks. 


AUTOMOTIVE RADIATORS COOLERS THERMOSTATS AIR CONDITIONERS HEATERS DEFROSTERS 


LOCKPORT, 


NEW YORK 


tion their troubles, and calling 
them name costs nothing but 
goes long way sometimes toward 
getting customer such frame 
mind that will accept the 
odd careless job from your shop 
tolerant when you are having 
trouble trying get difficult 
service job completed properly. 

don’t need tell you that 
car one the most important 
things the average persons 
requires lot service. Some 
people are more particular with 
their car than they are with their 
wife, and you can buy more poor 
service car than most 
anything know. People are hun- 
gry for good service and are 
willing pay for it, they can 
just get it. 

Right now there proposal 
before the city council Cleveland 
require auto mechanics pass 
rigid written examination and 
licensed before they can work 


the public’s automobile. 
* 


I’m not going talk theory but 
simply discuss some the simple 
and obvious things try 
our shop that believe pay 
dividends. are not kidding our- 
selves that get everything done 
just would like have 
done that don’t make lot 
mistakes. 

had all the service custom- 
ers have lost through careless 
mistakes, couldn’t handle 
small percentage them. 

work operating good 
shop, however, and believe 
full-time job. That’s where 
most the headaches are and 
you don’t lick them the golf 
course Florida. 

spend the major portion 
time with the service department 
and seriously feel that the most 
help can give our sales manager 
work toward good service 
the shop. 

Now getting into actual opera- 
tions, constantly try gear our 
service present-day demands, 
People expect more and better 
service all businesses today than 
ever before. you don’t think so, 
just take good look yourself 
when you get poor service 
hotel, railroad station, airport 
department store. 


Congestion Problem 


Present day cars require lot 
room, the first thing you must 
consider facilities, and regard- 
less how adequate the facilities, 
congestion can still whip you you 
don’t stay properly organized 
keep smooth flow traffic. 

You must make easy for cus- 
tomers get into your shop. 
They are not going sit blowing 
their horn and waiting get 
give you their good money. 

Service business similar the 
restaurant business that most 
the customers try get the 
same time most important 
that you stay set handle the 
parking situation efficiently. 

The first thing the morning, 
attempt get all the carry- 
over cars cleared out the build- 
ing, start clean, and start parking 
the first cars close the 
mechanics possible they can 
get off fast start. 

Obviously that you 
have plenty car hops available 
keep customers’ cars moving off 
the service accomplish 
this supplementing our regular 
car hop staff with tire changers, 
car polishers, undercoat men, car 
washers whoever available 
before they get started work 
their regular jobs. 

avoid confusion and permit 
the car hops work efficiently, 
each car marked the wind- 
shield soon the writeup man 
has completed the repair order. 


The writeup men make sincere 
effort wait customers turn, 
which not always easy do. 
You will forever have the bold in- 
dividual who bigger hurry 
than everyone else and will push 
himself forward the expense 
others who might have been wait- 
ing patiently long before ar- 
rived. 

Another important point 
stress constantly for the writeup 
man recognize waiting custom- 
ers calling them name 
possible but least let them know 
see them waiting and will 
with them very shortly, 

Waiting service floor 
like waiting the other end 
(Continued Page 26, Col, 
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Profit from each unit you lease 
Profit from extra service and 
parts volume, because this 
maintenance leasing plan 
Profit from used cars, because 
you control condition and time 
resale Profit from bigger factory 
bonuses increased volume. 


The smartest move you can make 
right now contact your 
nearest Commercial Leasing rep- 
resentative. tell you all about 
the first maintenance leasing 
plan available dealers that 


gives you everything you need 
Substantial profits solid sales 


fees, licensing costs man- 
agement problems. Commercial 
Leasing’s the plan you’ve been 
waiting for get your share 


the booming leasing business SOLID SALES from advertising Time and Nation’s 
good profit Business, and complete and convincing sales aids for your salesmen. 


ANOTHER SERVICE OFFERED AFFILIATES COMMERCIAL CREDIT 
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telephone Every sec- 
onds seems like minute two. 

consider the proper writing 
repair orders one the most 
important details service op- 
eration, the customer attempts 
get the story his troubles 
over the writeup man, who 
turn has pass that story along 
the mechanics who have 
the actual work. 

Any slip carelessness pre- 
paring that order usually means 
Mr. Customer doesn’t get exactly 
what came for. While this 
seems like relatively simple thing, 
the source many complaints. 

during rush periods, essential 
drive the car, with the customer 
some cases, make sure 


learn exactly what bothering him 
and what are going 
looking 

Faulty Diagnosis 

Customer’s don’t always describe 
their troubles accurately, 
quite easy for looking for 
one thing when something different 
bothering them. other words, 
you can’t always depend entirely 
upon the customer’s diagnosis 
his troubles. 

Through advertising, signs 
our shop, etc., encourage cus- 
tomers ask for estimates 
repair jobs, then write the 
quoted amount not ex- 
ceeded the order and guaran- 
tee the bill will more unless 
run into additional work and 


Solving Space Problem— 


Vandergrif Chevrolet Co., Irving, Tex., solved space problem its service depart- 
ment parts. The dealership increased the available parts storage 
space 100 percent building balcony over the parts room. Steel bins and other 
equipment were planned and installed Cannon Co., Lyon Metal Products 
distributor Dallas and Houston. 


call the customer for authoriza- 

Many people underestimate the 
cost repairs and get quite 
shock when they come pick 
their cars and find bill much 


GETTING DOWN BRASS TACKS 


POWER BRAKING 


the overwhelming choice trucks 


vacuum power, 


higher than they expected. They 
are calm, however, compared the 
fellow who quoted rough, very 
rough figure and who comes for 
his car find bill twice high 
quoted. one likes that, and 


with leading all other makes combined. 
Users prefer this kind braking because 


does the job simpler 


—and better 


with less first cost, 


less expense for maintenance. 


Then, saving weight, 


can add several hundred pounds pay load. 
All this plus the vital safety having 


physical braking instantly available 


should power fail for any reason. 


will pay investigate 


HYDROVAC (VACUUM HYDRAULIC) POWER BRAKING BENDIX 


Bendix South Bend, wo. 


* REG. PAT. OFF. 


very likely won’t happen 
ond time with the same customer, 


We, course, encourage selling 
service the floor means 
questions and suggestions, but 
try careful about 
find more effective job can 
done phone after have 
had time check the car and the 
mechanic has started working it, 

Also, the writeup man has more 
time sell than does during the 
rush periods, and the customer 
more easily convinced that the 
work necessary after the job 
started and knows have 
physically checked the 

control tower might 
must our operation and com- 

pletely unnecessary yours, But 
from our experience, you use 
one, make perform all the 
functions for which intended 
you are better off without it. 
don’t discount the importance 
the job running it. 

takes unusual man, one 
who familiar with all service 
operations (the time required, the 
difficulties that might encoun- 
tered every kind job, parts 
prices, the ability get along with 
mechanics) handle customers 
properly the telephone and 
tremendous capacity handle de- 
tail. 

One the very important re- 
sponsibilities tower operator 
distribute the work me- 
chanics such manner that you 
accomplish certain definite objec- 
tives, such getting the work out 
schedule, equitable distribu- 
tion work from the standpoint 
keeping mechanics’ pay line 
with their earning capacity, keep- 
ing mind specialization the 
point where you get maximum 
production and permitting mechan- 
ics earn maximum pay which 
essential for good morale and 
quality work. 


Another Key Detail 


Another important detail 
keep the writeup men informed 
which mechanics are working 
special and important jobs they 
check the progress them. 

Many these things dis- 
cussing may seem like unimportant 
details but they are all part 
organized operation and are done 
with one thought mind, giving 
the customer what wants and 
pays for. you accomplish this 
will back and bring his friends 
with him, not only for service but 
for new cars. 

Remember, the customer thinks 
your dealership’s dealings 
whole, “kicked around” 
the sales department, there 
pretty good chance not 
going service customer, 
and, gets mistreated the 
pretty thorough job shop- 
ping before buys new car 
from you. 

How you about checking 
make certain customer has 
received everything brought his 
car for and that has been 
done his satisfaction that 
will not have come back the 
next day? 

This perhaps one the most 
difficult problems any service 
operation and one that any dealer 
has figure out. How can 
the best job and follow 
constantly wants service busi- 


ness? 


work the theory that the 
writeup men are better qualified 
check their own jobs and road 
test cars than anyone the place 
for the simple reason that they 
have talked the customer, they 
know more about him and what 
wants, how particular is. 

They will position give 
him firsthand information about 
what they found wrong with his 
necessary contact him the 
telephone during the 

use shop Each 
writeup man supervises the work 
his own jobs, road tests the 
cars personally jobs pertain- 
ing actual performance and 
all selling and authoriza- 
tions necessary telephone. 

Besides getting better job done, 
gives the customer impression 
that the writeup man taking 
interest his job. 


Opportunity for Trouble 
Very much like the morning 
when everyone get into. the 

(Continued on Page 27, Col, 1) 
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ghop one time, the late after- 
noon presents fine opportunity 
have more than little confusion 
and lose some the good will you 
have tried hard build 
during the day turning out 
good service job. 

After hard day work, 
hurry get home, and the 
around and wait for someone 
find the work copy his repair 
order, for someone else start 
totalling his bill, for someone 
give him the bad news, then 
wait little longer for someone 
get his car. 

When this happens the bill not 
only looks larger but the cus- 
tomer has very probably decided 
his own mind that the work 
paying for just sloppy 
the manner which 
handle the bills. 

effort eliminate this sort 
situation have what call 
repair order expeditor and pur- 
chase order clerk. older 
man who has been parts man 
most his life and thoroughly 
familiar with service operation. 
His responsibilities are just about 
what the title implies. 

writes all purchase orders and 
matches all bills against them 
they come in. addition this, 
keeps with the work copies 
the repair orders they are 
turned when the jobs are com- 
pleted. 

sees that the writeup 
men approve the labor, pulls 
the original copy the repair 
order, checks the parts against 
the labor operations make sure 
the proper parts have been checked 
out and properly charged, and 
enters any outside labor for which 
has writtten purchase order 
during the day. 

then totals the bills and sends 
them the cashier ready for col- 
lection before the customer comes 
for his car. After the bills 
paid, try have enough 
car hops the job customer 
will have wait very short time 
while his car brought up. 

attempt keep college 
boys working part time hopping 
the late afternoon, They 
are usually neat and courteous 
with customers, they clean wind- 
shields and steering wheels, and 
they make generally better im- 
pression with the customers than 
the average run regular ga- 
rage help. 

The late afternoon, when the 
majority people call for their 
sincere effort build confidence 
your operation. try fol- 
low practice having the 
writeup men the service floor 
chat with customers and answer 
their many questions what 
found wrong with their cars, 
what was causing this and what 
causing that. 

> 


Explanations Appreciated 


Customers usually feel better 
they have few things explained 
them, whether they understand 
them not, Dealer and service 
Manager are the floor much 
possible, exposing themselves 
customers and getting reactions. 

little time spent around the 
outside the windows 
this time day usually pays divid- 
ends and insures little better 
service customers. 

Complaints can considered 
headache opportunity, You 
get plenty them the service 
end this business, and, you 
don’t personally handle all 
them you can get hold of, you 
will never know how much busi- 
you are losing that could 
saved little effort your 


have printed our repair 
order red type invitation 
the management any 
complaint not handled satisfac- 
the definite responsi- 
bility all our employes refer 
any complaint the management 
they fail get the customer 
perfectly satisfied. 

Even the employe thinks 
has him satisfied, many cases 
call the customer later get 


his Every complaint let- 
ter answered management 
either phone letter and 
promptly. 

+ 

not going dwell upon 
how handle complaints because 
you probably know more about 
subject than do, will make only 
one comment passing. Where 
there the slightest possibility you 
might wrong you can refund 
all the charges asked for and 
will the cheapest advertising 
you ever did. 

Keep one thing mind how- 
ever, refund the money first, then 
discuss the complaint and pos- 
sibly attempt sell the customer 
that you might not wrong 
thinks, Never try sell 
your position first then end 
refunding the money, You just 
lost the argument and admitted 
you were wrong you that. 

you know you are wrong, 
admit quickly and frankly. Ac- 


tually the best way handle com- 
everything can think 
eliminate the cause them, This 
may sound facetious, but elimi- 
nated the source lot com- 
plaints our shop discontinu- 
ing car washing service. 
* 


Profit Lost 


certainly never made any 
profit washing cars the current 
price. never could get car 
washers who were interested 
doing good wash job. customer 
will just critical about 
poor wash job will about 
poor motor tuneup and probably 
more so. 

the wash job sloppy half 
done, sure think the rest 


(Continued om Page 30, Col, 1) 


Approach High Performance— 


The new Type 406 Bristol shows how one English firm approaches the engineering 
the work done his car problems inherent high-performance medium size. Dunlop brakes 
the same caliber. now fitted all wheels and the rear suspension designed with Watt 
the space better advantage, for transverse axle location. The body has frame 
and don’t know single and welded the boxsection chassis. Reclining seats are fitted. Note 
wheel. 


| j 
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SLI 


Cars The Forward Look from 


7 


mind his own 


He’s the man who never buys car without putting through its 
paces. 


looks under the hood—and knows what look for. 


knows solid engineering when sees it—and won’t settle 
for anything less. 


knows styling too—and wants the kind that stands out and 
stands up. 


The quality Cars The Forward Look are his kind cars. 


Built with Torsion-Aire suspension that takes the nod out stops, 
the squat out starts, the sway out turns. 


Constant-Control power steering that works full-time. 


Total-Contact brakes that keep your heart out your mouth. big 
tough engine that’s all muscle—but gentle with the gasoline. 


knows from long get the good things first from 

Chrysler Corporation. Sound advancements like: Swivel Seats that 

make these the easiest, most comfortable cars you ever saw get 

and out mirror that dims itself electronically make night 

driving safer simple, sensible pushbutton driving and heating 
controls compound windshields and safety glass all-around. 


He’s stuffed shirt. knows what wants and why. He’s the 


and gets from the dealer who sells 
the Can cars The Forward Look. 


CORPORATION 
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tomer lost result dis- 
continuing the service. 


Compensation plans are im- 
portant improving quality 
work, which turn course 
eliminates pay 
our mechanics incentive bonus 
weekly which makes real earn- 
ings possible the shop stays 
busy. few comebacks 
mechanic and right out 
the bonus for that week. 


hold dinner meetings for all 
our mechanics about every 
days. Let them talk, make sug- 
gestions and part the service 
team. Impress them with the im- 
portance the customer and 
quality work. Keep their inter- 
est and morale and you have ball 
team that will keep complaints 
minimum. 

start trying sell our serv- 
ice from the time deliver new 
car. Our new car make-ready men 
work flat rate per car for the 
original preparation, all free serv- 
ice and the 1,000 mile inspection. 
Each mechanic identified with 
the car, and his responsibility 
take care all the free service 
and make that car perform satis- 
factorily. 

soon find out one 
them starts doing haphazard 
work, can’t take too many 
comebacks starts cutting 
Gown the number cars 


Firms Ordered 
Stop Seeking 


Favored Prices 


WASHINGTON, The Federal 
Trade Commission has approved 
consent order requiring New 
York and New England automotive 
parts jobbers and their buying or- 
ganization, Six-State Associates, 
stop seeking and accepting illegal 
price advantages from suppliers. 

1957 complaint, the FTC 
charged the firms with knowingly 
inducing favored prices violation 
the Robinson-Patman Amend- 
ment the Clayton Act. 


The FTC said that although the 
jobbers’ purchases are billed and 
paid through the purchasing group, 
not the purchaser but only 
bookkeeping device facilitate the 
price discriminations. 

The FTC said the agreement 
for settlement purposes only and 
does not constitute admission 
the firms that they have vio- 
lated the law. 

addition Six-State Associ- 
ates, Newton, Mass., the order 
names the following firms: 

Hunt-Marquardt, Boston; 
Auto Parts, Providence; 
Standard Auto Gear Co., Dorches- 
ter, Mass.; Tarbell-Watters Co., 
Springfield, Mass.; Auto Electric 
Co., Portland, Me.; 
Christie Thomson, Inc., Worces- 
ter, Mass. 

Grinold Auto Parts, Inc., Hart- 
ford, Conn.; Horton-Gallo-Creamer 
New Haven, Conn.; Hager 
Hardware Paint Co., Inc., Bur- 
lington, Vt.; Plattsburgh Motor 
Service, Inc. Plattsburgh, Y.; 
Detroit Supply Co., Inc., Albany; 
William Manning Co., Inc., Fall 
River, Mass., and Thorpe Automo- 


Mechanics Pay 


For Their Goofs 


HOOD RIVER, Ore.—Servicemen 
Knoll Motor Co., (Dodge-Plym- 
are very careful about their 
work because mistakes cost them 
money. 

run service shop 50- 
basis,” said Joe Knoll, owner. 
split the labor fee right down the 
middle with the mechanics. 

“But return, expect the work 
thing has done over again, 
the mechanic drops what he’s doing 
and redoes the job without pay.” 


ean handle and consequently his 
pay. 
have proved our own sat- 


isfaction that service and new-car 


DeMarsh Heads Dealers 
Stark County, 


CANTON, O.—Joseph DeMarsh 
has been elected president the 
Stark County Automobile Dealers 
Assn., succeeding James Kemp- 
thorn. 

and Richard Orwig 
Gervis Brady has been re- 
appointed executive manager. New 
directors include Orwig, Ben Ap- 
stein, John Kramer and Harold 
Spooner. Holdover directors are 
DeMarsh, Kempthorn, Sanders, 
William Towell and Wal- 
lace. 


hand. you are one-shot artist, 
you may get away with some kind 
new-car volume for while 
without service but, you are 
building for the long pull, you can’t 
have one without the other, 


Most Important Part 


successful dealer must live 
with his service department. 
the most important part his 
entire operation—perhaps not from 
the standpoint direct profits 
actually contributed, but di- 
rectly responsible for the success 
failure the part his busi- 
ness that should produce most 
his profits—new cars. 


should live with his service 
department because there 
where more things can wrong 
than any other part the 
The service personnel 
need his moral support and help 
they are going give custom- 
ers the kind service that pays 
off new-car sales. 

They, the man— porter, car 
hop, lubrication man, mechanic, 
writeup man and service manager 
—must know that the dealer him- 
self genuinely interested giv- 
ing good and honest 


— 


Coventry Motors Signs With S-P— 


Another step Studebaker-Packard expanding dealer organization was 
taken when Coventry Motors, Beverly Hills, Calif., added Studebaker Lark and 
Mercedes-Benz its line foreign cars. Owner-President Ted Dillon, second from 
right, accepts congratulations becoming S-P dealer from Mike Scovill, S-P 
Angeles zone manager, while David McClintock, left, Coventry sales manager, 
and Marvin Lettenmaier, S-P assistant zone manager, look on. 


NOW! COMPRESSION TEST 


ER-CHE 


EXCLUSIVE FEATURE 


THE INSTANT ENGINE ANALYZER 


Tests compression while engine running 
Helps insure successful tune-up 


Eliminates time wasted untunable 
engines 


Helps you sell more needed parts and 
service 


Now you can check the complete power system 
engine, cylinder cylinder, less than 
minute, without removing plugs grounding 
wires. Using the same three connections that are 
made for the Dyna-Vision ignition test, you can 
instantly spot burned, riding sticking valves, 
bad rings, scored cylinders, leaking head mani- 
fold gaskets, and even bad camshafts wrong 
valve timing. Power-Chek actually better than 
compression test, because checks power out- 
put each cylinder while the engine running. 
Power-Chek simple and easy make that 
all engines can now checked before tune-up 
attempted. This way, you can immediately spot 
the 15% that require some mechanical cor- 
rection before they can properly tuned. 

why buy half scope, something that merely 
checks ignition. Only Dyna-Vision with Power- 
Chek gives you the 100% diagnosis you must 
have for really successful tune-up. 
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WASHINGTON. Discount- 
house operations are ethical means 
doing business which provide 
the consumer with quality mer- 
chandise based efficient, low- 
cost operation. 

Discount-house operations have 
resulted increased failures 
independent businesses, especi- 
ally specialty shops which sell, 
primarily, products used for bait 
advertising discount houses. 

These are examples arguments, 
pro and con, cited the Senate 
Committee Small Business 
report summarizing testimony 
“Competitive Impact Discount- 
House Operations Small Busi- 
ness.” 

Other arguments support 
discount houses: 

Discounters have legal basis 
for cutting the prices fair-traded 
merchandise; the purchaser 
product acquires title the prod- 
uct, and alone should able 


medium designed maintain 
high profits; provides um- 
brella under which the inefficient 
are permitted operate, thereby 
thwarting competition. 

Discount prices are not in- 
tended anticompetitive pricing; 
they are used frequently 
advertising medium are result 
low Discount houses 
not succeed loss-leader tac- 
tics product switching, Every 
item priced give profit 
the store. 

Fair trade can’t justified 
economic basis, Business 
failures are greater non- 

fair-trade jurisdictions than 
fair-trade areas, 

Discount houses price their 
merchandise reflect only the 
services the purchaser receives. 
Purchasers who not want credit, 
delivery installation should not 
forced pay for it. 

Discount operations are part 


petitive free enterprise, whereas 
fair trade price-fixing medium 
which destroys competition. 

Fair-trade laws are unen- 
forceable and, therefore, should 
not enacted. 

Other arguments opposition 
discount houses: 

The primary purpose fair 
trade establish ethical prac- 
tices the market place, protect 
sellers from predatory pricing 
practices, and guarantee con- 
sumers quality products reason- 
able prices. 

Discount houses are unethical; 
they include such duplicities 
“bait” advertising, loss-leader 
sales, “switching” customers, and 
surreptitiously obtaining mer- 
chandise from secondary sources 
when manufacturers legitimately 
refuse deal. 

Fair trade directed safe- 
guarding the manufacturer’s prop- 
right his trade name and 


“My first impression when 
saw was that couldn’t af- 
ford it. When read the price 


merchandise unless they can 
make reasonable profit, Once 
product widely discounted 
given market, traditional re- 
tailers refuse stock and 
normal distribution channels are 
destroyed. 

Fair trade provides for orderly 
distribution products; results 
only reasonable profits and has 
had salutary effect combatting 
price wars and providing the con- 
sumer with cheaper prices, 

Unrestricted 
both theory and practice, results 
inevitably the destruction 
competition and the creation 
monoply. 

Once the discount houses 
destroy their smaller competitors, 
either they will longer carry 
merchandise previously dis- 
counted, or, they do, they will 
not provide the same high dis- 
counts. 


retains even when selling his fair-trade his product only 


modities. 
These property rights, which 
manufacturer legitimately en- 


freely competition with other 
similar commodities. Fair trade has 
contributed the use private 


titled protection, are irreparably| brands, thereby increasing compe- 
damaged irresponsible tition. 


cutting discount 


control its price henceforth. 
Fair trade price-fixing 


the American tradition com-' business good will, rights which 


Retailers refuse carry 


LESS THAN MINUTE! 


You can’t tune engine successfully valves are sticky, 
burned out adjustment, rings bad gaskets leaking. 
All tune-up procedures used include compression test 
check these parts, but today the test has largely been 
abandoned. Why? 


OLD METHOD TOO COSTLY, 
TOO TIME-CONSUMING 


make compression test modern overhead-valve 
V-8, with its almost inaccessible plugs, takes 
hours. costly time and labor and difficult justify 
the customer who “only wants tune-up.” Yet without this 
test, engine mechanical condition remains unknown, al- 
though field checks indicate that 15% most engines 
need some mechanical correction before satisfactory tune-up 
possible. 

Power-Chek, exclusive feature Heyer Dyna-Vision, 
now solves this problem making test better than com- 
pression test less than minute, without removing plugs 
grounding wires. better because checks actual 
power produced each cylinder while the engine run- 
ning operating temperature. 


CHECKS POWER OUTPUT ELECTRONICALLY 


make Power-Chek, you merely set engine speed 
800 rpm, then short out each plug turn electronically, 
noting the power loss for that cylinder shown the 
Power Analyzer Scale. tunable engine will show nearly 
the same power loss for each cylinder. contrast, engine 
needing mechanical repair will show little power 
loss from one more cylinders. This makes easy spot 
trouble before attempting tune-up that bound fail. 

Power-Chek takes less than minute. Yet think what 
can mean you terms time and labor saved, satisfied 
customers, and increased sales parts and service. Get the 
complete story Dyna-Vision with Power-Chek mail- 
ing the coupon today. 


See the NADA Show 


NA-V 


HEYER INDUSTRIES INCORPORATED 
Belleville N.J. 


Now! Over 200 factory-trained men the field 


QUESTION: WHERE ARE THE PLUGS? 


Almost inaccessible this typical overhead-valve V-8, 
they make compression test time-consuming and costly. 
Yet without this test, mechanical condition the engine 
remains unknown, and you may spend hours trying 
tune untunable engine. Power-Chek overcomes all this 
making test that better than compression test 
less than minute while the engine running, without re- 
moving plugs grounding wires. 


ADJUST 
SHORTING 


PULSE 


BALANCE 
POINTER 


CYUMOER SELECTOR BALANCE TO UNE 


HOW POWER-CHEK WORKS 


Engine speed adjusted 800 rpm and pointer Power 
Analyzer Scale balanced zero (1). Cylinder Selector 
then rotated slowly and one plug time shorted out 
electronically, shown the Dyna-Vision screen (2). 
With tunable engine, fall-off will 50-100 rpm and 
nearly the same for each cylinder. Bad cylinders (easily 
identified the screen) will show little fall-off, 
indicating mechanical faults that must corrected before 
successful tune-up possible. The difference between 
cylinders easily spotted the 5-times-expanded-scale 
meter. further procedure pinpoints the specific fault. 


Heyer Industries Incorporated, Dept. 
Belleville N.J. 
Send complete information Dyna-Vision 
with Power-Chek, including details easy pay- 
ment plan. 
Arrange demonstration Dyna-Vision with 
Power-Chek convenience. 


Name Title 


Company 
Address 
Type Operation: 

Service Station Repair Shop Dealer 
Number mechanics employed 


Although some adverse court 
decisions have vitiated fair-trade 
enforcement, law the Federal 
level, encompassing all states, 
would strengthen enforcement ma- 
chinery and thus insure its effec- 
tiveness. 


Import Rate 
Stepped 
English Ford 


DEARBORN.—The English Ford 
line scheduling 27,000 units for 
import into this country during the 
first six months 1959, reports 
Howard Lund, imported car 
sales manager for M-E-L division. 

This amounts almost three- 
fourths the total 39,000 Eng- 
lish Fords shipped this country 
during 1958, which exceeded those 

addition, import light com- 
mercial vehicles Ford jumped 
from 400 1957 3,000 units 
1958, Lund said. 

Anglia, Prefect, Escort and 
Squire passenger models constitute 
percent the English Ford 
line’s sales, Lund said. Light com- 
mercial vehicles from Ford Motor 
Co., Ltd., accounted for percent 
all British made light commer- 
cial vehicle registrations the 
the past year, added. 


Book Simplifies 
Volkswagen Care 


About the 
Volkswagen,” technical manual 
Henry Elfrink, should make 
fascinating reading for the cultists. 

The 192-page, paper-bound book 
sensibly illustrated with num- 
ber photographs, cutaway views 
and exploded drawings for owners 
who may want their own 
maintenance and repair work 
for mechanics who need brush 

The book also contains informa- 
tion evolution the Volks- 
wagen and recommends ways 
modify the engine for additional 
power. available $3.50 per 
copy from Henry Elfrink Automo- 
tive Publications, Box 20715, Los 
Angeles California. 


M-E-L Signs Durham 


KANSAS Mo- 
tors, 6227 Troost, headed Dick 
Durham, president, new 
dealer here, handling Mercury, 
Edsel, Lincoln, Continental and 
Taunus. 

ADVERTISEMENT 


CAUGHT 


your eye with this little 
column,. practicing 
what | preach. You 
can catch a hundred- 
fold more eyes with a 
series of columns than 
with a series of quarter- 
page ads, and the 
will sell more cars an 
service. | write the 
column for you. You 
become a columnist 
with human interest 
material that appears 
to be “soft sell,’ but 
is the “hardest sell" 
you can achieve, plus 


top personalized pub- FISKE 
lic relations, Write 


White 


HEYER 


Bulletin Board 


available from Delco-Remy Divi-|j 


John Bean Catalogs 


Catalogs describing new line 
stationary and portable frame and 
body correction equipment. Catalog 
L-1623—16 pages, free, and Catalog 
L-1630—four pages, free. John Bean 
division, Food Machinery Chem- 
ical Corp., Lansing Mich. 


* * 


Torrington Bearings 
Catalog design and applica- 
tion spherical roller bearings— 
Catalog 258, free. Torrington Co., 
Bantam Bearings division, South 
Bend 21, Ind. 


* * * 


Delco-Remy Announces 


New Booklet, Film Kit 


revised edition the booklet 
“Original Electrical Equipment for 
1959 Passenger Cars,” and new 
35mm film kit, “The Cranking Cir- 
cuit,” illustrating the internal con- 
struction and operation crank- 
ing circuit’s electrical units, are 
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sion, General Motors Corp., Ander- 
son, Ind. 

The booklet available free 
limited quantities. The film kit may 
purchased for $6.00 may 
borrowed and returned 
charge except for return postage. 

* 


Mild Steel Electrodes 
Specification for Mild Steel Arc 
Welding cents. Tech- 
nical Department, American Weld- 


New Home for Bert Smith— 
Shown above the new home Bert Smith Oldsmobile, Inc., St. Petersburg, 
The main building approximately 312 feet long, cost some $275,000, and located 
Daybrook Specifications seven-acre site. The basic construction laminated steel, concrete block and 
Three catalog specification sheets antique brick. Although the building more than adequate now, can easily 
Daybrook telescopic hoists—free. expanded twice its present size, according Bert Smith, dealership owner. 
ire Corp., ing 500 individual services per-| East-West Highway, Washngton 
Lehman Ave., Bowling Green, leading testing and| 
research labs—free. Executive sec- 
Laboratory Directory retary, American Council Inde- 
Seventh edition directory Laboratories, Inc., 


* * * 


* * * 


Coupling, Drive Line 
bulletin, A-640B, describing the 


HETTCHE, own- 
er, Hettche Motor Sales. 


MOTOR 


MOTOR SALES, pro- 
7 gressive Ford Dealer in Detroit. 


RIGID CONTROL established between Parts, Service, Cashiering 
and Accounting Departments with a modern National System. 


“Our System 
saves year... 


returns 63% investment every months!” 


Motor Sales, Detroit, Michigan 


« 


“Our National multi-total register pro- 
vides accurate, up-to-date information 
each department’s income,” writes 
John Hettche, owner Hettche Motor 
Sales. “It enables supervise all 
accounting phases our business 
with complete control and maximum 
efficiency. 

“Now can obtain daily sales fig- 
ures from our National—at any time 
—data which required spread sheet 
our former method. Our National 
System also furnishes analysis 
Internal Charges, well Car and 
Truck Sales. National’s mechanical 


certification every invoice and repair 
order guarantees the accuracy each 
transaction. 

“We know our National System has 
been sound and profitable invest- 
ment, and recommend any auto- 
mobile dealer. saves $2,500 year 
63% investment every 
months.” 


owner Hettche Motor Sales 


THE NATIONAL CASH REGISTER COMPANY, Ohio 


1039 OFFICES 121 COUNTRIES YEARS HELPING BUSINESS SAVE MONEY 


Your business, too, can benefit from the 
time- and money-saving features 
National System. Nationals pay for 
themselves quickly through savings, 
then continue return regular 
yearly profit. world-wide 
service organization will protect this 
profit. Ask about the National Main- 
tenance Plan. (See the yellow 

pages your phone book.) 


"TRADE MARK REG. U.S. PAT. OFF. 


ACCOUNTING MACHINES 
ADDING MACHINES CASH REGISTERS 


dry fluid drive and 
ing line which includes stock 
couplings and eight stock drives— 
pages, free. Dodge Mfg. Co., 1957 
William St., Mishawaka, Ind. 


Ken-Tool Supplement 
“Ken Catalog Supplement No. 
—eight pages, free. Ken-Tool 
Co., 768 North St., Akron 
Electrode Specification 
“Specification for Low Alloy Steel 


cents. American Welding 
Thirty-Ninth St., New York 
18, 


* * 


Nameplate Identification 


Bulletin No. 177, describing four 
self-bonding methods applying 
anodized aluminum nameplates for 
product identification four pages, 
free. Brady Co., 727 
dale Ave., Milwaukee Wis. 


* * * 


Rubber Molding Bulletin 


How precision molded rubber 
parts may obtained without pay- 
ing premium prices explained 
four-page bulletin—free. Ohio 
Rubber Co., Willoughby, 


* * 


Statistical Abstract 


“Statistical Abstract the United 
pages (1,197 tables 
and charts), $3.75. Govern- 
ment Printing Office, Division 
Public Documents, Washington 25, 


* * 


Brochure Coatings 


36-page brochure clear and 
colored “Coatings” for use 
metal, plastics, glass and wood— 
Bee Chemical Co., 12933 South 
Stony Island Ave., Chicago 33, 


Parts Catalog 


broader-coverage edition TBA- 
Dealer catalog, 60A-1000, provide 
service stations doing light repair 
work with quick preference guide 
application and specification data 
service parts for cars and light 
trucks—free. United Motor Service 
division, General Motors Corp., De- 
troit Mich. 


Formica Catalog 


“Formica Stronger than Steel; 
Lighter than Aluminum” free. 
Formica Corp., 4614 Spring Grove 
Ave., Cincinnati 32, 


Goodyear Catalog 

multi-purpose catalog 
pictures, information and engi- 
neering data Goodyear Tire 
Rubber rims, wheels, tools and 
rim accessories—free. Metal Prod- 
ucts Division, Goodyear Tire 
Rubber Co., Akron 16, 


Ball Bearing Catalog 


line thin-section ball bear- 
ings, made precision and ultra- 
precision grades dimensions 
the AFBMA B-500 series, de- 
Split Ballbearing Division, MPB, 
Lebanon, 


Parts Catalog 
16-page catalog for use car 
and implement dealers arrang- 
ing their parts departments for 
1959 cars. Mills-Morris Co., 171-187 
South Dudley Memphis, Tenn. 


* * * 


Lubrication Data 

Lubrication Newsletter No. 
technical paper covering the effect 
lubricants the “wear in” 
new machinery—free. Alpha-Moly- 
kote Corp., Harvard Ave., Stam- 
ford, Conn. 


Landing-Gear Catalog 


Truck-trailer landing-gear catalog 
pages, free. Catalog LG-58. 
Binkley Mfg. Co., Warrenton, Mo. 


Gas Dispensing Systems 
booklet, “Fill Up,” discus- 
sing construction, operation and 
maintenance gasoline dispensing 
systems—free. Gasoline Pump Man- 
ufacturers Assn., 551 Fifth Ave., 
New York 17, 


Tool Catalog 
52-page catalog describing sev- 
eral new tools, including belt 
(Continued on Page 33, Col. 1) 
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Bulletin Board 


(Continued from Page 32) 


sander, drill presses and saws,— 
free. Boice-Crane Co., 1319 Cen- 
tral Ave., Toledo 

* 


Paint-Spraying Line 
catalog (CH-100) de- 
scribing new line air compres- 
and paint-spraying equipment 
—free, pages. Campbell-Hausfeld 
Co., 801 Moore St., Harrison, 
= * 


Automotive Lifts 
Commercial Standard for Auto- 
motive Lifts, CS142-58, revision 
the 1951 issue—15 Superin- 
tendent Documents, Government 
Printing Office, Washington 25, 


* 


Gas-Turbine Data 


Operating experience with the 
Mark 750/1000-kw gas turbine— 
Bulletin 167, free. Clark Bros. Co., 
Olean, 

= 
Display-Stand Selection 

“How Select Display Stands” 
(LPL No. 10)—36 pages, free. Hinde 
Dauch, 4265 Decatur San- 
dusky, 


Truck-Trailer Laws 
“Truck and Trailer Size and 
Weight Restrictions”—1958 edition, 
free. Public Relations Department, 
Four Wheel Drive Auto Co., Clin- 
tonville, Wis. 


Publications 


The following publications are 
available from Dept. 136, 
Gypsum Co., 300 Adams, Chicago 
“The George Nelson Sketch- 
book,” showing uses and projected 
uses USG expanded metals—10 
pages, free, and “Acoustosorber,” 
describing portable sound-absorbing 
units—four pages, free. 

> 


About Baker Trucks 


Information about the Baker 
FTA-30 electric fork truck 
log 1319) and the FGA-30 fork lift 
truck (Bulletin free. 
Baker Industrial Trucks division. 
Otis Elevator Co., Cleveland 

> 


Kodak Data Book 


“Kodak Data Book,” describing 
techniques and equipment for 
photographic copying —50 cents. 
Available from Kodak dealers. 


Facts About Atlanta 


“Facts Figures About Atlanta,” 
1958 edition—free, pages. Indus- 
trial Bureau, Atlanta Chamber 
Commerce, Atlanta, Ga. 

> 


Pyrometer Catalog 


Catalog describing pyrometers 
and pages, free. 
Raymond McHigh Son, Box 
6025, Philadelphia 14, Pa. 


Gas Dynamics 
“Gas Dynamics” Ali Bulent 
Cambel and Burgess Jennings— 
415 pages, $11. McGraw-Hill Book 
Co., 330 Forty-second St., New 
York 36, 


Machining Castings 


“How Machine Meehanite 
Castings” (Bulletin 29)—20 pages, 
free. Meehanite Metal Corp., 714 
North Ave., New 


Brake Manual 


“Grey-Rock Brake Service Man- 
ual,” 12th edition—60 pages, $3. 
Available through distributors 
Grey-Rock division Raybestos- 
Manhattan, Inc. 


Business Budgeting 
“Business pages, 
$12.50. Controllership Foundation, 
Park Ave., New York 16, 


“Brazing pages, free. 
All-State Welding Alloys Co., Inc., 
249-55 Ferris, White Plains, 
Also available through All-State 


distributors. 


Parking-Lot Guide 
“Parking Techniques,” guide for 


designing parking lots—32 pages, 
free. Harris Barrier, Inc., P.O. Box 
5826, Indianapolis 23, Ind. 

+ 


Transportable Elevator 


brochure describing person- 
nel elevator which can trans- 
ferred from one job another 
less than day—eight pages, free. 
Hawkeye Products Corp., Syracuse 


Conveyor Guide 


book defining more than 1,200 
conveyor types, parts and related 
equipment—96 pages, $2. Conveyor 
Equipment 
One Thomas Circle, Washington 
D.C. 

* 
Cast Bronze Supplies 

price catalog, No. 580, covering 
standard stock, cast bronze bush- 
ings and bearings and fully ma- 


eye Brass Mfg. Co., 6410 Haw- 
thorne Ave., Cleveland 


Data Speakers 


“Dimensional Data Oxford 
Speakers”—28 pages, free. Oxford 
Electric Corp., 3911 Michigan 
Ave., Chicago 15, 


Manual 


Manual detailing preparation 
metal surfaces for application 
Molykote resin-bonded lubricant 
coatings (Bulletin 115)—24 pages, 
free. Alpha-Molykote Corp., 
Harvard Ave., Stamford, Conn. 

+ * 


Automatic Part Marking 


Bulletin illustrating how auto- 
matic markings screw-machine 
parts are made, between positions 
during the machine cycle, with the 
Automarx Roll Marker—free. Metal 
Marker Mfg. Co., 1367 Fortieth 
St., Cleveland 


Thermostat for Coolers 
technical data bulletin, THSN- 
21, giving revised data refrig- 


eration and air-conditioning ther- 
mostat, the Klixon 20220— free. 


chined bars—28 pages, free. Buck-|Spencer Thermostat Division, 


METROPOLITAN OAKLAND AREA 


(ALAMEDA AND 


Source: Sales Management Survey Buying Power, 1958 


Covered ONLY the... 


CONTRA COSTA COUNTIES) 


Automotive Sales! 


This was the scene the presentation the Ford Four Letter Award Borchers 
Auto Co., Dayton, This marked the tenth consecutive year that Borchers has won 
the award. From left are Robert Borchers, dealership treasurer; Olsen, Ford 
district sales manager; David Borchers; Borchers jr., dealership vice-president, 
and Edward Borchers, secretary. 


information sleeper cabs for 
International A-line trucks—No. 
OR-346-H, two pages, free, Both 
available from Consumer Rela- 
tions Department, International 
Harvester 180 Michigan 
Ave., Chicago 


Metals Controls Corp., Attleboro, 
Mass. 


News About 


Catalog describing Interna- 
tional heavy-duty rear axles—No. 
four pages, free, and 


Northern California’s 


LARGEST 
AUTOMOTIVE 
KET! 


COSTA 
County 


OAKLAND 


Largest Home Delivered Circulation Northern California! 


NATIONAL REPRESENTATIVES, CRESMER WOODWARD, INC. SUNDAY COMICS: METROPOLITAN SUNDAY NEWSPAPERS, INC. 
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Skid Bar Pioneered 
Planes Dunlop 


Joseph Callahan 
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Engineering Editor 


these days the auto industry going take 
page out the aircraft industry’s book and make 
major improvement the safety car brakes. 

This could well anti-skid device which 


would permit maximum braking while preventing wheel 


lock and resultant skidding. 
Dunlop Rubber Co., Lon- 
don, England, has marketed 


such device for aircraft since 
1952 and now experimenting with 
similar unit for autos, 

The Dunlop unit located the 
brake each wheel such way 
that controls the effort applied 
the driver and immediately re- 
lieves the brake pressure when 
increase wheel deceleration 
warns impending wheel skid. 

course, the big advantage 


eliminating skidding that the 
driver able maintain complete 
directional control his car all 
times. 

* 


company claims that the 
sensitivity its unit enough 
hold delicate pressure balance 
each wheel give near 
optimum braking. 

Some good drivers strive for 
this optimum braking quickly 
releasing their brakes soon 
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To 
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ANTISEIO UNIT 


ANTISKID UNIT MOUNTED 
INTEGRALLY WITH TWIN 
SPOT DISC BRAKE. 


Osc 


skid felt. But many other for the following four rea- 
drivers are not sufficiently alert sons: 

their brakes quickly pressure would re- 
Furthermore, this device soon excessive de- 

improve the braking ability occurs, which would 


there’s more 


BORROUGHS BINS 
meets the eye! 


With your naked eye you can see the rugged construction 
and efficient design Borroughs Bins. But you must install 
see how great bin save you man 
hours and folding money see how tip-top they keep 
and obsolescence. Mister, matter what kind bin you 
want, Borroughs has it. For long parts, bulky parts small 
parts, there’s made suit your needs you 
have tired, run-down parts dept., get touch with your 
nearest Borroughs distributor he’s the best doctor around 
make your parts dept. the healthiest town! 


— 


Parts Bins 


4 
] 


These Borroughs 


your service 


Bins & Equipment Co., Inc. 

1918 Buford Highway, N.E. 

East Coast Distributing Co. 

327 Hopkins Rd. 

Automotive Bin Service inc. 
2 East North St. 

Felix F. Loeb., Inc. 

8810 S. Vincennes Ave. 
Automotive Bin Service Co., Inc. 
1220 Richmond 

Automotive Bin Service Co., inc. 
8905 loke Ave. 

W. W. Cannon Co. 

9739 Denton Dr. 
Sporkmon-Borker Co. 

421 Santa Fe Dr. 

Siggins Co. 

University 

Automotive Bin Service Co., Inc. 
10040 Freeland Ave. 

Adams, inc. 

6 North 13th St. 

W. W. Cannon Co. 

P. O. Box 464 


W. W. Cannon Co. 

1901 Winter St. 

Automotive Bin Service Co., Inc. 
54 West 30th 

Bins & Equipment Co., Inc. 

2610 LoGustrum Rd. 


DENVER: 

DES MOINES: 
FARGO: 

FORT WORTH: 
HOUSTON: 
INDIANAPOUS: 
JACKSONVILLE: 


KANSAS CITY: Siggins Co. 
704 Broodwoy 
LOS ANGELES: Green-Penny Co. 
4180 E. Nookes St. 
LOUISVILLE: Automotive Bin Service Co., Inc. 
204 Builders Bidg. 
MEMPHIS: Meta! Products Co. 
359 Madison Ave. 
NEW ORLEANS: fdco Metols, Inc. 
73 S. Wren 
NEW YORK: Borroughs Mig. Corp. 
4a 121 Varick St. 
H n d e e CAKLAND: Williom A. Gore Co. 
1834 Adeline St. 
OKLAHOMA CITY: W. W. Connon Co. 
Andee 
OMAHA: Siggins Co. > 
1236 13th St. 
implies the greatest bin for stor- 1580 52nd St. 
PORTLAND: The Brower Co. 
ing small that your money 1616 
can buy! sizes meet any need ST. LOUIS: Equipment Co. 
sturdily built for long hard Ave. 

ST. PAUL: Borroughs Mfg. Co. 
wee... compactly designed for Factory Branch and Warehouse 
maximum space saving! Unit holds Ave. 

SEATTLE: The Brower Co. 
sizes bin boxes which can 114 Virginia St. 
“ st St, >. 
keeps parts TACOMA: Asbestos Co. 
neat and orderly visible 25th and Holgate 
ae WATERTOWN: louis A. Alexander Co. 
always ready for speedy re- 264 Beacon St. 
moval. Get all the facts from your CANADA: 
Berroughs distributer. -O. Box 740, Perth, Ontario 
HAWAM: Industrial Products Co. 


611 S. Queen St., Honolulu 


KALAMAZOO 


SUBSIDIARY THE AMERICAN METAL PRODUCTS COMPANY DETROIT 


3026 NORTH BURDICK ST. KALAMAZOO, MICHIGAN 


before any actual skidding 
Since one unit attached 


the front brakes and another the 
rear brakes, independent action 
taken the front the rear, 
pending where the skid 
imminent, This particularly 
portant because the skidding 
ally most frequent the reag 
wheels, but the driver must 
brake release the brake 
wheels simultaneously. 
* * 

the brakes would 

unnecessary since steady 
pressure the brake pedal would 
accomplish everything formerly 
complished pumping. 


This unit would react faster 


skid than even the best driver 
could. 


Operation this device 
based small flywheel, driven 
from each wheel, which decel- 
erated spring during brak- 
ing. deceleration the wheel 
normal, the energy produced 
the flywheel not sufficient 
collapse the spring and the 
unit remains inactive. 


However, ultra-rapid wheel 
celeration occurs and skidding 
sults, the flywheel will collapse the 
spring. Then, small 
valve relieves the brake pressure 
until the returns 
normal position the wheel 
gains non-slip speed. 

The clutch mechanism the 
unit allows small amount slip- 
page during violent deceleration— 
such would occur the road 
wheel locked momentarily due 
sudden drop tire-road friction 
that might result when wheel 
bounced off the road for second, 


far, Dunlop has conducted 
comprehensive series tests 
Jaguar Mark VII. The car has 
hydraulic disk brakes controlled 
anti-skid unit which contains 
some components from aircraft- 
type unit. 

The tests were made under rather 
extreme conditions, employing 
smooth, treadless tires running 
special skid track the new 
British government-sponsored road 
research laboratory. Tests were 
made all speeds miles 
hour and were termed highly 
successful the company. The 
test car was steered through suc- 
cession obstacles under braking 
conditions which would normally 
result the car being completely 
out control. 


valve was 
fitted each anti-skid unit and 
two switches were mounted 
the dashboard the test car 
that the units could put out 
action, permitting comparative 
tests the anti-skid system and 
normal braking. 


one typical series tests, the 
distance needed for braking the 
vehicle was reduced percent 
when the anti-skid unit was 
ating. these runs the car equip- 
ped with the bald tires was braked 
miles per hour surface 
equivalent ice. 


interesting point that 
the tests there was little operation 
the back-wheel anti-skid 
while there was almost continual 
operation the front unit, indi- 
cating that normally the front 
wheels are braked too much. 


the Dunlop antiskid 
device far has been confined 
even more worthwhile for com- 
mercial vehicles. truck 
would automatically adjust the 
braking torque each wheel 
the weight carried the 

Dunlop will soon begin experi- 
menting with Scammell High- 
wayman semi-trailer tons 
gross weight that has been equip- 
ped with the anti-skid device. 

Introduction such anti- 
skid unit definitely some time 
away cars because this 
system only compatible with 
disk brakes and because spe- 
cial full-power brake contro! 
valve would required. This 
valve requires continuous sup- 
ply fluid repressurize the 
brakes after the anti-skid unit 
has corrected skid. The master 
eylinder type valve does not 
this. 

And, disk brake manufacturers 
admit that their entry into the 
market partially blocked the 
requirement that every car with 
disk brakes must have brake 
power: assist. 
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Dealers: Here’s brand new 
profit opportunity for you 


Nokorode 


UNDERCOATING 
INSULATES...as PROTECTS 


Makes Conventional Undercoatings Obsolete 
Opens Big New Market For You 


With cork content 41%, this amazing new undercoating insulates the underside 
automobile truck against heat cold, and the same time offers all 
the advantages the finest quality conventional undercoatings. effective Lion 
Nokorode Cork Undercoating that inch dry film thickness will decrease the 
loss heat gain 40% compared bare steel. The market big every 
car and truck you sell should undercoated with Lion Nokorode Cork Under- 
coating. Remember, insulates protects. Best all, your customers will 
pleased with the economical price this superior product. 
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This amazing undercoating 41% Imported asbestos used Lion special caustic treatment reacts 


ing process assures stability over carefully measured and sifted Nokorode Cork Undercoat- 
extended storage periods. easy vide uniformly small particles the ing remove all acids and 
apply conventional undercoatings. exact amount required. increase adhesiveness metal. 

¢ 
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THOROUGHLY 
TESTED 
AND 


PROVED 


Superior all conventional undercoatings 


Coated with Lion Nokorode Every batch Lion Nokorode Cork Lion Nokorode Cork Undercoating 

Undercoating, metal panels are Undercoating must weather sand- must pass Lion’s This 

placed cabinet and blast more severe than any driving your guarantee that Lion Nokorode 


extreme corrosive conditions. This conditions. This proves its toughness Cork Undercoating will flow freely 
salt spray test proves protection ...its resistance abrasion, unex- temperatures. This makes 
against corrosion. 


celled other undercoatings. handling easy for your applicator. 
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MARK-UP 
FOR 


and every new and 
used car buyer prospect 


UNDERCOATING 


cars for squeaks and rattles. You can cut more business your way. They'll tell 
this cost with Lion Nokorode Cork their friends about the amazing under- 
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INSULATES 


Cork, the basic this wonderful undercoating, one the best insulating 
materials. Lion Nokorode Cork Undercoating guaranteed keep automobile cooler 
warmer winter. And adds the efficiency both heaters and air conditioners. 
PROTECTS 
Lion Nokorode Cork Undercoating protects the underside the car from rust and corrosion 
from all causes, including street salt and sea air. Also prevents nicks and scratches caused 
bits gravel thrown the tires. 
SILENCES 


silencer, Lion Nokorode Cork Undercoating muffles squeaks and vibratory noises from 
metal joints, and the sound gravel thrown against the fenders. 


SEALS OUT DUST AND DIRT 
Also excludes dust-laying chemicals that are unpleasant breathe. 

DEADENS ROAD NOISES 


Lion Nokorode Cork Undercoating also absorbs vibration and resulting noises. And muffles 
engine chatter. 


ENDURING PROTECTION 


Lion Nokorode Cork Undercoating, properly applied, provides enduring insulation and 
protection. 


GET FAST THIS CHANCE FOR 
EXTRA SALES, EXTRA PROFITS 


Remember, every car owner prospect for mending Lion Nokorode Cork Undercoating 
this sensational new undercoating that insu- your customers, you can sure that 
lates protects. So, among the first will give complete satisfaction that will 
your community apply Lion Nokorode live your reputation. 


Cork Undercoating. will build sales, add delay fill and mail the coupon now 
your profits and promote good will. recom- for complete details. 


Division Chemical NEW CORK UNDERCOATING! 


Dept. AN-B, El Dorado, Arkansas 


Please send complete information about Lion Nokorode Cork 
Undercoating and how it can increase my market and profits. 


ONLY LION MAKES 


No. obligation, of course. 
ad A OFVISION OF MONSANTO CHEMICAL COMPANY 
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Auto Letter from Europe 


PARIS.—Renault’s DS-16 farm 
tractor has new type two-cylinder, 
air-cooled, r-stroke-cycle diesel 
engine. six-speed unit and 
further effort mechanize all 
farms, even the smallest. 

Bugatti has begun producing the 
four-cylinder Perkins diesel for 
France. This British F-99 job will 
power number light farm 
tractors, trucks and passenger cars. 


Britain Eases Credit 


SALES increase the British 

home market has been pre- 

dicted result easier credit. 

Terms percent down, and 

three years pay will offered. 


Grand Prix Formula Hit 


HAMPION Drivers Mike Haw- 

thorn and Stirling Moss have 
expressed objections the new 
Grand Prix racing formula which 
will take effect 1961. 


The new formula will reduce 
engine displacement without 
supercharger between 79.3 and 
915 inches. Minimum 
weight will 1,100 All 
cars must carry starter and bat- 
tery and must have roll-over bars 
protect drivers. 


think the new formula will 
bring lot new blood into the 
sport since more firms will able 
compete and more privately 
owned cars will have chance. 
Borgward, Porsche, Lotus and 
Daimler-Benz have expressed ap- 


preciation the formula. 
* 


Out Goes Tradition 


British appear throw- 
ing away tradition prepara- 
tion for more competition the 
world auto market. 

Three steps appeared emerge 
after the London Motor Show. 
They were energetic development 
the African market, change 
more cosmopolitan styling and, 
finally, introduction vehicles 
with improved mechanical fea- 
tures. 

Testing vehicles the back 
roads Spain—as was done with 
Standard’s new Atlas truck—is 
example how the British are 
beginning think vehicles 
terms heavier suspensions and 
new types springing. 


Transmission Trick 


changed from Rolls-Royce- 
produced Hydramatic transmis- 
sion Borg-Warner unit its 
new Star Sapphire, the company 
placed lever next the speed- 
ometer. 


The driver can set this lever 


any speed from m.p.h. 
the set point, the transmission shifts 
into high gear. permits the driver 
choose either maximum pickup 
maximum economy. 


Modern Bus Design 

new Bridgemaster bus, made 
A.E.C., Southall, England, 

has many interesting design fea- 

tures. double decker that 

unusually low and unusually 

light and should able operate 


Leaf-Twist Spring— 


routes that heretofore have been 
open only single-deck units. 


The body self-supported and 
unitized. uses much aluminum 
and has underframe that also 
made light alloys. 

The front cell, auxiliary 
frame connected the body 
structure eight bolts, contains 
the engine, steering, front-wheel 
suspension and springs. can 
removed exchanged easily for 
servicing. 

The front suspension employs 
passenger-car-type upper and lower 
A-frames—in other words, inde- 
pendent suspension for each front 

wheel. Front springs are the steel 
coil type. 

Rear mechanical parts also can 
removed unit. There are air 
springs the rear. Self-levelling 
and height control are provided 
this setup which draws air from 
the brake system. 

The bus has seats, and 


there center aisle the upper 


level. 
* 


Courtaulds Tyrex 


OURTAULDS Britain an- 
nounced that shared the 
development Tyrex tire 
Vauxhall has developed new 
method testing television. 
camera the test vehicle 
transmits pictures the parts 
being tested directly from the car 
the laboratory. 


* 


ANLON WILSON, Pitts- 

Volkswagen heating system which 
said utilize much more the 
exhaust system’s heat for warming 
the air which enters the interior 
the car. 

does getting much more 
surface into contact with the cold 
air. The system called “Steely 
Rapid.” 


New Spring Ideas 


NUMBER British makers 
have introduced “bundled” 
type leaf spring which used 
twist, torsion bar. The 
latest user Rover its new 
three-liter, six-cylinder auto. 
Another new idea springing 
for trucks. device which 


Laminaire System— 


William Cary, Manchester, Eng- 
land, holds the patents the design 
called the Laminaire system progressive 
suspension. Progression created through 
short cantilever spring which contacts 
the end the main spring. Designed for 
trucks, said give soft ride when 
the vehicle empty and the necessary 
stiffness when the truck loaded. 


type leaf spring which used twist, torsion bar being 
employed number British firms. Rover has adopted for its new three-liter, 
six-cylinder car. Here, the spring enclosed tubular frame. 


said give soft ride when 
empty and sufficiently hard 
spring when the vehicle loaded. 

William Cary, Ltd., Red 
Bank, Manchester, holds the pat- 
ents the design which called 
the Laminaire system progres- 
sive suspension. 

Progression created through 
short cantilever spring which con- 
tacts the end the main spring. 
the load increased, less 
the auxiliary spring used and the 
main spring finally rests against 
the support. 

* 
Aluminum Engine 


first all-aluminum engine 
the British auto industry 
expected installed the new 
Aston-Martin DB-4. has cast-iron 
wet cylinder sleeves which can 
exchanged. 


* * 
Owners Top 


OLKSWAGEN owners West 

Germany last summer outnum- 
bered those operating the nearest 

count showed 982,534 owned 
VWs and 524,139 operated Opels. 
Other figures ownership fol- 
low: 

Mercedes-Benz, 260,981; Taunus, 
239,511; DKW, 221,531; 204,- 
393; Fiat, 117,224; BMW makes, 86,- 
692; Goggomobil, 84,692; Borgward, 
59,512; Goliath, 40,880; Renault, 20,- 
130, and Messerschmitt, 13,275. 

Solex has introduced electrical 
valve which, when installed the 
Volkswagen cars, 
trucks and buses, designed 
cut the idling jet when the igni- 
tion turned off. 


= 
Nordhoff Celebrates 

CHIEF Heinz Nordhoff cele- 

brated his 60th birthday far 
operation. 

Meanwhile, work moves for- 
ward increasing produc- 
tion 3000 units day and 
German dealers are hopeful that 
they will see the day when they 
have enough cars sell. 

Graef and Stift Vienna, the 
old luxury-car producer, said 
the future distributor for 
Studebaker-Packard. Ford has set 
Ford Motor Co. Switzer- 
land sell and service Ford prod- 
ucts. 


* 


New Voltage Regulator 


OBERT BOSCH, German auto 

electric firm, has developed 
voltage regulator which two 
units are used while the function 
transistor, the “Variode.” 

Vauxhall, GM’s English unit, 
has exported 100,000 units the 
last year, the 100,000th going 

Switzerland where Vauxhall en- 
joys growing popularity. Ford 
England has broken all rec- 

ords and exceeded the goal 
producing 42,000 cars for export 

American production engineers 
are assisting Ferrari Italy 
stepping production the 250, 
the “Gran Turismo,” which 
V-12 luxury coupe. Mounting 
orders for the car may distract 
Ferrari racing activities. 

* 


Film Sells Shop Equipment 


OBERT BOSCH, Stuttgart, 

showing sound-slide film de- 
signed convince service-shop 
owners that they must have modern 
diagnostic and tuneup devices 
adequately equipped. 

The film titled “How Keep 
Date and Make More Money.” 
was produced Laux Studios 
several languages. 


TTMA Oppose Efforts 


Hike Highway Taxes 


President 
Harry Eyler said last week that 
the Truck-Trailer Manufacturers 
Assn. will oppose any effort in- 
crease motor-fuel taxes other 
taxes levied highway users 
finance anticipated temporary defi- 
cits the Highway Trust Fund. 

declared that any such move 
“unfair, unwarranted and consti- 
tutes breach faith with the 
representations made when Con- 
gress inaugurated this great public 
works project.” 


BUICK 
PMP 3856 


PMP 8040 
PMP 8041 
PMP 


PMP 8989 


FORD—GM—CHRYSLER 
LOW PRICES 
TOP QUALITY 


MUFFLERS 


list YOuR 
PRICE COST 
1949, Series 50, 70, Super, Roadmaster 


1950-52, All 1953, Series 40, Special $5.10 


3.95 
3.95 


49-52 Pass. except Conv. Standard Shift 

50-53 with power glide except 
Truck 1950-56, 6-cyl., Ton, All GMC Truck, 1950- 
53, 6-cyl., Ton, 100, 150, 100-22, 150-22, 
P150-22 

54-57, 6 & & cyl., Pass. and Station Wagon 

except Conv. & Duals 


3.25 
5.00 


FORD 
PMP 


PMP 
PMP 


5230 
5231 
5232 
PMP 5233 
PMP 5260 


4.10 
5.25 
5.25 
5.25 
4.35 


49-53, Cyl., All Models 1954, Cyl., All Models 
Fairlane, 55, 56, All Models 

1954, All Models 

55, 56, 8 Cyl., Except Fairlanes, Conv. & Station Wagons 11.60 
Truck, 1948-53, 6-8 Cyl., Ton, All 


MERCURY 
PMP 6230 


PMP 6233 


PMP 6234 
PMP 6235 
PMP 6232 


PONTIAC 
PMP 0867 


PMP 0992 


CADILLAC 
PMP 3159 


MERCURY 
PMP 6236 


PLYMOUTH 
PMP 2279 


PMP 2281 


PMP 2696 


COLOR 


THE NEWS 


1949-51, Cyl., All Models 
1956, Cyl., Custom Medalist Dr. Sed., Cust. 
Dr. Sed. Hardtop, Single 


1956, 8 Cyl., Montclair, Monterey, Dual Exhaust sys. .... 
1955, 8 Cyl., MC Custom Single Exhaust System 
1955, MC, Montclair, Monterey Dual Exhaust System 


PONTIAC, 1934-54, All Models 
KAISER, 1946-47, All Models 
FRAZER, 1947-48, All Models 


PONTIAC, 1955, All Models 


1952-56 Series 605, Dr. Sed. 
Series 62 All (Rear) 


1954 8 Cyl., MB (Exc. Monterey Conv.) 160 HP 


1955-56 (8) Simgle, Exc. COMV. 12.65 
DESOTO, 1956 (8), Firedome, $-24, Firefiite and Estate 
Wagon, Factory Equipped duals 

DODGE, 1956 (8), D63-1, D-63-3, Coronet, Cust. Royal, 
Royal Lancer, Exc. Conv., Factory equipped duals 
PLYMOUTH, 1956 (8), P-29 Plaza, Savoy, Belvedere, 
Exc. Conv., Factory equipped dvals 

PLYMOUTH, 1949-56 (6), Exc. Conv. Cpe. 

DODGE, 1949-56 (6), Exc. Roadster 

Conv. Cpe. & 8 Pass. Sedan 

DESOTO, 1949-52 (6), Exc. Conv., Cpe. 

& & Pass. Sedan 

CHRYSLER, 1949-52 (6), Exc. Conv., Cpe. 


16.30 


Slocum 6-8501 


Full color advertising four color 
spot color with one two colors addition 
EVENING NEWS. 

THE NEWS first color page appeared August 26, 
1958. From that date November 30th, color adver- 
tising has reached the total 154,599 lines, about 
evenly divided among local and national 

THE NEWS proud provide its advertisers with 
the opportunity present their products the great 
Western New York market full color with unexcel- 
led quality the reproduction. Let send you sam- 
ple tear sheets demonstrating this quality. 

Use NEWS COLOR multiply your sales the 
vital, growing, compact Western New York Market 
over 1,600,000 people. 

THE NEWS the only Buffalo newspaper offer 
all three... FULL FULL 
six days per week. 


BUFFALO EVENING NEWS 


KELLY-SMJTH CO.—National Representatives 


7.70 
12.05 a 
16.36 7.65 
16.36 7.25 
1146 EAST NEW YORK BROOKLYN 12, NEW YORK 
— 


OLDSMOBILE DEALERS 
feature the features 
with new sales appeal... 
with emphasis 
OLDSMOBILE QUALITY! 


efforts continue fashion styling that stays new. equal years driving, prove the quality each feature. 


It’s great have the new styling that people prefer, the 
new spaciousness that everyone wants, and the best-known 
engine this Rocket Age. Oldsmobile dealers also feature 
new Magic-Mirror Finishes that hold their luster, new 
cool-running Air-Scoop Brakes, and the new Ride 
that contributes much “That Olds These 
are the drawing cards that keep showroom traffic flowing. 
wonder owners from every price class are getting out 
the ordinary into sales and quality leader 
the medium price class. 


crankpin grinder halt output any dimension 


OLDSMOBILE SPEAKS QUALITY every detail. OLDSMOBILE’S ENGINEERING “FIRSTS” always MANUFACTURING STANDARDS with 
stylists are recognized leaders their field. Their inspired fully proved the road before production. Exhaustive tests, latest precision equipment. Electronic devices 


A > ‘ 


FEATURES QUALITY FIRST... 


what selis and how 


It’s great the Quality represent product 


that looks quality, demonstrates quality, and has the finest reputa- 
tion for quality the industry. Olds dealers are quality dealers. 
They sell quality product people who know and appreciate 
value. They profit from the highest owner loyalty the medium 
price class, prosper the highest ratio repeat business. They 
know the bright side automobile retailing. They know that this 
year, and every year it’s smart with Olds. 


OLDS ENGINEERS 
stantly check the plant output. 
Here, Rocket endurance- 
tested under scientific obser- 
vation assure that highest 
quality standards are upheld. 


QUALITY CONTROL 
Oldsmobile starts with all 
incoming materials. Oldsmo- 
bile known the most 
exacting customer many 
suppliers basic metals 
well finished parts. 


“THE NEXT INSPECTOR OUR CUSTOMER.” This reminder the 
mobile quality. This automatic inspection station “sizes every Rocket pis- end the assembly line expresses the attitude everyone Oldsmobile. 
ton for size, for taper, for critical diameters—down inch. Olds owners expect surpassing quality every detail, and they get it. 


DIVISION GENERAL MOTORS CORPORATION LANSING, MICHIGAN 


~ 


Highways 
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Safety Called Problem 
‘Average Driver’ 


forum automobile accidents 
conducted the Duke University 
Medical Center was told Roy 
Haeusler, automotive engineer with 
Chrysler Corp., that despite con- 
tinued improvements automotive 
safety devices, the responsibility 
for auto safety rests squarely 
the shoulders the average intelli- 
gent driver. 

Automation, said, will not 
eliminate this fact.” 

Citing widespread tendency 
blame auto deaths and injuries 
“scapegoats” such drunks 
irresponsible drivers, said 
that safety “primarily prob- 
lem mature, responsible indi- 
viduals. 

“The next steps auto safety,” 
added, “will have con- 
cerned with individual participa- 
tion.” 


Haeusler explained that national 


safety programs, increasing effec- 
tive action State Police, driver 
education programs and improve- 
ments automobile design and 
safety features are all examples 
“other people doing things. 

“We need reverse this trend 
and get more individual participa- 
tion.” 

“The driver must recognize,” 
said, “that driving responsi- 
bility that demands full attention. 
The driver should acquainted 
with safety aids such seat belts, 
and should use them and also 
should take greater responsibilty 
keeping his automobile top me- 
chanical shape.” 

Another speaker, John Moore, 
director Cornell University’s 
research program this field, 
said that “safety, like law and 
medicine, cannot concern itself 
with exceptional outbreaks but 


must concerned with common 
events.” 


said that “the nation 
whole, the total number automo- 
bile accident deaths has gone down 
steadily for the past months.” 

stated that North Carolina 
was the first state contribute in- 
formation for the Cornell University 
research project, and that more 
data has come from North Carolina 
than from any other state. 


Haeusler said that the automobile 
industry has benefited greatly from 
the North Carolina data terms 
design and special features 
aimed greater safety for drivers 
and passengers. 


Inspections Urged 
North Carolina 


three-point program safety 
legislation proposed North Caro- 
lina Motor Vehicles Commissioner 
Scheidt has been unanimously 
approved the Governor’s Traffic 
Safety Scheidt said legis- 
lation will urge the General 
Assembly enact will include: 

law providing for tests per- 
sons suspected drunken driving 
determine the percentage 


Safety-Equipment Law 
Asked Minnesota 


Gov. Orville Freeman 
Minnesota called for legislation 
requiring padded dashboards, seat 
belts and safety door-locks all 
autos sold Minnesota. 

The governor explained that 
attended the Minneapolis Auto 
Show and was “appalled” find 
not single American-made car 
with these features display. 


alcohol their blood and providing 
that persons refusing take such 
tests would required surrender 
their driving licenses. 

law providing for compulsory, 
periodic mechanical inspection 
motor vehicles using the highways. 
increase the strength the 
State Highway Patrol 100 men. 


Dealers Provide Cars 


For Alliance (O.) Students 

Autos for driver training pu- 
lic schools and the YMCA will 
provided Alliance (O.) dealers. 

Participating dealers are Ashley 
Chevrolet Co., Linhart Motor Co., 
Orwig Motors, McKinley 


| 


DANA 


Keep your fleet customers the mud 


snow with low cost non-slip differentials 


differential. 


your fleet customers how the low cost 
non-slip differential will pay for itself one 
two days when the weather bad. Order your 
demonstrators 100% equipped with the non-slip 


Spinning wheels cost fleet operators thousands 
dollars year lost time, disrupted schedules 
and road calls. Just ask anyone with fleet 
cars that has kept the road hours 
day all kinds weather. 


ask cab driver. He’ll tell you can’t 
make money when the roads are slippery, because 
unavoidable delays. But now, with the non-slip 
differential, you’ve got the answer this costly 
and annoying problem. With the non-slip differen- 
tial wheels can’t spin there’s any traction all. 
That means cars and trucks can pull themselves 
out mud and loose sand because power always 
goes the wheel with the greater traction. 
There’s added safety, too, because the non-slip 
differential guards against dangerous swerve re- 
sulting from wheel hop rough, bumpy roads. 


help you get started with your demonstra- 
tions here’s list fleets that will profit most 
from the non-slip differential: 


Police Cars, Utility Trucks, Construction Vehicles, 
Fire Chiefs’ Cars, Maintenance Trucks, Commer- 
cial Pick-ups, Rural Route Vehicles, Farm Trucks, 
Rental Fleets, Ambulances, Panel Deliveries, 


Station Wagons, Service Vehicles, Taxi Cabs. 


CORPORATION 
Toledo Ohio 


Buick, Inc., and Shoelhorn Ford 


Sales, Inc. 
* 


Driver Recheck Sought 


The 1959 Legislature will 
asked pass bill requiring the 
reexamination all New Hamp- 
shire motorists who have held 
censes for more years, accord- 
ing Motor Vehicle Commissioner 
Frederick Clarke. 

* 


Driver-Training 
Cutbacks Called 


Poor Economy 


William Reardon, public rela- 
tions director the Massachusetts 
Registry Motor Vehicles, told the 
Massachusetts Highway Users Con- 
ference poor economy for local 
school authorities try reduce 
costs eliminating driver-training 
programs. 

Pointing out that Massachusetts 
had been “ahead any other 
state” this field for years, Rear- 
don voiced regret that many large 
cities were dropping driver educa- 
tion the schools. 

said students who satisfac- 
torily complete such training bene- 
fit from percent reduction 
the surcharge auto liability in- 
surance rates the state. 

One recommendation approved 
the users urged that there 
hikes automotive excise 
taxes, either those now dedicated 
whole part the Federal 
Highway Trust Fund, (those now 
being consigned the general reve- 
nues) unless and until the entire 
proceeds all Federal auto excises 
are used for roads. 


U.S. Road Fund 
Contains Balance 


$663 Million 


The Federal Highway Trust Fund 
contained balance $663 million 
Nov. 30, according the Na- 
tional Highway Users Conference. 

November’s expenditures 
amounted $347.7 million while the 
month’s receipts were $199.2 million. 

For the first five months the 
fiscal year which began July 
expenditures amounted $1,335.1 
million while recepits were $949.6 
million. 

The balance hand Nov. 
reflects receipts $4,565.4 million 
and expenses million 
since the fund was set July 


1956. 


Driver Training 
Missouri Cited 


Missouri has received Progress 
Award certificate for outstanding 
improvement the field driver 
education. 

Louis Antoine, American In- 
surance Co., presented the certifi- 
cate the annual National 
High School Driver Education 
Award Program Gov. James 
Blair. 

Antoine, making the presenta- 
tion, pointed out that 329 the 
state’s 557 high schools offered 
complete driver-education courses 
during the 1957-58 school year and 
16,238 students received train- 
ng. 


* 
Michigan Wins Award 


For Driver Education 


award recognizing Michigan 
the nation’s leader high school 
driver education was presented 
Gov. Mennen Williams 
meeting the Michigan State 
Safety Commission Lansing. 

For the 1957-1958 school year 
Michigan compiled the best record 
all states the annual National 
High School Driver Education 
Award Program, sponsored the 
Assn. Casualty and Surety Com- 
panies. was the second consecu- 
tive year Michigan has won the 
top award. 


Fires Wreck Deal, Garage 


ELIZABETHTOWN, Ky.—Swope 
Motor Co. (Chrysler-Imperial-De- 
and Roy 
West Motors, repair shop, were 
destroyed two fires that hit 
less than hour. Damage the 
Swope property was estimated 
$200,000. estimate the West 
loss was 


‘ 
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WATCH THE PERRY COMO 
SHOW MOVE NYLON CORDS 


here’s the most powerful advertising drive ever put behind any tire cord! 


Nylon cords are rolling with the great FORTUNE addition major campaigns 
network show that reaches million consumers FLEET OWNER and COMMERCIAL CAR JOURNAL. 
every week. Starting this February, The Chemstrand Sales figures show it. The traffic’s moving over 
Corporation will drive home this vast audience the nylon. And Chemstrand’s concentrated, perfectly 
extra safety, the extra durability nylon cord tires. timed advertising pressure set speed the shift. 
166 NBC stations, coast-to-coast, will carry these You not only make extra profits with nylon cords 

dramatic nylon commercials right through the big Spring-Summer selling you get more satisfied customer the bargain. Isn’t good business 
season. And there’s more. with what’s going? 

continuous stream hard-hitting, full-page ads will selling nylon NYLO 
cords car owners via TIME MAGAZINE selling the trucking industry via 
Chemstrand only the yarn; America’s finest mills and the rest. 


THE CHEMSTRAND GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 
DISTRICT SALES OFFICES: 350 Fifth Ave., New Overwood Rd., Akron, Ohio; 197 First Ave., Needham Heights, Mass.; 129 West Trade St., Charlotte, C.; California Office:707 
South Hill St., Los Angeles 14. Canadian Agency: Fawcett High Park Blvd., Toronto, PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; FIBER—Decatur, Ala. 
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Roundup from State Capitals 


Discuss 
Highway Safety Bills 


DETROIT.—Vehicle-inspection 
laws have been for Mary- 
land and Minnesota, and broad- 
ening the New York inspection 
statute has been advocated, 
roundup these and other devel- 
opments automotive safety legis- 
lation appears below. 

New York—The temporary 
State commission the coordin- 
ation State activities has 
recommended that the New York 
compulsory inspection law 
broadened include all cars in- 
stead only those more than 
four years old 

The commission called the pres- 
ent law discriminatory and said 
“there evidence that newer 
vehicles are less prone mechan- 
ical deficiencies than older ve- 
hicles.” 


lion cars now are covered the 


law. Annual inspections the 


garages licensed the 
State cost about $1.50 apiece. 

The State received $598,413 last 
year from the sale windshield 
stickers and $58,040 from inspec- 
tion-station license fees. 

Among the commission’s other 
recommendations were permanent 
license plates, standardization 
registration fees for passenger cars 
and station wagons and installation 
business machines keep li- 
cense and registration records. 

bill provide for 
compulsory inspection motor 
vehicles State-designated pri- 
vate garages has been introduced 
the Maryland Legislature. 

patterned the Pennsyl- 
vania system and similar 
inspection plans passed the 


Dealer Proving Ground— 


= 


drivers when they apply for license 
renewal. 

patrol. 

Require persons arrested 
charges driving under the 
influence alcohol take 
chemical test, Failure take the 
test would grounds for license 
revocation. 

Provide for single, absolute 
numerical speed law Minnesota. 

Freeman also urged that Con- 
gress asked pass legislation 
forbidding auto makers from ship- 
ping interstate commerce cars 
which are not equipped with 
safety items seat belts, padded 
instrument panels and effective 
door locks. 

sizable percentage 
the automobile brake fluid sold 
Delaware substandard and 


Bill Hilker has built proving ground for next his dealer- definite hazard, Col. John Fer- 
ship, Hilker Motors, Chicago Heights, The 12,000-square-foot, black-topped 
features gravel pit, water hazard, stone jump-off and sand trap. The course told the governor’s highway safety 
was opened with 48-hour marathon featuring four Renaults. 


but killed the Senate. provides tion law. also requested legisla- 


that the cost the inspections 
would borne $1.50 fee 
charged motorists. 

man asked the Legislature enact 


About half the State’s five mil- Maryland House the last four years compulsory motor-vehicle inspec- 


THIS 


SALES AND 


WITH 


tion which would: 


Permit the State highway com- 
missioner suspend driver’s li- 
cense the basis one flagrant, 
aggravated serious law violation. 


Require examination all 


NATIONAL 


ADVE 


RTISING 


31, 32, 


for outstanding features 


The sales appeal the handsome evaporator case speaks for itself. 
engineering this proven unit. Ask especially about the Selectrol 
temperature that eliminates clutch cycling. 


for personal comfort 


While the Mark booth, sign for the drawing for free unit. The 
winner not only gets summer driving comfort, also discovers why simple 
demonstration ride closes many Mark sales. 


for lasting profit 


The Mitchell Company will always build the finest unit current engineering 
can produce. that makes Mark the biggest seller, fine. (We've been at, 
close the top for three years.) Bigness nice but quality comes 
first, for that's where lasting profit lies. Some 1500 distributors and dealers 
(as far north Boston and St. Paul) have discovered this. 


Everything about the Mark program from pricing packaging planned 


for proper dealer profit. The factory service schools. The 
warranty policy liberal, obvious that warranty work seldom 
called for. 


Get all the details the Mark booth write direct the company. 


MANUFACTURED 


MARK 


AUTO AIR CONDITIONERS 


3800 Commerce 


JOHN MITCHELL COMPANY 


Dallas, Texas 
Manufacturers Fine Machinery for More Than Half Century 


guson, State Police superintendent, 


committee. 

suggested legislation setting 
standards for brake fluid sold 
the state. Without such legislation, 
said, Delaware could become 
dumping ground for below-par fluid, 

Richard 
Richards, Los Angeles Democrat, 
has introduced bill the Legis- 
lature which would authorize any 
air-pollution control district 
forbid the sale motor vehicles 
which emit exhaust contaminants 
established the State director 
public health. 

The measure directs the State 
Health Department set these 
standards Jan. 1960. 

Meanwhile, legislative commit- 


tee called upon the auto industry 
|to expedite research motor- 
vehicle exhaust control mechanisms 


and issue report its construc- 
tive accomplishments date. 

Iowa—The State Highway Com- 
mission agreed support the Iowa 
Motor Truckers efforts 
amend existing laws that: 

lowa registration certificates 
will provide “visible evidence” 
the amount weight truck 
other vehicle may carry. 

Gross weights will estab- 
lished for tractor-trailer units 
the legal maximum length 
feet but not exceed 73,280 pounds, 
the maximum permitted under the 
1956 Federal Highway Act. 

requirements for trucks went into 
effect Feb. 

Trucks inches more 
width registered after that date 
must have two front turn signals 
showing amber the front and 
red the rear and turn signals 
the rear showing red. 

Commercial vehicles less than 
inches wide must have two 
turn signals, white ambler, 
the front and two red turn sig- 
nals the rear, similiar those 
used passenger cars. 

Commercial vehicles registered 
before Feb. and not required 
equipped under prior regula- 
tions, need not comply with the 
new rules until Aug. the start 
the next inspection campaign. 
The current inspection campaign 
began Feb. 

Allen Sulcowe, deputy State 
secretary revenue, said smaller 
vehicles such pickup trucks and 
station wagons have not been re- 
quired have turn signals 
now. 


Dealers Join 


Chrysler Talks 


DETROIT. Five Chrysler and 
Imperial dealers participated 
conference with company execu- 
tives advertising and merchan- 
dising. 

They came Detroit the in- 
vitation Briggs, general 
manager the Chrysler and Im- 
perial division. They took part 
discussion the division’s future 
planning. 

The dealers were the chairman 
the National Dealer Council, 
Craigo, Jackson, Miss.; former 
Council Chairman McKimmie, 
Richmond, Va., and Council mem- 
bers Blaushild, Shaker 
Heights, O.; George Harger, Los 
Angeles, and Eziel Koeppel, Jama- 
ica, 


Lazarus Adds Rambler 


LOS BANOS, Calif—Mack Laz- 
arus Motors (Dodge-Plymouth), 
Dos Palos, Calif. has opened 
Rambler dealership here Pa- 
checo Blvd. 


SS ES 
THE NATIONAL BOOTHS 


What 
are 
Pontiac 


happy 
about 


. «eed SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALED on... 
0S SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES . 
«3 SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES 
SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAL 
ALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES . 
5 PALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES “ALE 
AL'S SPUES SALES SALES SALES SALES SALES SAIFS SAIES SALES SALES SALES SALES SALES SALES SALES SALFP\GAISA 5. 
2S 5AULBSSALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES gg ES ves 
SAIES $sES SANES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAgasSAL Sa 
ES SAILBSSAIES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAJES s4i85 SALES SALES gg ES Seg 
SALES SAS SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES Ség SAgay SAI 
canis SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALE “A°"5 SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES Shuco - 

03 SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES Ss #ALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES > 
-@3 SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES €S SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES = 
4 SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAL SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALE 

“®S SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES : LES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SA!F< SAIFS CAIs SAIS Salen 


ALES “*ES SALES “®S SALES SALES SALES SALES SALES SALES SALES SALES SALES SALI. SALES SALES SALES SALES SALES SALES SALES SALES SALES SA'~ “ALES SAIF” 
.£S “MES "ES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALMAES SALES S.ULES SALES Sfr¢> SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAI” SALE” “A 
a 5 "ALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALESLBS SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES . S 
2Al 3 SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAIEM@ABS SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES S. &S 
S$ LES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAL.SALES SAMES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALE: 3A 
“AL ° 5 SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAIESABS SALES .SAIES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES S- . & 
ts S ALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SS SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES $. -$ 
3. ALES . slES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SA'SALES SALES SAJES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAIt. SALES oA" 


wALES SALES .... -ntES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALFALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAits ...... SALES SALES 
SAIES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAISLES SALES SALES SALSS WALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES . 
JALES SAKES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES.“ SALES SALES SALES SALES SALES SAi.SA\FS SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALE: 
WALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SA 
-ALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES S$». 
«LES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES S. 
4S SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES 


SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SAI 


SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES 
SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES 
SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES 
SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES 
SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES 
SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES 
SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES 
ALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES 
SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES SALES 


SALES SALES SAL SALES SALES SALES SAL 

SALES SALES SALES LES SALES SALES SALES 

SALES SALES SALES SALES SALES SALES 

SALES SALES SALES SALES SALES SALES 

SALES SALES ALES SALES SALES 

SALES SALES SAL’ SALES SALES SALF 

SALES SALES SALES SALES 

PONTIAC MOTOR DIVISION GENERAL MOTORS CORPORATION 


— 

i- 

4 

= 


74 
SHOP 


Winner Mansfield, La.— 

Goliath 1100 sedan, driven Fred Woodhead, right, Dallas, took first place 
the Mansfield (la) Sports Races. Shown with Woodhead Wayne Faulkner, 
sponsoring Shreveport Goliath dealer. 
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Lawsuits Affecting Dealers 


Court Decisions 


Leo Parker 
Attorney at Law 
auto dealers, the members 
asked several legal questions 


Federal income tax law. 


these questions were: 


“If dealer fails sign his 
can 


come tax returns, 
prosecution for income tax eva- 
sion?” and “if dealer hires 


accountant file his income 


returns, the dealer relieved from 
responsibility for errors made 
the accountant?” 
located late 
and relevant 
higher court de- 
cision which 
clearly answers 
those questions. 
For example, 
Albanese, 
224 Pac, (2d) 879, 
the testimony 
showed: man 
named Albanese, 


with 


Service depots coast-to-coast! Alemite main- 
tains 484 lubrication equipment service depots 
across the country. These service depots maintain 
complete stocks repair parts, economical re- 
placement kits, loaner equipment, and up-to-date 
service reference literature. They’re also equipped 
with special tools and testing facilities. Wherever 
you are located, Alemite service nearby. 


profitable automobile business, 
|hired public accountant file 
his income tax returns. 

The testimony showed the ac- 
countant’s returns considerably 
understated Albanese’s income, 
Although the tax returns were 
not signed Albanese’s name 
the accountant, the higher 
court approved the lower court’s 
tax evasion. 


The court said: “It im- 
that Albanese did not per- 
sonally sign any the returns 
filed his name. Both direct and 
circumstantial evidence show that 
caused the false returns 
filed. The crime specified the 


Burnett Wins Award 


PORTLAND, Ore.—Roy Bur- 
nett jr., president, Roy Burnett 
Motors 


Dealer” the Portland region. 


Because Alemite offers only prod- 
ucts proven dependability and performance, you can 
have complete protection writing. Only Alemite offers 
all three: (1) 27-month warranty sealed-in pump 
power units; (2) 12-month warranty equipment; (3) 
12-month warranty high-pressure hose. 


Expertly trained men! Alemite field service depots are 
staffed with men who are thoroughly qualified handle 
all service and maintenance work your equipment. They 
actually assemble and disassemble Alemite equipment 
regular training schools. Regular improvements and changes 
keep Alemite service depots modern and up-to-date. 


equipment, plant-trained Alemite specialists handle every 
detail its installation. It’s one more reason why you get 
quality products—and then some—when you choose Alemite! 


For Name of service depot nearest you, write Alemite, 
Dept. AP-29, 1850 Diversey Parkway, Chicago 14, Ill. 


PORATION 


(DeSoto-Plymouth), has 
been named DeSoto “Quality 


evade defeat any The 
actual act filing not es- 
sential element the 

* 


Payments Voids Claim 
legal experts agree that 
auto dealer’s business 
depreciated when the state high- 
way department blocks off drive- 
way leading from the dealer’s busi- 
ness the highway, the state 
liable damages. 

But the dealer accepts money 
from county state for right- 
of-way, easement deed cannot 
later complain that his business 
affected depreciated. 

For example, Meyer Jef- 

ferson County, 305 (2d) 

536, auto dealer named Meyer 
sued the county and department 
highways for $25,000 damages 

alleged have been done his 
real estate when the county closed 
county road and raised the 
grade level the highway adja- 
cent his property thus inter- 
fering with ingress and egress 
the dealer’s place business, 

During the trial, testimony was 
given the effect that previously 
had accepted $7,600 from 
the highway department for 
right-of-way and easement for con- 
struction the highway according 
plans and specifications file 
the office highway department. 

The higher court refused 
award Meyer any damages, saying: 

“Appellant’s (Meyer’s) deed 
department clearly estopped 
him from making any claim for 


such damages.” 


‘Release’ Not Binding 


higher court held 
that auto owner not 
“release” garage owner from 
any liability for theft valuables 
from stored automobile. 

For illustration, King Motor 
|Mart Garage 146 (2d) 
366, the testimony showed: wom- 
named King left her automobile, 
two-door sedan, the garage 
Motor Mart Garage Co, 4:15 
contained luggage, strong- 
box with cash, stock certificates 
and bonds, typewriter, jewelry, 
furs and wearing apparel, the total 
fair market value which was 
$4,865. 

She explained the attendant 
that her car contained these 
valuables, This attendant assured 
her that everything was safe 
“as church.” 

The car was being backed into 
car space when the attendant 
asked her sign form which she 
did not read. The paper which she 
signed read follows: 

understand that Motor Mart 
Garage Co. has not accepted for 
storage any personal property con- 
tained the motor vehicle below 
described and acknowledge that all 
personal property left any time 
such vehicle sole risk. 

agree hold harmless Motor 
Mart Garage Co. from any and all 
liability expense any kind 
incurred, suffered claimed 
reason the loss, theft, conversion 
damage any all such per- 
sonal property from any cause 
during the period that such vehicle 
stored with Motor Mart 
Garage Co.” 

other words, she signed 
complete release the garage 
owner for any and all theft 
valuables while the car was 
stored the company’s garage. 


subsequent litigation, the 
higher court held that the Motor 
Mart Garage Co. must pay for 
valuables stolen from her car, 
other words, this court held the 
“release” was void and legal 
effect. 


‘Cold’ Calls Called Must 


Hutton, 
Dodge-Plymouth dealer here, says 
salesmen must obtain additional 
Prospects cold phone calls and 
outside commercial play 
alone not enough. Every sales- 
man also should urged give 
good floor presentation and then 
follow with thorough dem- 
onstration, believes. 


! 


This the Mercedes-Benz 300d, the stateliest car the Mercedes-Benz line addition the drawing room 
luxury its leather interior, this car offers its owners the sort features dealers dream selling: Four-wheel independ- 
ent suspension, employing the famous Mercedes-Benz swing axle for amazing roadability. hardtop tremendous 
panoramic visibility. deeply finned brake drums incorporating turbo-cooling action. overhead camshaft en- 
gine for reliable performance, even very high RPM. Unfailingly regular fuel injection means high pressure 
metering pump for unparalleled smooth engine operation. Many other features, too, including construction that 
international yardstick quality. Mercedes-Benz dealers enjoy remarkable selling flexibility result the great span 


price ($3,300 $13,000) over the large selection quality models. 
Mercedes-Benz Sales, Inc. subsidiary Studebaker-Packard Corporation) 


‘ 
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Ford School Elects Officers— 


Newly-elected officers Ford Merchandising School's Northeast Region Alumni 
Assn. are congratulated John Heflin, left, dean the Dearborn school. Shaking 
hands with Heflin William Wilson, president, Fairmont, Va., while Gerald 
Zuckerman, second from right, vice-president, Bronx, Y., and Edward Cottrell, 


Buffalo, Y., look on. 


—says Harry Dalton, 
Secretary and Office Manager, 
Hyman Bros. Pontiac, Inc., 
Richmond, Va. 


Being one the largest Pontiac dealers Virginia, 
well operating one the most successful used car lots 
Richmond, means lot paperwork for Hyman Bros. 
With the rising volume both new and used car sales, 
they realized their old manual method accounting 
simply couldn’t come with the facts fast enough. 
Here’s what they say about it: 


had have modern accounting system which 
could handle current operation effectively and still 
able take care new Mr. Dalton says. 


See our new film Open 
insight into Sensimatic sav- 
ings auto dealers. 


How They're Pushing 


Dealer Ideas 


‘People-Size’ Plymouth 


1959 Plymouth the ideal 
car for motorists who want 
economical “people-size” auto, said 
Lloyd McKee the Albu- 
querque (N. M.) Tribune. 

The three-column, 22-inch was 
directed owners Renault, 
Simca, Fiat, English Ford and 
Volkswagen owners. 

The message said: 

“If, after all, what you wanted 
was economical people-size auto, 
McKee will allow you full 
purchase price for your car good 
condition trade new 1959 
people-size Plymouth factory list 
price.” 

* 


Color ‘Sells’ Cars 


DRAWING for acolor tele- 
vision set resulted new- 


Carpenter Sales (Dodge), 
Wayne, Mich. 

Each buyer new car was 
awarded one chance the set. 
smaller set was awarded sec- 
ond prize. 

addition providing the two 
sets, Carpenter said gave the 
winners free service the sets 


for three months. 


Wagon Sales Pushed 


buy the winter than the 
spring and summer, when the de- 
mand high, prospects are re- 
minded Reed Miller’s Western 
Slope Auto Co, (Ford) Grand Junc- 
tion, and Reed Inc. 
(Edsel-Simca). 

“Maybe you were one hundreds 
folks who came last spring 


sales orders, according to|and summer looking for good 


installed Burroughs Sensimatic Auto Dealer 
Accounting Machine, then developed our present 
accounting system around it. Now can any 
machine-adapted operation one-fourth the time previ- 
ously needed accomplish hand 


Mr. Dalton found that big time-and-money savings came 
with the Sensimatic’s fast handling the monthly trial 
balance and financial statement. Now Hyman Bros. pre- 
pares them matter few hours instead several 
for journals—such the parts and service sales 
journal—the Sensimatic posts them even less than one- 
fourth the time previously taken. 


fact, the Sensimatic handles all auto dealer accounting 
jobs automatically, with error-free smoothness and 
keeping with approved methods. But, most important 
all, assures you steady supply current business 
figures, for use the instant you want them. 


For demonstration, for further information, phone 
our nearest branch office. write Burroughs Cor- 
poration, Burroughs Division, Detroit 32, Michigan. 


Burroughs and Sensimatic—TM’s 


Burroughs Corporation 
“NEW DIMENSIONS electronics and data processing systems” 


used station wagon,” the firms say 
newspaper advertisements. 

“If you were, remember 
that time during that season 
did have more than two 
three select from,” the firms said, 

“Now, during the winter months, 
the time choose your wagon. 
The selection big—and save 
money picking yours now in- 
stead waiting until spring, when 
prices are usually higher 
high-demand type car.” 

+ 


Treat for Fairbanks 


MESSER, president Aurora 

Motors (Cadillac-Pontiac-Olds- 
mobile-GMC), Fairbanks, Alaska, 
decided that act appearing 
local night club would en- 
joyed all Fairbanks residents, 
put the show television, 

The show starred Lillian Ran- 
dolph, star the “Beulah” show 
radio and TV; her daughter, 
Barbara, and her husband, Del 
Garcia. 

Miss Randolph has appeared 
“Birdie” the “Great Gildersleeve” 
show and “Madame Queen” with 
“Amos ‘n’ Andy.” Her 
professional name “Little Miss 
Ann.” 

= 


Colorado Springs Campaign 


EALERS Colorado Springs 
built institutional advertis- 
ing campaign around the theme, 
“The place get car deal 
Colorado Springs.” The ads fea- 
tured pictures satisfied buyers. 
Cooperating the campaign 
were: Daniels Motors, Inc.; 
Motors, Inc.; Fitz- 
gerald-Ross Motor Co.; Johnson 
Pontiac, Inc.; Marksheffel Motor 
Co.; Owen Faircy Motor Co.; Per- 
kins Motor Co., Inc.; Silver State 
Cadillac and Strangs. 


Ads Counsel Prospects 


UNCAN MOTORS (Ford) Niag- 

ara Falls, Y., inaugurated 
series institutional newspaper 
ads designed assist persons en- 
tering the car market. 

The series was presented 
public service, with ads appearing 
each Tuesday the Niagara 
Gazette. Persons not the market 
the time were urged save the 
ads until they were ready buy. 

The initial dealt with the 
matter price used market, The 
“lesson” stated: 

“Price probably the most im- 
portant factor any used-car pur- 
chase, but it’s very dangerous 
use the sole basis for your 
decision. The car carrying the low- 
est price tag may may not 
the best buy. 

“Condition the car must 
carefully considered deciding 
whether the lowest price usually 
the best buy. thoroughly recon- 
ditioned car costing $50 $100 
more may cost $500 less main- 
tenance expenses during the years 
you drive it.” 


Salesmen Form 
Association 
Northern Mass. 


LAWRENCE, Mass.—Something 
new the way associations has 
been formed the Merrimack 
Valley area north Boston. 
group salesmen employed 
dealers Lawrence has formed 
the Merrimack Valley Automobile 
Salesmen’s Assn. Announced pur- 
pose greater recognition the 
role automobile salesmen, 
group, play civic and community 
affairs, including drives and other 
fund-raising activities. 

The members feel that they will 
performing public relations 
function and will able give 
the general public clearer under- 
standing the type men en- 
gaged the auto business. 

Future plans call for establish- 
ment pension system. Contri- 
butions are made members 
only with dealer participation. 

Invitations have been extended 
all salesmen the Lawrence- 
Lowell-Haverhill area join. 

The association entirely inde- 
pendent and not associated with 
any other organization, union 
non-union, officials said. 

Officers are: Fred Oakes, pres- 
ident; Rene Foster, vice-president; 
Wilfred Kirkman, secretary; Hy- 
man White, treasurer, and Ralph 
Petinelli, publicity. 
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Missouri Dealer Outlines 


School for Salesmen Urged 


this regard and yet this the 
area which dealers need the 
most help. 

The plan, Cable sees it, would 
for each manufacturer es- 
tablish sales school. Dealers 
then could set aside certain 
amount for two more sales 


Calif. Dealer Group 
Reelects Fitzpatrick 


CONCORD, Calif—Chevrolet 
Dealer Frank Fitzpatrick has been 
reelected president the Contra 
Costa Automotive Assn. the 
first man ever reelected the 
post. 

Other officers are: Keller, 
Martinez, vice-president; James 
Winter, Pittsburgh, treasurer; Wil- 
liam Shepherd, Walnut Creek, 
manager, and Parker Smith, 


Houck 
Staff Correspondent 

SPRINGFIELD, Mo.—The great- 
est danger the future success 
the automobile dealer the in- 
creasing shortage trained sales- 
men and service personnel, accord- 
ing Gale Cable, owner Gale 
Cable, Inc. (DeSoto-Plymouth). 

believes manufacturers 
should establish full-scale school 
train auto salesmen. 

Cable said the prestige auto 
salesmen has dropped point 
where men the right caliber are 
reluctant enter the field. 

Another trouble, said, that 
young man faces 90-day dry 
spell when goes into auto selling 
because takes him that long 
get started. 

said recently discussed 


trainees and thus help pay for 
the education. 


this manner the cost giving 


thorough course salesmanship 
properly accredited students 
could pro-rated over long pe- 
riod for the dealers. 

The candidates for the school 
would selected the dealer 
after thorough investigation 
their background, experience and 
other factors that the best men 
would sent take the course. 

Cable does not see the venture 
course salesmanship, taught 
experts—a course which the 
student would hear lecturers na- 
tional prominence and top sales 
instructors other lines. 

Cable stressed the importance 
basic training selling, person- 
ality factors, psychology getting 


Sales School Needed— 


Gale Cable, dealer 
in Springfield, Mo., believes that manu- 
facturers set training schools 
suggests that dealers could choose the 
students, and urges that the school 
given national publicity effort 
raise the prestige the pro- 


fession. 


national publicity. turn, the 
salesmen would well trained 
participate public life when 


many tests given the dealer, and 
order graduate would have 
fulfill the course requirements 
and pass written and oral examina- 
tions. 

Cable said hopes some manu- 
facturers dealer organizations 
will interested the idea. But 
even they are not interested, 
intends set training school 
for his own salesmen his own 
expense and develop hard-hitting 
training course that will prepare 
candidates for big-earning jobs 
his own dealership. 

Another feature his plan for 
national school have periodic 
visits traveling lecturers 
teachers the graduates 
area. meeting could arranged 
each six months, and the graduate 
salesmen would get new ideas and 
new enthusiasm. 

Cable said people are inclined 
look down auto salesmen 
now because they not realize 
their actual and potential earning 

believes there great need 
for publicity raise the morale 
the members the profession. 


auto selling with successful sales- 
man another line, showing him 
how much greater his earnings 
could be, and the man was sold 
the idea. also passed Cable’s 
stiff screening for background and 
local reputation. 


But few days later, informed 
Cable had decided not make 
the change because friends told 
him that auto salesmen were looked 
down upon. His wife didn’t take 
kindly the idea either, said. 

Cable said the youngest man 
his service department and 
the oldest and that there 
promise getting competent 
men replace those who will 
retire the future. 

said training schools are 
available for servicemen and that 
this help, but there still 
inducement national scale for 
men enter the service field. 


said the manufacturers train 
the dealer and the dealer’s son, but 
that the dealer usually does little 
selling and that the rank-and-file 
salesman who has produce the 
volume usually has training 
whatsoever. 

Because this, Cable said, many 
salesmen learn sell the wrong 
way. 

Cable said that properly educated 
salesmen who were graduated from 
school such proposes would 
spell the end gimmick advertis- 
ing and the wheel-and-deal trader. 

“It would cure dozens ills 
and raise the standards the 
salesmen and the dealer the 
eyes the public,” declared. 

“The typewriter salesman the 
insurance salesman isn’t allowed 
out sell until has been 
trained company school. But 
the auto salesman just grows 
into the business like Topsy and 
often doesn’t know much about the 
real profession selling.” 

Cable said strange that 
there are really efficient training 
schools for auto salesmen. 
added that national state 
association has made any headway 


Misleading Ads 
Winter Tires 


Come Under Fire 


WASHINGTON.—A University 
Wisconsin research professor re- 
cently revealed that some winter 
tire advertisers occasionally “get 
carried away and present mislead- 
ing information.” 

then made public national 
safety committee resolution warn- 
ing that “misleading advertising 
concerning nonskid properties 
tires can become indirect cause 
costly traffic tieups and painful 
accidents leading motorists into 
taking risks which they are not 
fully aware.” 

Speaking before the Washington 
section the Society Automo- 
tive Engineers, Prof, Easton, 
director the Motor Vehicle Re- 
Search Laboratory the university, 
gave the results comprehensive 
tests the Committee Winter 
Driving Hazards. 


McDavid Pontiac Opens 
FORT Bill McDavid 
Pontiac, 2917 Seventh, has 
opened the location formerly 
occupied Porter Pontiac, Bill 
McDavid jr. and Joe Leston are 
the owners, 


Pittsburg, secretary; Directors along with people, factors sale, 
Howard Eddy, Concord; fundamentals selling, why people 
Dicker, Concord; Tony Lucas, buy, and many related subjects. 
nut Creek; Jerry Shimmel, 
tinez, and Frank Donley, Martinez. 


Cable thinks that the school 


SPACE MAN 


they return home and thus ele- sure that prestige will rise 
vate the profession. properly trained and accredited 

Cable’s school would push-| men take their places the affairs 
over. Before getting into the school,| the community 


and its graduates should receive candidate would have professional salesmen, 


VISITS YOUR PARTS MANAGER 


“The modern Parts Manager who stocks 
windshields who worries about storage 
space, breakage, obsolescence auto 
glass out-dated saucer that 
this man from 
Mars. 


Save time and “Let 
your 


trained ‘space man’ with eye the 
future stock your auto glass needs for 
you. 


YOUR Parts Manager ‘out 
space’ and wants turn his overhead 
dollars into profit dollars, contact your 
Distributor for auto glass 
service that’s ‘out this 


AUTO GLASS FOR EVERY AMERICAN AND FOREIGN CAR 


CALL YOUR 


10, 


GLASS CORPORATION 


INTO NEW MARKET 
WITH THE 
STUDEBAKER 


There’s doubt that The Lark going places. Sales figures prove it, even this early 


date. The direction pretty clear, The Lark helping create new market 
Americans who want car that keeps pace with their bank accounts and expenditures. And, 
they want for other reasons, too. The Lark has personality all its own. looks great, and 
the driver behind the wheel feels There are opportunities still for dealers who want 


move with the tide the times. The Lark, due its choice engines and accessories, the 
ideal first car, second car, economy car, surprisingly spirited performer. 
brief, The Lark provides dealers with sales versatility amazingly broad for one product. 
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Sales Conditions Various Areas... 


Auto Market Reports 


Buffalo 


Rough winter weather has been 
holding back new-car sales the 
Buffalo area. 

While sales are reported running 
ahead year ago, volume not 
quite measuring what deal- 
ers had anticipated during the early 
part the new year. 

The Buffalo area has been dealt 
some rude blows winter weather, 
cutting down traffic dealer show- 
rooms and discouraging prospects 
from making new-car purchases. 
Dealers anticipate sharp pickup 
sales soon more pleasant 
weather sets in. 

Area dealers now are talking 
new-car business 1959 
against year ago. The 1958 
sales total for Erie County was 
down about percent from the 
preceding year. 

Supplier strikes have been hurt- 
ing sales some Buffalo-area deal- 
ers ever since the new models were 
introduced. 

“The real test the 1959 market 
will blossom with the spring around 
Buffalo,” one dealer said. 

until the last few months, 
sales import cars had been 
grabbing steadily increasing share 
the new-car market Buffalo. 
But recently this share has been 
showing gradual decline. 

Buffalo dealers believe the fast- 
rising sales the Rambler and the 
Studebaker Lark have cut sales 
import cars some extent. 

Members the trade Buffalo 
believe that General Motors and 
Ford, and perhaps Chrysler, will 
introduce small cars made this 
country sometime this year early 
1960.—(George Toles.) 

> 


Omaha 


Chevrolet, with 321 new-car sales, 
topped the Omaha market 
Ford was second with 

Total registrations for the month 
numbered 1,074, compared with 979 
November. 

Top sellers trailing the two lead- 
ers included Oldsmobile, 71; Pon- 
tiac, 62; Rambler, 41, and Buick, 
Imported-car sales totalled 41. 

There were 123 new trucks sold 
December, compared with 105 
month earlier. Leaders were Chev- 
rolet, 36; Ford, 33, and Interna- 
tional, Oleson.) 


New Mexico 


Sales foreign cars increased 
percent New Mexico 1958, 
compared with 1957, while Ameri- 
can made cars dipped percent 
sales for the same period, accord- 
ing the New Mexico Automotive 
Dealers Assn. 

There were 6,749 cars sold 
state 1958 while 1957 sales 
figure stood 7,314. There were 893 
foreign cars sold the city 
Albuquerque, aiding the 1958 sales 
total, Nelson Turner, manager 
Fair.) 


Detroit 

Wayne County (Detroit) dealers 
sold 13,019 new cars December, 
compared with 9,829 month ear- 
lier. 

Full-year totals were 98,461 

1958 and 150,112 1957. 

December registrations makes 
(with market penetrations paren- 
theses) were: Ford, 3,725 (28.61 per- 
cent); Chevrolet, 3,359 (25.80); Olds- 
mobile, 884 (6.79); Plymouth, 739 
(5.68); Pontiac, 669 (5.14); Cadillac, 
667 (5.12); Mercury, 646 (4.96); 
Buick, 595 (4.57); Rambler, 429 
(3.30); 214 (1.64); Dodge, 
(1.60); Studebaker, 118 (0.91); 
Lincoln, 112 (0.86); DeSoto, 109 
(0.84); Chrysler, 103 (0.79); Conti- 
nental, (0.51); Imperial, (0.48); 
Willys, (0.03), and miscellaneous, 
309 (2.37). 

New-truck registrations num- 
bered 664 December, compared 
with 617 month Full-year 
totals were 5,507 1958 and 8,573 
1957. 

December registrations 
makes (with market penetration 
parentheses) were: Ford, 256 
(3855); Chevrolet, 235 (35.40); 


Dodge, (9.04); GMC, (6.02); 
International, (3.01); Willys, 
Mack (0.60); (0.30); 
White, (0.30); Autocar, (0.15), 
and (4.22). 

Used-car sales numbered 8,402 
December, compared with 8,848 
November. The full-year count was 
109,004 1958 and 137,310 1957. 
Used-truck sales totalled 342 
December, compared with 358 
The 12-month total was 
4,936 1958 and 7,660 1957.— 
(Robert Lienert.) 


Pittsburgh 


Pittsburgh-area new-car registra- 
tions early January were “con- 
siderably below” those year 


earlier, according the Bureau 
Business Research the Univer- 
sity Pittsburgh. 

However, the bureau’s season- 
ally adjusted index general 


business activity moved 

103.5 percent the 1947-1949 

average. 

Steel-mill operations were raised 
percent practical capacity, 
highest more than year, the 
bureau Leffingwell.) 

> 


Atlanta 


total 1,658 new cars and 217 
trucks were registered Fulton 
and DeKalb counties (Atlanta) 
December. 

makes, new-car registrations 
were: Chevrolet, 508; Ford, 407; 
Oldsmobile, 129; Plymouth, 122; 
Pontiac, 93; Buick, 65; Cadillac, 53; 
Rambler, 48; Dodge, 35; Stude- 
baker, 30; Mercury, 25; Renault, 15; 
Volkswagen, 12; Edsel, 11; Lincoln, 
10; Hillman, Chrysler, DeSoto, 
English Ford, Fiat, Vaux- 
hall, Imperial, and miscellane- 
ous, 60. 

Trucks were registered fol- 


national, 20; GMC, 14; Dodge, 

Volkswagen, Mack, Willys, 

and English Ford, Bash.) 
= 


St. Louis 

Overall retail deliveries are hold- 
ing quite well St. Louis, al- 
though there still lack buoy- 
ancy demand for cars the 
middle-price range. 

Extremely cold weather through 
much December and the first 
part January slowed deliver- 
ies, according some dealers. Most 
dealers believe they will have 
wait until March before the 1959 
market can accurately gauged. 

Imported cars are still taking 
increasing percentage available 
business. 

Wild offers and sales gimmicks 
are increasing local newspapers 


part factories, the newspapers 
and the Better Business Bureau 
Hurst.) 


Cincinnati 


Motor vehicle sales Hamilton 
County (Cincinnati), O., during the 
week ended totalled 1,485 
units, less than registrations 


the previous week, but gain 
units over sales the like weck 
1958. 

During the week total 623 
new cars and new trucks were 
registered, compared with 662 new 
cars and new trucks the pre- 
vious week. 

Repossessions decreased 
units, fewer than the pre- 
vious the like week 
1958, units were 
(Frank Kappel.) 


* * 


Columbus, 


New automobile sales metro- 
politan Columbus the first half 
January spurted 16-month 
high, according joint report 
the clerk courts and the Col- 
Automobile Dealers Assn. 

Registrations for the first 
days this month totalled 1,020, 
the highest for the first half 
any month since September, 1957. 

Chevrolet led the pack with 306 
registrations and Ford was second 
with 250, Oldsmobile and Pontiac 
tied for third with each, 
and Rambler leaped into fifth place 
with Plymouth with 
and Dodge with 43.—(Justin 
Henley.) 


helps you see with THE 
NEW 
LIGHT’’ PROMOTION 


lighten your work 


DUAL ALUMINUM SHADE! This 
feature eliminates the dan- 


ger burns the user. 


RADIATOR CAP ADAPTER! 
The Service Light can 
instantly installed 
the radiator the car for 
convenient under-the- 
hood illumination. 


UNIVERSAL ADAPTER! Easily mounted 
creeper work bench, the Universal 
Adapter provides on-the-spot lighting. 


any Spark Plugs Now! 


First, you'll like what you see about the Service Light! It’s designed 


with two adapters and full feet extension cord, and works equally 
well with standard heavy-duty light bulb. The long, 
the Service Light swivels 360° and vinyl coated protect from 


dirt and grease. 


It’s easy for you own and enjoy the Service Light! Just order any 
Spark Plugs and you can receive the Service Light plus eight type #46 
Spark Plugs worth $8.24! The sale the 8-pac pays for the promotion package. 


SPARK PLUG ELECTRONICS DIVISION GENERAL MOTORS 


SELLING SLANTS 


rland Named 
Distributor for 
Import Lines 


Motors, for- 
mer Simca distributor, has been 
appointed distributor Auto 
Union-DKW, Berkeley and Moretti 
products. 

The firm will distribute DKW 
states, Berkeley states and 
Moretti states. The territory 
covers most states west the Mis- 
sissippi River. 

Kurland also announced the pur- 
chase twin-engine airplane for 
use executives connection 
with presentation imports key 
cities. 

“The airplane makes possible 
for the firm set miniature 
auto show five separate cities 
simultaneously,” said Jack Read, 
general manager. 

“The plane kept busy shuttling 
executives while five our auto 
transports are moving the show 
cars between cities.” 


Read said dealers are being 
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Distributor Takes Air— 


Cessna twin-engine airplane has been purchased Kurland Motors, Denver, 
for executive use. the foreground one the three lines imports which the 
firm distributes. Also shown one the firm's diesel transports which hauls specially 


built seven-car trailers. 


Mitchell Buys Deal 


Mitchell has purchased 


named handle the three import| Turner-Harper Plymouth Co., 


San will continue 


operate the firm Plymouth 
outlet addition his DeSoto 
dealership. 


License Pegged 


Mass. Curbs Time Sales 


BOSTON.—A law regulating the 
installment sales autos Mas- 
sachusetts went into effect Jan. 19. 


Under the act sales finance 
company must obtain one-year 
license $300 fee for each 
its places business, according 
Edward Counihan State 
banks 

Counihan said his office can re- 
fuse issue license but must 
furnish written decision and find- 
ings containing the reasons sup- 
porting the denial. 

Within days after the notice 
refusal, said, the applicant 
may appeal the Superior Court 
Suffolk County. The court either 
can affirm the decision order 
license issued, added. 

The same procedure will fol- 
lowed cases license suspen- 
sion revocation after hear- 
ing, Counihan said. appeal the 


court either can uphold suspen- 


You'll sell more Headlamps when you have 


thee GUIDE Powerbeam 


With older seven-inch lamps, potential road 


hazards are not sharply defined. 


CALL YOUR REGULAR 


New Powerbeam Headlamps clearly show 
warning sign, bridge abutment and other roadside 


HEADLAMPS 


The ideal replacement 


for 2-headlamp cars! 


Now, when days are short and nighttime driving hours 
are the greatest, sure you have Guide T-3 Power- 
beam Headlamps stock. Don’t miss sales. 


Call every 2-headlamp system car owner’s attention 


SUPPLIER TODAY! 


the new, improved headlamp. Tell the owner this 
new lamp increases safety with more light—aimed 
beam alone gets full 50-watt light strength 
both upper and lower beam. 


This the right light. It’s mechanically aimable even 
daylight. Brings dual-lamp system benefits 
owners older cars. Get the extra business. 


sion revocation order them 
rescinded. 

license may suspended 
revoked the commissioner the 
following grounds: 

Material misstatement appli- 
cation for license. 

Failure comply with provi- 
sions the statute. 

Defrauding any retail buyer 
the buyer’s damage. 

Fraudulent misrepresenta- 
tion, circumvention conceal- 
ment the licensee particu- 
lars required stated 
furnished the retail buyer. 

Counihan said each installment 
contract must writing and 
must signed both buyer and 
seller after all essential provisions 
have been completed prescribed 
the law. 

With the exception identifying 
numbers marks the car 
due date the first installment, 
continued, contract must 
signed when contains blank space 
for filling afterward. 

The law sets three classes 
rates: 

Class 1—For any new car des- 
ignated the factory year 
model not earlier than the year 
which the sale made, used 
car the same year which has 
not previously been the subject 
retail sale, not more than 
per $100 per year. 

Class any new car not 
Class and any used car designated 
the factory year model 
the same not more than two 
years prior the year which 
the sale made, not more than 
$10 per $100 per year. 

Class 3—For any used car not 
Class Class not more than 
$12 per $100 per year. 

Each sales finance company 
and its branches also are re- 
quired keep specific records 
each contract and each must have 
its books audited annually 
accountant approved the com- 
missioner. annual report must 
filed with the commissioner 
before March 15. 

Violation any provision the 
law any rule made the com- 
not more than $500 imprison- 
ment for not more than six months, 


Tractor Dealers 
See Telecast 


From Ford Farm 


YUMA, 58-acre tract 
irrigated farm land near here, 
which crops are being “force- 
grown,” will the stage for 
national closed-circuit television 
program Ford Motor Co. in- 
troduce its 1959 line farm and 
industrial equipment. 

Included the farm 4%- 
acre plot corn growing the 
rate inches per day under 
transparent, artifically lighted and 
heated tent. 

The program will telecast to- 
morrow (Feb. 3). will originate 
from Hollywood, Calif., with scenes 
from the Yuma farm, and will 
piped into theaters throughout 
the for audience more 
than 10,000 persons, including all 
Ford tractor and implement deal- 
ers, their families and guests. 

Participants the telecast will 
include Irving Duffy, group vice- 
president; Merritt Hill, Tractor 
and Implement division general 
manager, and Emery Dearborn, 
divisional general sales manager. 
Humorist Herb Shriner will 
guest star. 

Included the line Ford ma- 
chinery shown are tractors 
and more than 100 pieces farm 
and industrial The ex- 
perimental farm, which will used 
demonstrate the equipment, was 
leased Ford last 


Hot Solution Cool Problem 


MEEKER, Colo.— Newspaper 
columnist Humbert Rees wants new 
auto plates issued beginning July 
January. “It’s completely imprac- 
tical try put license tags 
while wearing mittens,” said 
his column Meeker Herald. 


1 
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‘Import Field Growing 
But Not Easy Profits’ 


(Continued from Page 11) 


specialized, opinion, that 
for the most successful operation 
dealer should sell several makes 
imported cars, Enough different 
makes should sold cover 
wide price range. range $1,400 
$5,000 suggested being 
practical. 

Great Britain, for example, 
dealers usually sell several makes 
cars, usually the makes pro- 
duced one manufacturing 
group such the British Motor 
Corp. the Rootes Group. These 
dealers have found most profit- 
able sell enough makes 
appeal several income groups. 

Although most distributors pre- 
fer, and many cases insist, that 
dealers representing their particu- 
lar line represent that line only, the 
fact that the dealer with several 
good lines under one roof has much 
the best opportunity make 

profit. experience, the buy- 
ing public prefers see several 
makes alongside one another 
that they can compared directly 
and more intelligent choice made. 


Furthermore, large proportion 
imported-car buyers already 
have their minds made and are 
difficult, not impossible, switch 
another make. result, deal- 
ers with several lines, while per- 
haps not setting sales records for 
each importer distributor, have 
much the best opportunity set 
one for themselves. 

addition and compact 
economy car makes, imported car 
dealers can profitably sell sport 
cars and luxury sedans, These cars 
not only have good profit poten- 
tial, but also much attract 
the public the showroom. 


Perhaps another reason why 
several makes imported cars are 
preferable from the dealer’s stand- 
point that with several makes 
sell all times, The dealer 
handling single make will dis- 
cover that there will many 
occasions when will without 
merchandise. 

The lack space ships, 
storms sea, strikes the 
dock the factory are ex- 
amples problems that occur. 
Faulty ordering procedures (fail- 
ure estimate the market) 
the part the importer also 
very important factor involved 
whether not the dealer has 
steady supply cars available 
for sale. When dealer has sev- 
eral makes, however, will al- 
most certainly have supply 
something sell all 


The dealer who dualling im- 
ports with American line cannot 
expected handle many dif- 
ferent imported makes the 
dealer handling imports only. 
Nevertheless, even would 
best, from profit standpoint (the 
business business profits), 


DeSoto Dealers Elect— 


Crocket, left, Fresno, new pres- 
ident the DeSoto Dealers Assn. 
Northern California, congratulated 
Gaston Periat jr., San Mateo, retiring 
president. Other officers include Lee Cav- 
jr., Alameda, vice-president, and 
Peabedy sr., San sec- 
retary-treasurer. Directors are Joe Rossi 
San Rafael; Thomas Lucas, Stockton; 
Denham, Redding; Peabody, and 
Periat. 


have enough different imported 
makes cover wide price range. 

Where the import dualled, 
should not treated sideline. 
Instead, should handled like 
the American car with full line 
display and demonstrator 
always available. 

selling imported cars, the 
salesman must trained sell 
the car rather than the deal 
the salesman for domestic products 
can sell only beats the “deal” 
the customer has been offered down 
the street. 

Because the cutthroat compe- 
tition that has been rampant with 
American-built cars during the last 
few years, salesmen have actually 
had but little incentive actually 
sell the product, with the result 
that salesmanship (as such) has 
degenerated low level. 


Enthusiasm Pays Off 


With the import, however, the 
salesman’s knowledge, his enthusi- 
asm for and his willingness 
patient—to use low-pressure 
methods—will pay dividends. Im- 
ported-car buyers are less subject 
high-pressure methods than the 
general public and usually resent 
overly aggressive techniques, Thor- 
ough knowledge the product, 
therefore, must for successful 
imported car salesmen. 

substantial proportion im- 
ported-car buyers come into the 
showroom with great deal 
information concerning the kind 
car which they are inter- 
ested. Unless the salesman ex- 
ceptionally well informed, may 

find that the prospect knows 
more about the product than 
does. 

Management, too, must know the 
imported product well and sold 
the advantages imports. Pref- 
erably, imported-car management 
should separate from sales man- 
agement for the domestic the 
and the domestic are dual- 
ed. 

Experience has shown that when 
single manager handling both 
imports and domestics, his enthusi- 
asm for one line the other varies 
widely from time time relation 
the way which either line 
may selling any given mo- 
ment. Under such conditions the 
sales manager cannot give uni- 
form amount and quality effort 
selling the import. 

Discounting the sale im- 
ports has time-bomb effect and 
must resisted the business 
profitable. The gross markup 
the import Service and 
parts profits are usually low per 
unit sold simply because few re- 
pairs are necessary. give away 
the gross the initial sale, there- 
fore, just plain stupid. 


The successful advertising im- 
ported cars requires approach 


different from that followed 


generally domestic-car dealers. 
Imported-car advertising should 
pitched higher plane because 
buyers imported cars are more 
likely well-educated, informed 

Surveys have shown that the 
education imported-car buyers 
above average, their income 
higher, they are younger and 
that they come more largely from 
the professional and business ex- 
ecutive groups, The composition 
the group buying imports may 
change few years ever- 
increasing proportion the pub- 
lic buys economy cars. 

But for the present, least, ad- 
vertising can best directed 
the better-educated professional 
and business segments the pop- 
ulation. Misleading ads disgust, dis- 
courage and kill the buying spirit 
within these groups. Perhaps one 
the greatest advantages im- 
ports that smaller amount 
advertising required produce 
given number sales. 

Imported-car purchasers, pre- 
viously indicated, come more 
largely from better-educated, 


domestic-car buyer counterparts. 


larger proportion such pur- 
chasers pay cash obtain money 
for financing through sources other 
than that provided the dealer. 
They use banks, credit unions and 
other low-cost money sources and 
very often arrange for the neces- 
sary insurance through outside 
sources. 

This simply means that the dealer 
must put greater dependence 
the profits from the sale the new 
car and the tradein for his net in- 
come. This situation may change 
greater proportion total sales 
economy cars and more 
representative cross-section the 
population begins constitute the 
bulk the purchasers. 

* + * 


Attractive Package Needed 


the meantime, the dealer 
should make every effort pro- 
cure “finance package” that 
attractive the imported-car 
buyer even though the income from 
that source may relatively small 
far each deal concerned. 
Because repossessions imported 
cars have been very low, “lower- 
profit” finance plan order. 

Imported cars, because 
simple construction, quality ma- 
terials and lack gadgets, are 
relatively simple repair and 
service compared most 
American cars. Yet Americans 
have always, the past, been 
fearful that adequate parts and 
service would not available for 
imported cars. 

With the accent product re- 
liability and service and ade- 
quate supply parts for nearly 
all makes, new standard ac- 
ceptance has been created for the 
imported car. Imports are now 
well established, fact, that parts 
for some makes rate mail-order 
house recognition. 

The fact that imports generally 
require relatively little predelivery 
postdelivery servicing and rela- 
tively little servicing throughout 
their useful life has done much 
get the dealer with inadequate 
service facilities and parts over the 
rough spots. 

From here out, however, will 
necessary that adequate parts 
and service facilities maintained, 
that mechanics attend regularly 
the training schools that are now 
available for all the volume imports, 
and that the dealer obtain the 
easily available special tools neces- 
sary perform service properly. 

Perhaps one the reasons the 
American public has begun pur- 
chase imports such numbers 
poor and expensive service experi- 
ence with the American product. 
Much the repeat sales appeal 
sports and economy cars, therefore, 
will lie the maintenance 
excellent parts and service depart- 
ment. 

The simple design and product 
quality most imports requires 
the stocking relatively small 
quantity parts compared 
with Detroit cars. This, turn, 
helps make feasible the selling 
enough makes include sev- 
eral price High product 
quality also helps simplify the 
service problem, does the 
absence annual model changes. 

Some groups imports, such 
the British Motor Corp., have within 
their own manufacturing groups 
enough different makes cover 
several price such 
groups there high degree 
parts interchangeability among the 
different makes cars produced. 
This greatly simplifies the parts in- 
ventory problem for dealers han- 
dling those makes. 

One the specialized advantages 
imports lies the fact that their 
usual small size makes possible the 
utilization smaller service facili- 
ties than possible for equal 
number American cars, making 
possible lower overhead per unit 
serviced. 

Unlike dealers handling Detroit 
products, most imported-car dealers 
purchase their cars from distribu- 
tors. Some purchase more directly 
through the importer. Because 
the additional middle man that the 
distributor plan getting cars into 
dealers’ hands represents, delays 
receiving cars and parts are some- 
times more prolonged than seems 
justifiable. 


Dealer Prices Higher 


addition, prices the dealer 
are usually higher than would 


higher-income groups than the necessary. time, 


Gift Firestone— 


Barnard, left, Los Angeles Exam- 
iner automotive editor and 
News correspondent, presents leather- 
bound volumes “India Rubber World,” 
historical record rubber industry from 
1889 1934, Leonard Firestone, 
president, Firestone Tire Rubber Co. 
California. late uncle, Henry 
Pearson, was founder, owner and pub- 
lisher publication. Complete set will 
become permanent addition Firestone 
library in Akron, 


distributors, especially for the vol- 
ume imports, may forced give 
way more direct, less costly, 
distribution systems. 


the present time, selling 
agreements available imported- 
car dealers have either been non- 
existent have contained prac- 
tically nothing help the dealer 
protect his interest the lines 
being handled, For this reason, 
until selling agreements are 
improved point where they 
being offered Detroit, dealers 
handling many the imported 
makes should very cautious 
making sizable investments. 


most selling agreements are 
now constituted (if they exist 
all), the distributor importer can 
put the dealer out business for 
virtually reason all—and 
there very little that the dealer 
can actually about it. The usual 
practice employed distributors 
dropping dealers simply 
refuse sell the dealer additional 
cars. 


Another specialized problem crop- 
ping these days concerns the 
pressure being put the dealers 
provide completely separate facili- 
ties for certain imported makes. 
Very often this cannot done 
without destroying the profit in- 
volved and many instances 
actually breaking otherwise 
profitable organization handling 
several imported makes. 


fair selling agreement for each 
imported make would much 
give the dealer even break with 
the supplier. This problem re- 
ceiving the attention 
industrial relations committee 
this 

Perhaps the most rewarding spe- 
cialized feature the imported-car 
field newly found enthusiasm 


— 


for the automobile business, 
refreshing find that there 
are, after all, people who will 
cheerfully—yes, even prefer pay 
the dealer fair profit for 
services renders. 


For those you dualling im- 
ports and domestics, the import 
can provide the impetus for rais- 
ing the selling and servicing 
standards your entire organi- 
zation. 

time goes many the 
imported makes now being sold will 
disappear because they not have 
real merit. parting suggestion 
would that those you consid- 
ering import very careful 
select make that has staying 
possibilities. 

none are available, stay out 
the field until such time one does 
appear that you, too, can 
“long way from here” with imports! 


Lauritzen’s Text 


feel 1958 will down 
history, far our industry 
concerned, the year that two 
things were unnecessarily publi- 
cized, They are: 

The falloff sales pur- 
chases domestic cars, and, 

The great upturn imported- 
car sales and the reputed gravy 
train profits those handling 
imported lines. 

For awhile, according some 
writers, was the greatest gold 
rush since 1849 and there was 
mad scramble many people 
get the easy money, But 
such was not the 

This audience this afternoon 
undoubtedly made people 
falling into three general classes. 
First, those who are the im- 
ported-car business. Secondly, those 
who are thinking about getting into 
it, and thirdly, those who want 
part it, but are afraid they might 
something they didn’t listen 
cover topic completely, 
would much better address 
these three groups individually, but 
that not possible, discus- 
sion will have general 
cover all three groups. 

The imported-car business far 
from the easy money, get-rich-quick 
scheme that many people have 
reiterate what Jim Downing has 
said—if you have profitable 
domestic-car franchise and you are 
only taking imported-car 
stepchild make some quick, easy 
money—don’t it. 


opinion, the imported-car 
field today, many respects, 
about the same relative position 
the domestic-car field was the 
early when there were 
100 different makes and today there 
are only 17. 

According the Department 
Commerce, there are differ- 
ent makes imported cars for 
sale this country and in- 

(Continued Page 88, Col. 


Rose Bowl Winner— 


top prize winner the New Day Tournament Roses Pasadena 
Soap Box Derby float, entered Chevrolet, national sponsor the boys’ amateur 


racing event. 


Made some quarter million flowers, the float was entered 


Here, beside the President's Trophy banner, signifying the award won the 
are, from left, Power, Chevrolet advertising manager and derby executive direc- 
tor, and Dale Evans and Roy Rogers, film stars who rode the float the parade. 


ABC 


Alabama State Government 
Aluminum Co. America 
American Airlines 

American Telephone 

Telegraph Co. 

Ansul Chemical Co. 
Appalachian Electric Power Co. 
Ashland Oil Ref. 
Automotive Rentals 


Bear Creek Mining 
Bethlehem Steel Co. 
Boston, City 

Boy Scouts America 
Buckeye Cellulose 
Buffalo, City 


California Rent-A-Car 
California State Government 
Capitol Engineering 
Carter Oil Co. 
Chaco Petroleum 
Cleveland, City 
Clinchfield Coal Corp. 
Coca-Cola Bottling Company 
Colorado Interstate Gas Co. 
Colorado State Government 
Columbian Carbon 
State Government 
Consolidated Mosquito 
Abatement District 
Crown Zellerbach Corp. 


DEF 


Delaware River Bridge 
Authority 

Delta Mosquito Abatement 

Denver, City 

DiGeorgia Fruit Corp. 

Dulin Bauxite 


Paso Natural Gas Company 
Equitable Gas Co. 


Florida Power Light Co. Milwaukee, Wisconsin, Rochester, City cles. The complete list reads like 
Florida State Government County Government Rougeux Trimphey Coal Co. roll call American industry. 
Known for Performance! Known for Value! 


Known the companies they keep...| 


vehicles 


GHI 


General Auto Rental 
Electric Company 
General Telephone Co. 
Geophysical Service Co. 
Georgia Kraft Co. 

Georgia State Government 
Girl Scouts America 


Gravity Meter Exploration Co. 


Gulf Oil 


Hertz Systems, Inc. 

Hope Natural Gas Co. 
Hudson Pulp Paper Corp. 
Humble Oil Ref. Company 


Idaho Power Co. 

Idaho State Government 
Illinois Power Co. 

Indiana State Government 
International Paper Co. 
International Salt Company 


KLM 


Kaiser Aluminum 
Chemical Corp. 

Kaiser Engineers 

Kaiser Steel Corp. 

Kendall Refining 

Kennecott Copper Corp. 

Kentucky, State Government 


Lease Plan, Inc. 

Lockheed Aircraft Corp. 
Lone Star Steel Co. 

Long Island Lighting 

Los Angeles, City 
Louisiana, State Government 
Lukens Steel Corp. 


Maine State Government 
Maryland State Government 
Massachusetts 

State Government 
Michigan Bell Tele. 

Tele. Company 
Michigan State Government 


America’s Giant Corporations buy with slide rule. From 
American Telephone Telegraph Co. Western Union 
they all buy ‘Jeep’ vehicles, because versatile ‘Jeep’ vehicles 
more jobs for less cost. With power take-off ‘Jeep’ 
vehicles supply mobile power operate special equipment 
... Spread their cost over thousands jobs. 

The ‘Jeep’ Vehicle Franchise offers exceptional opportuni- 


jeep vehicles Willys Motors...one the growing Kaiser industries 


Missouri State Government 

Montana Power Co. 

Montana State Government 

Mountain States Telephone 
Telegraph Co. 


NOP 


National Equipment 
Leasing Co. 
Niagara Mohawk Power 
Company 
New England Tele. Tele. Co. 
New Jersey Bell Telephone Co. 
New Jersey 
State Government 
New York, City 
New York 
State Government 
New York Telephone Company 


Ohio Bell Tele. Co. 

Ohio Match Co. 

Ohio Valley Leasing 

Olin Gas Trans. Corp. 
Oregon State Government 


Pacific Gas Electric Co. 
Pacific Tele. Tele. Co. 
Pan American Petroleum Co. 
Pennsylvania Bell Telephone 
Co. 
Pennsylvania Power Light 
Pennsylvania 
State Government 
Phillips Petroleum 
Pohly Exploration Company 
Potlatch Forests, Inc. 


QRST 


Quaker State Oil Refining Co. 


Ray, Robert Co. 
Raymond Concrete 

Pile Company 
Rickel, Inc. Albert 
Robertson Co. Alex 
Robinson-Phillips Coal Co. 


ties for high profits. For instance, important volume busi- 
ness available you. Fleet sales are always put through 
the dealer even when developed the Factory Fleet Sales 
Department. Find out what the great advantages ‘Jeep’ 
franchise can for you. Write for information Dealer 
Development Department, Willys Motors, Inc., 


Toledo Ohio. 


San Francisco Chemical Co. 
Shell Oil Company 
Sioux Oil Company 
Seismograph Service 
South Penn 

Natural Gas Company 
Southern Railway System 
Southern Union Gas 
St. Joe Paper Co. 
St. Regis Paper Co. 
Standard Oil 


Tennessee Gas Trans. 
Tennessee, State Government 
Texas Company, The 
Texas, State Government 
Toledo Area Sanitary District 
Tidelands Exploration Co. 
Tompkins Son, Roland 
Trans World Airlines 
Tucson Newspapers, Inc. 
Turlock Mosquito Abatement 
District 


UVW 


United Airlines 

United Carbon Company 
United Gas Pipeline 
United Geophysical Corp. 
United Producing Co. 
United States Steel 

Gypsum Co. 
Utah State Government 


Virginia State Government 


Ward LaFrance International 
Western Electric Co. 

Western Pacific Railroad 
Western Union Telegraph 


Company 
Westinghouse Air Brake 
International 
Williams Bros. 
Wyoming State Government 
Just partial listing companies 


who find pays use ‘Jeep’ vehi- 
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Ford Duval Motor— 


Walter McRae sr., second from right, president, Duval Motor Co., Jacksonville, Fia., 
receives 10-year Four Letter Award from Harry King, left, Ford district sales 
manager. Looking are Walter McCrae jr., second from left, and Jack Scott, both 
vice-presidents the firm. Duval Motor among the few dealerships have earned 
the award each year since its adoption. 


Streamline your service operations with Weaver 
Lo-Hi-Draulic Jacks. They are geared the 
faster, more exacting pace modern service 
You can count them slash job 
time and boost job profits. 


Models WA-66 (1814” lift) and WA-67 (20” 
lift) have quick removable piece handles. The 
light weight these models make them ideally 
suited carry road service trucks for away- 
from-shop servicing cars. Both models are 
with built-in safety valve prevent 
pverloading jack beyond rated capacity. 


addition, Weaver has the WA-72, WA-73 
and WA-75 (each have 24” lift). All three are 
and operate alike, varying only size 

capacity rating. The long, low chassis simpli- 


Dollies 


= 


Backshop Champs Travel 


Approximately 100 
top parts and service managers 
M-E-L dealerships throughout the 
country won all-expense trips 
Nassau New York for merchan- 
dising and service achievements 
1958. 

Members the group that 
rated highest, and their wives, 
visited Nassau, and those the 
second group went with their 
wives New York. 

The special program was spon- 
sored M-E-L’s parts and service 
departments emphasize efficient 
parts and service operations, di- 
vision spokesman said. 

The managers who won Nassau 
trips are: 

Maurice Tremblay, Harvard Mo- 


tors, Somerville, Mass.; Stanley 


Ozinek, Moriarity Bros., Man- 
chester, Conn.; Marshall Everts, 
Hillview Mercury Sales, Westfield, 
Y.; John Nugent jr., Town 
Motors, Englewood, 


Clemente, Kemwel Mercury, New 
York City; William Ferguson, 
Joseph Meade, Inc., Wynne- 
wood, Pa.; Abner Rosendorf, 
Abby Mercury, College Park, Md.; 
James Mangan, Lee 
Washington. 

Lary, Lary Tractor Imple- 
ment, Burnet, Tex.; Robert 
Kinsel, Live Oak Motors, Three 


Timken Close 


Zanesville Plant 


CANTON, Roller 
Bearing Co. last week said will 
close its plant Zanesville 
June 15. 

Bessmer, executive vice- 
president, said operations will 
taken over Timken plants 
Canton and Columbus. 

About three years ago, Timken 
closed its plant Mount Vernon, 
Bessmer said the Zanesville plant 


Syd White, Crest Lincoln-Mer- was being closed for “reasons 
cury, New Haven, Conn.; Viola 


4 


WA-75 


WA-85 20-Ton Model 


economy.” 


fies spotting under modern cars with extreme 
overhang. Jack rolls under the lowest axle, even 
with tire flat, and lifts high enough permit easy 
removal wheel despite extremely low fender 
line. Safety valves prevent overloading. Remov- 
able, spring balanced handle operates any 
phase stroke stays vertical position 
when not use. Safety latch prevents accidental 
lowering load. 


For those shops doing heavy duty servicing, 
Weaver has the ton Model WA-85. This jack 
lifts high and the long low-slung 
frame with triple front wheels reaches under 
extreme overhangs. For details these and other 
jacks the complete Weaver line, consult your 
jobber write us. 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete line includes: Twin Post Lifts Triple Post Lifts Single Post Roll-on, and 
Frame Type Lifts Unit Lifts Bumper Lift Car Washers 


Wheel Alignment Equipment 


and Air Compressors. 


— 


Rivers, Tex.; Manuel Betten- 
court, Rankin Motors, Brenham, 
Tex.; George Bender, Keith Elmore 
Motors, Scott City, Kans. 

Loren Kruse, Gourley Motor 
Lincoln, Kans.; Donald Lee Roberts, 
Guy Hinkle Motors, Independence, 
Mo.; James Pestinger, Moritz 
Implement Co., Beloit, Kans.; 
Napier, Ray Jackson Motor 
Antlers, Okla. 

Norman Dexter, Downtown 
Lincoln-Mercury, Cincinnati; 
Wesley Muir and Bill Valade, 
Park Northwest Lincoln Mer- 
cury, Detroit; Joseph Sepich, 
Schwarten, Bob Young Mercury, 
West Allis, Wis. 

John Moore, Murray Motors, 
Inc., St. Louis; Payton Smyser, 
Beeler Motor Co., Lancaster, Mo.; 
Thomas Page, Payson Auto 
Sales, Payson, Utah; Lawrence 
Kinsinger, Pueblo Central Motors, 
Pueblo, Colo. 

Frank Sellstrom Frank 
Sellstrom Lincoln-Mercury, Yreka, 
Calif.; Frank Gomes, Tulare 
Motor Center, Tulare, Calif.; Ken- 
neth Williams, Cortese Bros., Rich- 
mond, and Elmer Nichols, 
Joe Kerley Lincoln-Mercury, San 
Jose, Calif. 


Car Salesmanship 


Topic Book 


OIL CITY, Make 
Car Salesmen Click Today” the 
title new book designed 
help automobile dealers increase 
new and used-car sales. Offering 
methods used successfully top 
dealers, the book shows how career 
automobile salesmen can re- 
cruited, trained, supervised and mo- 
tivated practical, less expen- 
sive and profitable manner. 

The book exclusive 
Pennzoil distributors who will pre- 
sent the book dealers. has 
been praised Percy Whiting, 
vice-president, Dale Carnegie Pub- 
lishers, Inc., “containing more 
sound advice—than any sales 
management books ever written.” 

The book the result exten- 
sive field research Automotive 
Sales Institute, Los Angeles, 
automotive planning and research 
company, and Pennzoil Co. 


Ransom Takes Hillman 


Ransom Motor Co., 1204 
7th St, Fort Worth, has been 
awarded Hillman franchise. 


Safety Feature— 


The Orschein hand brake, left, 
optional feature the Dodge Sweptside 
pickup truck. designed prevent 
movement the vehicle after 
the brake set. operated through 
toggle action, and off the position 


shown here. 


Sales Testing 


Dodge Pickup 


(Continued from Page 19) 
slight amount wear from time 
time. 

This brake holds the put 
the load steep incline, set the 
hand brake, shut off the engine and 
waited for developments, There 
were none. 


The concealed running board 
another nice feature, especially 
when you have snow and ice, Since 
it’s inside the cab, you don’t have 
slick steps fear because accumu- 
lated ice and snow are melted off 
the heater. 

Here’s truck with appointments 
and performance that will win the 
love everyone. 


Every New Car Buyer Prime Prospect For Rambler Dealers! 


OWNERS OTHER MAKE CARS| 


And Owner Loyalty, 


Among Highest The Industry! 


Add up! Other make owners are switching Rambler 
record numbers. And most Rambler owners buy Rambler 
again and again. The result that almost every new car 
buyer Rambler prospect. WONDER RAMBLER 
SMASHING ALL SALES RECORDS. 


Have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity! 


Franchise ailable port markets. 


Rambler Ranks 


MAIL THIS COUPON TODAY 


Director Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 

Gentlemen: Will provide with more complete information 
about the Rambler franchise. understand that under obligation 


(PLEASE PRINT) 2-2 
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Anniversary Celebration— 


Thomas Litchfield, left, Litchfield Auto Sales, Claire, Wis., cele- 
brating his 30th anniversary DeSoto dealer. Among the first such DeSoto dealers 
the country honored, Litchfield has been selling since the first 
model was introduced 1928. hand offer congratulations were Roth, 
DeSoto Chicago area manager, center, and Ray Fisher, DeSoto regional manager. 


BETTER 


Packard Electric engineers, like the 
clients with whom they work, are 
never satisfied. They strive continu- 
ally make their products less 
expensive and easier use. Now 
they’ve made possible for the 
already efficient automotive wiring 
harness become even more 
complete sub-assembly! For less 
than would cost purchase 
components separately, they can 
usually supplied already con- 
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Financial 


Fedders Corp. (formerly Fedders- 
Quigan) reported that earnings for 
the first quarter the 1959 fiscal 
year (ended Nov. 30) almost dou- 
bled the first-quarter record high 
last year. Salvatore Giordano, 
president, said the new record was 
achieved rise only percent 
sales volume. 

said quarterly earnings were 
$428,730 compared with $224,923 
year earlier. Sales for the 1959 fiscal 
period were $10,505,076, compared 
with $10,105,667. 


Walker Mfg. Racine 


Reports Sales Set Record 


Sales Walker Mfg. Co. 


Racine, Wis., reached new record 
high $41,346,058 during the fiscal 
year ended Oct. 31, increase 
percent over the previous high 


Front 


$36,237,544 attained fiscal 1957, 
the company 

Earnings per share common 
stock were $5.03 337,756 shares 
1958 compared $6.57 325,876 
shares adjusted for the 10-percent 


Census Bureau Begins 


Surveys Business 

The Census Bureau begun 
three surveys—the censuses 
manufacturers, mineral indus- 
tries and business—by mailing 
forms all establishments 
these fields which had paid em- 
ployes 1958. 

The material derived from the 
surveys will measure growth 
the nation’s industrial and dis- 
tributive system the last four 
years. 


Packard wiring system reduces end-product cost 


harness. And single terminals can 
connectors, fuse blocks and other 
cost-saving components. 


your present wiring harnesses 
not include these cost-saving ad- 
vantages, ask Packard engineers 
help work out modern wiring systems 
you. Packard Electric, the 
world’s producer auto- 
motive wiring systems, has sales 
and engineering offices Detroit, 
Chicago, and Oakland, California. 


Packard 


Warren, Ohio 


“Live Wire” division General Motors 


stock dividend paid December, 
1957. 
* 


Napco Industries Reports 
Loss for 2nd Straight Year 


Napco Industries, Inc., despite 
approximate percent boost 
sales, operated the red 1958 
for the second straight year. 

Preliminary figures show 1958 net 
sales about $17,590,000. This com- 
pares with net sales $12,607,165 
1957, when the firm had net 
loss $750,150. There were fig- 
ures the 1958 loss. 

* 


Lee Rubber Says Earnings 
Increased Slightly 1959 


Lee Rubber Tire Corp., Con- 
shohocken, Pa., reported sales 
$46,558,852 for 1958, compared with 
1957 sales $48,601,093. Net earn- 
ings were $1,797,919 for the 1958 
fiscal year and $1,762,581 for 1957. 

The company observed its 75th 
anniversary 1958. Its annual re- 
port showed that earnings for the 
first nine months the year were 
lower than the 1957 period last 
year, but upturn the last 
quarter put 1958 earnings slightly 
ahead last year’s total. 


Ex-Tycoon Ward 
Leave Federal 
Prison Apr. 


DENVER.—Fred Ward, after 
more than six years’ imprisonment, 
will walk free Apr. 

The Parole Board has an- 
nounced that has agreed 
parole the 50-year-old former auto 
tycoon because “favorable prog- 
ress reports.” Ward, first sentenced 
Nov. 13, 1952, the Federal 
prison Milan, Mich. 

Ward was turned down for 
parole December, 1957, when 
became eligible for parole after 
serving one-third 12-year 
Ward’s parole will expire 
Dec. 1965. 

When released, Ward actually 
will have served slightly more than 
three years 7-to-15 state prison 
sentence, Ward received the Color- 
ado sentence charges obtain- 
ing money under false pretences, 
confidence game and conspiracy. 
Later, pleaded guilty Fed- 
eral charge mail fraud. 

All the charges stem from the 
1951 collapse his multimillion- 
dollar Hudson distributorship 
Denver. Breaking into business 
here 1939, Ward went during 
the next years sell $20 million 
worth cars and become the 
nation’s No. automobile dealer. 


Dealer Can Learn 
How Rates 


WHITE PLAINS, 
monthly survey through which 
dealer can learn what his customers 
say outsiders about his dealer- 
ship offered Edward Fiske 


With basic survey 100 cus- 
tomers month for three months, 
Fiske contacts the dealer’s cus- 
tomers with questions deal- 
ership service, quality, courtesy, 
efficiency and other topics. 

alternate questionnaire 
aimed shoppers and buyers. 
both surveys, results are returned 
the dealer. 


Texans Tamed? 
Sheriff Wants Patrol Cars 


Air Conditioned 


HOUSTON.—In his 1959 budget 
request, Sheriff Kern asked 
the Harris County government 
air-condition the patrol cars used 
his deputies. 

Noting that the county court- 
house, where the sheriff’s offices 
and county jail are located, air- 
conditioned, Kern told the Com- 
missioners Court, “These men work 
cars and should able en- 
joy the same comfort office em- 
ployes.” The cost the improve- 
ment would $3,570, Kern 
mated. 

One question which may in- 
directly the county com- 
missioners is: What effect will the 
granting refusal the request 
have upon the extensive motor 
the Houston Police Department? 


Wiring harness unites many individual cables 


é 


q 


MIDLAND POWER BRAKE for Nation Wheels 


Midland products include: Write for detailed information 


Air brakes for the truck and trailer industry 

Vacuum power brakes for the automotive industry 

Equipment for the Transit industry 

Control devices for the construction industry Owosso Division Owosso, Michigan 
Midland Welding Nuts for assembling metal parts ONE THE LARGEST AMERICAN CORPORATIONS 


“| 


: 
=. 
§ 
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What's New... 


Parts and Accessory Distribution 


PowerMaster Build 


$350,000 Parts Plant 


BEAVERTON, Power- 
Master, Inc., have let contract for 
new automotive parts manufac- 
turing plant will cost up- 
wards $350,000 for land, buildings 
and equipment. 

The firm, incorporated Presi- 
dent Rege Ott Portland two 
years ago, will move the new 
plant early this year. The firm now 
manufacturers mainly brake shoes 
and allied equipment. 

* 


Monkey Grip Sales Opens 


Warehouse North Carolina 


Grip Sales Co. 
has opened branch warehouse for 
its Tread Rubber division Char- 
lotte, C., according Tommy 
Everett, company president. 

The warehouse carries complete 
stocks tread rubber all grades 
and sizes, and other tire-recapping 
and tire-repair materials, Everett 
said. The Charlotte warehouse will 
served company-operated 
trucks, added. 


* * 


Pratt Appoints Hill 


CHICAGO.—William Floyd Hill 
has been appointed sales represent- 
ative for the Pratt Muffler division. 
will cover Texas, Oklahoma, 
Arkansas and Louisiana. 


Canadian Wholesalers 


Report Sales-Profit Rise 


MONTREAL.—A panel 
Canadian automotive parts and ac- 
wholesalers reported 
average gross profit 25.4 percent 
sales 1957, with operating- 
expense ratio 22.1 percent and 
profit 3.9 percent before taxes. 

Average net sales similar 
firms rose 19.8 percent from $771,- 
117 1955 $923,906 1957. The 
average gross profit these firms 
fell from 25.2 percent 24.7 per- 
cent; operating expenses dropped 
from 21.9 percent 21.2 percent, 
and net operating profit rose from 
3.27 percent 3.47 percent. 


* * 


Namsco Names Rep 

BELLWOOD, Inc., 
has appointed Harold Treichel 
Associates handle direct factory 
representation Iowa, Nebraska, 
Kansas and Missouri, addition 
Illinois, Indiana, Ohio, Michi- 
gan, Kentucky and West Virginia. 


* 


Rubbermaid Sends Checks 
Promote Spring Sales 


promotion Kar Litter Baskets 
and are incentive for the dealer 
who orders early, Coulter said deal- 
ers can exchange the checks with 
their jobbers for one Litter Basket, 
regularly priced $2.98, when buy- 
ing the regular assortment eight 
baskets. 
* 


Kex Purchases Rite-Way; 
Acquires ‘Kwik-Kure’ Line 

ST. LOUIS.—Kex Products, Inc., 
has announced the purchase 
Rite-Way Products Co., Memphis, 
manufacturer tire and tube re- 
pair materials which include 
“Kwik-Kure” fused vulcanizing 
patches. 

enlarged line will iden- 


tified the “Kex Kwik-Kure” line 
and will displayed under Kex’s 
big “K” signature, the firm said. 


* + 
Jobbers Aid Red Cross 

BURLINGTON, Vt.— The Auto- 
motive Wholesalers Vermont 
have presented gift $2,500 
the Vermont-New Hampshire Red 
Cross Blood Program, according 
Norman Herberg, chairman 
the project. This the third year 
that the association has made such 
contribution. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 


Story Behind Show Stopper 


DETROIT.—One the top crowd 
pullers the Detroit and Chicago 
auto shows was the electric driver 
game sponsored Plymouth and 
designed and built Dramaturgy, 
Inc., Cleveland. 

The game tested driver’s re- 
actions and skills filmed traffic 
situations flashed screen 
front the contestant, who was 
seated the driver’s section 
1959 Plymouth. 

Robert Widener, who created and 
produced the game for Dramaturgy, 
said the game was the result his 
belief that auto shows need some- 
thing new and different. 

“We feel that the automobile show 
has been standstill for years,” 
said. “Individual displays, 
matter how elaborate, have made 


Trouble 


contestant the test-drive game de- 


Service station dealers are she views the traffic situation flashed 
checks from Rubbermaid, Inc., movie screen front the wheel 
cording William Coulter, Plymouth. could little girl 
company’s automotive sales bike who has suddenly pulled into her 
tor. path, elderly man who has stepped 


WOOSTER, O.—More than for shows lets cry 
The checks are part from parked car. 


toe 


Test-Drive Game— 


This inside view the giant scoreboard for the test-drive game sponsored 
Plymouth the Detroit and Chicago auto shows this season. The board contains 
600 light bulbs, 40,000 feet wire and over 200 relays, rheostats and micro switches. 
About 24,000 visitors participated the game Detroit and Chicago. 


little attempt appeal the 
visitor’s need for excitement and 
something do.” 


Because the game calls for 
audience participation, Widener 
continued, can draw crowds 
and hold them long enough 
register message. 


“We selling job captive 
audience our introductory pitch 
the players before the game be- 
gins, since one will leave until 
had their turn the 
wheel,” added. 


The game was designed 


observing crowds fairs and 
amusement parks see just what 
kind games interest people, 
Widener said. 

“We found competition was 
important element and definitely 
provided the excitement 
needed sustain heavy traffic 
throughout the entire show,” 
said. 


added that crowds had 
turned away after because 
all other show exhibits were empty 
and the buildings were closing. 

Widener said was the first time 
manufacturer had been able 
seat visitors the wheel his 
auto show. 


The game consisted sections 
new Plymouths, including 
the left-front swivel seat, steer- 
ing wheel, instrument panel and 
gas and brake 

The units were arranged 
long row facing scoreboard 
feet high and feet long. The 
steering wheel, gas and brake 
pedals were connected the score- 
board through specially designed 
electrical scoring equipment, Wid- 
ener said. 

front each section, where 
the windshield normally would be, 
there was movie screen about the 

the screen was projected 
movie filmed from inside 
Plymouth that had been driven 
along route that included hair- 
pin turns, sudden curves and 
eight emergency situations. 

The reactions each driver 
particular situation were registered 
the scoreboard, these reac- 
tions were proper for the situations, 
they set electric impulses that 

activated lighted car outlines 
the scoreboard. 

These car outlines flashing across 
giant map told each player 
the progress was making and 
gave the audience total picture 
which player was the lead. 
The driver whose car outline 
crossed the map first was the 
winner. 

The emphasis throughout the 
game was safety and adher- 
ence speed and traffic regula- 
tions the face 
traffic violations others, Wid- 
ener said, Winners each game 
Plymouth, 

said Plymouth now plan- 
ning with Dramaturgy break the 
game down into modules two 
“cars” each with new double score- 
boards for auto 
shows and dealer 


DEALERS 


FRANCHISES Available! 


Some franchise areas open for aggressive dealers 
supplement present lines. Tempo vehicles are 
German built and finely engineered. Station wagons 
and trucks with capacity people and 
payloads from 1800 3000 Ibs. 


cylinder water cooled engine 
Front wheel drive 
frame 


Economy m.p.g. 


DEALERS 
WRITE NOW 


for 


details on this 
competitive priced 
line. 


Attention: Tempo 


HENNEY MOTOR COMPANY 
CANASTOTA, 


Quantity 
PRODUGTION 


ESTABLISHED 


VISIT BOOTH 125 
CONVENTION 
CHICAGO 


NOW YOU CAN REMOVE TIRES FROM 
TUBELESS TIRES 
—WITHOUT REMOVING THE WHEELS 
FROM THE CAR! 


PNEUMATIC—WORKS 
TIRES 


Shipped 
Prepaid Check 
Accompanies Order 


NEW dealership the “born- 
ing” stage Detroit and be- 
lieve will bear watching all 
multicity and heavy duty truck 
different basis than most truck 
dealerships. 

This dealer will offer new 
kind service truck owners 
maintenance mileage basis 
and have facilities for repair 
and maintenance trailers, bod- 
and other equipment order 
offer truckers true “one- 
stop” service. 

Joseph Bejin, who heads this 
new GMC dealership, well quali- 
fied for the pioneering job has 
set out do. 

For years, Joe Bejin operated 
cartage firm Detroit doing 
hauling for some the 
biggest concerns the city. 

built his organization and 
business from one-truck “fleet” 
650 units 1958 when 
sold out. 

His trucks were engaged de- 
livery services for the firms 
worked for, has intimate 
knowledge all the problems 
that befall the operators delivery 
trucks. 


Lease Based Mileage 


will have 26,000-square- 
foot building handle the 
maintenance work for his custom- 
ers and other truckers. expects 
expand his operation grows. 

addition selling mainte- 
mance mileage basis, Bejin also 
intends into long-term leas- 
ing mileage basis. Rather than 
lease for certain number years 
months, will set the lease 
the number miles per year 
the truck the particular service 
should run and charge accordingly. 

for some reason the opera- 
tor exceeds the estimated mile- 
age will given credit for 
that extra mileage the lease 
deal and, the truck falls short 
making the miles estimated, 
charge will made over- 
come this shortage. 

all sounds quite complicated 
until one hears Joe Bejin talk 
about it. With his long experience 

(Continued on Page 84, Col, 1) 
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reial Car 


Monthly Section for those who make, sell and service America’s Tri 


ucks, 


Buses, Commercial Vehicles and Equipment 


How They 


Commercial Car Registrations 


Makes 


First Months, 1958 vs. 1957 


First 11 
Months, 
1958 


Make 


Chevrolet 
Ford 


Studebaker 
Diamond 
Brockway 

Miscellaneous** 


647,123 


First 11 
Months, 
1957 

268,879 
88,709 
57,321 
44,859 
19,621 
13,658 
12,218 
6,082 
3,153 
18,329 


790,359 


Percent Percent 
Share of Share of 
Market °57 Market 


33.93 


* White includes Autocar, Freightliner, Reo and Sterting. 


** Miscellancous includes Corbitt, 
Herrington, Peterbilt, ete. 


Ford Outsells 


Diveo, 


Four Wheel Drive, Kenworth, Marmon- 


~—Compiled from R. L. Polk & Co. data. 


Chevrolet 


After Trailing Year 


replaced Chevrolet the 

top truck November, 
month which saw registrations 
fall 55,222. 

The November total was 9.7 per- 
cent below the 61,152 new-truck 
registrations for November 1957, 
according figures supplied 
Polk Co. 

17,613 sales November 
were well above total 
—15,055. was the first time Ford 
had placed first since November, 
1957. 

Four producers, Willys, White, 
Brockway and the miscellaneous 
group, were able increase their 
sales November. The manufac- 
turers and their sales for Novem- 
ber 1958 and 1957 were: 


Nov., Nev., 

1957 
17,613 19,122 
Chevrolet 15,055 18,754 
International 
4,525 4,604 
Dodge 2,714 4,746 
Willys 2,434 
White 1,182 850 
Mack 827 946 
Studebaker 272 399 
Diamond 241 261 
Brockway 
Miscellaneous 2,395 1,758 
61,152 


The November truck-sale total 
compares just about well any 
1958 month with the like month 
This reflects the fact that 
truck sales were falling off late 
1957. 

The total for November 1958 


Geared Display Equipment— 


Baker Equipment Engineering Co., Richmond, Va., uses this showroom utility body truck 
the truck bodies and other truck equipment distributes throughout Virginia and equipped with plow. 


North and Carolina. 


branches Charlotte, C., and Columbia, 


the lowest for any November 
since World War and the total 
for November, 1957, the second 
lowest. 


THE first months 1958, 

truck sales totalled 647,123, down 
18.12 percent from the 790,359 
the like period the previous year. 


Brockway and the miscellane- 
ous group increased sales the 
first months 1958, Brockway 
registrations totalled 851, good for 
0.13 percent the market and 
gain 0.04 percentage points 
over the 1957 showing. 

The miscellaneous group sold 
29,460 units 4.55 percent the 
(Continued on Page 63, Col. 1) 


Top Truck Dealers 
Pushing for Sale 
Bodies, Equipment 


all recognized good truck dealers encour- 
age their salesmen sell bodies and equipment with 
every possible truck sale, and over half them hide the 
price they pay for this equipment the total price the 
vehicle. This was disclosed recent survey made both 


“top” and “average” 
dealers. 


However, only percent 
the average dealers and per- 
cent the so-called top dealers 
made any endeavor get full 
profit the bodies and equipment 
they sold. 

There seem several reasons 
for Many dealers replying 
questionnaire said there was 
use trying for profit. 

Distributors their area 
quoted wholesale prices every 
retail buyer, these dealers said, 
and the buyers knew what the 
dealers paid for bodies and equip- 
ment and wouldn’t stand for the 
dealer making profit, 

This serious situation 
truck retailing, and this practice 
known prevail some areas. 

But dealers could correct this 
situation they really wanted to. 
They can refuse business 
with body-and-equipment distribu- 
tors who quote wholesale prices 
retail buyers. 

But might better “talk 
out” the situation with body-and- 
equipment distributors and other 
dealers, pointing out the harm such 
practice does both the truck 


Milwaukee Milestone 


the second time approxi- 
mately month, dealer the 
Midwest has held 
truck show attended hundreds 
operators who showed great in- 
terest the product and disclosed 
their truck needs for this year. 
Both shows resulted 
“on-the-spot” sales more than 
encouraging. 

The second show opened Janu- 
ary for two-week run 
Edwards Motor Co. (Dodge- 
Plymouth), Milwaukee. 


This show consisted trucks, 
each completely equipped with 
bodies and other special equipment 
that should used make the 
truck efficient vehicle for the 
job was designed do. 

The first show was staged 
Graham Motor Sales (Ford), 
Bloomington, Ind. The show 
brought hundreds operators, 
despite bad weather, and supplied 
Graham with wealth prospects 
follow for months come. 

Jerry Tobin, Graham manager, 
convinced that the firm could have 
done nothing else effective 
establish truck headquar- 
ters. 

addition light trucks with 
factory pickup and panel bodies, 
Edwards Motor displayed forward 
control units with bodies designed 
for retail and wholesale milk de- 
livery and frequent stop service, 


Electric motors are used demonstrate dump bodies, 
lifting tail gates and other such equipment customers. The firm also maintains 


cluded six-yard cement mixer, 


exhibit in- 


Dealer’s Showing Hit 


five-yard dump and tractor. 
The mediums included van job, 
livestock hauling rig and two 
dump bodies different design. 
During the first week the 
show, the attendance averaged 
between 150 200 operators per 
day. According French, 
Edwards truck manager, the op- 
erators did not come droves 
(Continued on Page 64, Col. 3) 


Promotion Officials— 


Edwards Motor Co. officials who planned 
the Dodge truck and equipment show 
Milwaukee are, from French, 
assistant sales and truck manager; John 
Madden, executive vice-president; 
Thomas Rogers, president, and Carl 
Poethke, advertising and sales promotion 
manager. 


dealers and the distributors, 
enough dealers did this might 
bring relief. 


Distributors Upset, Too 


FORMER surveys body-and- 
equipment distributors, they 
were equally upset because far too 
many truck dealers let the retail 
buyer know what they paid for 
bodies and equipment sold with the 
truck chassis. 

Many, fact, said the truck 
dealers show their invoices 
the retail buyers and tell them 
they will let the buyer have these 

(Continued on Page 82, Col. 1) 


It’s Show and Sell 
Amphitheatre 


Some Models Float, 


Others Stress Price 


and 

practical selling were equally 
evidence the truck displays 
the Chicago Auto Show the 
Amphitheatre. 


The Dodge and Ford displays 
were watery. Dodge panels “floated” 
two connecting pools lit 
sky blue and connected rivulet 
running beneath two other mem- 
bers the line. cascade back- 
stopped colorful Ford display 
featuring exhibit all the divi- 
sion’s heavy-duty engines. 

the luck the draw, Ford’s 
Ranchero and 
Camino were leap apart, offer- 
ing shoppers chance for com- 
parative scrutiny. 


International played the $2,486 
price its new AM-80 Metro-Mite 
—its answer the Volkswagen 
job that has gained sales the 
Renault announced plans 
import three light trucks later this 
year. International displayed 
trucks, including the Travelall and 
Travelette the midst garden 
setting. 

* 
MC’S NEW Operation Hi-Gear 
themed the division’s section, 
which included every model the 
line. Colored tile was laid especially 
highlight the GMC display. 

Mack again drew throngs with 
its off-highway heavy dumper, 
rated 120,000 pounds loaded. 

All Willys’ station wagons 
and trucks were painted white. 
The four-wheel-drive option was 
featured. 

Studebaker stressed the economy 
theme and made fleet pitch 
including Lark adorned 
taxicab. 

Neither White nor any its 
Reo and 
Diamond T—entered the show this 
year. also was absent. 


Truck New 


Page 116 


Truckin’ 
q m 
ce 
13 
28.70 32.50 —3.80 ur 
Weed International 81,511 12.60 11.22 
a 4.55 2.32 2.23 ur 
an 
wi 


~ 


First Time 1958... 


Ford Trucks Outsell 
Chevrolet Month 


(Continued from Page 62) 
market, gain 2.23 farm market for trucks can 


points. 


IVE other producers were able 

increase the percent the 
market taken even though their 
units sold declined the first 
months 1958. The five, their units 
sold, percent market and per- 
centage-point gains were: 

International, 81,511 units, 12.60 
percent the market, gain 
1.38 percentage points; GMC, 49,- 
934 units, 7.72 percent, 0.47 
points; Willys, 19,098 units, 2.95 per- 
cent, 0.47 points; Mack, 10,826 
units, 1.67 percent, 0.12 points, 
and Diamond 2,696 units, 0.42 
percent, 0.02 points. 

The other five producers had 
declines both units sold and 
share the market. Their totals 
were: 

Chevrolet, 219,564 units sold, 33.93 
percent the market, down 0.09 
percentage points; Ford, 185,761 
units, 28.70 percent, down 3.80 
points; Dodge, 32,654 units, 5.05 
percent, down 0.62 points; White, 
11,050 units, 1.71 percent, down 0.02 
points, and Studebaker, 3,718 units, 
0.57 percent, down 0.20 

= 

ALIFORNIA was able main- 

tain first place truck sales 
November, although Texas was 
close second, The top states 
and their truck sales for November 
1958 and 1957 were: 


Nov., Nev., 

1958 1957 
5,235 5,256 
New 3,049 3,575 
Pennsylvania .... 2,172 3,403 
1,849 1,688 
1,660 1,967 
10. New 1,725 


Reflecting the national sales de- 
cline, registrations were off 
states and the District Columbia. 
There were gains states. 


That there some strength 


Patterson Sees 
Big Truck Year, 


Cites Reasons 


reasons why 
1959 will “excellent” year for 
truck sales have been cited 
Patterson, Dodge general man- 
They are: 

Many purchases delayed dur- 
ing 1958 because the recession 
will made this year now that 
the economy recovering. 

Many old trucks the road 
will replaced. More than half 
the million trucks use are 
least six years old, said, 

More trucks will required 
the Federal highway construc- 
tion program gains momentum. 
Mushrooming suburban expan- 
will require more trucks 
deliver goods and provide services 
suburban home owners. 

Establishment new shopping 
centers will require more trucks 
distribute goods from centralized 
warehouses and loading stations. 

Railroads are applying for 
Permission discontinue service 
number small towns across 
the meaning trucks will have 
fill delivery needs, 

Better highways permit better 
truck scheduling, assuring faster 
delivery. This will result more 
truck shipments, Patterson said. 

With airlines handling more 
freight, more trucks will needed 


carry commodities and from 
air terminals. 


Harper Bigger Home 

DENVER.—Johnnie Harper Mo- 
tors, (Ford), has opened 
new sales and service center 3765 
Wadsworth Ave. suburban Ar- 
vada. increases space three 
times that the old location. 
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seen the list states where 
truck sales were higher Novem- 
ber than they were year earlier— 
Iowa, Kansas, Nebraska, Nevada, 
South Dakota, Tennessee, Connec- 


ticut, Florida, Oklahoma, Washing- Maine's "Welcome 


For 344 Jeeps 


TOLEDO. Two contracts for 
purchase 344 Jeep vehicles 
$805,563 have been awarded 
the General Services Adminis- 


tration Willys. 

The vehicles are being purchased 
for the Department Agriculture, 
ment Justice, Bureau Indian 
Affairs, Atomic Energy Commis- 
Bureau Reclamation and 

The order includes 155 quarter- 
ton trucks, 135 utility wagons, 
utility delivery trucks, one conven- 


ton and Mississippi. and suppliers the motor transport field recently cooperated with| tional pickup and forward con- 


Truck registrations figures Maine Truck Owners Assn. “Welcome Wagon, 
Oregon for July through November Me., Anchorage, Alaska, and then Miami Beach. Fired with the idea that Maine 


which went from Fort Kent,| trol trucks. 


The back pages of every issue of AUTO- 


are not available and Oregon sales should the first welcome Alaska the forty-ninth state, the MTOA, together with ANT 
for that period are not included Diamond Motor Truck Co., Chicago, and Dorsey Trailers, Elba, Ala., sent this tractor- 


this report. trailer, loaded with Maine products, 


the 14,953-mile trip. MOTIVE NEWS WANT ADS! Are You? 


Newspapers, Cookies, Motors 

Quite mixture for one load! Yet it’s daily feat for 
this Brown Aluminum Cargo Van, assigned 400-mile 
multi-stop delivery schedule between Calgary and 
Edmonton. The secret: Movable dividers keep heavy 
motors from sliding into the bakery goods. Result: 
Brown-equipped trucks work six smaller units. 


Vault Storage Tennessee 

New Econ-OK-Pack vault storage system developed for 
do-it-yourself movers uses modified Brown Aluminum 
Cargo Van Body with roller conveyors the floor. 
Empty vaults are delivered the customer and 
packs his own furnishings. Vaults are then loaded into 
the warehouse truck roller conveyors and liftgate. 


standard body 
everywhere the United States 


Michigan City, Indiana 


Hauls Drugs Indiana 

Eli Lilly and Company, haul drugs and supplies, 
needed truck body that had side and rear openings 
with aluminum gates and roll-up tarps. Also, window 
front body, skylight roof, steel mud fenders and 
six tie rings walls. The local Brown dealer could 
meet all these unusual specifications. Result: Brown 
Aluminum Units are now the job. 


Smooth-Panel Units Maryland 

The Hecht Department Store Baltimore when con- 
sidering the purchase truck bodies had one definite 
requirement: that the rear door roll-up type. The 
Brown dealer presented superior door (and body) 
got the order for four Smooth-Panel Aluminum Units. 
Like other users, Hecht expects the added advantage 
that his Brown bodies will outlast several chassis. 


TRAILERS 


CLARK EQUIPMENT COMPANY 


ROWN TRAILER DIVISION 


| 


a 


Super Market for Trucks— 

Pictured are some the new Dodge trucks display Edwards Motor Co., 
during the recent truck and equipment show. Medium, heavyduty, and 
four-wheel-drive units were supplied the Royal Dodge Truck Center Chicago. 
Special bodies and equipment were provided and mounted distributors. 
Hundreds truck operators viewed the units over two-week period. 


New Team The Shop Siebert Associates, 
Inc., Waterville (O.), coach builders. 
Directing Siebert Operations 


New company policy extend 

the building custom coaches, 

WATERVILLE, new and first aid emerg- 

agement team headed by Mrs, F. I. ency cars, police patrol cars and 
Ball has been appointed the 
newly elected board directors 


sedan buses for domestic and ex- 
port markets, said Mrs. Ball. 


Timken-Detroit for Axles 
Are First Choice 
With Big Fleet Operators! 


These superior features make the difference: 


expensive. 


plus lower maintenance costs. 


less maintenance. 


Interchangeability Three Final Drives. Single-Speed 
Single-Reduction, Single-Speed Double-Reduction Two- 
Speed Double-Reduction final drives using the same hous- 
ing, hubs, drums, brakes and axle shafts gives your vehicles 
unmatched flexibility. Parts are readily available and less 


Hypoid Gears. Larger pinions and greater tooth contact 
give 30% more torque capacity, top efficiency and long life 
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Milwaukee Milestone 


Dealer’s Showing Hit 


(Continued from Page 62) 


but strung out all day and during 
the early evening, giving their 
men, and the men from the vari- 
ous equipment distributors, plenty 
time meet each visitor and 
talk with him about his problems. 

While the show developed few 
immediate sales for both cars and 
trucks, the real results were ap- 
parent the half way point the 
show when Edwards was making 
quotations new units, all 
them direct result the 
show. 

Some the firms seeking quota- 
tions had never been customers 
Edwards. Others had not bought 
unit from Edwards for years. 

Despite the fact that the weather 
was bad, attendance the Ed- 
wards show was good. 

Both Graham and Edwards are 
more than pleased with the results 
their “private” truck showings. 


True Double Reduction. Two full size gear sets, one for 
each reduction, provide huskier gears and balanced dis- 
tribution effort. Gears and bearings last longer and need 


Torsion Flow Axle Shafts. More splines, plus greater root 


and body diameter, add extra strength. 


Famous Time-proved Differential. Extra-strong gear 
body and teeth, plus hot-forged trunnion, give long trouble- 
free operation even under the roughest kind treatment. 


Hot-Forged Axle Housing. The rectangular form 
these high carbon steel housings the lightest, strongest 


shape housing that available today. 


if? 


Both plan “repeat” later this 


year. 
* 

success these shows indi- 
cates that truck operators are 
interested looking transporta- 
tion equipment, Similar shows can 
successful trucks are equipped 
meet the major hauling activi- 


IKC Motor Express Opens 
Terminal Indianapolis 


INDIANAPOLIS. Indianapolis- 
Kansas City Motor Express Co. has 
opened new terminal here part 
$15 million expansion and 
equipment-purchase program. 

The company, known “IKC,” 
provides East-West service from 
Richmond, Va., Kansas City. The 
new terminal two-story struc- 
ture 2502 Howard St. 
336 feet long and feet wide 
the dock. 


Axles are the 
Accepted 
Standard 


ties the area and the event 
properly 

While such shows may not 
entirely take the job selling 
out the “discount 
phase entirely, they give the 
truck salesmen something talk 
about and prove them that 
buyers are interested the 
product. They also act educa- 
tional features for both the buy- 
ers and salesmen. 


Perhaps would not going 
too far suggest that the results 
these two dealer showings, both 
held under 
weather conditions, indicate that 
the truck industry could well in- 
vest area showings and caravans 
similar those used shortly after 
the Korean War. 


these shows and caravans, 
body and equipment manufacturers 
were happy cooperate mount- 
ing their bodies and equipment 
the trucks and furnishing experts 
aid the presentation. 


Both Graham and Edwards 
found equipment distributors 
their areas most cooperative 
both supplying the bodies and 
equipment and furnishing man- 
power for the shows. 


Louisville Named 


Tentative Site 
For 1959 Roadeo 


LOUISVILLE.—The National 
Truck Roadeo Committee the 
American Trucking has ten- 
tatively approved plans hold the 
1959 Roadeo the Coliseum the 
Kentucky Exposition Center here 
Sept. 24-26. 

Ordinarily the annual classic, 
which tests the professional skill 
the nation’s top truck drivers, 
held conjunction with the ATA 
annual However, this 
year was decided hold sep- 
arately more central location 
than Los Angeles, site the ATA 
convention. 


The Roadeo committee voted 
limit the number competitors 
the finals two drivers each 
the five truck classes. past 
Roadeos there were three finalists 
most classes. 


Another rule change adopted 
the committee extended the length 
single axle semitrailers used 
the competition from minimum 
feet not less than feet, and 
four axle semi-trailers from 
feet minimum 35. 


The committee also added pro- 
vision requiring competitors spe- 
cialized classes, such tank trucks, 
take special written tests, special 
equipment checks and drive least 
one special problem the Roadeo 
course. 


Private Carriers 
Get Manual 


Reciprocity Rules 


compilation 
state laws and regulations ap- 
plicable “private carriers” 
interstate commerce, published 
under the title, “Reciprocity Man- 
ual,” has been sent members 
the Private Truck Council Amer- 
ica, Inc., according James 
Mann, managing director. 


said the manual designed 
enable American businesses 
which operate their own trucks 
comply with the laws the states 
through which their trucks operate. 


The manual loose-leaf form 
and will kept up-to-date through 
revision service, said 


“Research has shown consider- 
able difference, many instances, 
between the degree reciprocity 
granted the ‘private motor carrier’ 
and the ‘for-hire motor 
continued Mann, who added that 
“the material the ‘Reciprocity 
Manual’ has been checked 
official officials each state 
endeavor reach the highest 
degree accuracy possible.” 


Malboeuf, Ribakoff Expand 


WORCESTER, Mass.—Leo 
Malboeuf and Eugene 
Harr Motor Co. (Ford-Edsel) 
have acquired interests Aaron 
Heitin (Lincoln-Mercury-Eng- 
lish Ford) here. 


LARGEST MANUFACTURER AXLES FOR TRUCKS, BUSES AND TRAILERS 
\ 


LIFT-ARM 
UNDER-BODY HOISTS 


STEEL BODY COMPANY 
Galion, Ohio 


STAKE, PLATFORM, AND 
ALL-PURPOSE BODIES 


PERFECTION 
FRAME 
FRAMELESS 
DUMP 
TRAILERS 


in } 
3 
| 
q 
7 


¥ 


if 


HEAVY DUTY 
ROLL LIFT 
UNDER-BODY HOISTS TELESCOPICS 
(SINGLE TWIN) 
for dump hoists, 


and allied truck equipment. 

Perfection equipment and the know-how 
Perfection distributors help you sell ready-to- 
From standard body and hoist fitted 
your chassis the design special body. 
Write for literature and your name. 


CONTRACTOR 
STEEL ALUMINUM DUMP BODIES 


PERFECTION -STEEL BODY COMPANY 
GALION, OHIO. 


HYDRAULIC LIFT GATE 


News 


Credit Life Insurance Co. has an- 
sickness protection plan. The com- 
pany expects spur installment 


sales new cars and other major 
consumer items. 

Scribner, president, said 
the additional benefits are incor- 
porated credit life insurance 
without additional cost the cus- 
tomer. said that person 
should disabled sickness 
work for 120 days, Resolute 
makes his payments from the first 
day disability until can return 
work. 


ak. 


* 


Fire Thorn Ford 
Motorized Surrey— from the exploding tanks new 


Goldie, left, Goldie Dodge, Cleveland, uses this motorized 1895 three-alarm fire inflicted 
advertising gimmick. Goldie shown explaining how the ancient vehicle works heavy damage Thorn Ford Sales 
Cleveland suburban Catonsville. Police said 
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Auto News Brief 


about new cars, school bus and 


several trucks were destroyed. 
+ * * 


Renault Appoints Dealer 


SCHOFIELD, 
Service Corp. has been appointed 
Renault dealer here. Robert Phil- 
lipp general manager. 

* 


Rambler Dealers Elect 


CLEVELAND.—Sam Messerman 
has been elected president the 
Greater Cleveland Rambler Dealers 
Assn., succeeding Arthur Eng- 
lander. Other officers include 
George Sheffler, vice-president, and 
Henry Schritz, 


Washington State Create 
Motor-Vehicle Agency 


OLYMPIA, Wash.—A State 
agency take over many duties 
now handled the State Depart- 


THE 


SUN 


Here brand new concept automotive testing. complete, 
modern Testing Laboratory up-to-the minute today's 
vehicles, combining the popular Sun Scope for quick, 

accurate analysis ignition system operation with the 
precision testing units Sun's famous Motor Tester for 
pin-pointing hard-to-find engine troubles. 


The Scope Motor Tester completely A.C. operated further 
assure dependable, trouble-free service. 


This sensational tester one complete line Automotive 
Testing Equipment offered Sun Electric Corporation, 
world famous for quality, accuracy and dependability. 


Sun has twenty-eight service branches and two hundred and 
eighty field representatives, dedicated serving you best 
for better service operations. 


CORPORATION 


HARLEM AND AVONDALE CHICAGO 31, ILLINOIS, U.S.A. 


STAR 
PERFORMER 


SENSATIONAL 


NEW 


Scope Motor Tester 
MODEL 500 


the c@mplete line 
action 
Exhibit, 31st, 


amous 
the 


ment Licenses will created 
this year. 

This department would re- 
sponsible for most functions in- 
volving motor vehicles, including 
the examining and licensing 
drivers, licensing cars and 
trucks, collecting the State gas tax 
and administration the financial 
responsibility laws. 

* * * 
Murray Completes Additions 
Nearly Doubling Facilities 


TOWSON, Md.—Murray Corp. an- 
nounced has completed additions 
and modernizations nearly doubling 
the size its facilities. 

Further expansion under study 
accommodate new products soon 
introduced, said the 25-year- 
old manufacturer automotive 


products. 


SIC Opens Branch Office 


AMARILLO, Tex.—Southwestern 
Investment Co. has opened new 
office 4006 Washington St. here, 
bringing the number offices 
now operated SIC. 

* * 


Michigan Reduction 


Insurance Premiums 


LANSING.—The State Insurance 
division has approved reductions 
liability, property-damage and col- 
lison premiums for passenger-car 
Comprehensive coverage 
will more expensive. 

Bodily-injury and property-dam- 
age premiums were reduced 
the average $100 yearly policy, 
and collision insurance was cut 
$5. Comprehensive coverage, 
which includes such items fire, 
theft and glass breakage, was in- 


creased $4. 


NEW Oil Co. 
has moved its world headquarters 
from San Francisco into new $10- 
million building Los Angeles’ 
Wilshire Bivd. The move coincided 
with the company’s 80th anniver- 


sary celebration. 


Brooks Stevens Associates 
Dedicates New Building 


MILWAUKEE. Brooks Stevens 
Associates, industrial design firm, 
has dedicated its new $300,000 de- 
sign center 4001 Wilson Drive. 

Three firms occupy the three- 
story building. North American 
Life Casualty Co. and Brooks 
Stevens Associates are co-owners 
the structure. Milprint, Inc., 
packaging manufacturer, occupies 


one floor for its art studio. 
> > 


New Truckstell Division 


Acquires Enell Testmaster 


CLEVELAND.—Donald 
Meyer, president Truckstell 
Mfg. Co., has announced the forma- 
tion new division, Truckstell 
Products Co., with offices and man- 
ufacturing facilities Cleveland. 

The company was formed ac- 
quire Enell Testmaster, pressurized 
cooling system and cap tester for 
liquid-cooled automotive engines, 


said. 
> 


Sales, Marketing Firm 
Formed Beam Chemical 


MILWAUKEE.—Formation 
sales and marketing corporation 
handle worldwide distribution 
products manufactured Beam 
Chemical Co. has been announced 
Chemical. 

said Beam Products, Inc., has 
been incorporated take over 
sales, merchandising, advertising 
and public relations Beam Prod- 
ucts. The new firm headed 
Robert Long. 

* 


Corduroy Tire Distributors 
Credited for Sales Boost 


GRAND RAPIDS, Mich.—The 
development new distributor 
organization was announced 
Murphy, president Cordu- 
roy Rubber Co. 

For the past years, Corduroy 
has sold directly independent tire 
retailers. test program started 
November, 1957, Corduroy began 
setting exclusive Corduroy dis- 
tributors certain areas. 

“This new distributor organiza- 
tion one the reasons why 
Corduroy tire sales are 12-14 
percent far this year,” Murphy 
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said. “With the rapid expansion 
our distributor program, are 
expecting percent increase 
sales for 1959.” 

* 


Expansion Nylon Plant 


Double Enka Capacity 

NEW Enka 
Corp. has scheduled $7.5 million 
expansion its nylon plant 
Enka, which will double its 
capacity, according Bassill, 
president. 

This will Enka’s second nylon- 
expansion program—the first was 
completed this year—since Enka 
began nylon production 1954, 
Bassill said. 


Consolidated Freightways 


Buys Highway Units 


EDGERTON, Wis.—Three special 
platform trailers, which can con- 
verted quickly for open-top opera- 
tion, are among units sold 
Consolidated Freightways, Inc., 
Highway Trailer Co. was an- 
nounced Harold Meagher, High- 
way president. 

The three 40-foot tandem heavy- 
duty trailers will have fixed alu- 
minum bulkhead the front, 
Meagher said. The other units are 
40-foot tandem aluminum outer- 
panel Econovans. 

> 


Nutmeg Chemical Grows 


NEW HAVEN, 
Geisinger, president Nutmeg 
Chemical Co., announced the for- 
mation the Motive Specialties 
division Nutmeg Chemical. The 
division will manufacture and 
market Power-Pal products, diesel 
and gasoline fuel conditioners and 
affiliated products. 


Cincinnati Quarters Moved 


Suburb Clayton 


Mfg. Co. 
has moved its Cincinnati head- 
quarters from the downtown area 
new multipurpose facility 
3051 Exon Ave., Evendale. 

Eugene Marks, executive vice- 
president, said the new building 
will serve training school, 
warehouse, plant for manufactur- 
ing Clayton-Kerrick steam-cleaning 
compounds used with Clayton 
steam cleaners, and distribution 
center for all Clayton products. 

> > 


New Plant Ohio Opened 
Young Spring Wire 

oung Spring 
Wire Corp. has opened 66,000- 
square-foot manufacturing facil- 
ity Archbold, 

Ely, Young president, 
said the new plant the latest 
addition the company’s expan- 
sion and diversification program. 
The plant’s chief product will 
padding supports used auto 
seating, said. 


American Brake Shoe 


Begins Research Center 


COLUMBUS, O.—American Brake 
Shoe Co. has begun construction 
million research center adja- 
cent its Denison Engineering 
division here. 

The 30,000-square-foot building 
will known the Denison Hy- 
drodynamics Research Center and 
will operated Denison divi- 
sion. The center expected 
operation next summer. 


Firm Completes Addition 

Minnesota 
Rubber Co. has completed construc- 
tion 30,000-square-foot addi- 
tion its manufacturing facilities, 
according Robert Carlson, 
President. The new building will 
house the engineering and tooling 
department addition providing 


for additional rubber produc- 
on, 


Garage Owners Unite 
CEDAR RAPIDS, Ia—The Inde- 


Pendent Garage Owners Iowa 
has been formed promote better 


service and highway safety. 
Fox, Cedar Rapids, has been elected 
president. 

* 


Dorman Moves New Home 
its 40th 
anniversary, Dorman Products, 
Inc., has moved into its new 57,000- 
square-foot general offices and 
plant 5757 Mariemont Ave. 


* * * 


Duthler Ford Opens 


GRAND RAPIDS, Mich.—Duth- 
ler Ford, Inc., has opened its new 
$150,000 showroom and office 
building 555 South Beltline, 
S.E. Joe and Harvey Duthler are 
the owners the dealership. 


Dodge Dealers Honored 


KANSAS CITY.—Ervin Feld, 
président, Feld Motor Co. (Dodge- 


Plymouth), and Earl Davidson, 
president, Davidson Bros. Motor 
Co., Inc., have been presented 25- 
year plaques Wood, re- 
gional Dodge manager. 

* * * 


Safe Hauled Away 


BINGHAMTON, 
hauled off 800-pound safe con- 
taining least $1,400 cash 
Wendell Miller Motors Corp., Ves- 
tal, and stole 1954 Pontiac help 
the job. 


* * 


Read Erect Building 


BUFFALO.—Read Motor Co., Inc. 
(Ford), Williamsville, will start 
construction $250,000 building 
next spring nearby ac- 
cording Lawrence Read, pres- 
ident. 


* * * 


Helfrick Heads Ford Outlet 


PORTLAND, Ore. Thomas 
Helfrick has been named general 
Bussey the new general sales 
manager. 


Dealer Hospital Board 


Pryor, 
Oldsmobile dealer and president 
the Memphis Automobile Dealers 


Car for Invalids 


Cripple Designs Vehicle 
Which Seats Two 


driven car for invalids has been 
designed Isidoro Monfiel Tapia, 
gardenia vender here, who was 
crippled polio while boy. 

The vehicle manually operated, 
seats two and can reach top speed 
miles per hour. The four- 
wheeled car equipped with 
four-horsepower motor. 

Tapia, who has been unable 
walk since was designed the 
car make easier get around 
Mexico earn living. says 
manufacturers have shown interest 
the vehicle. 


Assn., has been elected president 
the board directors LeBonhuer 
Children’s Hospital. 


* * * 


Colburn Gives Franchise 


STANLEY, Col- 
burn, owner South Side Motor 
Co., has relinquished his Buick 
franchise and will confine his busi- 
ness used cars and service. 


Colburn had been Buick dealer 
here since 1939. 
* 


Reedman Adds Rambler 


PHILADELPHIA. Ralph Reed- 
man has opened Reedman Rambler, 
Inc., Langhorne, Pa, also 
operates Chevrolet, Dodge and De- 


Soto dealerships the same area. 
* * 


Bank Elects Dealer 


CORAL GABLES, 
Tutan, president and general man- 
ager Tutan Motors, Inc., was 
elected vice-chairman the board 
Coral Gables First National 
Bank. 

* * * 


Dealers Elect Garrick 


SALT LAKE CITY.— Mardell 
Garrick, Ephraim, has been named 
president the Juab-Sanpete chap- 
ter the Utah Automobile Dealers 
Assn. Fred Chapman, Nephi, was 
elected vice-president. 

* 


Ford Accountants Elect 
OAKLAND, Bay Area 
Ford Dealers Accountants Club has 
installed Tom Curtis president. 
Larry Bowman vice-president 
and Henrietta Camp, secretary- 
treasurer. 


difference 


The moment you contact your local Hercules 
distributor for recommendations dump 
bodies, hydraulic hoists and special truck 
equipment, realize there’s dynamic dif- 
ference Hercules service. 

Hercules’ widespread distributor organiza- 
tion offers full, friendly cooperation. Hercules 
distributors KNOW the sizes and types 
equipment needed for every application. 


Hercules Service 


. 


Best all, Hercules service doesn’t stop when 
the sale made. Well-equipped shops, plus 
factory-trained personnel provide fast, reliable 
service when and where you need it. 

Before you make your next sales proposal 
dump bodies and hoists for trucks trailers, 
get the Hercules service story from your local 
Hercules distributor. It’s powerful sales extra 


you can’t afford miss. 


HERCULES STEEL PRODUCTS COMPANY Galion, Ohio 


DUMP BODIES, HOISTS and DUMP TRAILERS 


FORD FAMILY. FINE CARS CLEARINGHOUSE 


wage inflation 


NO. 120 SERIES 


pricing out markets 


home and 


have just returned from brief six weeks’ tour Europe, during 
which tried find out all could about developments our own 
Ford interests and the European business scene. 


“As manufacturer automobiles, was most impressed 
the really striking improvement throughout Europe the design, 
manufacturing and merchandising automobiles and consumer 
durable goods: 


“You find single automobile plants producing many 2,500 
engines and 2,000 more bodies daily—levels production that 
compare favorably with operations here the United States. 
Moreover, seven countries are fast adopting modern managerial 
organization and practices. 


“Production cars and commercial vehicles will increase from 
about 4.25 million units this year million more 1965. 
1958 alone, Europe produced about 3.5 million passenger cars— 
compared our estimated 4.3 million—and 750,000 commercial 
vehicles compared our 800,000. 


Western Europe seems riding the private-enterprise 
road out the woods. think all have reason for both pride 


highlights these pages. 


Last fall, Ernest Breech, Chairman the Board, Ford Motor Company, studied 
first hand the various factors that have led the new and growing competition from 
European manufacturers both domestic and foreign markets. December 
discussed his speech before the Pittsburgh Chamber Commerce. Because 


the pertinence and timeliness Mr. Breech’s statement, are reproducing the 


and satisfaction this. Europe’s recovery has been major goal 
this country. 


NEW PROBLEMS FOR 


“Proud may the results, must also realistic and 
admit that the rate Europe’s progress poses new problems for us. 
Traditionally, course, Europe’s wage scales have been sub- 
stantially lower than ours. certain occupations the differential 
considerable. 


“For example, the cost per hour for purchasing automotive tools 
and dies from independent producers the Detroit area $7.90 
per hour, compared per hour England, low $2.38 
per hour $1.60 per hour Milan, Italy. 


“The current hourly base rate for Ford assembly-line worker 
the auto industry here $2.44, exclusive fringe benefits, which 
add, roughly, from cents per hour here, compared with 
$1.05 the United Kingdom and cents Cologne, Germany. 


“Traditionally, American industry has been able meet and bet- 
ter wage competition because greater capital investment, its supe- 
rior plant, equipment, managerial methods and economies scale. 


LOST ADVANTAGE 


have now largely lost this advantage, particularly industrial 
production. result stern self-discipline, many countries 
Europe have achieved balanced budgets and, certain instances, 
have had one more tax cuts. small contribution has been 
made wise and statesmanlike labor leaders and workers 
England, Germany and other countries, who repeatedly refused 
press for wage increases that they felt their countries could ill afford. 


“We, contrast, seem have been continuing spending 
spree. Industries have been pushed into excessive and repeated 
wage increases that have steadily widened the cost gap between 
ourselves and Europe, and cut sharply into our former advantage 
productivity. 


“One our foremost national authorities international 
economics, Mr. John McCloy (Chairman the Board, Chase 
Manhattan Bank, New York City), recently had this say: 


have face the fact that, many lines, are pricing 
ourselves right out the world market. make 
clear all that have keep prices and costs down. have 
make better products and have work longer and harder 
make them.’ 


HOW CAN MEET THE CHALLENGE? 


“How America going face the challenge swift industrial 
development abroad—the combination fast-growing productivity 
and efficiency with low wage rates that threatens our competitive 
position, not only world markets, but also our domestic market? 


“First, should fall back trade restrictions? 


return more-restrictive trade policy would, course, 
have severe international repercussions. would bring sharp 
reprisals tending seal off from growing markets throughout 
the world. The long-term effect would contract the scope 
our total economic activity, throttle our growth and weaken 
our leadership and influence the world. 


sure that you will agree that, rather than seeking restrict 
trade, should doing the things that will enable compete 
—to swim strongly stream expanding world trade. 


America’s cost. disadvantage continues increase, however, 
seems must anticipate increasing flight American 
capital and much more ‘sourcing’ parts and products abroad. 
trend this direction already evident. 


TRADE TWO-WAY STREET 


“Here want point out that, whatever our own problems 
cost reduction, must granted full and free competitive access 
foreign markets. The theory that trade two-way street 
applies just much our foreign competition does us. 


are give free access the American market foreign 
producers with size and efficiency comparable ours and with 
substantially lower wage costs, must ask equally fair crack 
their markets. 


“Today, some European countries have tariff and quota barriers 
effective, penalties high, virtually exclude all imports 
various U.S. manufactured goods. 


“Let remember, however, that even were achieve 
perfectly free access world markets, would little good 
unless find ways make our costs and, consequently, prices, com- 
petitive. This must are sell those markets well 
competition with foreign goods our United States markets. 


HOW CAN COMPETITIVE? 


can keep our manufacturing costs competitive? 


“First all, can intensify the development and introduction 
more efficient, cost-saving machinery and methods. that, 
must have expanded capital investment. And that, turn, 
means that industry must have profits adequate create and 
attract that capital—profits that are not excessively taxed 
squeezed death between the pincers soaring costs and price 
resistance. 


“But, ultimately, the great problem before lies halting the 
present trend toward inflation. you all well know, the reasons 
behind the waning value the dollar are many and complex. 
All are fault. 


“The most insidious single factor all has been repeated annual 
wage gains excess productivity. The fact that corporate 
employes’ income has increased substantially recent years, while 
prices have gone up, and while corporate profits have notably failed 
grow, all underlie the situation described Mr. McCloy—the 
wage-costing American products out the world market. 


“Tt seems clear that, the present pattern inflationary wage 
increases permitted continue, the final consequence must 
price ourselves not only out foreign markets—but out our 
own markets well. 


“People are beginning see the problem. Let’s hope enough 
can benefit the lessons the recent past that will not 
have through much tighter wringer before corrective action 
finally taken. 


“After all, have everything need meet this problem: 
the talent, the intelligence, the rich resources our nation’s 
unparalleled industry and agriculture and raw materials. The 
American dream lies before bright and untarnished ever. 
must not let stung death the wasp wage 
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Across the 


Auto Dealer Changes 


The following dealers have been 
appointed represent Fiat Motor 
Co., Inc.: 

Don Van Slyke Motors, 310 
Broad St., Gadsen, Ala.; McConnell 
Bros. Motor Co., Montgomery, Ala.; 
Tokey Motor Co., Clearwater, 
Wynn-Ross Motor Co., St. Peters- 
burg, Fla.; Tom Wolfe, Inc., Tampa, 
and Pritchett Edsel Sales, 


Ives Opens Ford Deal 


Ives Ford has replaced 
Motor Co. the franchised Ford 
dealer Buffalo. Albert Ives, 
who also operates Ford dealership 
Phelps, Y., president the 
new Buffalo firm. 


Dave Kirksey Opens Deal 


Dave Kirksey Motors, Inc. 
has opened 
Bessemer, Ala. Dave Kirksey, 
president, formerly was with 
Kirksey Motors (DeSoto-Plym- 
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outh), Birmingham, Ala, 
Clayton vice-president and 
sales manager. 


Brady Gets Franchise 


Brady Motors, Inc., has received 
the Mercury-E fran- 
chise Greensboro, The firm, 
headed Everett Brady, will take 
over the building formerly occupied 
Bill Ingram Motors, Inc. 


O’Daniel Buys Deal 
Bernard Evansville, 
has purchased Starnaman 
Oldsmobile Co. Omaha. The firm 
will known O’Daniel Oldsmo- 
bile, Inc. 


Correct Dealer Listings 
Announced Fiat 


Changes have been made the 
names and/or addresses some 


listings are: 
Mark Motors, Inc., North 


Santa Anita Pasadena, 
Economy Motors, 101 State 
Santa Barbara, Calif.; 
dealers representing Fiat. Corrected| Motors, 1900 Federal Highway, 
Fort Lauderdale, Brass Mo- 
tors, 206 East Commercial St., San- 


Service Managers Visit Cadillac— 


Shown arriving the Cadillac plant Detroit are members the Chicago Cadillac 
Dealers Service Managers Club. The group men were greeted and hosted 
Robert Phillips, general service manager, who shown shaking hands 
with the last passenger get off the bus. 


Martyne 
Inc., 


There’s RED TAPE 
when you 


All takes phone call put your 
Galion distributor your service. 
knows bodies and hoists and how com- 
bine them for any application your cus- 
tomer needs. And he’s backed 
facilities and know-how give you fast, 
dependable service. Galion’s nationwide 
network distributors assures your cus- 


tomers service when and where they 
need it—keeps them sold. 

Galion bodies and hoists are competi- 
tively priced, too, you can bid low 
contracts without cutting your profit 
margin. matter what you need 
bodies and hoists—one call all takes. 
GALION! 


GALION Dump Bodies, Trailers 


GALION ALLSTEEL BODY COMPANY GALION, OHIO, U.S.A. 


ford, Italian Imported Cars, 
Inc., 500 West Peachtree St., N.W., 
Atlanta; Foreign Cars Bergen, 
Route Hackensack, J.; 
Webb Motors, 1235 University Ave., 
Rochester, Y.; Cain Motor Sales, 


Inc., 315 Crouse Ave., Syracuse 
Italian Motor Car Co., 
Street, Paso, and 
Hull-Willet Motors, Inc., 122 North 
Central Ave., Staunton, Va. 

* 


Givan Buys Telluride 


Telluride Motor Co., Provo, 
43-year-old firm, has been 
operated Givan Ford 
Givan, who owned dealerships 
St. George and Cedar City, said 
has disposed his Southern 
Utah businesses. Paul Vincent, who 
headed Telluride years, has re- 
tired. 


* 


Taber Pontiac Now 


Gouldman-Taber Pontiac, 
161 Ivy St., Atlanta, has been re- 
organized and renamed Taber Pon- 
tiac, Inc. Earl Gouldman has 
retired president and treasurer 
and Earl Taber the new pres- 
ident. 


* 


Ford Deal for Lemke 


Lemke, formerly gen- 
eral field manager for Ford 
the Cleveland district, has opened 
Lemke Ford Sales, Hudson, 
The dealership formerly was 
Myers Ford Co. 

a 


Akin Buys Ford Deal 


Frank Akin, formerly sales 
manager for McRoberts Ford, 
Gresham, has purchased 
Dunning Ford, Brookings, Ore. The 
dealership, which has branch 
Gold Beach, Ore., will operated 
Frank Akin Motors. 


Loveless Sells Deal 


Mrs. Wilmer Loveless has sold 
the Loveless Chevrolet Co. De- 
Witt, Ark., Stanley Simpson, 
Colvert and Davis jr. The 
new owners are operating the busi- 
ness Simpson Chevrolet, Inc. 

> 


Henderson Opens Deal 


Henderson Inc. 
has opened Tampa, The 
dealership headed “Peck” 
Henderson, former Dodge Houston 
district manager and Dallas as- 
sistant regional manager. 


Everett Buys Dodge Deal 


Everett Motor Co. (DeSoto- 
Plymouth) has purchased the 
Dodge dealership Statesboro, 
Ga., from Lannie Simmons. 

> > 


Fiat Deal Atlanta 


Car Co., newly 
franchised Fiat dealership, held 
open house its showroom, 741 
Spring, Attending the 
event was Franklin Roosevelt 
Fiat distributor and Washington 
and the Southeast. The firm 
owned Tom and Jim Downing. 

> > 


Tommie Vaughn Build 


Tommie Vaughn Motors, Inc. 
(Ford), Houston, has awarded the 
construction contract for its new 
four-acre site Shepherd and 
Twelfth St. The firm, which now 
occupy its new quarters May. 


Kearns Takes Two Lines 


Kearns Motor Co., 508 Cherry 
St, Olympia, Wash., has been 
franchised handle Mercury and 
Edsel. 


DKW for Kolar’s 


Kolar’s, 1205 Pine St., has been 
appointed DKW dealer. 


* 


Stephens Retires, Sells 

Stephens, Lincoln-Mer- 
cury dealer Longview, Wash., 
has retired from the auto busi- 
ness and sold out Sparks Mo- 
tor Car Co., Longview. 


M-E-L Signs Young 
Ralph Young has formed 
Ralph Young, Inc., Quincy, 
handle Mercury, Edsel and Lin- 
coln. has sold his interest 
Montgomery Carrott Ford. 


Founders’ Sons Head Deal 


New partners Dooley Brothers 
(Chevrolet-Oldsmobile), Somerville, 
are Harry Dooley and 
Bernard Dooley. Their fathers, 
Harry Dooley and the late 

(Continued Page 71, 
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Across the 


Auto Dealer Changes 


(Continued from Page 70) 


Michael Dooley, founded the| York State, according President 
dealership 1919 and handled the| Edward Kirchmeyer. 


same two makes for nearly 


ars. 
ye * 


Delta Adds Taunus 


Delta Mercury, Inc., 2201 Canal 
has been appointed exclusive 
New Orleans dealer for Taunus. 

* * * 


Becker Adds DeSoto 


Becker Motor Co. (Dodge- 
Plymouth), New Breunfils, Tex., 
received DeSoto franchise. 

= * 


Stevenson Expands 
Stephenson Buick Co., New Or- 
leans, has been appointed dealer 
for the English Hillman and Sun- 
beam cars. 


Baker Adds Franchises 


Stan Baker Motors (Dodge- 
Plymouth), Salem, has ac- 
quired Chrysler and Imperial fran- 
chises. James Randall, sales 
manager, said new models will 
housed new showroom 340 
High St. The firm eventually will 
discontinue Plymouth, said. 


Andersons Buy Deal 

William Anderson and his son, 
William have taken over Arm- 
strong Goetz, foreign car deal- 
ership 106 Grand Ave., 
Ore. Anderson Motor Car 
Co. will become distributor for the 
Rootes Group. 


Davidson Sells Heaston 


Joe Heaston Joe Heaston 
Motor Co. (Edsel) has purchased 
Davidson Motor Co. (Lincoln- 
Continental-Mercury) 1318 
Fourth W., Albuquerque, 
Heaston also adding the German- 
built Taunus the line. 


Cohen Named DeSoto Dealer 


Chelmsford Street Garage, Inc., 
Lowell, Mass., has been appointed 
DeSoto-Plymouth dealership. 
Cohen president the 
company. 

> 


From Edsel Plymouth 


new single-line Plymouth deal- 
ership Lees Plymouth, Inc. 
has opened Temple City, Calif., 
under direction Lee Halgren. 
Halgren had operated 
dealership Monrovia since Sep- 
tember, 1957. 


Rhodes-Erskine Sold 


Bill Hoehn and Rudy Vandeburg 
have purchased Rhodes Erskine 
Chevrolet, Beverly Hills, Calif. 


> > 


Toronto Deal Opens 


Donway Motors has received 
Ford-Edsel franchise Toronto, 
Ont. Joseph Lenneard president 
firm located 895 Millwood 


* 
Memphis Gets Rambler 


Rambler, Inc., the 
new outlet for American Motors 
Memphis. Rieke, former 
wholesale manager Southern 
Motors, Inc., the firm’s general 


manager. 


* 
Phillips Motor Moves 


Motor Co. (Chrysler- 
Dodge-Plymouth) has opened for 
business its new aluminum build- 
ing 409 Walnut Helena, 


Fiat Signs Kline Chevrolet 


Kline Chevrolet Sales Corp., 
Norfolk, has been fran- 
chised sell the Italian-made 
Fiat and adjacent Hampton 
Roads communities. Irving 
Kline president the firm. 

* 


Kirchmeyer Buys Gillen Deal 


Kirchmeyer Motors, Inc., 1170 
Main St., Buffalo, has purchased 
Gillen Motors, Inc., 3445 Delaware 
Ave., Kenmore, The merger 
makes the new firm, renamed 
Kirchmeyer, Inc., the largest 
Lincoln-Mercury dealership New 


* 


Jones Joins Hessell 

Appointment Palmer Jones 
general sales manager Hessell 
Chevrolet Segundo, Calif., has 
been announced. Jones, from 1936 
1941, was Chevrolet dealer- 
partner Segundo and Her- 
mosa Beach. 

* 


Pendarvis Adds Olds 


Pendarvis Chevrolet Co., Edge- 
field, has been appointed 
Oldsmobile dealer for Edgefield 
County. 


Koopmans Deal Opens 


Henry Koopmans Sons, Inc., 
new Chrysler-Imperial deal- 
ership 1901 Whittier 
Whittier, Calif. The elder Koop- 


mans has had some years’ ex- 
perience automobile 
* * * 


Harrison for Ford 


Julian Harrison, Inc., the name 
7th Ave. Rome, Ga. Harri- 
son jr. president. 


Donaldson Sells Out Turk 


Mike Turk has acquired Donald- 
son Chevrolet Co. (Chevrolet- 
Cadillac), East Liverpool, O., from 
Glenn Donaldson. announced 
will merge the firm with his Buick 
dealership. 

* * * 


Holland Ford Moves 


Cecil Holland has moved his 
Miami Ford dealership 
163rd St. Dixie Highway, 
North Miami Beach. 


* * 
More BMC Dealers 


Appointed Six States 


British Motor Corp. has an- 
nounced the appointment six 
more dealers six states. They are: 

Horner Motor Sales, Inc., Salis- 
bury Salisbury, Md.; Bernard 
Motors, Box 19, Hickory, 
C.; Ross Motor Sales, Inc., 

(Continued on Page 76, Col, 1) 


Dodge Veteran Dealers— 
Four Los Angeles area Dodge dealers pose with Jack Hansen, second from 


Dodge regional manager, and 1933 Dodge. The car was produced the the 
dealers went into business with Dodge. The dealers, recipient 25-year awards 
from the company, from left, are Claude Short, Santa Monica; Joscelyn, Culver 
City; Lonnie Hull, Los Angeles; and Chet Rodgers, San Pedro. 


For Top Performance and Lowest Cost Per Mile— 


EATON 


AXLES 


MANUFACTURING COMPANY 


takes the 


RIGHT TRUCK 


for the 
and the 


RIGHT AXLE 


the Truck! 


There RIGHT AXLE 
Eaton’s Full Line 
Types and Capacities 


Every hauler knows how important buy 
trucks that are RIGHT FOR THE JOB. Dollars 
invested for ample capacity and the right equip- 
ment handle the job, are paid back many times 


over—in reduced maintenance, lower operating 
costs, and longer truck life. 


When truck purchased, important that 
specifications call for the RIGHT AXLE FOR THE 
JOB. The hauling job may call for single reduction, 
double reduction, 2-speed—and perhaps tandem 
drive axles. There Eaton Axle the right type 
and the right size—backed almost years 
axle manufacturing experience, and proven 
-in more than two 


Through research, engineering, and testing, Eaton 
Axles are continually improved design and metal- 
lurgy give haulers extra thousands trouble- 
free miles without adding weight cost. 


AXLE DIVISION 


CLEVELAND, 


| | | : 
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Auto Personnel 


Brown Instruments division, Min- 
neapolis-Honeywell Regulator Co., 
has appointed John Moxness 
market manager for pyrometer 
supplies and accessories. had 
been administrative assistant the 
manager the company’s Wabash 
(Ind.) plant. 


+ 


Wingert Heads Store 
Wingert has been appointed 
manager new farm-equipment 
store opened International Har- 
vester Co. Alexandria, La. 


Tusher Named Export Chief 


George Tusher has been ap- 
pointed director exports for 


James Heintz Co. 


Electric Storage Ups Smith 


Monroe Smith, former comp- 
troller Electric Storage Battery 
Co., Philadelphia, and now general 
manager its industrial division 
and Jessall plastics division, has 
been elected vice-president the 


company. will continue direct 
the operations the two divisions. 


Bosch Boosts Whelan 


Robert Whelan has been 
named assistant manager service 
sales for American Bosch division, 
American Bosch Arma 
Springfield, Mass. joined the 


company 1950 and most recently 


has been service sales representa- 
tive for Minnesota, Wisconsin and 
the Dakotas. 


ACF Advances Correa 


Henry Correa has been named 
marketing vice-president for ACF 
Industries, Inc. Formerly foreign 
operations vice-president, will 
continue supervise that activity. 


Thompson Retires 


Thompson, Twin Cities dis- 
trict sales manager for the former 
Lincoln-Mercury sales office, has 
retired after years the auto- 


motive industry. Thompson joined 
Ford Motor Co. 1946 Lincoln- 
Mercury district sales manager 
Des Moines. 

+ 


Mack Appoints McDevitt 
Providence Branch Manager 


was appointed assistant secretary 
and assistant general counsel. 
Omacht has been Associates’ gen- 
eral counsel since 1920, Moo and 
Bryant formerly were assistant 
general counsels, Moo since 1955 
and Bryant since 1949. 
* 


John McDevitt has been ap-|Martin-Senour Promotes 


pointed district 
manager the 
Providence 
branch Mack 
Trucks, Inc. 
Formerly New 
England sales rep- 
resentative, Mc- 
Devitt has served 
with Mack since 
1948. Prior 
joining Mack 


Rhode Island 
sales representative for the Trail- 
mobile Trailer Co. 

* 


Omacht, Moo and Bryant 


Promoted Associates 
George Omacht has been 
elected vice-president and senior 
counsel for Associates Investment 
Co. Paul Moo was named gen- 
eral counsel, and Paul Bryant 


DEALERS 


Mapes Automotive Sales 

Mapes has been named 
automotive sales promotion man- 
ager for Martin-Senour. 

Mapes, who joined the paint 
firm years ago, had been 
territorial manager the Martin- 
Senour automotive 

+ 


Clark Appoints Lloyd 


served for year| Southeast Representative 


William Lioyd has been ap- 
pointed represent the Automo- 
tive division, Clark Equipment Co. 
the Southeast states. 

will based Atlanta and 
will cover North and South Caro- 
lina, Georgia, Florida, Alabama and 
parts Tennessee. 


Dayton Rubber Ups Slutz 


William Slutz has been named 
Dayton district manager replace- 


ment tire sales for Dayton Rubber 
Co. His territory covers Ohio, West 
Virginia, northern Kentucky and 
all Indiana except the northwest 


section. 


White Realigns Staff 
National Sales Group 


William Peterson, former 
promotion and advertising director, 
has been appointed head the 
newly-formed sales engineering de- 


W. L. Peterson 


partment White truck division, 
White Motor Co., Cleveland. 
Assigned the same department 
Speece who will manage 
field engineering activities. Speece 
has been associated with White for 
(Continued on Page 74, Col. 3) 


ASK YOUR 


DAYBROOK 
DISTRIBUTOR 


MABAMA—FAIRFIELD—Duncan Mfg. & Equipment Co_ Inc. 

ARITOMA—PHOE NI X—Western Truck Equipment Co. 

CALIF ORMIA—FRESNO—Utility Trailer 2. « Los 
—Brown Bevis industrial Equipment 
Hoist Co. (Maywood) « OA 


CONMECTICUT—SOUTH NORWALK—Truck Equipment Co. Inc 
DISTRICT OF Fruehau! 
Trailer Co., inc. 
FLORIDA—BRADENTON—Miller Sales, inc. + JACKSONVILLE— 
Florida Trailer & Equipment Co. « MIAMi—DeBoliac Truck Equip- 
ment Co. « pany, inc. « W. PALM 
BEACH—DeBoliac Truck Equipment Co. 
@EORGIA—ATLANTA—Brooker Truck Equipment Co. ' 
Equipment Corp. « SPRINGFIELD 
—Capito! Trailer & Body Co. 
INDIANA EVANSVILLE Superior Co. FORT WAYRE— 
Hoosier Truc INDIANAPOL!S—Municipal 


Equipment. 
Equipment Co.°*** « Commercial Body. 
inc. © SOUTH BENO—General Equipment & Machine Co. | 
1OWA—DES MOINES—Jobbers Supply Co. SIOUX 
Continent Equipment Co 
KANSAS—KANSAS CITY—Western Truck Equipment Co. SALINA 
—Ginder Hydraulic & Machine Shop 
KENTUCK Y—LOUISVILLE—Tom Rice, Inc. 
LOWISIAMA—BATON ROUGE—Deslers Truck Equipment Co. + 
SHREVEPORT—Deslers Truck Equipment Co. 
MARYLAND—BALTIMORE—Warner Fruehauf Trailer Co, Inc. 
MASSACHUSETTS—BOSTON—W. F. Lacey & Sons Co. (Medford) 
MICHIGAN—DE TRO! T—Detroit F Branch—Daybrook Hydrauhc 
Division « GRAND RAPIDS—Ali Truck Equipment Co. « 
LANSING—Truck & Trailer Equipment Co. « SAGINAW—Scien- 
tfc Brake & Equipment Co 
Body & Equipment Corp. 
MINMEAPOLIS—Charles Olson & Sons, ine « ST. PAUL— 
Power Brake & Equipment, inc. 
MISSOURI—ST. LOUIS—Steelweid Equipment Co. Inc.; McCabe- 
Powers Auto Body Co.* 
ACKSON—Bus Supply Company 
inc. MISSOULA— Superior 
Coach Sales* 


NEBRASK A—OMAHA—Omaha Body & Equipment Co. Inc. 
MEW JERSEY—NEWARK—industrial Truck Equipment Corp. « 
THOROFARE—H. A. DeHart & Son 
NEW MEXICO—AL BUQUERQUE—Timpte Bros, Inc. 
NEW YORK—ALBANY—Estate of Andrew Ronan BUFFALO— 
y Truck Equipment Corp. « NEW YORK—Ammel Brake 
; J. C. Truck Equipment, inc. (Garden City Park); Andrew W. 
inc. (Flushing)**** © SHERMAN—Sherman Hydraulic Co. 
« SYRACUSE—L. B. Smith, inc. « TROY—Howe Brothers 
WORTH CAROLINA—CHARLOTTE—Twin-States Equipment Co. 
WORTH DAKOTA—FARGO—Travis Bros. Body Works 
OHIO—CINCINNAT!—Melvin Aston Welding Co. « CLEVELAND 
—Schaefer Body, inc. « COLUMBUS—Harry J. ere: & Asso- 
ciates, inc. « DAYTON—Kencar Equipment Co. TOLEDO— 
Riedy-Manner Truck Com. « YOUNGSTOWN—Dentry 

Truck Body & Trailer Service Co. 

OKLAHOMA—OKLAHOMA CITY—Dale George Co. TULSA— 
Truck Parts & Equipment Co. 

OREGON—PORTLAND—Utility Trailer & Equipment Co., 
Air Mac, inc.* 

PENNS YLVANIA—ALLENTOWN—Allentown Brake & Wheel Service 
« CAMP HILL—L. B. Smith, Inc. « ERIE—Farm Equipment Co. 
HUMMEL’S WHARF—Traiico Mfg. & SalesCo. « LANCASTER— 
Lancaster Auto Spring Co. inc. « PHILADELPHIA—S. J. Eskin « 


PITTSBURGH—Barati Brothers; Brinker Supply Co.°*** « 
Co., Inc.*** «© WILLIAMS- 


tne. ; 


SCRANTON—Scranton Brake 
Da PORT—Servall Machinery & Supply Corp. 
mpany, inc.; Va 
LOADING UNLOADING NASHVILLE—Tennessee Stee! Prod- 
ucts, Inc. 
TEXAS—AMARILLO—King Trailer Equipment DALLAS 


Loading and Unloading are Big 
Factors Truck Transportation 


Deliveries are never completed until merchandise loaded onto and 
unloaded from the truck. Daybrook Power Gate® equipped trucks 
are the economical method for completing the delivery cycle. One 
man with the use modern merchandise handling methods com- 
pletes individual deliveries quickly and safely. 


sell modern truck delivery methods 


wipment Co. « HO STON—Truck Parts & tome 
ANTON Body Corp.** « WICHITA 
Longhorn Trailer & Body Co. 

LAKE CITY—Flinco, inc. 

VIRGINIA—RICHMOND—Baker Equipment OnE Co., inc.; 
Mclihany Equipment Co., inc.* « Weiding & 
Machine Co.; Mclihany Equipment Co., Inc.* 

WASHING TON—SEATTLE—Transport Trailer & Co., Inc.; 
Air Mac, « SPOKANE—Spokane inery Co., Inc.; Air 
Mac, iac.* 

WEST VIRGINIA—WHEELING—Power Brake Co. 

WISCONSIN—APPLETON—Auto Body Works, Inc. « MILWAUKEE 
—Motor Truck Body Co.; Brake & Equipment Co., Inc.* 

Ekombe 


CANAD im Windser, Ontario, Coneda 
Enginecring, Ltd., and distributed by Beaver Hydraulic Equipment, 
Ltd., Montreal; Bills Weldin; yy SS Thomas; Edmonton Truck 

Elcombe nd Service, Kingston; Elman 


The Hudson Company, well-known 


Detroit department store, speeding 
deliveries and reducing costs truck fleet 
the use Daybrook Power 
applications. Besides the 
off” handling from home delivery trucks 
bulky furniture and heavy appliances, 
Power Gate methods expedite parcel 
deliveries routed warehouse transfer 
equipped with casters. 


tru tha Motors, Sydney; Sam Glidden, Clinton; Kunec Machine Works, 
profits! Daybrook Truck Equipment distributors want work with 
JAVANA—Cuban Agricultural Services, Inc. ‘ 
truck sales organizations and are fully equipped offer sales appli- 
ANGELES, CALIFORNIA—Hooper Body & Equipment 
cation assistance, complete line truck equipment, installation 
***indicates Power Gate distributor only. 3 
¢***indicates Power Packer distributor only. 
distributor list current at time of publication. 


DAYBROOK DUMP BODIES HOISTS POWER LOADER POWER PACKER POWER GATE 
DAYBROOK HYDRAULIC DIVISION YOUNG SPRING WIRE CORPORATION BOWLING GREEN, OHIO 


or 


GMC Dealers swear Operation “High Coast-to-coast they insist 
it’s generating more excitement than ever before. And wonder. Now 
they are greeting buyers with the greatest array new trucks and money- 
saving advances that ever rolled off assembly line! Operation “High 
Gear” proving means business and plenty for GMC Dealers. 
They’re getting unprecedented support, too, with gigantic advertising 
push. Blockbuster ads national magazines! Mammoth inserts voca- 
tional magazines! huge direct mail campaign! Profit-building promo- 
tions! That’s why GMC Dealers are setting the fastest sales-pace trucks 
today. GMC Truck Coach—a General Motors Division. 


From 45-ton General Motors Leads the Way! 


New lightweight aluminum 
Cruiser!” 
Complete selection 
pickups! Largest 

choice six-wheelers today! 
These are just few 

the big new advances from 
Operation 
—the biggest engineering, 
design and quality- 

control program the industry 


has ever known. 
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years, the company’s engineer- 
ing department. 
* * 


General Ups MacArthur 


John MacArthur has been 
promoted manager General 
Tire Rubber Co.’s Cincinnati di- 
vision. replaces Darbro, 
who was appointed regional man- 
ager new distribution. 

+ * 
Martin Joins Rubbermaid; 


Will Handle Sales 


Charles Martin, president 
Martin Co., has left his own com- 
pany join the permanent sales 
organization Rubbermaid, Inc. 
formerly was sales represen- 
tative for Rubbermaid. 

Martin will handle sales the 


pointed industrial relations man- 
ager the Lincoln assembly plant 
Wixom, had been 
manager industrial relations 
the Mercury station wagon plant 
Wayne, Mich. 

* * 


Lane Heads Oil Group 


Olen Lane, vice-president Con- 
tinental Oil Co., Los Angeles, has 
been elected president Western 
Oil and Gas Assn. succeeds 
Bowlby, Shell Oil Co. Other officers 
are: Staples, Tidewater Oil 
Co., first vice-president; Howard 
Pyle, Monterey Oil Co., second vice- 
president; Wallace, Western 
Gulf Oil Co., treasurer, and Felix 
Chappellet, vice-president, secretary 
and general manager. 

* 


Vincent McMahon, seated left, president, McMahon Ford Co., St. Lovis, signs company’s automotive products 
right, Ford St. Metropolitan New York, 


Ford sales agreement the office Harry Lidgard, seated 


district sales manager. Looking are, standing from left, Edward Schneider, 


general manager, and Peirce, assistant distri 


past president the Missouri Dealers Assn., McMahon had been one 


sales manager. 


M-E-L Shifts Tigue 
Joseph Tigue has been Revenue. onetime chief clerk and 


Commissioner Sanchez 
Benny Sanchez has been ap- 
pointed motor vehicle commissioner 
the New Mexico Department 


When CONTROL cannot 
question degree... 


Exacting engine control believed impos- 
sible only few years ago now the 
expected, not only modern aircraft 
and missiles, but also today’s automo- 
biles and trucks. And, this absolute ac- 
curacy demanded under temperature, 
pressure, and power conditions found, 
until recently, only laboratories. Tem- 
perature variations alone —80°F 
+160°F require almost continuous com- 
pensations today’s jet aircraft and 


missiles. More, these ever-increasing re- 
quirements must designed for ever- 
decreasing standards size and weight. 

For more than half-century, Holley has 
pioneered such developments as: lower 
automotive hood lines through smaller 
carburetors and fuel control systems for 
jet engines that save one-third the weight, 
one-fourth the space. That’s why two 
generations Americans the move 
have come depend Holley products. 


For more information about 
Holley products, automotive 
aircraft, write 


11955 NINE MILE RD. 
1-30 WARREN, MICH. 


FOR MORE THAN HALF-A-CENTURY 
ORIGINAL EQUIPMENT MANUFACTURERS FOR 
THE AUTOMOTIVE AND AIRCRAFT INDUSTRIES 


assistant commissioner the 
partment, was appointed 
Gov. John Burroughs. 

+* * 


Cain, McLary Appointed 
Ingersoll Products 


Ingersoll Products division 
Borg-Warner Corp. has appo nted 
manager and Cain assistant 

The division located Chicago, 
manfactures farm implement 
parts, automotive stampings, wash- 
ing machine tubs, kitchen and bath- 
room fixtures, architectural porce- 
lain panelling, furnaces, carbon and 
alloy steel plate and cranes and 
hoists. 

* * * 
Division Eaton Names 


Schulz and Rankin 


Appointments Donald 
Schulz general superintendent 
and Leroy Rankin produc- 
tion manager the Saginaw divi- 
sion Eaton Mfg. Co. were an- 
nounced. 

Schulz was formerly production 
manager. Rankin was assistant 
chief industrial engineer. 


Firestone Picks Walker 


Doyle Walker has been named 
Southwest division manager for 
Firestone Tire Rubber Co. Divi- 


sion headquarters are Dallas. 
* 


Bolta Appoints Read 


Auto Industry Sales 

Arthur Read has been named 
product sales manager charge 
automotive original equipment for 
Tire 
Rubber 
Bolta Products 
division, Law- 
rence, Mass. 

Read succeeds 
Carthy. has 
been with Bolta 
Products nine 
years and most 
recently was sales 
manager 
charge Bolta’s 
rigid sheeting division. 


Kolar Joins American 


American Emblem Co., Utica, 
has appointed John Kolar 
district sales manager for Michi- 


Laclede Ups Griesbaum 


Edgar Griesbaum has been 
appointed tubular products sales 
manager for Laclede Steel Co, 
succeeds Wimer, who retired 


after years with the firm. 


Pils Named Detroit Manager 


For Timken Automotive Unit 


James Pilz has been ap- 
pointed Detroit district manager 
for Timken Rol- 
ler Bearing 
automotive divi- 
sion. 

Pilz joined the 
company 1949. 
was employed 
Canton, O., for 
two years the 
automotive engi- 

neering depart- 
ment and then 

James the Detroit 
sales offices automotive divi- 
sion sales engineer. 


Walker Names Carroll 
Winner Sales Trophy 


Sam Carroll, Dallas district 
manager, has been awarded Walker 
Mfg. Co.’s Shattuck Trophy the 
company’s most outstanding whole- 
sale district sales manager during 
1958. 

The trophy named honor 
Arthur Shattuck, one the com- 
pany’s two original district man- 
Carroll started with Walker 

* * 


Goodyear Honors Callaway 


For Years Service 


Callaway, assistant the 
manufacturers sales vice-president 
Goodyear, has been honored 
business associates for his years 
service the rubber firm. Good- 
year President Russell DeYoung 
presented him 40-year 

One the country’s earliest and 
most enthusiastic boosters for bet- 

(Continued on Page 90, Col. 3) 


Every new business goes through 
period “trial fire”. There are 
always detractors who say cannot 
succeed. There are times when the 
pioneers wonder they will ever 
able clear path through the 
woods problems that were unfore- 
seen. The automobile warranty busi- 
ness exception. 


Now, after three years business, 
there longer any question that 
the automobile warranty doing 
important job and doing well. 


For the first time automotive his- 
tory, there actual shortage 
used This cannot attributed 
single factor, course, but there 
definite reason believe that war- 
ranties have played important 
part creating more business for 
retailers used cars. They have 
given the purchaser confidence 
warranted used car making him 
conscious the protection afforded 
outside, independent group 
automotive experts. 


121 offices throughout 
United States, Canada, 
Puerto Rico. 


Over one-half million cars war- 
ranted Consolidated member 
companies now the road. 


Saving the driving public 
more than million dollars 
month repair bills. 


And out literally hundreds 
small, regional warranty companies 
has emerged the only one that covers 
the entire nation—one that combines 


the strength four the country’s 


largest. This Consolidated War- 
ranty System. 


Both dealers and 
warranty holders protected 


Through the combined resources 
all four companies, the problems 
new industry have been overcome. 
Procedures have been streamlined 
... better inspection techniques have 
been developed more efficient 
claim settlement machinery has been 
set up. Experience with hundreds 
thousands cars has enabled 
evaluate each car properly. More 
claim and inspection centers have 
been established and training pro- 
grams for inspectors and claims ad- 
justers have been inaugurated. 


During the past months, savings 
warranty holders have amounted 


Warranty 
PARTS @ LABOR COVERAGE L. N 


millions dollars claims paid 
more than 90,000 individual war- 
ranties. guarantee the payment 
these claims under all warranties 


issued its member companies, 
Consolidated Warranty System pro- 
vides financial coverage indemnifie 
independent carriers. 


This record achieved spite 
great difficulties. has been pos- 
sible only because the patience 
and cooperation dealers who rec- 
ognized the potential the war- 


ranty powerful sales tool. 


are grateful this recognition 
and understanding. 


Warranty System 


Headquarters: Springfield, New Jersey 


NATIONAL BONDED CARS, INC. 


REGISTERED-TESTED CARS, INC. 


AUTO WARRANTY COMPANY 
AUTO LIFE PLAN 


Why 
stronger today 

than ever hefore 
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Main St., Sodus, Y.; Starring 


Motor Co., 700 Main, Denison, 


Tex.; Stanley Motor Co., 1242 
College St., Fayetteville, Ark., and 


Myers Motors, Inc., 412 First St., 
Duluth, Minn. 


* * * 


Park Circle Expands 


Park Circle Motor Co, (Chev- 
rolet, imported cars), Baltimore 
has completed $115,000 expan- 
sion program which included ad- 
ditions its showroom and parts 
and service departments. The firm 
now occupies acres. Imports 
handled Park Circle include 
Renault, Peugeot, Borgward and 
Alfa Romeo. 


Thompson Adds Edsel 


Thompson Motors, which serves 
the Baltimore suburbs Dundalk, 


been appointed Edsel dealer- 
ship. will continue handle 
Mercury and English Ford, 


* 


Buick Signs Kielty 


Kielty Motors, Inc, (Pontiac), 
Grand Forks, D., has added 
Buick franchise. Kielty 
the dealer. 


Liendecker Sells Burdick 


The Dodge-Plymouth dealership 
Carthage, Y., has been pur- 
chased Norton Burdick, Port 
Leyden, from Edgar Liendecker 
who will remain with the firm 
advisory and sales capacity. 


Krieger Takes Over 


Theo Krieger has resumed ac- 
tive management Krieger 


ton, ending the company’s 11- DeSoto dealer, and Joseph Ball, firm headed Galles 


month operation nationwide 
automotive management concern. 
* * * 


Signs Walker Motors 


Walker Motors, Inc., 3418 Main 
Yakima, Wash. has been 
named dealer for Volkswagen. 

* 


Porter Sells Schneider 

Fred Schneider has purchased 
Porter Pontiac Paso, Tex., 
from John Porter. Schneider also 
operates Pontiac dealership 
Omaha, managed his son, 
Fred jr. 


* * * 


McKeon Opens Dodge Outlet 


McKeon Motors (Dodge- 
Plymouth) has opened Dodge sales 
and service 980 Hawk- 
ins Rd., Paso, Tex. 

+ 


Pontiac for Max Ball 


Valley Pontiac, Inc., Elkhart, Ind., 
under the managership Max Ball, 
has taken over the Pontiac fran- 
chise formerly held Higgins 
Pontiac. Ball previously managed 
DeSoto-Plymouth dealership 
Plymouth, Ind., for years. 


and Sparrows Point, has! Dodge-Plymouth Motors, brother Vernon Ball, 30-year 


Only Perfect Circle gives you 


POWER 


Perfect Circle Valve Seals 


solve problem excessive oil 
consumption past valves! 


New rings and restored valve effi- 
ciency produce higher compression 
higher deceleration 
vacuum. Increased vacuum draws 
oil through loose and worn valve 
guides. Stop this loss with new 
Perfect Circle Valve Seals! 


sure customer satisfaction 
—Install Perfect Circle Valve Seals 
all re-ring and valve jobs. 


Perfect Circle 


2-in-1 Chrome Sets 


solve problem excessive oil 
consumption past pistons! 


2-in-1 Chrome sets provide the 
finest piston rings obtainable! Top 
rings and oil rings are plated with 
thick, solid chrome. Doubles life 
cylinders, rings, pistons. tedi- 
ous break-in necessary, rings are 
pre-seated factory. 


sure customer satisfaction 
2-in-1 Chrome sets for 
thousands extra miles power 
protection and positive oil control! 


Hagerstown, 


PISTON RINGS AND 


Dodge-Plymouth dealer. 
* * 


Inc., 335 Park Ave. E., Mansfield, 
O., has received International 
franchise. Allen Anderson 
general manager and Russell Beer 
service manager. 

* 


Jones Edsel Expands 


Gomer Jones, Edsel dealer 
Pomona, Calif., since August, 1957, 
has appointed dealer for Mer- 
Edsel, Lincoln and Conti- 
nental, 

* + 
Volkswagen Signed 

Foreign Car Center, 3953 Broad- 
way, Kansas City, has been formed 
handle Volkswagen. The firm 
headed Marvin Litman, Sher- 
man Schwartz and Harold Kauf- 
mann. 

* 
Galles Expands 

Galles Motor (Cadillac-Olds- 
mobile), Albuquerque, M., has 
added 4,380 square feet its serv- 
ice department and now has 184,000 
square feet service facilities, The 


CLE 


-POWER SERVICE PRODUCTS 
Don Mills, Ontario, Canada 


newly elected NADA president. 
* 


Renault Deal Opens 


Great State Motors, Amarillo, 
Tex., has opened Renault outlet 
Second and Fillmore. 

+ * 


Hemphill Opens Houston Deal 


Hemphill Ford has opened its 
Houston outlet 6501 Harrisburg 
Blvd, The firm’s sales lot 6600 
Main St. has been called “the 
world’s largest open-air show- 
room.” The firm’s headquarters 
San Antonio. 

+ * * 


Diamond Signs Seven 

Diamond has appointed seven 
new dealers: Don French and 
Associates, Walla Walla, Wash.; 
Diamond Montana, Miles City, 
Mont.; Segal Truck Sales Serv- 
ice, Inc., Lafayette, Ind.; Collier’s 
Truck Service, Uniontown, 
Carolina Parts Equipment 
Hampton, C.; Diamond Truck 
Sales, St. Paul, and Paling Motor 
Service, Hamilton, Ont. 

* 


Adds M-L Lines 


Co-owners William Kloos and 
Stanley Brooks have changed the 
name Hogan Edsel, Inc., 38033 
Euclid Ave., Willoughby, O., 
Motors, Inc., and have ob- 
tained Mercury and Lincoln fran- 
chises. 

* 


Ford Signs Sumption 


Fred Sumption, Sumption Mo- 
tors, Inc., 2704 Eleventh St., Rock 
Island, has been 
Ford division franchise, The city’s 
previous Ford dealer, Rowden 
Ford Sales, has discontinued opera- 
tion. 


City Auto Adds Fiat 


City Auto Sales (Studebaker), 
Indianola, Youngstown, O., has 
added Fiat franchise. 

> 


Badger Pontiac Opens 
Badger Pontiac has opened 
1829 National Ave., Milwaukee. 
The firm headed Ken Smith 
and Bill Schiff. 


Beck-Talbert Deal Bows 


Beck-Talbert Pontiac, Inc., 1619 
Central Ave., Middletown, O., has 
been franchised. Eddie Beck and 
Corky Talbert head the dealership. 


S-P Adds Newman 


Newman Altman, Inc., Jeffer- 
son and Lincoln Way East, South 
Bend, former Edsel and Packard 
dealer, has been awarded Stude- 
baker franchise. 


Eiseles Buy Streit Deal; 


Felix Chevrolet Moving 


Joe and Horace West Los 
Angeles, have bought the Chevrolet 
dealership that community from 
Hazen Streit. will become the 
Chevrolet dealer Costa Mesa. 

Felix Chevrolet moving from 
Twelfth and Grand, Los Angeles, 
the Hilt Tupman building, Jef- 
ferson and Figueroa. 

* * 


Curly’s Adds German Car 


Neff, operator Curly’s 
Scientific Auto Clinic, 122 Jef- 
ferson, Elkhart, Ind., has been 
awarded franchise for the NSU 
Prinz auto manufactured West 
Germany. also the Elkhart 
Isetta and Tempo dealer. 


* * * 


Keith Joins Widdis Pontiac 


Warren Keith has been appointed 
general manager Widdis Pontiac 
Co., 314 Vermilion St., Danville, 
Ill. had been sales manager 
Taylor Bros. (Oldsmobile-Cadillac), 
Danville. 

* 


Exeter Quits Business 
Exeter Motor Service (Pontiac- 
GMC), Exeter, H., has gone out 
business, with all equipment and 
vehicles liquidated public auc- 
tion. 
* 


Abernethy Buys Deal 


Ralph Abernethy Chevrolet, Inc., 
has taken over the Chevrolet and 
(Continued on Page 78, Col. 1) 


* 


Now... Easy and Quick Repairs 


ACRYLIC LACQUER 


Complete range General Motors colors 


ith Ditzler’s DURACRYL Acrylic Lacquer you get the same 

depth color, high gloss retention and outstanding 
durability the beautiful finishes today’s 
General Motors cars. 
These brilliant coatings can spot repaired completely 
refinished with DURACRYL quickly and easily conventional 
lacquers. You need additional special equipment. Just 
use the easy DURACRYL system. Ask your Ditzler jobber for 
complete information 


Ditzler Color Division Pittsburgh Plate Glass Company Detroit Michigan 


DITZLER 


PAINTS GLASS CHEMICALS BRUSHES PLASTICS FIBER GLASS 


CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


FACTORY PACKAGED 
LABORATORY 


This amazing new 
“MAGIC 
finish gives colorful 
and long-lasting 
beauty cars. 


*General Motors trade- 
mark for Acrylic Lacquers. 
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Oldsmobile franchises Lincoln- 
ton, C., succeeding Polhill Chev- 
rolet which will continue used- 
car outlet. Officers the new firm 
are Ralph Abernethy, president 
and treasurer; Abernethy, 
vice-president, and Sue Aber- 
nethy, secretary. 


Milks Handle Fiat 
Malcolm Milks, Inc., 1408 
Michigan, Lansing, has been 


awarded Fiat franchise. 


Triumph Adds Dealers 


Autosports, Ltd., 2718 Westheimer, 
Houston, and Jay Allen Co., 1201 
Riverside, Medford, Ore., have 
been named Triumph dealerships. 


Pelunis Buys Olds Deal 


Pelunis has purchased 
Hanks Motors, Inc. (Oldsmobile), 


17602 Detroit Ave., Lakewood, 
Pelunis operates DeSoto-Plymouth 
dealerships Lakewood and Cleve- 
land 


Adds S-P 


Motor (Edsel), Springfield, 
has added Studebaker-Packard 
and Mercedes-Benz. The firm name 
has been changed 
Studebaker Packard Mercedes- 
Benz, Inc. 


+ 
Churches Enlarges 


Churches Dodge, Poquonock, 
Conn,. has enlarged its facilities 
5,500 square feet. Louis Churches, 
the dealer, also has outlets Man- 
chester and Windsor. 

> 


Yeakel Plymouth Opens 


Yeakel Plymouth has opened 
711 Long Beach Compton, 


LIFTS 


JOYCE Quick Spot 
Chassis Lifts handle all 


Pleasure Cars, Foreign Cars and 
Light Trucks... right through 


Lifts ALL Cars Car Manufacturers’ Prescribed Pick-Up Points! 
all light trucks, and provide accessibility for muffler 


Quick Spotting One-Piece Superstructure For All Cars 
Four moveable arms are quickly and easily adjusted 
before car spotted. Generous size contact pads (in- 
tegral part superstructure) eliminate pinpoint ad- 


marks required. 


confusing guide 


Quick Spot Eliminates Lift Obsolescence 
Because the versatility this new design concept, 
pioneered Joyce, Quick Spot cannot obsoleted 


future cars. 


Non-Skid Contact Pads 
These easy-to-adjust pads make possible handle 


See QUICK SPOT booth 
numbers 28, and 
NADA Convention, Chicago 


Calif. Bob Yeakel, president, dealership which had Main St., Benton, The firm 


former Oldsmobile dealer and is|operated his father, the late 
president the Automobile Dana Myers, since 


ers Assn. California. 


Maico 
Fenner-Tubbs Co., Dallas, has 
been appointed distributor for 
the German Maico Texas, 
Oklahoma, Colorado and New 
Mexico. 


* * 
Rambler Outlet Opened 
Cars, Inc. (Rambler-Metropolitan- 

Goliath-Lloyd-Skoda), held its 
grand opening 270 Broadway, 
Pawtucket, Lloyd Long (Olds- 
mobile), East Providence, and War- 
ren Fitzgerald (Oldsmobile), Attle- 
boro, Mass., are the owners. Charles 
Knight manager. 

> + 


Stoddard Deal Moves 


Stoddard Imported Cars, Inc., has 
moved larger quarters 38845 
Mentor Ave., Willoughby, The 
firm handles Alfa Romeo, Isetta, 
Morris, MG, Austin and Jaguar. 


Myers Steps 


Stanley Myers, Akron, will serve 
president and treasurer Myers 
Ford, Inc., Hudson, O., taking over 


and tailpipe work all cars. 
Faster Car Service 


Hollingsworth Motor Moves 


Hollingsworth Motor Co, (Chrys- 
ler-DeSoto-Dodge-Plymouth-J 
has moved from 225 Second, 
Raton, M., larger quarters 
1035 Second. The firm headed 
Bernel Hollingsworth. 

* 


Buckner Adds S-P 


Buckner, owner Buck- 
ner Pontiac Co., Vicksburg, Miss., 
has purchased the Studebaker- 
Packard franchise Tom Pullen. 
The S-P dealership will operate 
under the name Buckner Motor 
Co. 


* 
Thomas Carroll Now 
Robert Thomas has purchased 
half interest Carroll Motor Co., 
Stanley St., Malvern, Ark. The 
firm’s name has been changed 
Thomas Carroll Motor Co. 
Packer Buys Ford Deal 
Cliff Packer, owner Cliff 


Packer Motors, Inc., Benton-Little 
Rock Highway, Benton, Ark., has 
purchased Cox Bros. Motor Co., 114 


AGAIN 


Quick Spot provides greatest under-car accessibility 
wheel suspension for better lubrication, 


tire, wheel and brake service 
all makes cars. 


Two-Post Quick Spot 


and fast spotting for 


has all the desirable features the 


single post 


plus right-down- 


the-center accessibility recommended 
for heavy maintenance work. 


See many other Quick Spot features... 
Write for illustrated literature today! 


THE COMPANY 


Designers and Builders Lifting Equipment since 1873 
DAYTON OHIO, U.S.A. 


as? 


Canada: Midland Foundry Machine Co., Ltd., Midland, Ontario 


now known Cliff Packer 
Sales. 
* * * 


Parker Motor Moves 


Parker Motor Co. has moved 
621 Meeting St., Charleston, 
William Parker the owner, 

+ * * 


Gerstle Buys Out Bolton 


Emmet Gerstle has 
the interest Luke Bolton 
Downtown Mercury, Inc., 710 West 
Broadway, Louisville, and now 
sole owner and president the 
firm. 


Pritchard Buys Star 

Star Chevrolet Co., 8700 Hamp. 
stead Rd., Houston, Tex., has been 
purchased Joe Pritchard 
from Richard for reported 
$300,000. 

+ + * 

Jerge Switches Rambler 

Jerge Sales Co., Inc., Buffalo, has 
acquired Rambler franchise and 
will discontinue handling DeSoto 
and Dodge trucks. The firm 
headed Franklin Jerge, presi- 
dent. 


* 
Warner Buys L-M Deal 


Robert Warner, formerly 
Grand Junction, Colo., has pur- 
chased Roaring Fork Motor Co. 
ports), Denver, from Don Randall 
and Stan Bealmear. 

= = 


Goggomobil Signs Oliver 


Robert Oliver, Center Motors, 
Manchester, Conn., has been granted 
Goggomobil franchise. 


Rilling Acquires S-P Deal 
Rilling Motor Service has ac- 
quired the franchise and stock 
Knoeskern Motor Sales Co. (Stude- 
baker), Decorah, Ia. 
= 


Barber Buys Ohio Deal 


Barber Motors, has ac- 
quired Economy Motors, Inc. 
(Cadillac-Oldsmobile), 101 Broad 
Elyria, The new firm 
headed William Barber, who 
one time was associated with 
his father Oldsmobile deal 
Cleveland Heights, 

> 


St. Paul Deal Adds BMC 

Twin City Auto Service (Jaguar), 
635 Robert, St. Paul, has added 
the British Motor Corp. lines—MG, 
Morris, Austin, Austin-Healey and 
Riley. Bill Hirabayashi owner 
and Roger sales man- 
ager. 


Augusta Motor Sold 


Chaney-Eldridge Motor Co. has 
purchased Augusta Motor Co. and 
now the new Ford dealer 
Augusta, Ga. Donald Chaney 
the manager. 


Galvin Buys Bates Deal 


Keith Galvin, GMAC veteran, 
has purchased the Chevrolet dealer- 
ship operated Ernie Bates 850 
Baldwin Ave., Arcadia, Calif. 


Arthur Buys Pontiac Deal 

Harry Arthur jr., former gen- 
eral manager, has purchased Har- 
mon Pontiac, Inc., 3077 Mayfield 
Rd., Cleveland, from Carroll 
Roush, San Francisco trucking ex- 
ecutive. 

ok 


Helm Opens Olds Deal 


Walter Helm, who has been 
the auto business Texas for more 
than years, has opened Helm 
Olds, 3625 Inwood Rd., Dallas, The 
1959 Oldsmobile was introduced 
the firm’s grand opening. 


Smith Shifts 
Frank Smith Motors, Inc., 
Marietta, has changed 
Buick-Pontiac-Vauxhall after 
years with Dodge-Plymouth. 


Boop Sells Gentry 
Malheur Motor Co. (Ford), On- 
tario, Ore., has been sold Earl 
Boop Keith Gentry, formerly 
Weiser, Id. The firm will known 
Gentry Ford 
* * * 


Phillips Sign with Rambler 


Phillips Bros, Automoville the 
new Rambler dealership Nor- 
folk, Va. The franchise was 
awarded Tench Phillips and 
his sons, Conoly and Tench Phillips. 


850 


New Yorkers everything other people do. Only more 
so. For example, they buy more cars than the people 
any other market. And you can sell them more cars 
using more space more often The New York Times 


...first New York automotive advertising 
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Truck Briefs 


LONGVIEW, Tex.—The Army 
has announced contract for de- 
sign and construction 450-foot 
“overland train” for transporting 
heavy cargo the Arctic other 
remote areas lacking land travel 
facilities. 

The $1,717,194 contract for the 
block-long vehicle went 
LeTourneau, Inc., Longview. will 
consist lead control car and 
four-wheel, individually powered 
trailers—each carrying tons for 
total cargo capacity 150 tons. 


ATA Unit Adds Member 


MINNEAPOLIS.— The 
Motor Freight Managers Minne- 
apolis-St. Paul has affiliated with 
the operations council the Amer- 
ican Trucking Assns. 

= 


White Names Distributor 
SACRAMENTO, 
White Truck Sales Service, 909 


Soule Ave., West Sacramento, has 
been named distributor for White 


and Autocar trucks the Sacra- 
mento area. President the new 


* * * 


Beerwurt Expands Deal 


HARTFORD, Conn.—E, Beer- 
wurt, distributor Gar Wood 
truck equipment, has opened larger 
quarters Deane Highway. 

+ 


Lakeshore Gets Franchise 


For Yale Trucks Michigan 


PHILADELPHIA.—Lakeshore 
Materials Handling Co., division 
Lakeshore Machinery Supply 
Co., Grand Rapids, Mich., has been 
named exclusive franchise repre- 
sentative for Yale industrial lift 
trucks and tractor shovels West- 
ern Michigan, was announced 
Yale Materials Handling division, 
Yale Towne Mfg. Co. 

Lakeshore Materials Handling 
will headed Roger Ander- 
son. Arnold Anderson presi- 
dent both the new division and 


the parent company. Headquarters 
the new unit are 3057 Madi- 
son, S.E., Grand Rapids, with 
branch 400 Laketon, Muske- 
gon. 


Thruway Tests Show 


Big Savings, Trucker Says 


ALBANY.—Eastern Freight 
Ways, Inc., Carlstadt, J., has an- 


nounced that series test 


has proved the value the New 
York State Thruway operational 
and maintenance economies. 

Louis Kletter, Eastern Freight 
Ways president, said the firm’s 
tractor-trailer units required 
percent fewer gear shifts, per- 
cent fewer brake applications and 
percent fewer full stops the 
Thruway than alternate 
route. Travel time 
fuel consumption was lower and 
average speeds were higher the 
Thruway, added. 


* 


‘Go Anywhere’ Trucks 


Built FWD for Oil Firm 
Wis.—Two 
trucks that can almost any- 
where without benefit roads are 
being built for Standard-Vacuum 


= 


Mack's Distributor Council— 


Members Distributor National Advisory Council, meeting Mack's 
office Plainfield, J., discussed many sales and service plans and programs and 
were given preview new equipment introduced Mack 1959. 


from left, are: Cowles, Hartford, Conn.; Ray Mason, Columbus, 


Maddox, sr., chairman, Memphis, Tenn.; Charles Horner sr., Vineland, J.; 
Kriete, secretary, Milwaukee; Truman O'Neil, Lamesa, Tex.; and Sweet, Fresno, 


Calif. 


Standing: Zeller, forward planning vice-president; Russell, New 


Brunswick and Red Bank, J.; Minkel, Mack general sales manager; Ewell, 
Mack sales vice-president; Jones, Mack assistant general sales manager; Harry 
Bernard, Mack service manager; John Terry, assistant director, Mack parts division, 
and Morehead, Mack manager-distributor sales. 


Oil Co, use drilling operations 


during the monsoon season East 
Pakistan, according FWD Corp. 

The trucks are eight-wheel-drive 
“Teracruzers” which can travel 
fully loaded over such difficult 
terrain swampland, desert and 


How America’s Number One Original Equipment Carburetor Helps Sell Cars 


ROCHESTER 


PERFORMANCE 


AND 


economy during cold drive-away. 


ECONOMY FEATURES 


New High Carburetor Dependability! 


Customers sit and listen—when your sales story includes Rochester- 
Carburetors. For here are new features that deliver the perform- 
ance and economy you promise. 


For example, various models this year’s Rochester-GM Carburetors 
contain these new features: built-in hot-idle compensator improve 
idling characteristics, fuel filter system prevent flooding, fuel bowl 
venting system prevent engine stalling, vacuum assisted floats give 
better fuel control, new fast-acting choke improve performance and 


addition, you back your performance and economy story with 
quality. Rochester-GM Carburetors are engineered exclusively for 
Rochester-GM Carburetor his car. Rochester Products Division 
General Motors, Rochester, New York. 


number one 
Original equipment 
carburetors 


GENERAL MOTORS 


rough and rocky areas, the firm 
They roll eight barrel-like, 
low-pressure rubber tires called 
“Terra-Tires.” 


Dodge Truck Center Opens 


MEMPHIS.—A Dodge heavy-duty 
truck center has opened Tom 
Hutton Co., subsidiary Chuck 
Hutton Co., serve Arkansas, 
Louisiana, Mississippi, western 
Tennessee and southeast Missouri. 
Tom Hutton general manager. 


Tri Wheel Trucks Formed 


Distribute Foreign Line 


NEW YORK, Y.—Formation 
Tri Wheel Trucks, Inc., 114 
32nd has been announced 
Jack Steinberg, president. 

said the firm will distribute 
line lightweight foreign-made 
trucks the Canada and 
South America. 

> 


Facts Reo Products 


Provided New Folder 


LANSING.—A new folder illus- 
trating Reo’s line trucks and 
engines now available, accord- 
ing George Collins, Reo gen- 
eral sales manager. 

The 28-page publication describes 
detail all Reo trucks, tractors 
and bus chassis and indicates 
weight classifications, general ap- 
and major components 
available, Collins added. 


Truck-Rail Transport Plan 


For Vans Offered Coast 


PORTLAND, 
freight vans that can carried 
either truck chassis rail 
have been introduced the 
West Coast truck-rail plan 
Consolidated Freightways and 
Southern Pacific. Service between 
Portland and Oakland, of- 
fered. 

Termed “lift-on-lift-off,” the plan 
outgrowth the “piggyback” 
which both van and chassis 
travel railroad cars. However, 
the new containers permit use 
standard rail flatcars instead 
“piggyback” special low bed cars. 


ICC Aide Joins Truck Group 


NEW YORK.—R. Edwin Brady, 
the Interstate Commerce Com- 
mission, has been named assistant 
executive director the Regular 
Common Carrier Conference. With 
the ICC since 1936, had been 
assistant chief the examiner 
section, Bureau Operating 
Rights. 


* * 


Brown Temporary Home 

MICHIGAN CITY, 
Trailer division, Clark Equipment 
Co., has occupied temporary 
quarters 1260 Michigan St. 
here until completion May 
new plant and divisional head- 
quarters Route just outside 
the city limits. 


Firm Buys Econovans 

EDGERTON, 
Jarrett, Inc., has purchased 
Highway Econovans from Highway 
Trailer Co., according 
Meagher, Highway president. 


Dealer Named Head 

PORTE, Tex.—Jay Marks, 
auto dealer here, has been elected 
president the Porte Chamber 
Commerce. 


Art new branch Culver City, adjoining famed M-G-M Studios, features showroom for one car and cabana-type carport display area for 30-40 more 


Here’s how Los Angeles Soto dealer Art Frost 
keeps pace with the nation’s fastest-growing area— 


“Weve opened third branch for 
the growing DeSoto 


Soto sales are increasing with Los Angeles’ mushrooming 
growth,” says Soto dealer (Art) Frost. addition 
our Glendale and Brea branches, we’ve opened third 
new branch Culver City for the growing Soto 


Soto Appeals Younger People 


“But population growth just one factor explaining higher 
Soto feels. are many other reasons 
there are starlets Hollywood Blvd. The basic reason, 
think, that L.A.’s young-minded town. Soto has the 
styling younger people want and the kind performance and 
roadability that’s perfect for the freeways lacing the L.A. 


Wide Price Range Helps Sign 
“Even more important, Soto’s quality car younger 


people can afford. It’s the best car the market its price 
class, and its wide price range lets get about any new-car 
prospect’s name the dotted line. And Soto owners stay 
sold. have many present owners Sotos who are 
satisfied with the product that repeat business big factor. 


Soto’s young-minded car—and are the people and 
policies behind it. like youthful advertising 
approach, and the factory organization very progressive. 
value relations with them 


More Expansion With Soto 


expanded greatly since took our 
franchise years Mr. Frost concludes, looking 
the future, I’d say there’s lot more expansion yet 


SOTO DEALER! 


rs 
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But Hit Wholesale 


Top Dealers Push Equipment Sale 


(Continued from Page 62) 


items their (the truck dealers’) 

cost. 

This borne out the recent 
survey. Fifty-three percent all 
dealers surveyed said they hid any 
discounting the total price the 
equipped truck and did not reveal 
the prices they paid for bodies 
other equipment. 

But that means percent ad- 
mitted they either made prac- 
tice reveal these wholesale prices 
all some the deals they 
made during the last year. 


Bodies Sales Pushed 


DER this condition little 

wonder that only percent 
the top dealers and percent 
the average dealers said they did 
not even try for full profit 
body and equipment. 

However, percent the top 
dealers and percent the 
average said they encouraged 
their salesmen sell bodies and 
equipment when they sold 
truck. 


This evidence that most deal- 
ers least realize that there 
should profit the sale 
these It’s also evidence that 
most dealers realize they are doing 
their customers favor suggest- 
ing the proper body and equipment 
for the job and the truck they are 
buying. 

Most dealers also pay their sales- 
men commission body and 
equipment there profit the 
deal. Many the better dealers 
claim they always hold out for 
least percent profit these 
items, regardless the closeness 
the deal. 


The survey showed that per- 
cent the top dealers and per- 
cent the average paid their 
salesmen d-equipment 
sales made with the chassis. 


All Entitled Profit 


OTH the truck dealer and the 

equipment distributor are en- 
titled legitimate profit 
bodies and equipment, just the 
truck dealer entitled profit 
the trucks sells. 


Even under the toughest trad- 
ing conditions, both should strive 
all times maintain the price 
structure. The buyer will pay 
what the market demands, But 
some dealers and distributors 
persist cutting prices, edu- 
cates the buyer always drive 
for big discount. 


such cases the buyer never 
knows whether getting 
good price product some 
other buyer the area. 

Even dealers who make 
cut prices will admit 
that dealer distributor cut 
prices, all could enjoy reasonable 
and legitimate profit the mer- 
chandise they sell. 
> 


Dealers Abhor Referrals 


another practice which 
good dealers abhor, and won’t 
let happen they can learn 
being done. That the practice 
distributors paying truck salesmen 
commission bonus for pros- 
pects the salesmen bring the 
distributors. 


When any dealer allows his 
salesmen take money from 
distributor, allowing that 
distributor undermine his sales 
force, take away the salesman’s 
prime interest selling trucks 
and destroying the salesman’s 
initiative either sell the truck 
completely equipped should 
try sell bodies and 
other equipment with the truck. 
Perhaps this survey, limited 
was, points this weakness 
our national truck-retailing picture: 
Too many dealers view this practice 

evil with which they must 
live. 


Hundreds, perhaps thousands 
truck dealers not condone these 
practices and continue 
sound truck retailing job. 


Unfortunately the Federal Gov- 
ernment has set rules that 
not allow either truck equipment 
manufacturer penalize dealers 
who persist carrying these 


destructive practices. And dealers 
and distributors are not permitted 
agree among themselves that 
they will not cut prices. 

* 


Laws Hurt Businesses 


present regulaticns, such 
tactics are deamed being 
restraint trade, and those joining 
together save their own busi- 
nesses because lack profit are 
held breaking the laws. 

But the situation serious 
when find that because dis- 
tributors are not making enough 


Driver’s Log Book 


MINNEAPOLIS.—A log 
book has been published Truck- 
ers Specialty Printing Co., 510 
Seventh St., Minneapolis, Minn. 
Called the Guide-On Book, in- 
corporates the Standard BMC-59 
form prescribed the Interstate 


money, body-and-equipment mak- 
ers have difficulty getting good 
representation the field, 


This hurts the truck dealer 
much hurts the body-and- 
equipment maker, because the 
truck dealer needs sound source 
supply for the products that 
make cab and chassis 
economic hauling unit. also 
needs the advice and aid the 
experienced truck men his sales 
work. 

This especially true with the 
dealer who sells heavy-duty trucks 
only occasionally. 

The survey found that percent 
the top truck dealers had truck 
specialists, men who knew enough 
about truck transportation sug- 
gest the proper bodies and equip- 
ment, but only percent the 
average dealers hired such men, 


Situation Serious 


Commerce Commission and has need for action this 


several new features. 


Clark Equipment Build 


Indiana Trailer Plant 


BUCHANAN, Mich. Clark 
Equipment will build fac- 
tory Michigan City, Ind., 
manufacture truck trailers its 
Brown Trailer division, George 
Spatta, Clark president, an- 
nounced. 

addition Brown Trailers, 
the new plant will produce Cargo 
Van bodies and shipping con- 
tainers. Brown division, which 
has plants Spokane and Read- 
ing, Pa., plans locate its head- 
quarters Michigan City. 
Completion the new facility 
expected next May. 


must serious, many dealers 
would not have put such footnotes 
their questionnaires these: 

“The body distributors sell 
direct buyer the same price 
us, That why not try 
sell bodies.” 

“Customers know cost equip- 
ment from equipment companies— 
very bad situation.” 

“Sometimes hide costs but 


usually the customer knows the 
cost the equipment.” 

“Customers know much about 
our costs do.” 

“All body and equipment 
panies offer same price individ. 
uals dealers.” 

* 


One Dealer’s Advice 


ing this situation would 
one outstanding dealer 
does: 

“When discounting bodies and 
equipment, hide the price but 
will not take deal unless the 
body and equipment show 
least percent profit.” 

That feeling seems quite 
general with the top dealers who 
not tell the customer his 

practiced more dealers 
might the first step cleaning 
one the most serious situa- 
tions the truck-retailing 


100 Trailers Purchased 


Decatur-Sea- 
way Motor Express, Inc., has pur- 
chased 100 new Fruehauf trailers, 
including twenty 40-foot open-top 
Volume Vans, fifty 35-foot and 
thirty 40-foot Volume Vans. 


These 
ference 

trends 
sponsor 
chairmo 
heovy 


Discuss Transportation Equipment Needs— 


These members the maintenance committee the Regular Common Carrier Con- 
ference were among those discussing future transportation equipment needs and 
| trends with Ford division sales and engineering executives at a dinner meeting 
sponsored Ford Detroit. Standing, from left, are, DeWees, president, Cedar 
Rapids, Robert Gardner, RCCC staff engineer, Washington; Ogden, committee 
chairmon and research vice-president, Avon Lake, O.; Ball, manager, Ford 
heavy truck sales department, and Lee, Ford truck planning manager. 
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ATA Chief 


War Gas Tax Hike 


M.—The 
president the American 


will adequate funds cover the 
cost building the new Federal 
highway system without increasing 
the gasoline tax. 

Robert Cooper, Detroit, told 
luncheon meeting the New Mex- 
ico Motor Carriers Assn. that was 
recognized the inauguration 
the highway program that the 
amounts spent would vary 
from year year. 

For the program whole, 
“the funds will there without 
need for additional gas taxes 
other revenue measures,” Cooper 
declared. 

The ATA position, said, 
supported “by farm organizations, 


automotive industries field and 
the petroleum people.” 


Trucking Assns. asserted here 


organized motorists, many 


a-gallon tax hike has been urged 
President Eisenhower. 
the trucking industry, the ATA 
president said, “the ambition 
|most railroad get into 
trucking business, highway for 
highway and point for point 
|competition with the independent 
industry. threatening am- 
bition for our industry and most 
unhealthy one for the nation.” 
Cooper told the New Mexico 
truck operators that railroads 
the trucking business would never 
fight for such vital issues reci- 
procity between states 
form size and weight laws, 
against unjust and punitive taxes 
against trucks while “they had the 
and flat cars, the tankers and 
reefers run those steel 
rails they dearly love.” 
“It seems foregone conclusion 
that widespread entry rails 


| 


NEW DELCO-REMY PARTS PACKAGES ARE EASY 
STACK, HANDY SELECT FROM STOCK—AND 
PERMIT FAST IDENTIFICATION CONTENTS! 


Now you can get individual replacement parts three new 
plainly marked packages. specially designed for easy 
stacking, quick identification contents, and rapid selection from stock. 
And the parts are clean and ready install when you need them. Here’s why: 


The “window-pack” has clear plastic panel top you can quickly 

see the condenser rotor contains. You know getting the 
right part plus factory-fresh quality. And the “window-pack” makes 
handy, attractive display your shelves! 


The brand-new “picture-pack” for contact sets, with exact photo- 


and corrosion—makes identification sure. 


And— 


packaging protects the contents and aids handling. 


graph the contents top, foil-wrapped and heat-sealed keep 
parts clean and dry. Package safeguards contact sets against oxidation 


The new “tuck-fold-pack” permits quick and easy inspection 
brushes and other small parts plus fast selection from stock. Individual 


service parts are known and wanted everywhere for quality, 
dependability, and outstanding performance. Condensers, rotors, contact sets 
and other replacement parts are now available for all popular makes 
American cars. Order them the new parts packages from your car 
truck dealer the United Motors System. 


DELCO-REMY 


DIVISION GENERAL MOTORS 


GENERAL MOTORS LEADS, 


ANDERSON, INDIANA 


WITH 


into truck transportation own- 
ers and operators truck lines 
would automatically introduce 
type competition against which 
the relatively small independent 
operator cannot compete,” 
added. 


not see how any thoughtful 
person could contemplate such 
condition without being deeply dis- 
turbed, and yet sure 
own mind that such the basic 
ambition, whether admitted 
them not, which should make 
every shipper and every public of- 
ficial exceedingly thoughtful. 


* * * 


the Federal gasoline tax be- 
ing voiced scores state and 
national organizations, according 
the National Highway Users Con- 
ference. 


Most these organizations sup- 
ported the Federal-Aid Highway 
and Highway Revenue Acts 1956, 
which included substantial in- 
creases highway user taxes 
accelerate highway construction, 
NHUC said. 


Dean Chaffin, 1958 president 
NADA, declared: 


“There limit what John 
Citizen, the automobile owner, 
the highway user however one 
wishes refer him, can endure. 
And feel has gone far beyond 
the point silent suffering the 
matter taxes. Additional discrim- 
inatory Federal taxation the 
backbone our economy un- 
called for and unfair. 

“We believe there are adequate 
funds available for financing the 
Federal road program without 


making more difficult for the 
average American family oper- 
ate its automobile, daily must for 
multitude purposes.” 


February Check 


Truck Salesmen 
Urged Cover 


These Prospects 


perts the peak buying month 
such vocational truck users 
bottlers, makers concrete prod- 
ucts, cooperative associations, deal- 
ers and manufacturers dairy 
products, furniture and grocers. 

These are the vocations that 
truck salesmen should trying 
close for immediate business 
this month. 

This the month, too, when 
truck salesmen should doing 
intensive work those vocational 
accounts that normally will come 
into the market March. 

> 


HESE include bakers, textiles, 
common carriers, container 
manufacturers, contractors, farm 
equipment makers and distributors, 
florists, hardware, moving and 
storage, paint and glass, road build- 
ers and sand and gravel haulers. 
Active solicitation should 
started automotive wholesalers, 
breweries, building-material deal- 
ers, cartage firms, chemical manu- 
facturers and distributors, con- 
struction firms, farmers, logging 
and lumbering firms, meat whole- 
salers and packing houses, roofing 
concerns and school districts for 
buses. 


Fleet Administrators 


Meet Detroit March 


CHICAGO.—The National Associ- 
ation Fleet Administrators, Inc., 
agers, will hold its 1959 convention 
March 3-5 the Sheraton-Cadillac 
Hotel, Detroit. 


ADVERTISEMENT 


FAMOUS 


Fame and fortune 
often go together. 
Fame often precedes 
fortune as a result of 
geee public relations. 
opnotch public rela- 
tions “good soft 
sell," which ultimately 
is the “hardest sell" 
you can achieve for 
car sales and service 
Let show 
pe how a series of 
uman interest news- 
paper columns ! write 
for you to run in your 
paper will achieve 


ED. FISKE 


these goals for you. 
Write. 

+ 2 Depo? Plaza, 


Truckin’ 
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the operating end the busi- 
ness, such problem 
sound quite simple and matter-of- 
fact. 

The new company will de- 
voted sales, the kind service 
that one would expect get from 
well-run truck dealership plus 
“one-stop” maintenance. 

Vice-president charge serv- 
ice will Joe’s son, Joseph 
Bejin jr., who General Motors 
Institute graduate. 
president will Dean Smith, 
formerly with GMC’s Detroit 


branch. 


Dodge Dealers Meet 


than 3,500 Dodge dealers 
are attending meetings 
cities study ways increase 
profits through greater truck sales 
activity. 

Emphasizing the market opportu- 
nities that exist the truck sales 
field, the meetings point out the 


The Grand Sport. One 
three Vespa 2-wheeled 
models 


profit potential new trucks, used 
trucks, service and parts 

15-minute color movie titled 
“Truck America,” which unveiled 
the new Dodge truck line the 
nation’s automotive and trucking 
editors last fall, shown each 
session. The film stresses the 


Trailmobile, Kenworth Share 
Big Order 


modernization program, comprising 
replacement every over-the-road 
trailer and completion its trac- 
tor fleet with diesel-powered units, 
has been announced Southern- 
Plaza Express, Inc. 

Tom Collins, maintenance vice- 
president, said 410 new units are 
involved the modernization 
move, including 336 Trailmobile 
CID “Series 60” trailers and .74 
Kenworth cab-beside-engine trac- 
tors. 


important part trucks play 
building and servicing the mod- 
ern home. 

The meetings are being conducted 
the Dodge regional managers 
assisted representative their 
area office and the regional truck 
training manager. 

course, dealers other 
lines know, this training effort 
but one several kindred truck- 
training programs being brought 
dealers their factories. Ford has 
its Truck Workshop, and Chevrolet 
has its truck training schools held 
the field. 

These training programs are fine, 
essential and lot good 
point out truck dealers and 
salesmen the basic selling points 
trucks, but there one other 
phase the truck business, which 
was highlighted dealer foot- 
note survey completed re- 
cently, that should added. 

Motivating Salesmen 


HIS dealer said, “Regardless 
how try, just can’t seem 

get the salesmen make truck 
calls. accident they may get 
truck prospect that the manage- 
ment must sell. course, the 
salesman expects the commission.” 
This dealer’s plight won’t cov- 


all have now sell 
them the price.” 


ered these training schools, 
goes much deeper. revolves 
around management, the direction 
that given the salesmen and the 
method compensation. 

know that practically all 
truck factories are reluctant 
talk their dealers about how 


profitable adjunct for the finest automobile salons 


The Van. One several 


3-wheeled models avail- 
able for delivery 


industrial use 


and 


— 
‘> 


wv 
~ 


Throughout the world the Italian crafted Vespa Motor Scooter has 
proved noteworthy wholly independent source income for many 
the finest automotive retail organizations. Adding the prestige 
your showroom, Vespa utilizes little floor space and for the first time 
allows you fully satisfy the complete driving needs the entire 
family. Beautifully styled, safe, and unquestionably dependable, the 
quality the Vespa unsurpassed. Complete Vespa franchise infor- 


mation may obtained writing the General Manager 


Vespa Distributing Corp., East Fifty-Fourth St., New York 22, 


they pay their salesmen, 
many dealers resent having 
anyone from the factory them 
how run their business, 
cially how they pay 
their men. 


truck dealer, however, who 
have complete control over his 
tells them just how many 
sonal calls, how many telephone 
calls and how many mailing pieces 
expects each man out 
each day and calls them 
carpet quickly they don’t 

One dealer know took his three 
truck salesmen and his truck 
ager off their regular calls and 
handed each list customers the 
dealership had sold during the past 
years, The dealer demanded that 
each man make complete report 
each name with the answers 
four questions before that 
went back his usual routine. 

Incidentally, this deal produced 
new truck sales the first week. 

* 


Star Salesmen ‘Punished’ 


dealer has standing 
rule that salesman allows 
one his customers buy the 
second truck without his being 
the deal, loses that account 
right then. This dealer recognizes 
that operator might buy one 
truck without mentioning 
salesman representing 
make but that salesman had better 

This dealer took account away 
from his star salesman who was 


making more than $20,000 per year 
and the man stayed with the dealer. 


This salesmen know they 
are being well treated and well 
paid and are backed with the 
service facilities and other things 
that make the selling job worth- 
while. 

Taking away his best 
accounts also let this salesman 
know that any rule the dealer 
makes includes everybody the 
sales force. The dealer recognized 
“prima donnas.” 

the opinion that there 
are lot dealers who would 
welcome session once while 
what makes good manage- 
ment and what the dealer must 
wishes get certain results. 

know that many dealers don't 
know these things about their truck 
opertaion. feel that many seem 
disinterested the truck end 


their business because they 
know these things and are hesi- 


tant about admitting it. 


Desire for Knowledge 


THEY could given kind 
cause-and-effect forum 
every once awhile—where they 
would given these points not 
schooling but service from 
their factory keep them abreast 
changed conditions—I cer- 
tain great many dealers would 
take advantage learn the 
fundamentals which they actually 
don’t know. 


believe that worthwhile 
dealer likes told how run 
his business but that whole whale 
lot them would like know 
what they can expect happen 
they things certain way. 

feel that this desire for more 
knowledge about their own busi- 
ness why high percentage 
dealers survey always asks 
send them the results the 
that dealers like see what 
other dealers about certain 
phases their business and see 
what results they get. 


also believe that more dealers 
are becoming more and more in- 
terested the truck and service 
end their business than they 
have been for nearly decade and 
indication that they have given 
waiting for Santa Claus Uncle 
Sam solve their problems for 
them and are trying see what 
they can for themselves. 

And don’t mean just small deal- 
ers, either. 


Dobbs Diesel Opens 


has opened here, The firm, headed 
Beach, Calif., plans $35,000 head- 
quarters, Colorado, Nebraska 
and Wyoming distributor for De- 
troit Diesel Engine division 
General Motors. 


SUCCESS JOURNEY 
NOT DESTINATION 


TOP MAGAZINES ADVERTISING REVENUE 
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Source: Publishers’ Information Bureau 
1958, Loox climbed 3rd place advertising revenue peak more than 5,600,000—up 144% the postwar period. 
in- among all magazines America. This significant step for- continuing, unparalleled vitality stems from its edi- 
ward climaxes steady advance that has carried Loox from torial accent the exciting story people. everyone 
13th 3rd position the scant dozen years since World War —men and women and teenagers—finds the human element 
II. 12-year revenue growth rate exceeds far that captures his interest, heightens his response, involves him 
cle the biggest any major national publication. personally. It’s this powerful appeal all members the 
circulation, too, Loox has outgained all other magazines. family that explains the trend Loox advertisers, for it’s 

Last year, despite substantial increases both newsstand and the American family that determines the success the prod- 

subscription prices, average circulation hit new all-time ucts and services American industry. 


—the exciting story people 
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Selling the Rain— 


little rain doesn't put the damper 
the demonstration ride efforts salesman 
Bob Cummings, Alexander Motors (DeSoto- 
Portland, Ore. Cummings just 
reaches for his special dealership 
brella and goes right getting prospects 
into demonstrator. 


AUTOMOTIVE NEWS, FEBRUARY 1959 


the Letterbox 


(Continued from Page 14) 


terms public relations—to 


almost impossible suppress 


battle the massed might the market the buying new 
Federal Government these days. merely having all 


Perhaps this was their main con- 
sideration. perhaps they lacked 
courage. Perhaps would have 
been shown that they had fact 
used uniform pricing. And perhaps 
this against the law. 

But more than that, automo- 
bile dealer should admit. the law 
simply assumes that uniform prices 
automatically kill free market, 
and therefore the antitrust division 
was acting properly drawing 
such inference, then the law 
bad one and the prosecutors 
could accused nothing worse 
than poor judgment and over- 

If, however, necessary 
prove that uniform pricing inter- 
fered with free market, order 
convict the dealers violating 
the antitrust law, then there 
room for appeal common 
sense and practical experience, 
little reflection would show that 


would you 


pay 


sell new 
used car? 


course you would! That's all costs for the only really 
effective, fool-proof system personalized sales follow-up 
developed SPECIALIZED BUSINESS SERVICES. Four dollars 
for the name each new used car buyer, plus your 
name, and the rest! 


positive program customer follow-up provided during 
the year following your sale constant good-will contacts and 
sales-developing leads that not only create repeat sales, but 
stimulate your service business. eliminates office and salesmen's 
follow-up detail, permitting your salesmen concentrate 

live prospects and sales. addition, builds accurate 
up-to-date owner list file for your permanent record. 


Briefly, the program during the year COMPLETELY 


PERSONALIZED 


mailed your envelopes, your stationery, 


addressed hand your customer, signed hand 
facsimile your signature, mailed YOUR city 
and all this done SPECIALIZED BUSINESS SERVICES 


for you. 


During the past six years, hundreds dealers the United 
States, Hawaii and Canada have discovered how EASY 

and PROFITABLE have SPECIALIZED BUSINESS 
SERVICES ALL the details their FOLLOW-UP. 


Write today for sample program. 


Specializing Personalized Follow-up Sales Programs for New and 
Used Car Sales 


SPECIALIZED BUSINESS 


SERVICES, 


INC. 


1610 WEST AVENUE, POMONA, CALIFORNIA 
NATIONAL 9-4632 


the dealers quote the same list 
price. 


The reason that the buyer 
free take his used car around 
the various dealers selling his 
make car his area and 
get many different tradein allow- 
ances, The amount will 
asked pay between his vari- 
ously priced used car and the 
uniformly priced new car will 
accordingly vary. 


The only way that the amount 
pays differential could fixed 
—and truly constitute noncom- 
petitive market—would for the 
dealers adopt both uniform 
new car price and uniform 
tradein 

will not deny that this has been 
attempted dealer groups (and 
under certain circumstances this 
protect themselves against recently 
abandoned pressures from manu- 
facturers from unscrupulous and 
irresponsible competitors); but 
have never heard any such at- 
tempt that was either successful 
long-lived. Automobile dealers 
are, put nicely, too individual- 
istic bound uniform 
tradein-allowance agreements. 

And the case the customer 
who has car trade, the adop- 
tion uniform retail price 
new cars again does not deny him 
that customer that area 
bought new car outright and with 
tradein, without getting dis- 
count from the full retail price 
which these dealers are accused 
setting; such no-discount 
deal was made, then the customer 
did shopping among dealers, and 
therefore would not have availed 
himself free competitive mar- 
ket there had been price 
agreement. 

The fact that the retail auto- 
mobile business not the same 
other retail businesses. Chief 
among the reasons, indicated 
above, the And this 
means that price-fixing new 
cars does not mean elimination 
free market, shown. 

implication—of the law 
the prosecutors—even the elimina- 
tion free market not the 
worst evil. The object both the 
law and the suit protect the 
public from paying too much. 

Again, examination the 
facts with the application cer- 
tain amount common sense in- 
dicates that either the law the 
suit senseless. The public has not 
been harmed—at least not the 
dealers. 

the dealers had overcharged 
the customers, they would have 
made unconscionable profit from 
their sales cars. Actually, the 
percentage profit sales the 
retail automobile business has been 
lower than nearly every other 
retail business the country. This 
fact well-known and can doc- 
umented. close the margin 
has the industry been that the 1958 
recession found dealerships closing 
rate which alarmed the manu- 
facturers. 

The public entitled now 
ask why the dealers set uniform 
retail prices they didn’t in- 
crease their profits from doing so. 
The assumption would that 
the suit would not have been 
brought except protect the 
public from being overcharged. 

The background this situation 
lies another aspect the busi- 
ness automobile retailing which 
also makes different from other 
retail businesses—the fact that 
addition selling cars, dealer 
must service them. true that 
dealer does not have main- 
tain service department (and can 
shift his service responsibility 
his competitors after has sold 
the new cars) can operate with 
smaller overhead, and discount 
his prices the public, 

Such low-overhead, nonservicing 
dealers—and used-car dealers boot- 
legging new cars—grew just 
before the time when dealers re- 
sorted price-fixing what 
turned out abortive at- 
tempt “fight fire with fire.” The 
idea was recapture business from 


ing the public spurious overallow- 

turned out, not only did 
this practice not help those deal- 
ers with investments costly 
service departments, but com- 
pounded the chaos until recently 
the dealers themselves had 
petition Congress pass the law 
which now requires that the 
manufacturer’s “suggested” list 
price appear label every 
new car offered for sale. 

This leads the final com- 
ment the absurdity the re- 
cent antitrust suit against automo- 
bile dealers for price-fixing. Now 
that have the labelling law, 
nearly every dealer uses the manu- 
facturer’s “suggested” list price 
his uniformly accepted retail price. 

This has brought sanity back 
the retail automobile business both 
for the dealer and for the public. 
price once again “honest” 
price. The buyer can still shop from 
dealer dealer with his used car 
and get different figures for 
tradein allowance. 

Everybody agrees that this 
general boon all concerned. 
will interesting see whether 
the Justice Department concurs. 
And does not concur, will 
bring charges against all the news 
dealers home town who 


AMC Completes 
Ist Mighty Mites 
For Military Use 


DETROIT.—American Motors 
has announced completion the 
first two production pilot models 
the “Mighty Mite,” lightweight, 
quarter-ton, four-wheel-drive mili- 
tary vehicle. 

President George Romney said 
the vehicles were completed the 
special products division Detroit 
only eight months after contract 
build 250 for evaluation and 
testing was awarded Army 
Ordnance for use the Marine 
Corps. 

The 1,700-pound airborne vehicle 
ter. Extensive Government and 
AMC tests are planned. 

The Mighty Mite powered 
aluminum air-cooled V-4 en- 
gine which has been under develop- 
ment American Motors for 
more than five years. The 55-horse- 
engine weighs 303 pounds; 
including completely water- 
proofed 24-volt electrical system, 
has displacement 108 cubic 
inches with 3.25x3.25 bore and 
stroke. Compression ratio 7.5 

Crankcase, cylinders, cylinder 
heads and pistons are aluminum, 
and cylinder walls are chrome- 
plated. 

The frame steel and the 
body aluminum. Wheelbase 
inches, overall length 107 
inches and overall width, inches. 

Maximum speed the vehicle 
m.p.h. The vehicle capable 
climbing 100-percent grade and 
AMC said. Turning radius 15% 
feet. 

The vehicle has four-speed 
transmission, synchronized three 
forward speeds. transfer case 
two four-wheel drive 
selection and neutral for power 
takeoff operation. 

The Mighty Mite has individual 
wheel suspension with front leading 
articulating arms, rear trailing 
articulating arms and one-quarter 
elliptical springs with direct-acting 


shock absorbers. 


First Mighty Mites— 


American Motors has completed the first production pilot models this four- 
wheel-drive quarter-ton military vehicle called the “Mighty Powered 
air-cooled aluminum V-4 engine, designed American Motors engineers, the vehicle 


raising their retail prices and offer-| newspapers despite varying cost 


The writer automobile 
dealer and not lawyer; and 
such open criticism both 
biased arguer and being ig- 
norant legal technicalities. 
the other hand the foregoing 
arguments might claim free 
narrow legalism and based 
more actual experience the 
automobile retail business and 
upon common sense. 

The arguments intend show 
that automobile dealers have been 
coerced into agreeing, that their 

admission uniform retail pricing 
turn meant that they had 
troyed free market and over- 
charged their customers, while 
fact this was not true: and the 
practice not materially different 
from the current practice, which 
has the implied blessing Con- 
Nevins 


Auto Co., Inc., Mass. 


Fair 


want take this opportunity 
motive News for the publication 
the article, “Territory-Security Foes 
Minority But Voices Loud,” 
the issue. 

like the article because 
presents fairly the viewpoint op- 
pert, Inc. Chevrolet), 


Tremont, Pa. 


in 


Can Anyone Help? 


seeking old license-tag 
roster giving the names and makes 
cars certain areas, such 
were put out some highway 
departments and some individual 
printers for automobile dealers 
buy. 

These rosters showed cars, own- 
ers, etc. their immediate sections 
cities and were used compile 
prospect lists. want one 1925- 
26-27 vintage from the Philadelphia 
New York area, showing the 
owners’ names and their cars for 
either these years.—Roy 
226 Plymouth West Palm 
Beach, 


Mercedes Service Plan 


was very interested reading 
your article: “Honeymoon Over For 
Import Cars?” News 
Jan. quote: “Most foreign- 
car dealers concede that far only 
Volkswagen has adequate serv- 
ice program the 

Apparently you heard 
the very fine service program that 
Studebaker-Packard has for Mer- 
cedes-Benz.—R. 
Bickelhaupt Motor Co. (S-P, IH, 
Mercedes-Benz), Clinton, Ia. 


M-E-L Announces 


Franchise Shifts 


SAN DIEGO, number 
franchise changes involving M-E-L 
dealers have been announced 
William Alen, Los Angeles dis- 
trict sales manager for M-E-L. 

Townsend, San Diego, has 
purchased Town Lincoln-Mercury 
from Glenn Pearson and now han- 
Continental, Lincoln, Mercury, 
Edsel and English Ford. 

Ernie Walters, Inc., San Diego, 
has added Edsel his Continental, 
Lincoln, Mercury and Taunus lines. 
Valley Mercury, Cajon, and Glen 
Lincoln-Mercury, National City, 
have added the Edsel and English 
Ford. Pearson owns Glen Lincoln- 
Mercury and Robert Burns owns 
Valley Mercury. 


soon will production for the Marine Corps. 


For the 


It’s great Plymouth dealer, because with prices the three 
largest-selling low-price cars about the same, people are looking for the 
Big Difference the cars themselves. And here’s what they’re finding: 


STYLING Plymouth’s new Fury styling progressive—neither extreme 


nor conservative. It’s fresh, new note enduring beauty; graceful, 
spirited, youthful and won’t look trade-in time! 
RIDE Famed Torsion-Aire still the smoothest, most bump-free ride 
road, and the low-price field, only Plymouth’s got it. It’s 
standard equipment all models, even the lowest-priced! 
PERFORMANCE Plymouth offers the biggest V-8 engines the low- 
price field, topped the new Golden Commando 395, the most ad- 
vanced V-8 the world—delivering 305 h.p. 

FEATURES Swivel Seats, Push-Button controls, Sport Deck, Con- 
stant Level Torsion-Aire, Mirror-Matic Rear View Mirror (all optional 


low extra cost) are among the many costly-car optional features 
that only Plymouth offers the low-price field! 


ECONOMY succession, Plymouth proved its superior V-8 
economy winning the tough Mobilgas Economy Run its class. 
Today, authoritative, scientifically conducted tests conclusively prove 
that with the addition the new 3-Stage Carburetor, the Plymouth, 
using regular gas, delivers far better mileage than either the other 
two largest-selling low-price cars! 


And new Plymouth’s Big Difference being promoted one the 
biggest, most powerful selling campaigns Plymouth history. it’s 
wonder Plymouth dealers everywhere are saying that there’s Big 
Difference being Plymouth dealer. Because the year that the 
Big Difference counts most—and Plymouth’s got it! 
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Rosen, Caruso Head Ford, Dodge Groups Chicago Dealers Tell NADA Clinic 
‘Import Field Growing 
But Not Easy Profits’ 


(Continued from Page 54) 


CHICAGO.—Jack Rosen, Sam Caruso, Caruso Motor Sales, 


Motors, Inc., has been elected Hinsdale, the new president 
dent the Metropolitan Chicago the Chicagoland Dodge Dealers 
Ford Dealers Assn. succeeds| Assn. succeeds Herb Scheurer, 
Carl Goy, Hoeffel-Goy, Inc. 


Kenwood Motor Co. 


conceivable that the very critical 
American buying public will 
anything but cause shakedown 
the number makes they 
purchase. 

Some will succeed the 
and many will fade out the pic- 
ture. History repeats and things 
tend cycles. The cars that 
have quality, price, strong dealer 
organization, coupled with the 
proper concept American service 
and merchandising, will continue 
increase their sales this country 
and others will fail like many do- 
mestic makes have the past. 


Assuming that all here 


Draw-Tite mokes 
hitch for every car make, model and year! 
TWO SIZES 2000 G.W. Ibs. for boat and 
utility trailers; 5000 G.W. Ibs. for large 


boats, horse and traveling house trailers. 
15-minute installation. 


assembling 


1959 


MORE NEW CAR SALES! 
MORE USED CAR SALES! 
MORE LUBE SALES! 
30,000 MILE 
MILEAGE 
GUARANTEE! 


FOR 30 YEARS THE 
REFINERY-BACKED 
LUBRICATION GUARANTEE 
requested most 
new car buyers! 


desire to. 

There wide gap between 
factories and dealers caused 
the absence factory-dealer 
councils, and far there are 
vice-presidents charge 
dealer relationships that know 
of. Immeasurable benefits will 
result both factories and deal- 
ers when these are set up, Per- 
sonally, feel that good, well- 
organized distributors here 
home soil will greater dealer 
value than factory vice-presidents 
2,000 miles away. 


Either complete lack 


Additional profit-makers the DRAW- 
TITE LINE Cam Tension Trailer 
Couplers (can’t release accidentally!) and 
NEW Field-Proven WINCHES (up 3500- 


are experienced our franchise very poor 
dustry, would like discuss more the rule than the ex- 
pros and cons the imported ception the case imported 
three headings that And this area where 


all familiar with. Those are: 
Factory-dealer relationships. 


pound guaranteed pull!) 


LET THIS “SALESMAN” WORK FOR YOU! Sales and merchandising 
This name the ball, being seen Service. 
hundreds thousands national adver- 


tising, steering prospects straight 
you. Make the line your extra 
profit-line using your present facilities 
and personnel. 24-hr. factory shipments 
keep your inventory costs down. 


Factory-Dealer Relationships 


While the distance from the fac- 
tory many times makes for hard- 
want them—one thing cer- 
just don’t get many phone 
calls from the home office needling 
you some inconsequential pro- 
And the factory travelers 
are fewer and their visits farther 
apart. 
are freer run your own business 


KAR-SH ow, 


Trailer Products Division 


MANUFACTURING 


4 


What Happens Your Car Sales 
When The Snows And Rains Come? 


KAR-SHOW OWNERS RIGHT SELLING 


Think what will mean your sales there 
interruption due snow, rain, and ice! Kar- 
Show keeps your cars clean and available 
displays them their best, regardless weather. 


These all-steel, low-cost outdoor merchandising 
units have proved their value time and again for 
dealers coast coast. Maintenance savings alone 
(up 66% based NADA figures) will pay 
for your Kar-Show just two years. Sales in- 
creases 25% are not unusual. 


will cost you nothing find out how you, 
too, can put Kar-Show work your sales lot. 
Write now any distributor below, direct, for 
illustrated literature, information, and prices. 


Steel Builders, Inc. Box 5157, Columbus, Ga.—FA -4-2452 


any these distributors 
FABRICATED METAL PRODUCTS CO. 
Box 1714 104 Bauer Ave. Box 268 
Atlanta Ga. 5-3441 Louisville, Ky. 6-1840 Sioux 8-2331 


CONTINENTAL STEEL PRODUCTS CO.STEEL BUILDERS SOUTHWEST DIV. WEST COAST STEEL BUILDERS 
Maple Ave. Milton 2456 Ness Ave. 


ATLANTIC STEEL CO. NORTH CENTRAL STEEL BUILDERS 


NADA has great amount work 
do, and beseech each you 
members who are the imported 
business urge your director 
see that NADA properly repre- 
sents the interest the 15,000 deal- 
selling imported cars. 


the imported car field there 
very little national advertising 
local advertising must done 
the dealer there not much 
coop help. Those few imported-car 
companies that have done even 
reasonable amount national ad- 
vertising have been well repaid 
increased sales and greater share 
the imported-car market, Also, 
those factories distributors who 
have shared with their dealers some 
the expense local advertising 
benefited more sales than 
those who leave the entire burden 
the dealer. 
The day gone when the world 
will beat path your door just 
because you have better mouse- 
trap than your neighbor. You must 
first tell them you have and then 
treat them properly when they 
come in, and you must serve them 
properly after the sale made. Un- 
fortunately, many companies don’t 
know that. 
There has been great lack 
sales helps the imported-car 


BOY’S MIDGET 


‘Sons, Inc 


Amazing NEW Tool For 
TRAFFIC BUILDING 
SALES CLINCHING 


Here’s a powerful new way to stim- 
ulate sales — just set one of these 
midget cars on your showroom floor 
and watch the results! 

Use for traffic-building promo- 
tions, contests, drawings, etc., or 
as a sales clincher by offering the 
little car free (or at your low, low 
cost) when he buys a big one. 

Other benefits too— when the 
whole family comes shopping the 
midget car should keep Junior(s) 
out of harm's way...leave you a 
clear field for selling. 


Dealers Distributors: 
Write for details today 


ARNOLD-DAIN CORP. 


Box 93, Mahopac, 


field and any experienced do- 
mestic-car dealer will miss these 
greatly. Some few distributors 
are now awakening this fact 
and are endeavoring some- 
thing about it. 
Because the shipping distance 
involved, the supply cars has 
been very sporadic, and any 
ported-car dealer whose distributor 
did not fill this gap stocking 
has found himself either 


with the expense carrying heavy Can the 
After-Market 


riod progresses, this situation 
should improve and 
will necessity carry adequate in- 
ventories supply their dealers. 
allay anyone thinking that 
feelings factory-dealer relations 
are all the con side, let say 
that two big pros are that the lack The answer 
factory interference and pressure this and count- 
wonderful and they really want less other ques- 
you make money the cars tions “The 
you They not advocate dis- Automobile 
Dealer” 
Martin Bury. 
This valuable 
book, now its 
second printing, 
has been 
claimed the 


counting and they not overload 
territories with dealers. 
= 
Sales and Merchandising 
most encouraging note 
from Paul Herzog’s survey that 
“bible” its field. Order now with 
coupon. If, after days, you are 
not convinced that this merits 
being worthwhile, permanent ref- 
erence, return and your money 
will refunded. Send for your 


percent the owners imported 
cars are more than satisfied with 
copy now before slips your mind. 


the service received, one the 

biggest obstacles selling im- 
PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


ported cars the prospect’s resist- 
ance the matter parts and 
(copies) of the new book, 
“The Automobile Dealer” 


facturers and distributors have Send books plus postage 


service. 

One imported-car owner’s car 
tied for the lack parts can 
change the mind dozen pros- 
pects about purchase one 


this item uppermost their 


only thought getting cars over 
here sell and have given little 
any thought about the parts|! Neme 
keep these cars run- 
ning. the future, the sales 
those companies who 


(Continued on Page 97, Col. 1) 


Street. 


LINE EASY PROFITS! 
HEAVY 
BUILT HITCHES 
Pennsylvania Oil Product 


sador the Auto Industry 


“The dealer the ambassador the automobile 
industry. New York, Philadelphia Peoria, 

the local automobile dealer the car sells that 
community. And all across America, the 
overwhelming majority cases, honest, 
courageous and efficient business man... one 
who invests more his capital protect 
his customers’ purchase than any other 
merchant the 


America’s prosperity and that the 
automobile industry hand hand. You 
help make both possible building your 
business fine products, and service, and 
friendship—and your year-in and 

year-out confidence bright economic 
future. You’re important man, Mr. Dealer 
—and our book you always have been! 


A CURTIS MAGAZINE 


*From speech, for Detroit,” 
given the Detroit Adcraft Club 

Peter Schruth, Vice-President 
The Saturday Evening Post. 


Wentworth Donates Car School— 
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ter roads, Callaway past pres- 
ident and director both the Con- 
struction Industry Manufacturers 
and the American Road 
Assn. 

* 


Streander Heads District 


Rotary Lift Co., Memphis, has 
named Streander Southeast- 
ern district manager its auto- 
motive division Atlanta. for- 
merly was sales agent the At- 
lanta area for Standard Oil Co. 


Kentucky. 


Chevrolet Names Andersen 


Assistant Truck Manager 
Harold Andersen has been ap- 

the Chevrolet truck department. 


student driver-training car has been presented Wentworth Motor Co. had been mideast regional 
Exeter, H., Sanborn Seminary Kingston, Keys the 1959 Rambler| truck manager since 1956. 


sedan turned over Joseph Testor, center, driver-training instructor, 


joined Chevrolet 1940 


Wentworth Wentworth Motor. are students Forrest Lyford, Kathy the parts and accessories depart- 


McCormack and Jean Spencer. 


ment and was service representa- 


Auto Personnel 
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Bailey was sales 
Brand Motors (Ford), Los 
+ 


Wagner Electric Ups 
executive vice-president agner 
Electric Corp. Paul 
named engineering and research 


Detroit zone before promotion manufacturing vice-president 
regional truck manager. 


* * * 
Commercial Credit Names 


Four Wheel Drive Names Eight Branch Posts 


Casey Sales-Training Chief Commercial Credit Corp. has 

John Casey, manager Four opened new office Sprinzfield, 
Wheel Drive’s utility division since O., with Cochran manager, 
1956, has been appointed director| The company also announced seven 
sales training. succeeds appointments other offices. They 
late Clifford Raforth. are: 

Casey will responsible for| Clarence Lake, manager, 
sales schools and training Buffalo, Y.; John 
for dealers, dealer salesmen Woods, manager, and Robin- 
field sales personnel. son, assistant manager, Worcester, 

Bailey Appointed Director Portland, Me.; Eugene 
For Registered-Tested Presque Isle, Me., and 


Registered-Tested Cars, Inc., manager, Lewis- 
Orange, J., has appointed Joseph Me. 
Bailey national director adver- 
tising and public relations. Unican Plastics Appoints 

Prior joining the nationwide O’Donnell Sales Chief 
used-car warranty-service firm, Warren has been 

named general sales manager for 
Unican Plastics Co., Inc., North- 
boro, Mass., manufacturer plastic 
fiberglass autobody fillers. 

will direct the general sales 
program for Unican plants 
Northboro, Segundo, Calif., and 
Montreal. formerly 
the advertising business, has been 
handling the advertising production 
for Unican Plastics products for 
several years. 


Rayon Institute’s Hallaren 
Heads Tire-Cord Division 


John Hallaren has been named 
the newly created post director 
the Tire-Cord division, American 
Rayon Institute, Inc. 

Hallaren joined ARI 1954 
public relations director. 


Automotive lighting has come long way 


since Tung-Sol developed the first headlamp 


1929 PRE-FOCUSED 


DUAL VISION-AID 


LEADERSHIP 


1910 TUNGSTEN 


1939 SEALED BEAM 


1956 VISION-AID 


1927 BI-FOCAL are: 


TODAY SPOTLIGHT LOW BEAM 


Carter Names Johnson 

Kenneth Johnson has been 
named manufacturing vice- 
president for Carter Carburetor 
division ACF Industries, Inc. 
came Carter from Trailmobile, 
Inc., where was operations man- 
ager, responsible for manufactur- 
ing, quality control and modifica- 
tion engineering the Cincinnati 


plant. 
* 


Commercial Credit Reassigns 


Direct-Loan Supervisors 
Commercial Credit Corp. an- 

nounced the reassignment 

direct-loan field supervisors. They 


Morris, Cleveland; Young, 
Cincinnati; Canaday, Atlanta; 
Pennington, San Francisco; 
Griffin, New Orleans; Matz, 
Pittsburgh; Tyler, Chicago; 
Dallas; Sikora, Indianapolis, 
and Bizzell, Kansas City. 


* 
Firestone Shifts 
Gazella has been named 
manager Firestone’s Minneapo- 
lis sales district, succeeding 
Bain. Gazella had been assistant 
division manager Des Moines. 


Chevrolet Promotes Pike; 


Freeman Named Successor 


Appointments new Pitts- 
burgh city manager and assist- 
ant zone manager Charlotte, 
C., have been announced Chev- 


AUTOMOTIVE 


1907 Tung-Sol produced the Multiplex, 


the first successful electric headlamp 
today dual Vision-Aid headlamps and new 
Vision-Aid headlamps with Spotlight Low 
Beam set performance standards through- 
out the world. Tung-Sol Electric Inc., 


‘Newark 


TUNG-SOL 


Pike, former assistant zone 
manager Charlotte, takes the 
Pittsburgh post vacated the res- 


Green succeeds Pike. 


American Motors Names 


Assistant Zone Managers 


Appointment three assistant 
zone managers and the transfer 
another has been announced 
American Motors Corp. 

Eddins has been transfer- 
red from assistant zone manager 
Pittsburgh the same position 
Memphis, and has been replaced 
manager the Boston zone. 
Quinn has been promoted from 
parts and service manager the 

(Continued on Page 92, Col, 1) 


Se > 4 


= 1913 TULITE 


WANTS. 
AMERICAS 


new car 


Chevrolet congratulates its more than dealers for their unparalleled achievement 


the industry’s No. sales organization. 


the NADA Convention Show 


sales! 


with the highest volume 
parts and service business! 


WITH TWO THE 
NATION’S TOP ENTERTAINERS! 
See them both 


Dinah Shore 


and 


Pat Boone 


inah Temple, Feb. 8:40 p.m. 


Chevrolet Division General Motors, Detroit Michigan 


was 
has 
eld, 
ven 
hey 
in- 
ind 
er, 
is- 
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Mobil Oil Co. succeeds George| Memphis zone. Maddox fo. merly 
Priggen jr., who has been pro-| was Orlando (Fla.) district 


Auto Personnel 


(Continued from Page 90) 
Canadian branch manager, will re-| Eastern Sales Manager 


New York zone assistant man- 
ager the Milwaukee office, and 
Kim, former special repre- 
sentative the Chicago area, be- 
comes assistant zone manager 
St. Louis. 


* 
Autocar Names Mason 


Kansas City Post 


Walter Mason has been named 
special representative for Autocar 
trucks, with headquarters Kan- 
sas City. Autocar division 
White Motor Co. 


Mason has been the heavy-duty 
motor transportation field since 
1944, his most recent assignment 
being Atlanta handling sales for 
Reo division White. his new 
assignment, Mason will work with 
the White-Autocar sales organiza- 
tion vocational assignments and 
special markets. 


Allen Electric Promotes 


Brendel and 


The appointment Lynn Bren- 
del general sales manager and 
Giuffre field sales manager 
has been announced Allen Elec- 


Vv. 4. Giuffre 


tric and Equipment Co., Kalamazoo, 
Mich. 

Brendel, formerly assistant sales 
manager, will direct all sales activi- 
ties for Allen throughout the 
Canada and Europe. Giuffre, former 


Lynn Brendel 


port Brendel. 
* 


Denison Elevates Born 


Ellis Born has been promoted 
director sales engineering 
Denison Engineering division, 
American Brake Shoe Co, had 
been product manager the Pump 
and Control division. 

+ 


Budd’s Moved 


Erwin Stumpf has been ap- 
pointed works manager for Budd 
Co.’s Hunting Park plant, Phila- 
delphia. had been assistant 
works manager. 

* * 


Huster Upped Hertz 


Frank Huster has been named 
Midwest regional manager for 
Hertz Corp. will supervise car- 
rental services states. 

* 


GMAC Appooints Westcott 


Finance Chief Chicago 
Dann Westcott has been appointed 
regional finance manager the 
Chicago office General Motors 
Acceptance Corp. succeeds 
Keith Campbell, who retired 
after years with the company. 
Westcott joined GMAC 1950 
and had been assistant regional 
finance manager Chicago since 
early this year. The Chicago office 
covers Illinois, Indiana, Michigan, 
Wisconsin, Iowa, Minnesota, North 
Dakota and South Dakota. 


American Felt Appoints 


Fraser Sales Manager 

Power Fraser jr. has been 
appointed general sales manager 
American Felt Co. had 
been assistant general sales man- 
ager. 

Fraser succeeds Jule Mar- 


shall, sales vice-president who 
retiring from active service after 
years with American Felt. 
will continue director and 
adviser. 

* * + 


Highway Trailer Appoints 


Ben Spector has been appointed 
Eastern sales manager for High- 
way Trailer Co., 
Edgerton, Wis. 

Spector’s chief 
responsibility will 
strengthen 
the company’s 
sales and distrib- 
utor organization 
for more inten- 
sive market cov- 
erage Eastern 
United States and 
Canada. will 
make his head- 


R, 8. Spector 


quarters New York. 
+ 


Canada Ford Names 


Paul Gillis has been named 
general manager the overseas 
division Ford Motor Co. 
Canada, Ltd. John 
has been appointed assistant 
the vice-president. 


Schellenback Joins Porter 


Sales Vice-President 


Burton Schellenbach has been 
named sales vice-president for 
Porter Co., Inc. For the 
last years has been with the 
Cleveland office Fuller Smith 
Ross, Inc., vice-president 
charge marketing and adver- 
tising efforts for Aluminum Co. 
America and later director 
marketing. 

has worked with the sales 
and marketing managements 
Fafnir Bearing, Nicholson File, 
The Stanley Works, plastics di- 
visions Union Carbide and 
Roebling. 


Socony Names Houchin 


Marvin Houchin has been 
named automotive sales manager 


the Detroit division Socony 


moted assistant division manager 
the company’s Kansas City di- 
vision. 

* * + 


Plymouth Names Sparkes 


Jack Sparkes has been named 
Los Angeles regional manager for 
Plymouth. 

had been Dodge regional 
manager Dallas. 


Spencer Takes New Post 
With Goodyear Canada 


Leland Spencer, vice-president 
Goodyear Tire Rubber Co., has 
been elected executive vice- 
president Goodyear Tire 
Rubber Co., Ltd., Toronto, Canada. 

Succeeding Spencer, with the title 
assistant the president, 
Mark Laibe, who has been di- 
rector purchases for the company. 
Replacing Laibe, Gharky, 
manager purchasing and ma- 
terials Goodyear Atomic Corp. 

* 


Ford Division Appoints 


Saybolt Head District 


Wayne Saybolt has been ap- 
pointed sales manager the Rock- 
ford district Ford division. 
The district includes 264 dealer- 
ships Wisconsin, parts Illinois 
and Michigan’s Upper Peninsula. 

Saybolt formerly was executive 
assistant for the division’s North- 
east sales region, which head- 
quartered near New York. 
new post, succeeds War- 
riner, who was promoted sales 
manager the Chicago district. 


Napco Names Wolfert 
Napco Industries, Inc., Minneap- 
olis, has appointed Paul Wolfert 
the newly-created position 
marketing director. 


GMC Ups Maddox 


Max Maddox has been appointed 
manager the Memphis GMC re- 
tail branch, succeeding Ralph 
Hitchings, who has been named 
heavy duty truck manager the 


DON’T PAINT 


LEE BARRETT, REPRESENTATIVE 
205 HADDON AVENUE, 
HADDONFIELD, NEW JERSEY 


AUTO 


TAKE TIP FROM BUMPA-TEL. 


TRAINING CARS—USE 
BUMPA-TEL SIGNS! 


Why mar car when you can have attractive sign for your 


BUY YOUR CAR 


THOSE DRIVER 


Driver Training Cars that does not mar scar your car any 
way? Bumpa-Tel Signs provide adequate identification plus 
courtesy line, may mounted dismounted seconds without 
tools, after original 30-minute installation. 


Tell your story with Bumpa-Tel Signs your demonstrators. 


$5999 


Car 


Ask about the ome BONUS PACKAGE! Available for 
models and most foreign cars. Designed transferred from 


one make and model car another purchasing correct mount- 


ing brackets which are available from manufacturer cost 


$3.00 per set. Sign price includes one set mounting brackets. 


ORDER NOW! 


CUSTOM 40” 12” 


Sign Lettered—$24.00 


(With Turned Edge Panel for Instant Change Copy) 
Complete With One Set Mounting Brackets 


Give Make and 


Price F.0.B. Mounds 


Canadian Patent 549499 


Model Car 


U. S$. Patent 2-816-377 


The first 50 dealers to visit our booth No. 129 at the N.A.D.A, Equipment Exhi- 


bition after reading this will receive beautiful anodized aluminum cane. 


BOX 216 


BUMPA-TEL SIGNS 


ager. 
* * 


Sullivan Succeeds 
Sullivan has been ap. 


pointed Buick Denver zone 


ager. Formerly Kansas City 
manager, succeeds Hen. 
rix, who being transferred 
Minneapolis zone manager, 
Goodyear Promotes 


Porter and Hancock 


ing the truck tire sales department 


Goodyear Tire Rubber Co, 


Jack Porter has been appointed 


fleet sales manager and George 
Hancock named succeed him 
national account sales manager. 

Porter, who moved into his new 
position following three years 
national account sales manager, 
will have additional duties the 
coordination activities with the 
American Trucking Assn., both 
national and state levels. Hancock, 
associated with commercial sales 
since 1955, has been member 
Goodyear’s sales organization for 
years. 


Gar Wood Names Davis 


Head Sales, Advertising 


David Davis has been ap- 
pointed director sales and adver- 
tising for Gar Wood Industries, 
Inc., Wayne, Mich., manufacturer 
truck equipment and construc- 
tion machinery. 

Davis formerly 
was general sales 
manager for con- 
struction machin- 
ery. joined 
Buckeye Traction 
Co, 
1940 and came 
with Gar Wood 
when acquired 
Buckeye 1946. 
also has 
served Eastern 


D. J. Davis 
district sales manager and tractor 


manager. 


Chrysler Names Connors 


Car-and-Truck Comptroller 


Robert Connors has been 
named comptroller Chrysler 
Corp.’s car and truck assembly 
group. 

Connors had been comptroller 
the Dodge Assembly plant since 
January, 1958, when joined 
Chrysler. entered the auto in- 
dustry 1951 after five years 
teaching economics and financial 
courses Loyola and St. Louis 
Universities. 


* * 
General Tire Ups Fuhrman 


Gene Fuhrman has been pro- 
moted manager General Tire 
Rubber Co.’s Philadelphia divi- 
sion, succeeding Richard Graybill, 
who has been transferred manu- 
facturers sales. Fuhrman had been 


regional manager retail stores. 


equipment sales 


Eaton Mfg. Promotes Three 
Its Purchasing Staff 


Three members the purchasing 
staff Eaton Mfg. Co. have been 
promoted and given increased re- 
sponsibilities under the company’s 
program expand this phase 
its activities. 

Williams, purchasing agent 
for Eaton’s axle division, has been 
promoted the central purchasing 
staff supervisor production 
parts and mill supply buying; 
Richard Fitzgerald was made 
manager the purchase research 
and analysis section the central 
purchasing staff, and William 
Davis, previously assistant pur- 
chasing agent for the axle division, 
was promoted purchasing agent 


the division. 
* 


Schutz, Others Named 


Ingersoll-Kalamazoo division, 
Borg-Warner Corp., Kalamazoo, 
Mich., has announced the appoint- 
ment Robert Schutz execu- 
tive vice-president and manager 
the division. Ben Swennes was 
named vice-president and director 
engineering, Anthony Mrozek, 
vice-president charge defense 
sales, and Kenneth Moseley, 
ant secretary-treasurer. 

* 


Martin Succeeds Wallace 


AMA Traffic Chief 
Edward Martin, general 
manager, Willys Motors, 
(Continued Page 106, Col. 


North American Subsidiary 


FULL LINE 
FINE CARS 


roomy and elegant! Appeal- 
ingly-priced, the DKW second-to- 
none for owner-pleasing efficiency, 
superb roadholding and overall 
safety. The advance design 
cylinder, cycle engine renowned 
for its amazing power and stamina. 
Models and four-door 
sedans, hardtops, station wagons, 
small vans and trucks. All precision- 
engineered and built one the 
world’s greatest names Grand 
Prix racing... AUTO UNION! 


Dusseldorf, Germany 


EXPERIENCED 
STAFF 


...with comprehensive working 
knowledge the imported car field, 
has been assigned coordinate and 
expand the distribution, sales and 
service DKW passenger cars and 
commercial vehicles the United 
States and Canada. addition, 
traveling teams factory engineers 
and mechanics, from Germany, are 
already the job providing vital 
service advice and assistance 
DKW Dealers from coast coast. 


COMPLETE ADVERTISING, 
MERCHANDISING AND 
PUBLICITY CAMPAIGNS 


...are under way now! New, exciting 
national advertisements will continu- 
ously spotlight the sales appeal DKW 


score North America’s most 


effective consumer magazines. com- 
plete range hard-hitting merchandis- 
ing aids for local sales promotion will 
dealers’ hands soon, Adding the 
overall impact aggressive, full- 
scale publicity program designed 
continuously keep DKW before the 
“eyes and ears” the nation! 


EXPANDING SALES 
FROM 
COAST COAST 


DKW Dealers with full- 
profit potential every sale. And, 
Mr. Heinz Hoppe, President 
DKW American, Inc., stated... 
“through close cooperation with our 
dealers, the total talent—energy 
and efforts the 
new corporation 
are being directed 
toward strengthen- 
ing and accelerat- 
this increased 
sales acceptance 
mR. HEINZ HOPPE EVEN More.” 


AMERICAN, INC. Avenue, New York 20, New York 


Auto Show for Air Force— 


Officers the Wichita Dealers Assn. meet with Maj. Gordon Goldsmith, 


McConnell AFB, draw for auto show staged Feb. 20-22 
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How Salesmen 


Practical Problems Selling 


between arousing interest 
prospect and arousing desire, 
successful Midwest salesman said 
recently. Here’s how used this 
difference close deal: 


Interest general but desire 
specific. Many sales courses 
and sales meetings stress arous- 
ing interest the customer, but 
the program should teach how 
arouse desire— 


how can help Sales Revived Kansas sation about appearances and 
the customer want TOPEKA, George the same detail the 
that car. mportance outward appear- 


pitching to- 

ward arousing the desire own 
the vehicle, and order 
that have get through 
some angle such how much 
better off will with it, 


One prospects was 
hardware salesman, and knew 
had been drilled and schooled 


and not too sedate, but the ap- 
pearance respectable well-to- 
do-person the top the 
middle-income bracket. 

ately and saw opportunity 
show what had been taught. 
listened his interesting trea- 


Ton-Mile Tax Plan 


ers his budget message the 
1959 Legislature. 

Last year Docking recom- 
mended the ton-mile tax the 
budget session but failed 
pass the Legislature. claimed 
his proposal this year will place 
the burden the tax the big, 
out-of-state truckers “who are 


tise appearances and their re. 
lation selling. 
+. 


the conversation, without in. 
terrupting him, let them talk 
when they want to, and listen 
attentively), asked him what 
make car was driving. 
me. asked the model, 

Then picked his conver- 


car you drive and that this im- 
pression, good, may help 
high places and, bad, may 
Then told him 
understand why people who 
must live the favorable im- 
pression they make will overlook 
the value driving car not 


mc 


more than two years old, when 
after all this trading every two 
years will not cost them much 


benefit for local airmen. Seated with Maj. Goldsmith (Studebaker), 
association president. Standing, from left, are Dick Price (Mercury) and Don McKay 
(Plymouth), show committee members, and Byron Stout (Pontiac), treasurer. 


the advantage presenting not paying their fair share now.” 


good appearance—not too flashy 


Eager Buyers Want Their Next Car 
Equipped with Non-Slip Differential 
Greater Safety and Convenience 


CAR BUYER PURCHASING SURVEY 
No. 7783 NON-SLIP DIFFERENTIAL 


BUY 
NON-SLIP 
DIFFERENTIAL 


Here’s how alert, sales-conscious dealers use the 
non-slip differential create sales interest and 
induce the prospect close the deal 
they demonstrate! Order your demonstrators 100% 
equipped with non-slip differentials. spring 
summer, the climate requires, they use 
patch mud small pit full loose sand. 
winter, there’s usually sheet ice curb 
full packed snow. 


The prospect invited sit behind the wheel 
new car equipped with the non-slip differential 
—to actually see how power shifted the wheel 
with the greater traction. There’s denying 
positive proof performance you can see! Here, 
the non-slip differential often the best reason 
why your prospect will close the deal now. 


its first full year the market, the non-slip 
differential more than doubled the volume sales 
expected experienced auto sales managers. 
These results came surprise, since recent 
market survey indicated minimum 43% 
new car buyers were interested purchasing this 
amazing new safety and convenience feature, 
especially after they learned its modest low price. 


Even more significant the fact that 47% 
intend purchase the non-slip differential 
their next new car. Make the non-slip differential 
part your hard-sell program having 
factory-installed every demonstrator. Then 
you’re ready turn the rainiest iciest days 
the year into your brightest sales opportunities 
demonstrating the non-slip differential! 


more than new suit clothes, 


The prospect laughed and said, 
“Show where sign.” 


Fuel-Oil Ban 
Help 
Smog Unit Says 

LOS ANGELES.—Claiming that 
ban fuel-oil burning would 
help, the Air Pollution Foun- 
dation has reported that motor- 
vehicle exhausts are the chief con- 
tributors smog while oil burning 
only minor source. 

Much the report its 
latest scientific findings air pol- 
lution covered the effects ban 
ordered the Board Super- 
visors burning fuel oil con- 
taining percent more 
sulphur. 

The ban scheduled into 
effect May for six months. 

Faith, APF managing 
director, said the ban would not 
result any the benefits anti- 
cipated the supervisors. They 
claimed would ease eye irrita- 
tions, clear visibility and curb many 
health and economic ill effects 
smog. 

The report pointed out that sul- 
phur dioxide produced the burn- 
ing fuel oil not major cause 
the harmful effects smog. 

“We will have increasingly severe 
attacks until automobile exhausts 
are adequately controlled,” Faith 
said. 


Chrysler Sets 
New Defense Unit 


DETROIT.—An Advanced Proj- 
ects Organization, specializing 
the concept and planning new 
weapon and space system projects, 
has been established Chrysler 
Corp.’s Defense Group. 

Irving Minett, defense group 
executive, said the APO will place 
greater emphasis incorporating 
new technical developments and 
achievements into today’s engineer- 
ing and production programs. 

John Butterfield, formerly exe- 
cutive engineer Chrysler Corp.’s 
Missile division, has been named 
APO Its functions will in- 
clude operational analysis, systems 
and components studies, proposal 
preparation, technic program 
planning and consultatory services, 
said. 


Emmert Resigns Post 


Ford Canada 


TORONTO.—Rhys Sale, pres- 
ident Ford Motor Co. Canada, 
announced that Theodore Em- 
mert has tendered his resignation 
executive vice-president and 
director. 

Emmert will remain with the 
company for the time being but 
plans enter another field busi- 
ness the future, Sale said. 


Fire Strikes Johns 


MURFREESBORO, Tenn.— 
explosion and fire did damage 
thousand dollars Johns 
Motor Co. here. One new car and 
three used cars were destroyed. 


— 


| 


you could look into the dreams America’s motorists—you 
would behold more than forty million beautiful Cadillac cars. 

That the number people who—according authorita- 
tive estimates—hope someday own the “car cars”. 

Certainly, all the history commerce, other product 
has ever etched itself deeply the public affection. 

And already there growing proof that the motor car 
that bears the Cadillac name for 1959 will deepen this senti- 
ment still greater degree. 


Indeed, the unprecedented acceptance the new Cadillac 
has made necessary for Cadillac dealers urge their clien- 
tele order now for mid-year delivery. 

And so—the Cadillac dealer and the Cadillac salesman 
continue enjoy the finest earning opportunity the indus- 
try. The dealer’s profit picture sound and the future promis- 
ing. The salesman’s income potential has never been great 
and his opportunities for advancement unlimited. 

convincing tribute great motor car. 


CADILLAC MOTOR CAR DIVISION GENERAL MOTORS CORPORATION 


Every Window Every Cadillac Safety Plate Glass 


alk © f J 
ten 
old 
ind 

id, 
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Harvester Notes 
Declines Sales, 
Profit for Year 


CHICAGO. International Har- 
vester’s profit the fiscal year 
ended Oct. totalled $42,987,000, 
down 5.8 percent from the $45,620,- 
000 earned the previous fiscal 
year. 

Sales amounted $1,098,390,000, 
decrease 7.4 percent from 1957 
sales which amounted $1,186,688,- 
000. Sales farm equipment, parts 
and service showed increase 
the most recent year. 

Among products showing de- 
cline fiscal 1958 were sales 
trucks, service and parts. Truck 
volume was $514,797,000 the most 
recent year, compared $555,874,000 Pump Rotor— 
the preceding year. 

The prolonged strike the first Ford Motor inspector scrutinizes 
quarter the current fiscal year|® powder-metal rotor for transmission 
cut deeply into International’s pump ejected 
ations, the company said. Hope from the die table 200-ton compact- 
good year 1959 was press. using powder metal instead 
“although probably will not alloy steel bar stock, Ford eliminates 
good 1958.” and hobbing operations. 


a 
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Auto Applications Widened 


Powder-Metal Parts Gain 


NEW YORK.— Use powder- 
metal parts for structural compo- 
nents automobiles has increased 
significantly, according the Metal 
Powder Industries Federation. 

Although this trend has been 
developing for years, the fed- 
eration said, survey manu- 
facturers has provided specific 
figures for the first time. 

Reports from Chrysler Corp., the 
group said, show average 
powder-metallurgy structural parts 
usage well over six pounds per 
from General Motors, more 
than seven pounds, These figures 
are for “typical” car representing 
composite all models. 

Although full tabulation was 
not available from Ford Motor Co., 


the federation said that 


Ford uses even more powder- 
metallurgy parts than and 
Chrysler. 


The Ford Fairlane 500, for 
ample, uses five pounds area manager. 


metallurgy hardware and acces- 
sories addition structural and 
other parts not tabulated Ford 
engineers, said. 

New models American Motors 
and Studebaker-Packard cars show 
similar trend, the federation said. 
The federation noted that figures 
for and Chrysler not include 
powder-metallurgy components 
subassemblies purchased from sup- 
pliers. 

Some experts the auto in- 
dustry, said, estimated that 
accurate count could made 


Kauffman New Home 


SPOKANE.—Kauffman Buick Co. 
opened its new $300,000 head- 
quarters 636 Sprague Ave. 
the open-house reception line 
with President Clayton Kauff- 
man and civic leaders was William 
Baker, Buick’s Pacific Northwest 


car buyer 


The kind that wants know. The kind that 
wants lift the hood, and get the facts. And 
these people—the critical consumers—the people 
who the auto shows, have made SIMCA 
the great success today. 

For all the world’s economy cars, SIMCA 
gives you the most the best for-the-money. 
Mechanix found that out after Tom 
McCahill’s tests. They said plainly: “Best 


| 


America today 


Import Buy And Sports Cars 
its price class.” And they tested them all. 

how about it? After you’ve seen the show, 
arrange for SIMCA test. Soon you push 
that pedal down...soon you feel that seat 
slap your back with power, know the 
truth. That all the world’s economy cars, 
Chrysler Corporation has brought you the finest. 


SIMCA 


SALES, PARTS AND SERVICE THROUGHOUT AMERICA + OVERSEAS DELIVERY, TOO+ SIMCA SALES OFFICE. CHRYSLER MOTORS CORPORATION. DETROIT 31, MICHIGAN 


the total weight 
doubled. 

Kempton Roll, executive 
retary the Metal Powder 
tries Federation, said, “Nobody 
produce figures accurate 
ounce, but from all indications 
have, about pounds 
metallurgy parts are going 
the average passenger car built 
year.” 


Significantly, the federation 


much the increased use 


powder components, which are 
most always specified for 


use. 

Chrysler cars, the 
said, three iron-base s—thel 
transmission kickdown lever, 
transmission plug and the 
chain sprocket—have replaced ex. 
truded aluminum, machined 
and pearlitic malleable 


These three parts, the 


tion said, take heavy shock loads 
and have long life requirements 


since they are located 


where individual part replace. 
ment difficult. 

Growing use 
lurgy parts structural applica- 
tions result the development 
new techniques for producing 
high-strength iron-powder parts and 
powder-metallurgy parts with selec. 


tive properties, the federation said 


Extremely high physical and 
chanical properties are available 


high-density powder parts, the 


There’s new kind 


eration said. 

Infiltration iron “skeletons” 
copper brass gives higher 
strength and hardness values, the 


federation said. 


said that Ford taking 
vantages this technique the 
production copper-infiltrated 
sintered iron rotor used the drive 
mechanism the transmission oil 
pump. 

switching from alloy steel 
bar stock, said, Ford eliminated 
screw-machine operation and 
expensive hobbing 

Tolerances are extremely close, 
the federation said, but cost sav- 
ings are substantial through the 
elimination machining opera- 
tions and scrap loss. 


Daytona Track 
Opening 


Race Program 


DAYTONA BEACH, 
ruary activities the new 
Daytona International Speedway 
include three race programs, six 
days qualifying trials and prac- 
tice and record attempts. 

Bill France, speedway president, 
said the events are expected 
attract more than 200,000 spectators. 

The speedway, with its 2,700-foot 
banked turns and 4,000-foot 
straightaway, should ready for 
initial test runs this week, France 
said. 

Speeds 140 160 miles per 
hour for stock cars and 180 200 
miles for Indianapolis-type cars are 
being forecast for the track, located 
446 acres owned the City and 
leased the speedway corporation. 

Preparations are being made for 
early February test runs at- 
tempts shatter world speed 
records for all closed courses 
stock cars and Indianapolis cars 
which get their first big test the 
1959 season 100-mile race Apr. 

Late-model stock-car events will 
held Feb. 20-22. 

The new track will also used 
for sports-car competition with 
1,000 kilometer Interna- 
tional sports car race scheduled 
Apr. but additional 2.1-mile 
infield road course will linked 
with the 2.5 mile oval complete 
4.5-mile sports-car course for this 
event. 


Columbus Dealers 


Install Krieger 


COLUMBUS, O.—George Krieger, 
Krieger Edsel, Inc., has been in- 
stalled president the 
bus Automobile Dealers Assn. 
Other new officers are: 

Herman Marte, Marte Pontiac, 


Inc., vice-president; George 


Byers, Geo. Byers Sons, Inc., 
treasurer, and Herman Beck, Herm 
Beck, Inc., secretary. 

New directors include Harold 
Wood, Leo McPherson, Neil Rush, 
Willard Ewart and 
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Sales rowing 


But 


(Continued from Page 88) 


after the sale having parts 


readily must sell 


transportation not just automo- 


the minds the imported car 


buyer there great confusion due 
the large number different 
makes available. further com- 


plicate this confusion, one can buy 
opinions many periodi- 


cals just about every import 


e. 
mad * * * 


Then further “convenience,” 
one the big three has published 


Buyers Digest that not for sale 


put can obtained sending 
the “handling This publi- 
cation anything but unbiased 
and sure isn’t intended 


help small car sales all. 


This confusion will clear 
the shakedown period progresses 
and the good cars remaining 
create strong following and re- 
peat sales follow. 

have encountered very little 
buyer resistance “foreign 
made product. Most people that 
have definite ideas the subject 
feel that long are giving 
and loaning billions dollars over- 
seas, much better get some- 
thing for our money buying 
their products and thereby helping 
them work their way back 
their feet. 

Most people feel that the im- 
ported car has filled void left 
the American manufacturer. They 
are also convinced that domestic 
manufacturers cannot build car 
the price, quality and economy 
the import. 

The terrifically high resale value 
feel, with in- 
creased production abroad, fall 
percentage near that the do- 


mestic car. 
> 


Service 


experience, the service and 


parts required per thousand miles 


negligible compared domestic 
cars. The reason is, opinion, 
because the cars are better made, 


because the workers still are 


craftsmen, because the cars are 
simpler and better bal- 
anced. Mechanical new-car get- 
ready can done fraction 
the time usually required for do- 
mestic makes. 

This is, course, good for the 
customer, but also knocks out 
any crutch dealer may look 
forward far service ab- 
sorption concerned. Parts sales, 
op- 
make adequate parts stock 
liability. 

Warranty periods imported 
cars vary from three months 
three years, and consequently 
great amount misunderstanding 

among buyers results from the 
divergence from the standard do- 
mestic warranty. 

There equally wide varia- 
tion the compensation paid 
dealers for work done during the 
guarantee period. Some pay per 
hour, some $2.80, regardless 
hourly rate. Others pay 
percent it—hardly any pay 
the 100 percent paid domestic 
makers even for tourist warranty 
work. 

Domestic-car dealers entering the 
imported-car field will stopped 
cold the matter parts books, 
price lists and service man- 
handled one make car 
for over year without parts- 

Try imagine, you can, trying 
day-to-day business with 
idea what the sale cost 


Toronto Dealer Held 


Theft, Resale Autos 


TORONTO.—A 
vestigation ended the arrest 
used-car dealer and the seizure 
six cars allegedly stolen and sold 
friends. Police said they were 
Searching for least dozen more 
Vehicles. Total car value nearly 
$50,000, police added. 

Facing six counts car theft 
Sam Tsuji, 39. Police said each 
the cars seized carried license 
Plates obtained for older models 
the same make that had been 
Scrapped. 


price was the parts you were 
selling, and the humiliation that 
ensued when insurance adjuster 
came for estimate accident 
repairs, have had service man- 
uals printed three languages— 
none them English. 
There excuse for this type 
merchandising and the cars 
were not very high quality, 
would impossible business 
that manner. 
What service needed for the 
cars most always done the 
selling dealer has good 


Chevy Aids Trade School 


MOBILE, Ala—An animated 
cutaway the engine, transmission 
and rear axle heavy-duty two- 
ton truck has been presented the 
State Vocational Trade School here 
Chevrolet. Chevrolet repre- 
sentative said the display has 
replacement value 


uick Riches, NADA Told 


Dealers Given Advice Imports 


shop. These owners are the dis- 
criminating type who want the 
best and are not attracted the 
corner filling station cut- 
rate back-alley garage. 


This helps keeping contact 
with your owners. well-satisfied 
owner the best salesman you can 
have, checking owner file 
the other day, found that every 
buyer was directly responsible for 
least one more sale and many 
for six eight. This type en- 
thusiasm and owner and dealer 
loyalty does not prevail domestic 
cars. 


Adding all the pros and cons 
book, the imported car has 
come age—it here stay. 
Many the embryonic merchan- 
dising weaknesses and shortcom- 
ings will ironed out and sales 
will continue increase because 
these cars fill great need and 
fulfill the desires hundreds 
thousands Americans for small, 
compact, really economical, quality- 
built cars. 


— 


International Backs ATA Program— 


$50,000 check support the trucking educational, research and public 


New Edition 


You Trade, Buy, 
Sell Finance 


USED CARS? 


BOOK 


Used Car Valuations 


Every Weeks 


Yearly Service 


RED BOOK has grown with the industry 
and belongs why thousands people 
always turn for current, realistic, authentic val- 
vations and for quick identification. EVERY MODEL 
EVERY CAR produced American manufac- 
turing plant the last years listed RED BOOK 
with data covering standard and optional equip- 
ment. More than import cars are listed 
separate section. 


the RED BOOK has been used throughout the 
country since 1911, has been made fit more 
and more exactly the need was designed fill—. 
until today has become precise, unfailing tool. 


BLUE BOOK 
Exclusive Truck 


Valuation Manual 
Service for Year $10.00 


Only service providing truck valua- 
tions and data for practically all 
makes tonnage. Ap- 
covering the past eight years 
are realistic, authentic. Data include 
model, motor and serial numbers, 
capacity, G.V.W., W.B., H.P. rating 
and factory prices. Published semi- 


RED BOOK gives you correct answers EVERY day 
when buying, selling, trading, financing used cars. 
Complete—easy use—has essential features found 


nowhere else. Everything you want here— 

Automatic Transmissions included ail valuations do- 
mestic cars except low-priced group. 

Title, license plate, sales and use tax data for all states. 

Valuations all cars and trucks through 1'2 ton capacity. 

identification years and model series. Serial and 
motor numbers years. 

Reliable Finance Values Wholesale Realistic Re- 
tail 


COUPON TODAY! MONEY-BACK GUARANTEE! 


Please enter our order for the one-year services checked below, 
subject your 30-day, money-back guarantee.” 
Red Book Official Used Car Valuations 

Except Pacific Coast 8.00 


Red Book Pacific Coast States 9.50 
National Auto Parts Labor Manual, Domestic Cars, 


including year’s revision service $18.00 
National Auto Parts and Labor Manual, Import Cars, 
Blue Book Official Truck $10.00 
National Tractor Farm Implement Blue Book............ 5.00 


Automotive Service Digest—Monthly— 
combination with any other 3.50 


Check enclosed for Send (Plus Charges) 
(Quantity Rates on Request) *Rates for United States only. 


ADDRESS 


INDICATE: NEW CAR TRUCK 
(MAKE) 


information program presented Walter Carey, second from right, chairman 
the American Trucking Assn.s Foundation, Inc., Buzard, vice-president 
International Harvester motor truck division. Looking are Schumacher, 
left, vice-president, and Pierson, manager International truck 
International Harvester has donated $300,000 the foundation since 
was established 1953. 
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products, lubricating equipment and 
wheel alignment equipment. (Booths 35- 


TIRE CHANGER—The Coats Twin-Air 
Tireman, tire changer with air-operated 
and lower bead looseners, one 
several tire changing tools being dis- 
played Jack Hennessy Co., Engle- 
wood, J., sales representative for Coats 
Co., Fort Dodge, (Booth 66.) 


color service promotion postcards, 

ing customer follow-up cards, specific serv- 

ice and thank you cards, are being 
displayed Reynolds Reynolds Co., 


STANDARD 


variety durable and distinctive plastic 
materials are being displayed Norgren- 
Stemac, (Booth 90.) 


FILE—Norick Bros., City, 
exhibiting its Presto file for 
repair orders “jobs handy 
for quick reference, Furnished with press- 
gray sheet metal with welded corners. 
Side sections are curved form 


(Booths 76-7.) 


VINYL COATING—A viny! 
coating being exhibited 
Mich. The material designed reduce 
the blinding strong sunlight 
from the top instrument pads. 
(Booth 50.) 


PROFESSIONAL 


Groom No. 26, cleaner 
for acrylic finishes, displayed 
Laboratories, Chicago. (Booth 56.) 


JACK ADAPTER—The Rota-Way jack 
designed save time oil pan 
Mfg. Co. Wisconsin, Racine, 
Wis. (Booths 


ALEMITE 


Sor automatic 


LIFT—A life en- 
gineered give complete under-car acces- 
sibility for general repair work dis- 

PETROLEUM played Rotary Lift Co., Memphis, Tenn. 
Corp., Chicago, exhibits its petrol- (Booth 105.) 
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pressure gun applies degreasing so- 
lution, pressure rinses the engine off and 
dries off the moisture, exhibited 
Dealers Reconditioning Supplies, Brook- 
field, (Booth 18.) 


RADIATOR SERVICER—A one-piece rad- 

iator servicing unit, designed for cleaning, 

testing and repairing car, truck and tractor 
radiators, being displayed Inland 
Mfg. Co., Omaha. The includes 
machine, hot cleaning vat and 
test and repair bench. (Booths 43-4.) 


DEALER NEWSLETTER—American Finance 
Conference, Inc., Chicago, exhibiting its 
AFC Newsletter. The publication 
aimed dealership management and 
dealer sales (Booth 87.) 


ACCOUNTING MACHINES Burroughs 
Corp., Detroit, demonstrating accounting 
machines specifically designed handle 
approved accounting sys- 
tems. Highlight the display elec- 
tric 10-key adding machine, the Burroughs 
5289. (Booths 


AIR CONDITIONER—John Mitchell 
Co., exhibits its 1959 Mark 
Monitor air conditioner 
actual 


FORWARD CONTROL The For- 
word Control Jeep, model FC-150, with 
wider 57-inch tread front and 12- 
volt electrical system and front 
Toledo. (Booths 


Corp., Toledo, dis- 
plays its Powr-Lok nonslip differential, now 
available most and light 
trucks. (Booth 


ELECTRONIC M—Executone 

electronic intercom systems are exhibited 

ENGINE CLEANING GUN—The Jet-Off Inc., New York. (Booths 

engine cleaning gun, triple purpose 24-5.) 


WRECKER—The Holmes 400 wrecker with improved controls and reverse will exhibit and demonstrate 
box option exhibited Ernest Holmes Co., 2505 East Forty-Third St., Chat-| ite, system for repairing and reinforcing 


tanooge. Tenn. (Booths 21-3.) 


THE WOLF PLAN’S 


SYSTEM 
OWNER FOLLOW -UP 
AND SERVICE MERCHANDISING 


Accutronic System service 
ing and owner followup displayed 
John Wolf Co., Oklahoma City. (Booth 


Divisio 


(Booths 


BRAKE Equipment 
Co., St. exhibits the B-6 and 
series Brake-Mobiles, complete portable 
brake service shops. 73-5.) 


Products Co., Cleveland, displaying its 

pressurized cooling system test-check kits 

ond designed for GMC, 

International and White heavy trucks and 
all (Booth 118.) 


ignition 
that tests four, six and eight-cylinder en- 
gines with just two test connections ex- 
hibited Electric and Equipment 


Co., Kalamazoo, Mich. (Booths 109-10.) 


tow © 


a 
° 


BODY REPAIR SYSTEM—Baird Dynamic 


(Continued on Page 99, Col, 1) 


New Products NADA 
| 
EE 
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(Continued from Page 98) 


fenders, gastanks and radia-| display Automotive Market Report, 


tors. (Booth 13), 


USED-CAR RECONDITIONER—The Auto- 
Valet, used-car reconditioner featuring 
specially developed line detergents 
and chemicals, displayed 
Division, Herman Smith Co., 


131-132) 


ENGINE TESTER—The TV-type Engin- 


(Booths 138-9.) 


FORD MOTOR CO. 

(TS Heanor: 
TS 


RAISAL CALCULATOR 


AMR NOW OFFERS WEEKLY PRICE QUOTATIONS 


APPRAISAL CALCULATOR—A pocket ap- 
Praisal calculator being featured 


Bid Tighten 


Licensing Fails 


_AUGUSTA, campaign 
tighten the local law racketeers 
failed when the Used Car Dealers 
Assn. Augusta was advised that 
toughening the City business 
license conform with new State 
law could not achieved this year. 

The association had asked City 
finance committee 
change the ordinance that only 
dealers authorized the State 
could qualify. The State law, aimed 
eliminating “fly-by-night” oper- 
ators, puts several requirements 
dealers, among them minimum 
Stocks, show place, office and 
certain types 

Committee Chairman Andrew 
jr. said “since licenses are 
distributed within the first days 
January, time will not permit 
change this year.” 
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hydraulic transmission jack and air-oper- Cincinnati, exhibits its line tire Kendall Refining Co., Bradford, Pa. (Booth 
ated bumper 80.) ers and tire service equipment. (Booth 4.) 52.) 


* * * 


Pittsburgh. (Booth 112.) 
* * * 


TIRE TOOLS—Big Four Industries, Inc., 


TUNE-UP TESTER—The model 300 Scope 
Durham Opens M-E-L Deal Tune-Up Tester and other automotive 
Durham Motors (Mercury-Edsel- (Continued Page Col. 


Lincoln-Taunus), has been opened 
Kansas City Dick Durham. Hassay Bros. Opens Deal 


formerly was associated with his MOTOR Oll—Kendall Dual Action Coitsville, 


TRANSMISSION JACK, Martin Durham, South-| tor Oil, designed for present day stop| Youngstown, O., has received 
Mfg. Co., Springfield, displays Ford. and driving habits, displayed by| franchise for International trucks. 


"Getting the AUTRONIC-EYEon Buick was the smartest 
I’ve made years! This power headlight control great 


idea! automatically dims lights for approaching cars... 
reminds other drivers dim their lights. And with its new 
Distance Control Dial, can adjust the proper dimming 
distance for any kind weather traffic condition. It’s 


amazing how much tension takes out night driving." 


BUYERS 


ABOUT NEW AUTRONIC-EYE! 


ads like the one shown above, buyers 1959 General Motors cars are 
being told the great news about the new Autronic-Eye! These ads tell pros- 
pects about new Distance Control Dial that gives the driver 
complete control over its sensitivity. They help remind new-car buyers 
the ease and security that automatic headlight control brings night 


driving. With this stand-out advertising program, Guide Lamp helping 
pave the way bigger and more profitable orders for car 
Make pay off for you suggesting the new Autronic-Eye! 


GUIDE LAMP DIVISION GENERAL MOTORS CORPORATION ANDERSON, INDIANA 


Titles and Checks Guaranteed 
by Empire Auction Insurance 


Fiying Dealers Land Buffalo 
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— 
(6) 4-dr., $895, $870. 
Country squire (8), $1,110* (pg). 
Fairlane (8) Victoria 2-dr., $900%; 4! 
dr., 
verage ars uction Custom (8) 2-dr., $345. 
*52 Crest (8) Victoria 2-dr., $205, 
Crest (8) Victoria 2-dr., 
(Compiled Automotive News from Auction Reports.) Newport 
MERCURY—’57 Montclair Hardto; 2-dr,, 
$1,675* (ps); Monterey 4-dr., $1,595¢; 
Hardtop 2-dr., $1,520*. 55 
’55 Monterey Hardtop 2-dr., dr 
6z 7 q 92 3 3 PLYMOUTH—’58 Belvedere (8) Har:itop 4. Fai 
; 4-dr., $750°. P 
March Apr. May dune duly Aug. Sept. Oct. Nov. Dec. Jan. STUDEBAKER_’58 Commander (8) 4-dr,, FLYMO 
Prices of '58s added and December, 1957. Prices of '59s added and '51s dropped in WILLYS—’'55 station wagon, $965. Se 
pickup, $790; Ford %-ton pickup, —< 
Prices marked with asterisk Super Riviera 2-dr., Bel Air (8) Hardtop 4-dr., 
4-dr., Two-ten (8) 4-dr., Hardto Country sedan (8) $2,205* (ps), Ford pickup, $275. 
automatic transmission over- Bei Air (8) station wagon, Victoria 2-dr., pickup, $250. 
indi wer Bel Air (6) 4-dr., $800; Two- (ps); 4-dr., (ps); Custom 
‘se -dr. 2.320°*: Two-ten Delray, $485. ‘57 Country squire (8), $1,790* (ps), 
Portland Auto Auction, Inc. Sale every (ps); Bel Air (6) 4-dr., $1,935*; Bis- "50 2-dr., $150. } $1,520, $1,345; Fairlane (8) Victoria — and prices held for the most he of Jan 
Tuesday. Prices are for sale Jan. 20. cayne (8) 4-dr., Coronet (8) 4-dr., $1,430°. Custom (8) 300 4-dr., part. 
(ps). Two-ten (8) 4-dr., $1,285; 2-dr., $1,175, $1,140. Special $1,475° (ps); 300 
Special 4-dr.. $1,050°. One-fifty (8) 2-dr., $1,240. 2-dr., $1,695°. (8) 2-dr., $1,155* (ps); 4-dr., $1,075*; $805°. Spe 
"54 Special 4-dr., §670°*. "56 Bel Air (6) Hardtop 2-dr., $1,420; | FORD—’'59 Custom (8) 300 4-dr., $2,300, Custom (8) 4-dr., $1,080°, $850; Main | (Continued on Page 101, Col. 1) . 
(ps 
(ps 
CADIL 
Frequency Rates: Listing (maximum: three lines 5.00, $4.00, $3.50, 52-times. Display (minimum space, inch 
5-inches columns.) For display Rates contact Want Dept., Automotive News, Detroit Michigan. 
CHEV! 
Im 
ALABAMA INDIANA NEW JERSEY NEW YORK 
AUCTIONS CORDIALLY INVITE YOU ATTEND New Jersey Turnpikes 
le b T d Albany 5, N. Y. 
DYER AUTO AUCTION, INC 
Registration Fee All Titles and Checks Guaranteed 
FRIDAY 
Truck Auctions Are Held Alternate Fridays NORTH CAROLINA 
DEALERS ONLY Next Truck Auction Will Held Feb. 6th 
ry Have Found Buying and Selling 
Wire Aute Auction FAX MILES SOUTH CHICAGO LOOP 
Denver, Cole 
For Free Transportation, Phone Chicago—REgent 
The Denver NEW YORK FOR 
CORRY AUTO AUCTION 
Revte 6, Corry, Pa. 
Denver Auto Auction DYER, INDIANA Thruway Auto Auction, Inc. 
Auction Every Fridey MICHIGAN EVERY TUESDAY with the 
tion.’ or reserv numbers call Corry 
Auctioneers: Geo. Auction, Wilmington St, Box 8468. Cummings, Odi Adcock. Owner: George 
APTCO Wed., 12:30. Check, Title Guarantee. Phone: Clements, Owner 


CONNECTICUT 


NEW OLDEST 
AND BEST 


Auto Exchange our year 
of continuous operation. 


Sele every Wednesday 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


FLORIDA 


DAYTONA BEACH Florida Auto 
A.M. Dealer-owned. Dealers only. 


“Leading Used Auction Direc- 
lists the top Auto Auc- 
When you want know 
where? when? what time? and what 
facilities are offered? LOOK 
LUCAD. 


AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday Noon 


Dix—Toledo Highway—Route 
Just mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL lines running 
ously. 


Conveniently located the heart the 
automobile world. 


Ten acres completely fenced parking 
area. 


Always fine selection sharp cars. 
Friendly relations prevail all times. 
auctioneers. 

Fair management. 


FINEST SALE 
EVERY WEDNESDAY 12:30 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Our Checks and insure Titles 
Owned and Operated 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 


North-East-South-West 


Automotive 


“Leading Used-Car Auction Direc- 
gives the sale day and time 


WEEK. 


5 miles south of Buffalo Municipal Airport. 


Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 


NEW YORK CITY'S 


Aulo 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 
GREENPOINT AVE. PROVOST ST. 
BROOKLYN 


Tel. EVergreen 3-4800 
Auctioneers—David Spielman 
John Becker 


top Auto Auctions EVERY LAFAYETTE—Syracuse Auto Aucti 


Center Empire State. Check 
Title Protection. (Wed.). 


MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
Route 
miles South Turnpike 
Sale Every 


Dual Lane Selling 
Auction Checks 
Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 


WASHINGTON 


SOUTH SEATTLE AUTO AUCTION 


10644 Marginal Way 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. A.M. 
“WE HAVE 


“Take Home Guaranteed Auction 


Johnson Bob McConkey 


| 
HUD 


PLYMOUTH—'59 Custom 
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the highest for the year, Added to the ’53_ Cosmopolitan 4-dr., $240* (ps). 
large attendance of used car buyers were MERCURY—’58 Monterey 4-dr., $1,800*, 


(Continued from Page 100) 


55 Century 2-dr., $830° (ps); Super 2- 
dr., $750* (ps). 

CHEY ROLET—’58 Biscayne (8) 2-dr., $1,- 
Two-ton (6) Hardtop 2-dr., $950. 
155 Two-ten (8) 4-dr., $715*. 

153 Gel Air 2-dr., $315*; Hardtop 2-dr., 
$175; One-fifty station wagon, $150. 

Fairlane (8) 2-dr., 
57 Country sedan (8), $1,465* (ps); 

Fairlane (8) 4-dr., $1,225* (ps); Cus- 
tom (8) 300 4-dr., $1,100*; Country 
sedan (6), $1,060. 

‘56 Fairlane (8) Victoria 2-dr., $1,035*; 
Custom (8) 2-dr,, $760; Custom (6) 
2-dr., $650. 

65 Ranch wagon (6), 

(6) conv., $595°. 

MERCURY—’58 Monterey 2-dr., $1,675. 
‘57 Monterey Hardtop 2-dr., $1,350*. 
56 Monterey station wagon, $1,295* 

(ps); Victoria 2-dr., $910*. 

55 Monterey 2-dr., $610*. 

OLDSMOBILE — ‘57 (88) Holiday 2-dr., 

$1,660* (ps). 

(88) 4-dr., $1,190* (ps). 

PACKARD—’53 Clipper 2-dr., $135° (ps). 


$620; Fairlane 


Savoy (6) 2-dr., $650. 
Plaza (8) $500. 
Savoy (6) 2-dr., $340. 
’53 Cambridge station wagon, $105. 


PONTIAC—'57 Chieftain 4-dr., $1,140*. 
56 Chieftain conv., $1,025* (ps). 
‘54 Chieftain Catalina 2-dr., $495*%; 4- 
dr., $395*. 
Chieftain 4-dr., $305*; 2-dr., $185*° 
(ps). 


DETROIT 


Motor City Auto Auction, Sale every 
Monday and Friday, Prices are for sale 
of Jan. 16 and 19, Market up a little. 
Sold 79 percent of cars consigned. 
BUICK—'58 Super 4-dr., $2,400° (ps), $2,- 

300° (ps); Special 4-dr,, $2,200° (ps). 

‘ST RM 4-dr., $1,810° (ps); Super 4-dr., 
2 at $1,650° (ps); 2-dr., $1,550° (ps); 
Special 4-dr., $1,600; 2-dr., $1,550°, 
$1,250°. 

RM 2-dr.. $1,250°; Super 4-dr., $1,- 
250° (ps), $1,000° (ps); 2-dr., $1,050° 
(ps); Special 2-dr., $1,065* (ps), $975° 
(ps); 4-dr., 2 at §$990° (ps), $875*. 

Super 2-dr., $875° (ps); 4-dr., $815* 
(ps); Century 2-dr., $820° (ps), $750°, 
$745*, $570°; Special 2-dr., $750°. 

"M4 Special 2-dr., $505° (ps). 

‘S51 Special Riviera 2-dr., $140. 
CADILLAC—'58 (62) sedan de Ville, $3,- 

850° (ps), $3,725° (ps). 

"ST (62) conv. $2,850 (ps). 

Eldorado, (ps); (62) sedan 
de Ville, $2,025° (ps). 

CHEVROLET—'58 Corvette conv., $2,750; 
Impala (8) 2-dr., $2,040° (ps). 

‘ST Two-ten (8) station wagon, $1,500° 
(ps); 2-dr., $1,245*, $1,225°; Bel Air 
(8) 2-dr., $1,490°, $1,465°, $1,.435°. 

Bel Air (8) 2-dr. $1,075*, $1,000; 
4-dr., $950°, $925°; Two-ten (8) sta- 
tion wagon, $1,050°, $1,000°; 4-dr., 
2-dr., $825, $810, 
$805*, $750. 

‘SS Bel Air (8) 4-dr., $1,000°, $820° 
(ps); 2-dr., $900°, $850, $815*, $780*, 
$760, $715*; Two-ten (8) 2-dr., $765*, 
$640; Bel Air (6) 4-dr., $705, $605, 
$480; Two-ten (6) 2-dr.. $765°, $640. 

Bel Air $400; Two-ten 
2-dr.. 2 at $400, $300; One-fifty 2-dr., 


$325. 
"63 Bel Air 2-dr., $390. 
"41 Deluxe 2-dr., $375. 

CHRYSLER—'57 NY 4-dr., $2,200*. 

"SS Windsor 2-dr., $800 (ps). 
"63 NY 4-dr. $265. 

DeSOTO—'57 Firedome conv., $1,600*°, $1,- 
550° (ps); sportsman 2-dr., $1,450° 
(ps). 

DODGE—'57 Sierra (8), $1,465*; Custom 
Royal (8) conv., $1,475° (ps). 

"SS Royal (8) station wagon, $775* (ps); 
Coronet (8) 4-dr., $600. 


"M4 Coronet (6) station wagon, $490; 
4-dr., $210*. 

"53 Meadowbrook station wagon, $260. 

FOR D—'59 Thunderbird 2-dr., $3,700° 


(ps). 

"S8 Fairlane (8) 500 2-dr., $1,900°, $1,- 
795°. $1,775° (ps); Fairlane (8) 4-dr., 
$1.800*; Custom (6) 2-dr., $1,425. 

"57 Fairlane (8) 500 conv., $1,820 (ps); 
$1,325* $1,215*; ranch wagon (8), 2 
at $1,425*; Custom (8) 2-dr., 2 at 
$1,100*, $1,000, $975, $900; Fairlane 
(8) 4-dr., $1,100*, $940. 

"36 Fairlane (8) Victoria 2-dr., $1,010* 
(ps); $960, conv., 

"55 Ranch wagon (6), $715, $700; Fair- 
lane (6) 2-dr., $700, $600*, $610; Cus- 
tom (8) 2-dr., 2 at $650, $520, $490, 
$425; Custom (6) 2-dr., $550, $535*. 

"54 Custom (8) ranch wagon, $585*, 
$390; 2-dr., $490. 3 at $400°; Crest 
(6) 2-dr., $500*, 

"53 Crest (8) Victoria 2-dr., $480*, $430, 
$425*; Custom (8) 4-dr., $375*; Main 
(6) $205. 

"52 Custom (6) 2-dr., $185. 
HUDSON—’55 Custom (8) 4-dr., $735. 
IMPERIAL—’'57 4-dr., $2,470* (ps), $2,- 

250* (ps), $2,190* (ps). 
LIN COL N—’5T Premiere 4-dr., $2,200* 
(ps). 

"56 Premiere 2-dr., $1,580* (ps), $1,525* 

(ps); Capri 4-dr., $1,375* (ps). 
MERCURY—’58 Monterey 2-dr., $2,000* 
(ps), $1,950*; 4-dr., $1,800*. 

‘57 Turnpike Cruiser 4-dr., $1,760* (ps); 
Monterey 2-dr., $1,520°; 4-dr., $1,400. 

Montclair 2-dr., $1,030*, $1,005 (ps); 
Custom 2-dr., $725, $660. 

"55 Montclair 2-dr., $800*, $705*, $575°*. 

‘54 Monterey 4-dr., $515. 

53 Monterey 2-dr., $425*, $365*; 4-dr., 
3350* (ps). 

NASH—’53 Statesman (6) 2-dr., $165. 
OLDSMOBILE—’57 (88) 2-dr., $1,750*; 

(58) Super 4-dr.. $1,700* (ps), $1,550. 

56 (98) 4-dr., $1,350* (ps), $1,250*; 
$1,175* (ps); 2-dr., $1,075* 

$925* (ps). 

55 (98) Holiday 2-dr., $975* (ps), $950* 
(os); Holiday 4-dr.. $950* (ps); conv., 
(ps); (88) 4-dr., 2-dr., 


"54 (88) 2-dr., $660 (ps), $675 (ps). 
53 (88) 2-dr., $260* (ps). 
PA A R D—’56 Clipper 4-dr., $1,300* 
Ps). 
"55 Clipper 4-dr., $480* (ps). 
(8) suburban, 
$2,600* (ps). 


‘58 Custom (8) Suburban, $1,725; Bel- 
vedere (8) 2-dr., $1,650* (ps). 

Belvedere (8) 2-dr., $1,315*, $1,250*; 
4-dr., $1,150*; Savoy (8) 2-dr., $1,- 
250*; Plaza (6) 2-dr., $850. 

Custom (6) station wagon, 
Belvedere (6) Hardtop 4-dr., ° 

Savoy (6) $565, $500, $515*, 
$465; Plaza (6) 4-dr., $375. 

"54 Plaza (6) 2-dr., $415; 4-dr., $275; 
station wagon, $410. 

PONTIAC—’57 Chieftain 4-dr., 

Star Chief 4-dr., $980*. 

= Chieftain station wagon, $975* (ps), 
910. 

Chieftain 4-dr., $425*. 

*53 Chieftain (8) 2-dr., $310*, $325; 
Chieftain (6) 4-dr., $200, $160; Cata- 
lina 2-dr., $170*. 

"52 Chieftain (6) Catalina 2-dr., $140*. 
RAMBLER—’58 Custom (8) 4-dr., $1,650*, 
$1,550; Deluxe (6) 4-dr., $1,300, 

"53 Super station wagon, $250. 

STUDEBAKER—’53 Commander (8) 2-dr., 
$335°. 

WILLYS—'55 Bermuda 2-dr., $390*. 

MISCELLANEOUS—’55 Ford panel, $400. 


ALBANY, 


Tim Anspach Dealer’s Auto Auction, Sale 
every Monday. Prices are for sale of Jan. 
19. Bitter cold hampered receipts, Car 
prices soared for a new high at our auction 
here today. Percentage sold 84.7 was also 


$1,280*. 


many new car dealers bidding strong for 
automobiles for their inventories, complain- 
ing they cannot sell enough new ones to 
keep going. Could have easily sold another 
75 cars. Sold 111 cars out of 131 consign- 
ments. 


BUICK—’55 Century Riviera 4-dr., $900*; 
Special 2-dr., $750*. 
*54 RM 4-dr., $480* (ps). 
Special 2-dr., $350*. 


CADILLAC—’57 (62) 4-dr., $2,950* (ps). 
’56 sedan de Ville, $1,825* (ps). 
55 coupe de Ville, $1,712* (ps); (62) 

coupe, $1,570* (ps), $1,550* (ps); 4- 
dr., $1,410* (ps). 

’53 (60) Special 4-dr., $640* (ps); (62) 
4-dr., $600* (ps). 

(60) Special 4-dr., $720*. 

’51 (60) Special 4-dr., $220*. 

OHEVROLET—’57 Two-ten (8) station 

wagon, $1,600, $1,600*; Two-ten (6) 
4-dr., $1,450*, $1,175*, $1,150°, $1,- 
050; 2-dr., $1,025; Bel Air (8) sport 
coupe, $1,590°; 4-dr., $1,435*, $1,400*. 

*56 Bel Air (8) 4-dr., $1,150*; Two-ten 
(8) 4-dr., 

*55 Bel Air (8) 2-dr., $850*; 4-dr., $650; 
Bel Air (6) 2-dr., $735; Two-ten (6) 
2-dr., $720, $550; 4-dr., $635; One-fifty 
(6) 2-dr., $580. 

‘54 Bel Air 2-dr., $590*; 4-dr., $375; 
Two-ten 4-dr,, $510; 2-dr., $475*; One- 
fifty 2-dr., $460. 

Deluxe 2-dr., $120. 

CHRYSLER—’55 Windsor 2-dr., $760*%; 4- 
dr., $750*; NY 4-dr., $625* (ps). 
DeSOTO—'57 Firedome 4-dr., $1,300* (ps). 

DODGE—’'57 Royal 4-dr., $1,350*. 

*56 Royal sedan, $995. 

’54 Coronet 4-dr., $335; Suburban sta- 
tion wagon, $260. 

F O R D—'58 Country Squire (8) station 
« Wagon, $2,100* (ps); Custom (6) 4-dr., 

$1,360. 


“Penny ante’’ sales 


mean 


profits 


Push Your 


Big Profit Line— 


DELCO 
Batteries 


Model Breakdown 
Auction Averages 


Jan., Dec., Nov., 

Model 1959 1958 1958 
1958. 2,040 
1,395 1,492 1,570 
1,007 1,068 1,114 
781 806 837 
476 507 536 
314 326 331 
218 225 221 
184 

Overall 

Average $1,140 $1,142 879 


‘57 Country Squire (8) station wagon, 
$1,600* (ps); Fairlane (8) 4-dr., $1,- 
600* (ps); conv., $1,560*%; 2-dr., $1,- 
260*; Custom (6) 4-dr., $1,200; 2-dr., 
$1,060; Ranch Wagon (6) station 
wagon, $1,000. 

56 Country Sedan (8) station wagon, 
$1,080; Fairlane (8) town sedan, $1,- 
075*. 

55 Country Sedan (8) station wagon, 
$850*, $830; Fairlane (6) 2-dr., $800*; 
Fairlane (8) 2-dr., $730*; conv., $680*; 
Custom (8) 2-dr., $785. 

54 Country Sedan (8) station wagon, 
$680°*. 

‘53 Fairlane Hardtop, $320*. 

HUDSON—'54 Hornet 2-dr., $130*. 


IMPERIAL—’57 Hardtop, $2,365* (ps). 


LINCOLN — ’'56 Premiere coupe, $1,450* 
(ps). 
"55 Capri 4-dr,, $825* (ps). 


“Small item” selling fine, but there’s quicker way fatten 
the Push Delco Dry Charge batteries and get the really 


big money. 


Nearly 25,000,000 replacement batteries are sold every year. 
Get your share this profitable market with 

Almost half the cars the road come factory equipped with 
batteries. It’s natural for owners ask for when it’s 


time replace. 


Deico offer the freshest power money can buy. 

They’re backed the strongest battery advertising the 
business. Put out front your sales department. Then watch 
the profits roll in. Get all the facts from your United Motors distributor. 


Quality built Delco-Remy distributed nationally through 


$1,760* (ps). 

Monterey 4-dr,, $1,560* (ps), $1,350*. 

Monterey station wagon, 

’54 Monterey 2-dr,, $475*; conv., $425* 
(ps); 2-dr., $370*%; 4-dr., $290, 

’53 Custom 2-dr., $310*. 

OLDSMOBILE — '57 (98) $1,660° 

(ps); (88) 2-dr., $1,370*. 

’56 (98) Holiday 4-dr,, $1,200* (ps). 

55 (88) Super Hardtop, $1,100*; (98) 
Holiday 2-dr,, $1,050* (ps). 

’54 (88) Super 4-dr., $490*; (98) 4-dr., 


$410* (ps). 
$340* (ps); (88) 


(98) 4-dr., 
2-dr., $340* (ps). 
PACKARD—’55 Custom Hardtop, $735*. 
Clipper 2-dr., $270*. 
PLYMOUTH —’'56 Belvedere (8) 4-dr., 
$900*. 
PONTIAC—’57 Chieftain 4-dr., $1,460*. 
"56 Chieftain station wagon, $990*; Star 
Chief 4-dr., $800*. 
’55 Catalina 2-dr., $935*; Star Chief 2- 
dr., $800*; Chieftain 2-dr., $650. 
Star Chief 4-dr,, $405*. 
*52 Chieftain conv., $140*. 
STUDEBAKER—’54 Champion station 
wagon, $520. 
MISCELLANEOUS—’56 Dodge (8) %-ton 
Pickup, $550. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Jan, 21. 


BUICK—’56 Century 2-dr., $1,150* (ps). 
"55 Special 2-dr., $800*; Super 2-dr., 
$770°*. 

"54 Century 4-dr., $405°; 2-dr., $365*. 
CHEVROLET—’58 Bel Air (8) 2-dr., $1,- 
820, $1,710*, $1,730*; 4-dr.. $1,610*. 
"57 Two-ten (6) 4-dr., $1,185*, $1,180*, 
$1,025; 2-dr., $1,025, $890. 


(Continued on Page 102, Col, 1) 
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or Belvedere (8) 2-dr., ps); 
Two-ten (6) station wagon, $885;| (ps). 
One-fifty (6) 2-dr., $690. Super Chief station wagon, 
Two-ten (8) 4-dr., (ps). Chieftain station wagon, $940* (ps). 
Windsor Hardtop Custom (6) 4-dr., $825. 
(Continued from Page 101) Hardtop President 2-dr., $830. 
DeSOTO—’57 Fireflite Hardtop 4-dr., $1,- 
’66 Two-ten (8) 4-dr., $1,015; Two-ten 2-dr., $690, 655* (ps); Firedome 4-dr., $i, 400* 

’5S Bel Air (8) 2-dr., $980, $900; Two- ‘63 Monterey 4-dr., $56 56 Firedome 4-dr, $825°. Tri-State Auction Company, Sale every 
ten (8) 4-dr., $770, $485; 2-dr., (88) -dr., Coronet (6) 2-dr., Thursday, Prices are for sale 22. 
$845°, $685*; Two-ten (6) 2-dr., $675. $1,005*. 4-dr., $1,210°*. Market very steady. Sold 61 cars from 

54 Bel Air 4- dr., $570, $495* (ps); Two- ‘55 "(s8) Holiday 4-dr., $1,050° (ps); 4- ’55 Coronet (8) Hardtop 2-dr,, $740*, | 89 consignments. F 
ten 2-dr., $510; station wagon, dr., $955*, Century Riviera 4-dr., $1,700 
4-dr., $490. (98) 2-dr., Thunderbird 2-dr., (Ps). 

4 aay - ten 4-dr., $370, $350, $345; 2- "53 (98) 2-dr., $385* (ps); (88) 4-dr., ’58 Ranch wagon (8), $1,615; Custom 54 Super Riviera 2-dr., $550* (ps). 

$355. $235. (8) 300 4-dr., $1,525°. '53 RM 4-dr., $250". 

‘a “Deluxe 2-dr., $310; 4-dr., $355*,| PLYMOUTH—'57 Belvedere (8) 2-dr., $1,- 57 Fairlane (8) 500 Victoria 2-dr., $1,- | CHEVROLET—’58 Impala (8) 2-dr., $2,- 
$105. 425* (ps); 4-dr., (ps); Brookwood (8), 

DeSOTO—’'55 Firedome (8) 2-dr., $705*. '56 Savoy (8) 2-dr., $705, $690, $675; Fairlane (8) Victoria 2-dr., $1,270*; $1,925*; Bel Air (8) 4-dr., $1,850*; 

53 Power Master (6) 4-dr., $245; Fire- Plaza (6) 2-dr., $605. conv., $1,200*; Custom (8) 300 2-dr., Biscayne (8) 4-dr., $1,725", $1,715*, 
dome (8) 4-dr., $215°. '54 Plaza (6) 2- -dr., $430; Belvedere (6) $1,125*; 4-dr., $1,100, $1,055, $1,665. 

DODGE—’55 Royal (8) 2-dr., $870*. 4-dr., $340. ’56 Custom (6) 4-dr., $635. ’57 Bel Air (8) Nomad, $1,675*, $1,650°; 

*54 Coronet (8) 4-dr., $250. PONTIAC—’57 Chieftain 2-dr., $890* (ps). ’55 Ranch wagon (8), $790*; ranch Two-ten (8) station wagon, $1,600° 

FORD—’58 Fairlane (8) 500 2-dr., $1,730°; ‘5S Chieftain Catalina 2-dr., $995°; 2- wagon (6), $675*, $575, $530; Fair- (ps), $1,580*. 
ranch wagon (8), $1,685*; Fairlane (8) dr., $725°*. lane (8) 4-dr., $705°; 2-dr., $675°. ’56 Two-ten (8) Hardtop 2-dr., $1,030°; 
2-dr., $1,430. Chieftain (8) 4-dr., $340, Crest (8) Victoria 2-dr., Cus- Two-ten (6) 4-dr., $820. 

'S7 Fairiane (8) 500 4-dr., $1,405* (ps), 2-dr., $140. tom (6) 4-dr,. $425. ‘55 Bel Air (8) 4-dr., $800, $720°; 
$1,385*, Fairlane (8) 4-dr., Chieftain (8) 2-dr., $125, Hardtop 2-dr., $3,- Two-ten (8) 4-dr., $725. 
$1,315; 2-dr., $1,105; Custom (8) 2-| STUDEBAKER—’55 Champion (6) station 060* (ps). "53 Two-ten 4-dr., $355°. 
dr. $1,055. wagon, $555°. MERCURY—’57 Montclair conv., $1,650*; | DODGE—’55 Coronet (6) 2-dr., $530°. 

56 Fairlane (8) Victoria 2-dr., $1,040; | MISCELLANEOUS—’53 Ford %-ton, $345. Hardtop 2-dr., $1,500* (ps); Hardtop | FORD—'’58 Country sedan (8), $1,970*; 
2-dr., $945; country sedan (8), $925"; 4-dr., $1,485°*; "Monterey 4-dr., $1,380*; Fairlane (8) 4-dr., $1,640*, 2 at $1,- 
Custom (8) 2-dr., $795° (ps). DETROIT 2-dr.. $1,250. 625°; Custom (8) 300 4-dr., $1,600°; 

"55 Country squire (8), $985°; country °S5 Montclair Hardtop 2-dr., $855* (ps); Custom (6) 300 4-dr., $1,580*. 
sedan (8), $825; Fairlane (8) 2-dr., Aptco Auto Auction, Sale every Wednes- 2-dr., $700*; Monterey Hardtop 2-dr., ‘57 Country sedan (8), $1,600*; Fairlane 
$985*, $895°; Victoria 2-dr., $945*; 2-|day. Prices are for sale of Jan, 21. $745°. (8) 500 Victoria 2-dr., $1, 550° (ps); 
dr., Custom (8), 4-dr., Century Estate wagon, $2,650° (98) 4-dr., (ps); Custom (8) 300 
(ps), $730; 2-dr., $730°. (ps), Special conv., $2,100°. ps). 4-dr., $1,175°; 2-dr., $1,080; Custom 

*54 Custom (8) 2-dr., $565*, $330°. "ST Super Riviera 4-dr., $1,640° (ps); ‘50 P98) Holiday <<. $1,310° (ps). (8) 2-ar., $1, 125. 

‘53 Custom (8) 4-dr., $360, $305. Century conv., =. ~agf (ps); Special "55 (98) conv., $910° (ps). 66 Fairlane (8) 4-dr., $875*; Custom 

Custom (8) 4-dr., $255. Riviera 2-dr., $1,55) PACKARD — '55 Hardtop 2-dr (8) 4-dr., $825°, $805; Main (8) 4-dr., 

MERCURY—'56 Monterey 2-dr., $855°. ‘55 Special Riviera 2-ar., $715°. $700*; 4-dr., $605°. 


$690. 
'55 Montclair 4-dr., $890° (ps): Monterey | CADILLAC—’55 (62) sedan de Ville, $1,- PLYMOUTH—’58 Belvedere (8) Hardtop "5S Fairlane (8) 2-dr., $875; country 


>» 


Providing all the widely accepted advantages 
“Frame-Kontact” lifting, Globe “Continental” Hoists in- 
corporate unitized superstructure having swivel arms and 
sliding pads. Spotting quick, positive, easy. 

The exclusive Globe PRE-SET feature permits position 
adjustment arms and pads for 90% all cars the 
road today before the car driven over the superstructure. 
Handling other cars, including some late models 
and foreign cars, also facilitated the versatility and 
simplicity PRE-SET adjustment. Any change adjust- 
ment easily accomplished the mechanic the side of, 
not under, the car. 

Made the pioneer manufacturer the “Frame- 
Kontact” Hoist, long, specialized experience has 
produced benefits and advantages which are exclusive 
Globe “Continental” design. These include the PRE-SET ad- 
justment, the 3-position pads (patent applied for), wide 
and long reach and large free undercar working area. 

Three “Continental” models are available: single 

ost semi- full hydraulic, two post full hydraulic. 

troke 8000 Ibs. capacity. Maximum wide spread 
pads: 78”; maximum reach: positive 
contact any chassis pick-up point. 


WRITE TODAY fer 
illustrated folder (A- 
606) of complete 
description and speci- 
fieations of GLOBE 
CONTINENTAL 
HOISTS. Glebe Hoist 
Ce., East Mermaid 
Lane at Queen St., 
Phila. 18, Penna, 


UP, extra UP, clears 


1%" tact” lifting is covered by the re 

trucks. and foreign pats issued and pend, 


sedan (6), $760; Custom (8 2-dr, 
$675 


Main (6) 2-dr., $250*. 

Custom 4-dr., $130*. 
LINCOLN—’55 Custom 4-dr., $825° (pa), 
MERCURY—’58 Monterey 4-dr., $1,825 

(ps). 

Montclair 4-dr., $1,675* (ps) 

°56 Monterey Hardtop 2-dr., $1,050*, 

Monterey Hardtop 2-dr., $805°. 
OLDSMOBILE—’57 (88) Super Fiesta, $2. 

210* (ps), $2,175" (ps); (88) 2-dr,, 
$1,700 
PLYMOUTH—'56 Savoy (6) 4-dr., $650, 
*51 Cranbrook 2-dr., $180. 


PONTIAC—'52 Chieftain (6) 4-dr., $140, 
$135*. 

RAMBLER—’58 Custom (8) 4-dr., $1,860*, 
$1,740°. 


*57 Deluxe (6) 4-dr., $825. 


EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 
Thursday. Prices are for sale of Jan, 2, 
Prices remain steady but cars were scarce 
due to severe snow storm. Sold 48 cars 
from 56 consignments, 

BUICK—’56 Special Riviera 2-dr., $965*, 

"54 Super Riviera 2-dr., $635* (ps), 

Super Riviera 2-dr., $325*. 


(ps). 
CHEV ROLET — '56 Two-ten (8) station 
wagon, $1,085*. 
*54 Bel Air Hardtop 2-dr., $605*, $560; 
One-fifty 4-dr., $310. 
"53 Bel Air conv., $420° (ps); Hardtop 


2-dr., $410°. 
"52 Styleline Deluxe 2- dr., $260. 
DeSOTO — ‘54 Powermaster (6) 4-dr., 
$465*. 
DODGE — '57 Coronet (8) Lancer 4-dr,, 
$1,335°. 


"56 Coronet (8) 4-dr., $900°. 
EDSEL—’58 Pacer Hardtop 4-dr., $1,600* 


(ps). 
FORD — ‘57 Country sedan (8), $1,370; 
Custom (8) 2-dr., $865*. 

"56 Custom (8) 2-dr., $705. 

"55 Main (8) 2-dr., $635; Main (6) 2-dr., 

$455. 

Main (6) $340. 

"53 Crest (8) conv., §270°. 

Custom (8) 2-dr., $285. 
LINCOLN—’'55 Capri coupe, $865* (ps). 
MERCURY—'56 Medalist 2-dr., $605*. 

"54 Custom 2-dr., $395. 

Custom Hardtop, $385. 
(48) 

(88) Super 2-dr., $905* (ps). 


PLYMOUTH—’'59 Savoy (8) 4-dr., $2,030*, 


(ps). 

"58 Savoy (8) 4-dr., $1,425. 

"ST Savoy (8) 4-dr., $1,085°. 

"55 Belvedere (8) 4-dr.,°$650*. 

"53 Cambridge station wagon, $330. 

"52 Concord station wagon, $225. 
PONTIAC—'56 Star Chief conv., $860*. 

"55 Chieftain 4-dr., $700*, $610° (ps); 

2-dr,, $600. 

"52 Chieftain (8) 2-dr., $260°. 
WILLYS—'53 station wagon, $245. 
— — "53 GMC 1%-ton, 

500. 


DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of Jan. 20. 
BUICK—'58 Super Riviera 2-dr., $2,250 

(ps). 
"57 Century Estate Wagon, $1,860° (ps); 
Special 2-dr., $1,190°*. 
"56 Super 4- dr., $1,195° (ps). 
CADILLAC—'58 (62) coupe de Ville, $3,- 
500° (ps). 
Impala (8) conv., $2,- 
"58 Corvette 2-dr.. $2,710; Impala (8) 
conv., $2,125*° (ps); Bel Air (8) Hard- 
top 4-dr., $2,005° (ps); Delray (6) 


ST Bei Air (8) Hardtop 4-dr., $1,670*, 
$1,500° (ps); 2-dr., $1,490°; Two-ten 
(6) 4-dr., $1,400°. 

‘56 Bel Air (8) station wagon, $1,260° 
(ps); conv. $925°. 

"55 Bel Air (8) 4-dr., $1,000° (ps). 

"54 Bel Air 4-dr., $615; One-fifty station 
wagon, $425. 

"52 Deluxe 4-dr.. $235°; 2-dr., $230°. 
CHRYSLER—'57 NY 4-dr., $1,750° (ps). 
DeSOTO—'52 Custom (6) ‘4-dr., $210. 
DODGE—'5S Sierra (8), $2,050*° (ps). 

"ST Sierra (8), $1,575° (ps). 

Sierra (8), $800°. 

EDSEL—'58 Corsair 2-dr., $1,900° (ps). 
FORD — ‘58 Thunderbird 2-dr., $3,265* 
(ps); Fairlane (8) 500 4-dr.. $1,950° 
(ps), $1.875° (ps), $1,815° (ps), $1- 
750° (ps); country sedan (8), $1,875°. 

"S57 Thunderbird 2-dr.. $2,415* (ps), $2,- 
350°; country sedan (8), $1,575*; ‘Fair- 
lane (8) 500 2-dr., $1,500° (ps), $i,- 
450° (ps); Victoria 4-dr., $1,490° (ps). 

"56 Fairlane (8) 4-dr.. $725° (ps). 

Fairlane (8) Crown Victoria, $925°; 
Victoria 2-dr., $920°; Custom (8) 4 


., $610°. 
"54 Main (6) 2-dr., $265. 
LINCOLN — ‘57 Premiere Landau 4-dr., 


$2,.550°* (ps). 
MERCURY—'56 Monterey Hardtop 4-dr., 
$980* (ps). 
Custom Hardtop 2-dr., $700*. 
OLDSMOBILE (98) 2-dr., $1,780° 
(ps). 
"56 (88) Holiday 2-dr., $1,225° (ps). 
"54 (88) 4-dr., $625* (ps). 
"53 (98) 4-dr., $210* (ps); conv., $120°. 
PLYMOUTH Suburban (8), 
(ps). 
"55 Belvedere (8) conv., $765*; Savoy 
(6) 4-dr., $320. 
*51 Concord station wagon, $190. 
PONTIAC—’57 Star Chief 2-dr., $1,400*. 
"56 Chieftain Catalina 4-dr. $560". 
bo Chieftain (8) station wagon, $835° 
"53 $225*. 
—. Super (6) station wagon, 
"58 Custom (8) 4-dr., $1,700*, 
"56 Super (6) 4-dr., $825. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Jan. 21. 
Many dealers are in need of cars as 
retail business has somewhat picked up. 
The weather hampered the consignment ut 
not the amount of buyers in attendance. 
A high of 85 percent was sold. 
BUIOK—’57 Super 2-dr. Hardtop, $1,700* 
(ps). 
Super 2-dr. Hardtop, $800* (ps). 
*52 Super conv., $175* (ps). 
CADILLAC—’50 (61) 2-dr. Hardtop, $235°*. 
CHEVROLET—'58 Biscayne 4-dr., $1,560*. 
~Two-ten (6) 4-dr, Station Wagon, 
$1,300* (ps); 4-dr., $1,250*, 2 at $1,- 
100, $1,000; Bel 
Air conv., $1,060 
°56 Two-ten (6) 2- $800. 
Bel Air (6) 4-ar., $475*, $470, $390", 
Two-ten (6) 4-dr., 
(Continued on Page 104, Col, 1) 
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FEATURING PRE-SET CONVENIENCE FOR 
RAPID, EASY HANDLING ALL CARS RECOMMENDED PICK-UP POINTS 


2 


E. Medley A. C. Manvell, Gen. B. H. Bell L. J. Hasbrouck E. F. Chocol 
27 Simpson Rd. Quoker State Oil Refg. Co. of Coende, Utd. P. O. Box 125 801 Hepler Road 7456 No. Crossway Rd.—(Fox-Point) 
dmore, Pa. 68 Titan Road—Etobicoke Talichassee, Fla. Richmond, Virginia Milwaukee, Wisc. 


Toronto 18, Ontario, Canada 


Bill Endicott tells how Quaker State 
Division Managers help dealers build business 


Chief Sales Force introduces the men who work 
with dealers improve sales, service and profits 


“The men this page are Quaker State 
Division Sales Managers the United States 
and Canada. Maybe you already know some 
them. you don’t, I’m pretty sure 
find meeting worth your while. 


“These men work very closely with Quaker 
State’s distributors and their salesmen. And 
chances are one these men will around 
see you shortly. think you will want hear 
what has say about Quaker State’s big 
dual-range grading system that 


5527 Dyer Street Quaker Oil Refg. Calif. 
Dallas 6, Texas 654 East 60th St. 
Los Angeles 1, Calif. 


C. V. Dorman 
519 Fayette Bivd. 
Syracuse 3, N. Y. 


brings year-round sales and keeps profit 
margins consistently high. 


more, he’ll glad answer any 
questions you may have about the many un- 
usual sales aids and extra profit opportunities 
open dealers who sell the Quaker State line. 


“If you would like get touch with 
one our division managers directly, you will 
find address under each picture. 


“Or can any help, just drop 
line here Oil City, Pennsylvania.” 


QUAKER STATE REFINING CORPORATION, OIL CITY, PA. 


R. A. Beaman 

Quaker State Oil Refg. Co. of Calif. 
unicipal Terminat No. 4 
Portland 3, Oregon 


R. E. Reed 
2615 Beech Avenve 
Springfield, 


4501 West 69th St. 


Prairie Village, Kansos 


4. 8. Kene 
3938 Lynner Drive 


L. T. Brennen 
1912 DeCook Avenve 
Park Ridge, ill. 


R. K. 
5224 Maddox Lone 
Minneapolis 24, Minn. 


oe A. J. Gray, Je. 
Box 4323—Centenary Station 
Shreveport, La, 


Mr. Leo Vachon 
270 Green St.—St. Lambert 
Montreal 23, Canada 


L. R. Freemen 
3181 Mountview Road 
Columbus 21, Ohio 


Z “= 
> 
R A Johnson 


2609 Kimbory Way 
Solt Loke City 9, Utah 


hbonks 
473 No. 17th St. 
Noblesville, ind, 


H. 8. Boker 
6195 Field St, 
Arveda, Colorado 


W. 8. Chance 
415 So. Indiana 
Ancheim, Calif, 
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‘52 Deluxe (6) 2-dr. Hardtop, $140. 
’51 Deluxe (6) 2-dr., $105°. 
DODGE—’57 Custom Royal 4-dr. Hardtop, 
$1,710* (ps). 

FORD—’57 Custom 300 (8) 4-dr., $1,150, 
$1,000; Fairlane (8) 4-dr., $1,100*. 
56 Country Squire 4-dr., $1,220* (ps); 

Custom (8) 2-dr., $745. 
55 Custom (8) 2-dr., Hardtop, $660, 
$615; Main (8) 4-dr., $525. 
‘54 Custom (8) 2-dr. Hardtop, $500*; 4- 
dr., $400; Main (8) 2-dr., $290. 
‘53 Custom (6) Ranch Wagon, $335*; (8) 
2-dr. Hardtop, $295*, $280*, $175. 
’52 Custom (8) 2-dr., $175*, $140*; Main 
(6) Sedan Delivery, $140. 
LINCOLN—’57 Premier 4-dr. Hardtop, $2,- 
410° (ps). 
MERCURY—'54 9 pass. 
$590* (ps); Monterey 4-dr., 
"51 4-dr., $110°*. 
NASH—’53 Statesman (6) 2-dr., $150. 
OLDSMOBILE — (88) 4-dr., $1,150*, 
$890°. 
"54 Super 88 4-dr., $490°. 
‘53 Super 88 2-dr. Hardtop, $505*; (88) 
2-dr. Hardtop, $400° (ps). 
(98) 4-dr., $140°. 
PACKARD—’56 Clipper 4-dr., $900* (ps). 
PLYMOUTH—’'57 Sport Suburban Wagon, 
$1,525"; Belvedere 4-dr., $1,310*; 
Savoy 4-dr., $995; Plaza 4-dr., $975. 
"56 Belvedere 4-dr., $890*; Plaza 2-dr., 
$580. 
"64 Savoy 4-dr., $390*. 
‘53 Savoy (6) 2-dr., $345. 


Station Wagon, 
$490*. 


’51 Cambridge (6) 2-dr., $200. 


PONTIAC—’57 Chieftain 4-dr. 
$1,425*, $1,325*. 
’56 Chieftain 4-dr., $1,130*. 
’64 Chieftain 4-dr., $445* (ps). 
Chieftain 4-dr., $165*. 
RAMBLER—’52 2-dr., $255. 
STUDEBAKER—’'55 Commander 2-dr. Sta- 
tion Wagon, $620*. 
Commander 2-dr., $220*. 
Commander 4-dr., $125*. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday. Prices are for sale of 
Jan, 22, 

Buyer demand strong on late model and 
clean older units, Buyers showed up from 
all over Florida and Carolinas, 
BUICK—’58 Special 2-dr. Hardtop, $1,- 

980°, 

’57 Estate Wagon, $1,950* (ps); Special 

2-dr, Hardtop, $1,375*. 

’56 Super 4-dr. Hardtop, $950* (ps). 

’52 Special 2-dr. Hardtop, $280*. 

Super $200. 
CADILLAC—’57 (62) 4-dr. Hardtop, $2,- 

900* (ps). 

"56 (60) 4-dr., $1,855* (ps); (62) conv., 

$1,815* (ps). 


Hardtop, 


"55 (62) 4-dr., $1,520% (ps); coupe, 
$1,400* (ps). 
"54 (62) 4-dr., $1,125* (ps). 
CHEVROLET—’58 Delray (6) 4-dr., $1,- 
410*, $1,400. 


’56 Bel Air (8) 2-dr. Hardtop, $1,075*; 
Two-ten (8) 4-dr., $805. 
'55 Two-ten (6) 4-dr., $735; (8) 2-dr., 


station wagon, $680; Bel Air (6) 
conv,, $660. 
53 Bel Air (6) 2-dr, Hardtop, $425; 


Two-ten (6) 4-dr., $360*; 2-dr., $330, 
$265 


CHRYSLER—’53 NY 4-dr., $250* (ps). 
DeSOTO — '53 Firedome (8) 4-dr., $325 


(ps). 

FORD —'58 Country Sedan (8), $1,885; 
Fairlane 500 (8) 4-dr., $1,600* (ps), 
$1,560*; Ranch Wagon (8) 4-dr., $1,- 
525°; 2-dr., $1,470*. 

57 Fairlane (8) 2-dr. Hardtop, $1,400* 
(ps); Fairlane (8) 2-dr. Hardtop, $1,- 
400* (ps); 2-dr., $1,195*; Country 
Sedan (8), $1,230*; Ranch Wagon (8), 
$1,150*; Custom (8) 2-dr., $1,150*. 

'56 Fairlane (8) conv., $1,035* (ps); 
4-dr., $825*; Country Sedan (8), $925* 
(ps); Ranch Wagon (8), $755, $650. 

LINCOLN — ’57 Premiere 2-dr., $2,160* 


(ps). 
Capri 2-dr., $550* (ps). 
MERCURY — ’57 Cruiser 2-dr. 
$1,700* (ps); Phaeton 2-dr, 
$1,600* (ps). 
Monterey 2-dr, 
OLDSMOBILE — '57 


Hardtop, 
Hardtop. 


Hardtop, $1,025*. 
(88) 4-dr., $1,500*° 


(ps). 

’56 (98) conv., $1,350* (ps); (88) 4-dr., 
$800. 

'54 (88) 4-dr., $515* (ps); 2-dr., Hard- 


top, $490*. 
(98) 4-dr., $245° (ps). 


PACKARD—’53 Carribean 2-dr. Hardtop, 
$290* (ps). 
PLYMOUTH — ‘57 Belvedere (6) 2-dr. 


Hardtop, $850. 
Belvedere (8) 2-dr, Hardtop, $710*. 
PONTIAC—’57 Chieftain (8) 4-dr., $1,- 
175* (ps). 
*56 Chieftain (8) 4-dr., Hardtop; $1,130. 
'54 Chieftain (6) 4-dr. Station Wagon, 


$320. 


RAMBLER — '59 Super Station Wagon, 
$2,270*. 
STUDEBAKER — '57 Golden Hawk 2-dr. 
Hardtop, $1,215. 
MISCELLANEOUS—’58 Willys Jeep Dis- 
patcher, $900. 
’55 Chevrolet (6) %-ton pickup, $525. 


NEW YORK 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Jan, 20, Con- 
signment down with heavy rain and snow. 
Typical rainy day sale, Buyers wary; 
sellers refusing to sell below market. Sold 
70 cars out of 104 consignments. 

BUICK —’57 Century Hardtop, $1,525* 
(ps); Super Hardtop, $1,420* (ps); 
Special Riviera coupe, $1,325. 

’55 Century Hardtop, $835* (ps). 

’54 Super Riviera coupe, $480; 

4-dr., $335* (ps). 

RM 4-dr., $190* (ps). 
OADILLAC—’59 (62) 4-dr., $4,725* (ps). 
CHEVROLET—’58 Impala (8) conv., $1,- 

800* (ps); Biscayne (8) 4-dr., $1,475*. 

’57 Bel Air (6) conv., $1,250*; Two-ten 
(8) station wagon, $1,240, $1,170*; 
Two-ten (8) 4-dr., $1,175*, $1.150*, 
$1,125, $1,115, $1,050; 2-dr.. $1,065, 
$1,050, $1,040; One-fifty (8) 2-dr., 
$890. 

Two-ten (8) 2-dr.. $1,050, $755; One- 
fifty (8) 2-dr., $705; utility sedan, 
$440. 

55 Bel Air (6) conv., $745* (ps); One- 

fifty (6) sedan, $205. 

*54 Bel Air station wagon, $505; Two- 


Special 


ten 2-dr., $345. 
CHRYSLER—'56 St. Regis Hardtop, $1,- 
110* (ps). 
’54 Windsor 4-dr., $375* (ps). 
DeSOTO—’56 Firedome (8) 4-dr., $935* 


(ps). 
DODGE—’53 2-dr., $135. 
EDSEL—’58 Bermuda station wagon, $1,- 


600°. 
FORD—’58 Fairlane ‘‘500’’ (8) Hardtop, 


trick guess what Rags- 
dale, owner El’s Auto Service 
Milwaukee, smiling about the 
picture right. Look the piles 
parts replaced with the aid his 
Snap-on Anal-O-Scope. Total parts 
sales for three months amounted 


$1,157.25. 


WITH NEW 


Snap-on Tools Corporation 
3450 North 84th Street 
Milwaukee, Wisconsin 


Gentlemen: 


Three months ago purchased Snap-on 


are not writing you make 


that was the equipme 
have ever 


Our shop has already taken lot pride turning out quality 
sincerely believe that the scope adding that 
quality with every ignition job performed, and making new 


and more satisfied customers for us. 


We are 


Our ignition 


the added quality our work, but more happy 


bp have had the 


pa 
scope totaled plus labor tune-up jobs 


definitely feel that better than percent these sales were 
direct results Anal-O-Scope ignition analyses made. 


wonderful to be able to show the customer that "before" and 


picture, and have the confidence that leaving 


our shop satisfied and happy with the work 


opportunity 


fying and profit-making piece equipment. 


Sincerely, 
EL'S AUTO SERVICE 


Ragsdale 


purchase tha 


It's 


ank you for your fiel 
in the use of this customer-satis- 


EL’S AUTO 


now. 


8082-B 28th Avenue 


Read this /etter from 


SERVICE 


Merchandising Program 


Snap-on has engineered the only scope with 
the patented, exclusive ignition reserve test 
that simulates road-loading conditions 
the shop. Snap-on helps you sell scope jobs 
with proved merchandising program, too. 
You get banner, car sticker, ads for local 
newspaper, check sheets, sample hand-out 
sheets for house-to-house distribution 
mailing your customers. modern, 
profit, Anal-O-Scope. Set date your 
Snap-on man will demonstrate. Call him 


easy payments 


TOOLS 
Kenosha, Wisconsin 


$1,750* (ps); Country Sedan 
tion wagon, $1,775. 

Fairlane ‘‘500’’ (8) Hardtop, °1,305*. 


tom (8) 4-dr., 
4-dr., $805. 

Custom (8) station 
(ps). 


’55 Country Sedan (8) station wagon 
$790; Custom (8) 2-dr., $600". 4-dr, 
$535". 
54 Custom (8) 4-dr., $410*. 
Custom (8) 4-dr., $210*, $10°*, 
MERCURY—’58 Turnpike Cruiser | ardtop, 
$2,060* (ps). 

*56 Montclair Hardtop, $830* (ps). 
OLDSMOBILE—’56 (88) Hardtop, %1,105*. 
$820. 
Belvedere (8) $1,. 
800* (ps). 

"57 Savoy 4-dr., $1,115*, $1,100°: 
4-dr., $1,025; 2-dr., $860. 

°55 Savoy 2-dr., $400*. 

Chieftain 4-dr., $565 

"54 Star Chief coupe, $625. 

Chieftain 4-dr., $300. 

STU DEBAKER—’53 Champion 4-dr 
MISCELLANEOUS — '55 Chevrolet 
panel truck, $275. 


SEATTLE 


South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale Jan, 


BUICK—'57 Special station wagon, §2,. 
010° (ps); Super sport coupe, $1,875 
(ps); Century Hardtop, $1,780* (ps), 

"55 Super sport coupe, $1,160* (ps); 
Century conv., $950* (ps). 

"54 Special 4-dr., $620* (ps). 

"52 Special sport coupe, $330. 

Special sport coupe, $155°*. 

OCADILLAC—’'58 (62) 4-dr., $3,990* (ps); 
sport coupe, $3,990* (ps). 

"56 sedan de Ville, $2,250* (ps). 

"55 (62) sport coupe, $1,705* (ps). 

"54 coupe de Ville, $1,760° (ps). 

"53 (62) sport coupe, $945° (ps). 

"50 (62) sport coupe, $510*, 

"49 (62) 4-dr., $270*. 

OHEVROLET—’59 Impala (8) sport coupe, 
$2,975* (ps). 

"58 Impala (8) sport coupe, $2,280* (ps): 
Brookwood (8) station wagon, $2,240* 
(ps), $2,095°, $1,945; Bel Air (8) 
Hardtop, $2.050° (ps); Biscayne (6) 
2-dr., $1,675°. 

Bel Air (8) Hardtop, $1.740*: Two 
ten (8) 4-dr., $1,570°; station wagon, 
$1,550; sport coupe, $1,525*; Delray 
(8) 2-dr., $1,490°. 

"56 Two-ten (8) 4-dr.. $1,265*; Two-ten 
(6) 2-dr., $1,010, $995. 

"5S One-fifty (6) 4-dr.. $720. 

4-dr., $630°; Bel Air 2-dr., 


$145, 


$615. 

"53 Bel Air 4-dr.. $475; Two-ten 2-dr,, 
$465. 

*52 Bel Air sport coupe, $410. 

"51 4-dr., $320, $225. 


"50 sport coupe, $250; 4-dr.. $135. $120, 

CHRYSLER — 
(ps). 

(Continued on Page 114, Col. 1) 


Hardtop, 


Albany 


Ford (English)—'56 Consul 4-dr., 
Hiliman—'57 station wagon, $750. 
Lioyé—'57 2-dr., $300. 
Renaslt——57 4-dr., $650. 
Vauxhall—'58 4-dr., $1,300. 


Bordentown, 


Hiliman—'50 4-dr., $130. 
Porsche—'58 conv., $2,240. 
Renault—'58 4-dr., $885. 
Vauxhall—'58 4-dr.. $1,200. 
Volkswagen—'57 4-dr., $1,000. 
Volvo—'58 2-dr., $1,350. 


Danville, Va. 
Simea—'56 4-dr., $505. 
Volkswagen—'59 2-dr.. $1,675. 
Daytona Beach, Fla. 


Ford (English) Anglia 2-dr., $900, 
$850. 

"ST Anglia 2-dr., 
$785. 


705... 


$855; 


Detroit 
Metropolitan—'57 2-dr., $835. 
2-dr., $805. 
"55 4-dr., $585. 
Skoda—'57 2-dr., $610. 
Volkswagen—'57 2-dr., $1,275. 


Ebensburg, Pa. 


Metropolitan—'56 2-dr., $450. 
Flint 


Isetta—'57 1-dr., $290. 
Skoda—'57 2-dr., $290. 


Los Angeles 


Austin—’57 Healey roadster, $1,995. 
Fiat—’'57 Multiple, $845. 
Jaguar—'56 roadster, $1,570. 
MG—'57 Hardtop, $1,585. 
Roadster, $1,125. 
Renault—'58 Dauphine 4-dr., $1,240. 
‘57 Dauphine 4-dr., $1,045, 4-dr., $800. 
4-dr., $600. 
Triumph—’54 roadster, $1,125. 


Prefect 4-dr., 


testing 
Electric 


Volkswagen—'57 Ghia coupe, $2,075; Sun- 


roof 2-dr., $1,370. 
*56 2-dr., $1,185, $1,150. 
"55 2-dr., $920. 
Volvo—'56 2-dr., $1,100. 


Portland, Ore. 


MG—’58 roadster, $1,920. 


Seattle 


Borgward—’'58 2-dr., $1,715. 
Ford (English)—’'58 Anglia 2-dr., $1,035. 
Metropolitan—’56 Hardtop, $785. 

Hardtop, $540. 
Renault—'58 4-dr., $1,255. 
Volkswagen—’58 2-dr., $1,425. 


Warehouse Point, Conn. 


Fiat—’58 Multipla, $845. 

Ford (English)—’58 Squire station wagon, 
$1,050. 

Hillman—’52 conv., $130. 


West Palm Beach, Fla. 


DKW—’58 2-dr., $1,025°*. 
Goggomobil—’58 2-dr., $1,050. 
station wagon, 
sedan, $575. 


q 


TIRE, TUBE BUFFER—An electric tire and 
WORLD tube buffer, model 942, designed 
SAFETY thorough job cleaning and 
tires and tubes, displayed Bishman 
Co., Osseo, Minn. (Booth 12.) 
“Sy 
said grip the entire inner-ring perim- 
(ps); eter the wheel, instead only three 
MOBILE BRAKE SHOP—Ammco Tools, ter types. (Booths and 7.) MOTOR TESTER—Snap-On Tools Corp., 
North Chicago, exhibits its model 
heavy-duty, mobile brake shop. (Booths 
Two- 
.gon, 
elray 
>-ten 
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and complete line mobile cranes. 


testing equipment are exhibited Sun 
(Booth 63.) 


Electric Corp., Chicago. Rocthe 120-1.) 


*See R-M booths and 17, NADA show, 
RED Market Reports, show 
its restyled Red 
(Booths and 3.) 


ACCOUNTING MACHINE—The President 
bookkeeping functions, exhibited 


1959 


Kenosha, Wis., presents its MT-605 Distrib- 
U-Scope motor tester. (Booths 144-5.) 


TEST Mfg. Co., Rock 
Island, displays its line safety test 


McGuire, Ex-Buick Dealer, 


Takes Rambler Detroit 


McGuire Motor Co., formerly 
Buick outlet, has been awarded 
Rambler franchise. The company 
14355 Livernois and headed 
Francis McGuire, Detroit 
auto dealer for years. 

The McGuire Motor building has 
10-car showroom, service de- 
partment with service stalls, 
bump and paint shop and three 
used-car lots. 
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and correction equipment designed per- 
mit indoor testing cars and light trucks 
under actual road-load conditions. Feature 
the exhibit the “loaded” 
(Booth 51.) 


WORKBENCH “king work- 
bench, 9106, displayed Shure 
Mfg. Corp., St. Lovis. (Booths 53-5.) 


Dealers Rename 

CONCORD, Fitz- 
patrick (Chevrolet), Concord, has 
been reelected president the 
Contra Costa Automotive Dealers 


refinishing 
With the NTOM 


Your paint costs you less. For 
example—you actually gain 
average 46% over the cost 
factory packaged lacquer pints. 


You can add big PLUS busi- 
ness with complete coverage 
passenger car colors PLUS 
foreign cars, sport cars, fleets, 


Calculating Machine Co., Orange, 
> 
interchangeable windshield 
display sign, measuring inches, 
exhibited Cover Co., Muske- 
Mich. (Booth 15.) 
| 
Stop the waste, confusion, and 
clutter part-filled dead paint 
cans, (as above)! With the Tinto- 
meter system, you can immedi- 
ately make less than pint 
quantities. 
RINSHED-MASON COMPANY 
Detroit 10, Mich. 
Anaheim, Calif. 
Windsor, Ontario 
Mfg. Co., Milwau- Canada 
kee, displays Porto-Power Pull-Dozer 


road building equipment, out- 
board motors, household appli- 
ances and many other products. 


RINSHED-MASON CO., 5935 Milford Ave., Detroit 


Have your R-M Jobber call. 


|, 305%. 
! 
! 
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Winners Plymouth Contest— 


Happy winners Motor Co., Columbus, O., receive their award 
checks for performances during recent national Plymouth sales contest 
for retail salesmen. From left are Joseph Hoffman, salesman-contest winner; 
Plymouth business manager, Cincinnati regional office; Jack Hoffman, 
ship general manager; Elmer Lawyer, salesman-contest winner; Bernard Lisska, dealer- 
ship sales manager, and Richard Wood, salesman. Lawyer took top honors his 


dealership category. 


OTHER BAY PRODUCTS FOR 
GREATER SERVICING 
EFFICIENCY 


Bay K-3000 Bumper Jock 
rotating saddies 
that lift from braces, full yeor 
gvarantee. 


Portable, Air-Operated 


Auto Personnel 


(Continued from Page 92) 


ledo, has been elected chairman 
the traffic committee the Auto- 
mobile Manufacturers Assn. 

Martin will serve one year term, 
succeeding John Wallace, traffic 
director, Ford Motor Co. 


Wolverine Tube Appoints 


District Sales Managers 


Wolverine tube division, Calumet 
Hecla, Inc., Detroit, has an- 
nounced major changes its field 
sales staff and district organization 
and the appointment four addi- 
tional district sales managers. They 
are: 

Richard Flynn, formerly East 
Central district manager, now 
Cleveland district manager; 
Fuller, formerly Southwestern dis- 
trict manager, now Chicago district 
manager; Philip MacKay, formerly 
Philadelphia sales representative, 
now Philadelphia district manager; 
George Overstreet, formerly 


how badly you need 


depends how often you 
keep good man down! 


Eastern district representative, now 
Dallas district manager; Edmund 
Campbell, formerly Midwestern dis- 
trict manager, now Detroit district 
manager; Vigmostad, for- 
merly Midwestern district repre- 
sentative, now St. Louis district 
manager, and Richard Cash, for- 
merly Southwestern district repre- 
sentative, now Birmingham (Ala.) 
district manager. 
* * 


Johnson, Zuehlke Head 


Eaton Michigan Units 


Two Eaton Mfg. Co.’s seven 
Michigan divisions have new gen- 
eral managers. They succeed vet- 
eran officials who have retired. 

Howard Johnson, formerly as- 
sistant general manager the 
valve division Battle Creek, and 
Melvin formerly assist- 
ant general manager the Saginaw 
division Saginaw, have been 
promoted general managers 


faster with Bay! Hard-to-get-at jobs become 
easy. Even smaller shops turn out 3 to 5 extra 


— 


those units, Johnson 
Harold Dyer, who had headed 
valve division since 1929, 
Zuehlke replaced Russell whol 
for years was associated 
Eaton and the former 
Corp. which was acquired 

* * 


Baker Joins Atlas 


Dan Baker has been 
marketing manager for Atlas 
Corp. formerly was 
and sales promotion manager 
Judson Thomson. 

Firestone Steel Promotes 


Top-Level Posts 


Four top-level appointments hays 
been announced Firestone 
Products Co. They are: 

Walter Kidder, general sale 
sales manager; Cupp, 
rim and wheel sales, and 
Call, administrative assistant 
Kidder. 


* * 


Cummins Names Vanzant 


Vanzant has been 
distributorship manager 
Bronx (New York) 
Cummins Engine Co., Inc. 


* * 


Firestone Names Baker 


Baker, former Chicago 
trict manager for Firestone Tire 
Rubber Co., has been named mam 
ager the company’s Sacraments 
(Calif.) district. succeeds Rey 
Bailie. 


Oakite Ups Baltzell 


William Baltzell, formerly 
sistant sales manager, has been 
pointed industrial sales manager 
for Oakite Products, 
York. 


CIT Promotes Smith 


Henry Smith has been named 
versal CIT Credit Corp., and placed] 
charge the Lansing 
division. succeeds William 
Balsley, who assuming other 


ecutive duties. 


CIT Promotes Bourne 


George Bourne has 
named manager the 
(O.) branch Universal CIT Credit 
Corp. Bourne, formerly the 
Dayton office, joined the company 


1955. 


UMS Names Calkins, Wilkie 
Head Separated 
The electrical-mechanical lines 
section the marketing depart- 
ment GM’s United Motors 
Service division being split inte 
two group activities. 
Edward Calkins has been 
appointed marketing supervisor- 
electrical lines and Robert 
Wilkie marketing supervisor- 


mechanical lines. 
> 


Waukesha Ups Roberts 


Everett Roberts has been named 
assistant service manager 
kesha Motor Co. had been 


charge field service activities. 


Lipe-Rollway Promotes 


Four Top Executives 


John Williams has been 
elected president Lipe-Rollway 
Corp. and Rollway Bearing 
succeeds Follett Hodgkins sr. 
who becomes chairman. 

Other management changes in- 
clude the appointment Robert 
Zimmerman Lipe-Rollway vice- 


BAY-LIFT Eliminates Wasted president and Follett Hodgkins 


jobs per day. 


Rocker-Head Stands Com- 
panion equipment 
plies utility Bay-Lift 
Bumper Jack. 


method existence for fre- 


quent jobs. 


Waiting Time Mechanics 


Nobody likes the delay service garages that 
occurs when mechanics are held up, waiting 
for suitable lifting equipment free. It's 
frustrating the mechanics. It's 
robbing situation, a major drag on the 
efficiency any shop. 


Progressive service operators the nation over 
are putting low-cost Bay-Lifts work, with 
surprising results. The rolled under, 
where the car stands, air hose is attached and 
vehicle any desired height, 
over the head the mechanic lower, 
seconds less. locked automatically 
any height, for absolute safety. And working 
conditions are clear and convenient, more so 
than any other lifting method. 


Time saved goes far beyond 
elimination waiting time. Every job goes 


You should try this unique piece equip- 
ment to even begin to realize what it can do 
for your operations. Send us a note on your 
letterhead, and we'll have a _ representative 
call demonstrate. 


DIVISION LIFE TIME PRODUCTS CORP. 
BOX 85-A, CANFIELD, OHIO 


Bay Overseas Division, 276 West 43rd 
New York 36, 
Cable Lopreh, New York 


MOST WIDELY USED AIR LIFT 


ir. Rollway Bearing vice-presi- 
dent. The latter firm Lipe- 
Rollway subsidiary. 

© 


Oldsmobile Names Bellard 


Washington Zone Manager 


Bellard jr., assistant zone 
manager Oldsmobile’s New York 
zone, has been appointed manager 
the Washington zone. 

joined Oldsmobile 1948, and 
has served district manager 
Oklahoma City and Atlanta and 
assistant zone manager Buffalo, 
Detroit and New York City. 


Exide Promotes Moore 


Moore has been appointed 
the newly created position 
general sales and marketing man- 
ager Exide industrial division, 
Electric Storage Battery Co, Moore 
has been Exide’s sales manager for 
five years. 


| 


CONVENTION 


SEE new exhibits special interest car dealers... 

SEE the inside story how new scientific developments radically 
advance automotive performance... 

SEE the technical proof contribution modern 
driving 


THE ROYAL MASTER 


“THE SAFEST TIRE YOU CAN PUT YOUR CAR" 


United States Rubber 


Rockefeller Center, New York 20, New York 


— 


TRUCK STEP—A truck step that retracts 
bumped while its down 
position has been introduced Superama 
Merchandising Co., 420 Alabama Ave., 
W., Grand Rapids, Mich. The unit has 
two level, foot-size steps that provide for 
easy stepping onto even the highest truck, 
said. When not use, the unit folds 
the chassis and locks 
securely. The steps are inches wide. 
Height from bottom step top step 
inches; height from step top 


Steel Cord Truck Tire 
Announced Firestone 


steel cord, one-ply truck tire 
that said give twice the 
original mileage drive wheels 
tires textile-cord construction 
has been announced Firestone 
Tire Rubber Co. 

Firestone said its W-2 
operates 100 degrees cooler, 
provides percent reduction 
power loss, has load-carrying ca- 
pacity equal extra ply rating tex- 
tile tires, has better traction and 
softer ride and provides increased 
resistance impact and punctures. 

> > > 


Dust-Proof Packaging 


Dust-proof polyethylene bags are 
being used for packaging all its 
fuel-oil filter cartridges, ac- 
cording Fram Corp., Pawtucket 
Ave., Providence 16, The pack- 
aging assures cartridges will 
free dust and contamination, 
Fram said. 


TRAILER HITCH—Premier Co., 4434 
Twenty-fifty Ave., Ore., 
has air-adjusted trailer 
hitch, Premier No. 170. This unit has been 
exhaustively field tested, and has been 
approved for all highway the 
Oregon State Industrial Accident Commis- 
sion, one the most safety-conscious 
boards the nation. This solid pintle 
type coupling has ad- 
shoe eliminate play between 
the pintle and the trailer eye. Provides 
shock-proof, snug-fitting trailer connec- 
tion, said. Pintle fits 
drawbar eye. The hitch said have 
breaking strength 100,000 pounds and 


weighs 


Wudel Truck Adapter 


Edmund Wudel Mfg. Co., 6082 
Ferguson, Los Angeles 22, 
has announced the No. truck 
cradle adapter added feature 
for the No. 700 Wudel hydraulic 
transmission jack. designed 
handle four- and five-speed truck 
transmissions Chevrolet, Ford, 
Dodge and other makes. tilts the 
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full visibility has been in- 


troduced Yale Materials Han- 
dling division, Yale Towne Mfg. 
Co., 11000 Roosevelt Phila- 
delphia 15, Pa. 


The cab offered optional 
equipment the company’s G-3 
line 15,000-to-20,000-pound-capac- 
ity, gasoline-powered lift trucks. 
More than square feet heat- 
resistant safety glass panels sur- 
round the operator the cab. 


Fastener 


multipurpose Speed Nut, de- 
signed for fastening pressed board 
paneling truck interiors, has 
been announced Tinnerman 
Products, Inc., Cleveland. The com- 
says acts spanner nut, 
bridging the open side the truck 
body reinforcement channels, and 
that eliminates the need for 
welding, staking riveting. 


* * 


Industrial Disowheels 


Disogrin Industries, Inc., 510 
Fulton Ave., Mt. Vernon, Y., has 
announced that the Disowheel line 
industrial truck wheels now has 
been expanded include series 
standard industrial The 
high load-carrying capacity char- 
acteristic Disogrin allows given 
wheel size carry greater load 
capacity, or, conversely, offers the 
advantage permitting the use 
smaller wheel carry given 
load, claimed. 


Dixson Offers Tachometers 
For Bus, Truck Engines 


Dixson Products Vashon, 
Wash., has introduced ElectroTach 
electric tachometers especially de- 
signed for bus and truck engines 
and low-speed engines the ma- 
rine and industrial fields. 


The precision instruments are 
maximum accuracy and the widest 
possible needle sweep the work- 
ing range the engine, Dixson 
said. Model for eight cylinders, 
Model for six cylinders and 
Model for four cylinders can 
neto, the firm added. 


Direct-Reading Micrometer 
Introduced Slocomb 


Slocomb Co., South Glaston- 
bury, Conn., marketing new, 
direct-reading micrometer called 
Speedmike. 


Being read direct, the company 
said, Speedmike basic simpli- 
fication micrometer use. read 
from counter type dial alleviating 
the need calculate readings. This 
means faster production and inspec- 
tion, Slocomb said. 


SAFETY DEVICE—The Safe Angel Indi- 


backwards degrees and sideways 
degrees. The pumping handle 
rotates 360 degrees. 


Yale Towne Introduces 


Cab for G-3 Lift Trucks 


operator’s cab that measures 
43% inches from seat roof and 


installation any equipment which 
built operate variable angle 
the ground. Signal lights mounted the 
dash indicate normal safe dumping limits, 
caution when safe limits are reached, and 
warn upon reaching absolute danger point, 
said. The indicator said fit 
any hoist and dumping body. Monroe 
Standard, Inc., Galion, 


ACCESSORY sign panels, 
ladder racks and car protectors, called 
Truckit, are available from Truck Supply 
Co., 624 Walnut St., Indianapolis 
Ind. The are specifically designed 
for simple installation most late model 
pickups. 


New Tandem Axles 
Developed Eaton 


Eaton Mfg. Co., Cleveland, re- 
ported has perfected new con- 
cept heavy-duty truck axle—a 
tandem axle two-speed double 
reduction single speed design. 

For the next months, the new 
tandem will exhibited some 
150 U.S. cities and will demon- 
strated vehicle manufacturers, 
their field representatives and 
about 1,500 truck owners and 
operators. 


« 


REFRIGERATION SYSTEM The Rovan 
all-electric refrigeration systems are said 
designed convert any modern, 
and well insulated truck body 
into refrigerated carrier. The systems 
provide constant, in-transit cooling re- 
engine speed plus standby 
cooling for evening loading and hold- 
overs, claimed. The Rovan systems 
maintain full refrigeration capacity 
truck speed 500 r.p.m. and cor- 
responding 1,500 r.p.m. altenator speed, 
without drawing power from the truck 
battery, said. Available variety 
Frank-Dewey Co., Inc., 
Box 2011, Livonia, Mich. 


Firms Join Produce 


New Seatcover Fabric 
Three companies have 


appearance and performance 
most equipment level tires, the firm 
said. 


* 


Hydraulic Motors 


Edbro hydraulic motors for con- 
verting oil under pressure rotary 
motion are available from Ontario 
Equipment, Inc., Route and 
Grand Ave., McCook, 


Stainless-Steel Gasket 


stainless-Steel head gasket for 
1959 Ford F-900, F-1000 and 
truck engines has been announced 
McLouth Steel Corp., 300 
Livernois Ave., Detroit 17, Mich. 
Type 430 stainless steel was chosen 
for its gas-erosion resistance, heat 
resistance and resiliency, the firm 


said. 


Snow-Plow Wax 


Snow-Rem, snow-plow wax 
said contain high amount 
Carnauba silicone and spe- 
cial nonfreezing vehicles, offered 
Speco, Inc., 7308 Associate Ave., 


Cleveland 


Spray Graph Drums 

Spray Graph, multipurpose 
graphite lubricant that provides 
inert, dry-film lubrication for mov- 
ing parts, valves, stoppers, regula- 
tors, switches and relays, now 
available one and five-gallon 
American Resin 3215 
Sheffield, Chicago 13, 

> > 


Ramco Application 


Several 10-Up sets which extend 
the rering application the Ramco 
circumferential expansion action 
principle engines over models 
trucks and tractors have been 
announced Ramsey Corp.. 3763 
Forest Park Louis Mo. 


Wohlert Adds Accessory 


Wohlert Corp., Lansing Mich., 
has added soap-dispenser unit 
its vehicle-washer line. The acces- 
sory applicable all Wohlert 
vehicle washers. 


Grouting Cement 
fast-setting grouting cement 
for fastening machinery, 
rails, seats, fixtures any type 
equipment concrete means 


bolts has been introduced 


Garland Co., 3748 St., 
Anchor-Tite. 


Las-Stik Cleaners Offered 


Aerosol Containers 


their manufacturing skills pro- 
duce colorfast all-polyethylene 
auto seatcover fabric. 

marketed under the trade 
name Tru-Hue Poly-Tex., the new 
fabric woven and sold Tech- 
nical Textiles, Inc., 461 Fourth Ave., 
New York, The yarn “Ree- 
von” polyethylene filament, ex- 
truded Reeves Brothers, 
New York. The basic resin for the 
yarn “Fortiflex,” frozen poly- 
olefin polymer plastic produced 
Celanese Corp. America. 


Power Loader Designed 
Aid Tire-Repair Jobs 


power loader (crane for truck) 
has been introduced Daybrook 
Hydraulic Division, Young Spring 
Wire Corp., Bowling Green, O., 


for use tire manufacturers 


contractors maneuver tires for 
repair. 

hydraulic jib the 4,000-pound 
capacity loader provides versatile 
lifting movements and can nudge 
huge tires off rims, the 
company said. 


* * 


‘Turnpike Miler’ Tire 


Introduced for Trucks 

Pennsylvania Tire Co., Mansfield, 
O., announed the addition the 
“Turnpike Miler” its truck-tire 
lineup. 

The “Turnpike Miler” will 
available first super rayon con- 
struction with the five-rib, saw- 


tooth tread design equal 


Las-stik white-tire cleaner and 
leather cleaner now are available 
aerosol containers, according 
Las-Stik Mfg. Co., Hamilton, 

The firm said the tire cleaner will 
continue offered cans with 
built-in sprayer and the leather 
cleaner plastic bottles. 


DUMP TRAILER—Increased capacity 
yard more was the result design 
change which added three inches the 
width aluminum dump trailers manufac- 
tured Lodestar Corp., Niles, The 
extra three inches—from 87—was 
added without loss vertical lateral 
strength, said. Rigidity was increased 
reinforcing the side panel upper flange, 
and extending and attaching longi- 
tudinal with bottom trailer 
floor, claimed. 


POLE Body Co., 


its model DHDS derrick 


side movement allowing reach nine 
feet either side from center truck 
chassis. The derrick provides 
tension derrick side legs allows 
additional two feet each 
sheave heights. The designed 
pounds down pressure derrick 
ported digger. has lifting capacity 
from 2,500 pounds with sheave 
ground level 12,500 pounds 
imum elevation, said. will body 
load 8,500 pounds and handle side reach 
position loads 3,500 pounds, 
claimed. 


Telescopic Hoist 


Converto Mfg. Co., Cambridge 
City, Ind., has developed 
scopic hoist with cylinder that 
said have number exclusive 
features which will provide im- 
proved performance, longer life and 
lower maintenance costs. 

= 


Vertical Motors 


line NEMA Type vertical 
weather protected motors for use 
heavy-duty industrial applica- 
tions has been announced Gen- 
eral Electric Co., Schenectady 
The motors are rated 
5,000 

> 


Heavy-Duty Steam Cleaner 


heavy-duty steam cleaner with 
capacity 400 gal/hour 150 
p.s.i. has been announced Aeroil 
Products Co., Wesley St., South 
Hackensack, 

> 
Steam Cleaner 


Aeroil Products Co., Wesley St, 


South Hackensack, J., has an- 


nounced the introduction its 
CLS-400 heavy-duty steam cleaner. 
The unit has capacity 400 gal. 
per hour pressures 150 
The burner the down- 
draft type and will burn either fuel 
oil kerosene. 


Osrow Products Co., Inc., 
St., Glen Cove, Y., 
duced foot model its 
washer. The rotating fountain brush 
four foot handle with sudser 
and has three extensions which add 
lengths feet. smaller version ex- 
tends feet. Osrow makes this 
product from extra-heavy alumi- 
num, with horsehair whirling brush 
which rotates 1,500 r.p.m. super-size 
hydraulic sudser built into the handle 
for sudsing rinsing. 


Martin-Senour Offers 
Acrylic Mixing Base 

acrylic modifier mixing base 
has been announced Martin- 
Senour Co., 2520 Quarry St., Chi- 
enable auto jobbers 
and refinishers custom-mix all 
acrylic colors. 

Since many 1959 autos are being 
finished exclusively with acrylic 
finishes instead lacquer, the new 
mixing base was developed per- 
mit refinishers create matches 
for the original acrylic colors, the 
firm said. 
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Affecting Factories and 


Auto Advertising 


Martin Whitmyer 
Staff Writer 


Members the NADA will see 
detailed plans tomorrow (Feb, 
for what will probably the big- 

est nationwide automotive promo- 
tion ever held. 

the newspaper industry’s 
two-week promotion the 
theme “Live Better Far 
Brand New Car,” scheduled 
take place Apr. some 
respects similar the “You Auto 
Buy Now” promotion last year, 
the 1959 promotion, however, 
far more ambitious and has been 
thoroughly planned, 

Full details are disclosed 
the NADA afternoon session 
Tuesday the Conrad Hilton 
Hotel, Chicago, elaborate 
presentation the Bureau Ad- 
the American News- 
paper Publishers Assn. 

Titled “How Make Your Ad- 
Help Earn Profit for 
You,” the presentation will nar- 
rated Charles Lipscomb jr., 
president, and Roland Postel, 
national automotive sales manager, 
and staged Edward Falasca, 
creative vice-president, all the 
Bureau Advertising. 

The automotive promotion 
one the major propects the 
newspaper industry’s 1959 “Total 
Selling” program, which includes 
also nationwide promotions 
the food, appliance and beauty 
and fashion fields. The auto pro- 
motion will the first the 
series. 

The key item the “Live Better 
Far” campaign will com- 
prehensive promotion kit which the 
Bureau Advertising will provide 
participating newspapers. 
Whereas last year, well over 300 
newspapers participated “You 
Auto Buy,” the bureau estimates 
that twice that many more will 
promote the 1959 campaign. 

The promotion kit will include 
many specially prepared ads 
many different sizes and many 
different sub-themes, for use 
the newspapers and dealers, 
well many other promo- 
tional materials and Also 
included will easel pres- 
entation for use the news- 
papers planning the organiza- 
tion and execution their local 
promotions with individual deal- 
ers and dealer 

addition, Merrick Lithograph 
Co., Cleveland, coordination with 
the bureau, preparing kit 
point-of-sale materials tying with 
the promotion. 

Some the details the promo- 
tion were revealed recently the 
Newspaper Advertising Executives 
Assn. convention The 
idea and the plan won acclaim 
from the audience, which repre- 
the leaders newspaper 
advertising the United States 
and Canada. 

The bureau said that the “Live 
Better promotion was 
worked out and has been reviewed 

top men automotive Detroit 

and that the plan has been enthu- 
received dealers and 
dealer associations many cities. 
Numerous calls automotive 
People have been made and more 
are planned advance the pro- 
motion, the sales staffs the 
bureau’s five offices—New York, 
Detroit, Chicago, San Francisco 
and Los Angeles. 


Colo. Papers Cited 


The Pueblo Star-Journal and 
Chieftain are being given national 
recognition for the part they played 
the success the Pueblo (Colo.) 
automobile dealers’ “Sell-O-Rama” 
last May. 

More than 2,000 cars were sold 
during the May promotional drive. 

Fred Jones, advertising di- 
rector the newspapers, was 
among the speakers the recent 

Newspaper Advertising Execu- 

tives’ Assn, convention Chi- 

cago. 

The promotion was one the 
Most successful campaigns ever 
carried the Star-Journal and 
Chieftain, Jones said. started 
May with 22-page special sec- 
devoted advertising and 
stories and pictures about dealers 
and their activities. the cam- 


paign continued, editorial and ad- 
vertising staffs combined their 
efforts running report the 
promotion with comments deal- 
ers and the man the street 
featured. 

* * * 


Lincoln Gets Good Mileage 


Viewers the hour-long tele- 
vision series, “Leonard Bernstein 
and the New York Philharmonic,” 
over CBS-TV, have overwhelmed 
Lincoln with congratulatory tele- 
grams, postcards and letters for 
paying the bill for the telecast. 

Many the writers said the 
Bernstein series was reminiscent 


the days the Ford Sunday Even- 


ing Hour radio. 
* 


Dodge ‘Compara-Rama’ Kit 


Dodge now equipping its sales 
force with kit which enables 
Dodge salesmen compare the 
Dodge with competitive makes 
without ever having them the 
showroom, 

This selling aid, called Dodge 
“Compara-Rama,” was developed 
Richard Shugg, Dodge sales 
promotion manager, William 
Matthews, Ross Roy; John 
Greene, vice-president and De- 
troit sales manager for Merrick 
Cleveland, and Joseph Meyer, 
Merrick creative director. 

The “Compara-Rama” kit con- 
sists visual selling aids which 
are used salesmen demon- 
Strate the differences between 
Dodge and competitive 


tachment for the Dodge steering 
wheel which shows the difference 
clearance between the steering 
wheel and the front seat Dodge 
and competitive makes, Similar 
devices are used show the differ- 
ences trunk space, braking area, 
rear seat comfort, front and rear 
visibility, front and rear door entry 
and several other comparison areas. 
* 


Digest Moves Offices 


Television Digest, weekly tele- 
vision newsletter recently acquired 
Triangle Publications, Inc., 
Philadelphia, will have its editorial 
and business headquarters the 
Guide magazine building the 
suburban Philadelphia community 
Radnor. Headquarters for the 
publication had been Washing- 
ton. 

Editorial and business headquar- 
ters for Television Factbook, 


These visual aids include reference publication semi-annually 
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published for the television and 
electronics industries, will also 
located Radnor. news bureau 
will continue the Wyatt Building 
Washington and news bureau 
will opened New York. 


James Quirk, publisher 
Guide, will also serve business 
manager Television Digest, and 
Merrill Panitt, Guide editor, will 
editorial director the news- 
letter. Martin Codel, founder and 
former publisher Television 
Digest, will continue associate 
publisher. 

Harold Clemenko, formerly 
associate editor Guide, was 
named managing editor Tele- 
vision Digest; James Delehanty, 
member the Guide national 
advertising staff, has been ap- 
pointed assistant business manager 
the newsletter; William Wight 
and David Lachenbruch named as- 
sociate editors; Albert Warren has 

(Continued on Page 110, Col. 1) 


Meet MORETTI... 


She’s hand assembled. other car her 


class is. 


She’s made and made last. Small 


an) 


hand-crafted standards... 

bronze bearings...75-lb. doors 
hand-rubbed 
silent miles 


brakes that can stop car three times her size! 
She’s refinement, too... Bronze, brass and 
aluminum parts outwear steel double 


fold fenders the metal can’t tear. 


She’s Moretti. See her and you’ll fall back 


love with driving. 


from $2495, p.o.e. 


DEALER FRANCHISE DEPARTMENT 

Co., North Attleboro, Mass. 
Please send complete information 
about Dealer Franchise 

for the incomparable Moretti. 


per 


MORETTI 


750 c.c. and 
1200 Spyder Convertible 
750 Tourismo Coupe 


750 Super Panoramic 4-Door Sedan 


THE 


COMPANY 


585 East Washington Street, Route 
North Attleboro, Mass. Phone MYrtle 9-4407 


Moretti Cars and Parts 


Exclusive Area Franchises Selective Dealers and Distributors 
Desiring Quality-Plus Line Cars 


Name 

Address 
City State 

Business Position 
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titled “They Say They 
But They Do.” 

The figures show that percent 
the people questioned did not 
intend buy car, Actually, 
percent these bought cars, thus 
account for percent auto sales. 

Another percent were un- 
certain whether they would buy, 
but percent these wound 
buying cars and accounted for 
percent auto sales. percent 
the respondents who intended 
get cars, percent actually made 
the purchases and accounted for 
percent auto sales, BBD&O said. 

* 


lems still plague the oil industry 
and explain the reluctance 
crease advertising budgets. one 
manager put it, “No one wants 
spend money lose 
Companies estimate budget 
changes ranging from percent 
drop percent increase. Aver. 
age increase about reent, 
barely enough cover the higher 
cost advertising—also estimated 
about percent. The 1959 emphasis 
will “hard sell” product 
vertising. Service will also get 
| 


big play, but “corporate image” 
will lose little ground. 
* 
TWI Meets June 8-12 
Greater concentration writing 
problems and more group 
pation will features the Sey- 
enth Annual Technical Writers’ In- 
stitute conducted June 8-12 
Rensselaer Polytechnic Institute, 
Troy, 

Inquiries about the institute 
should sent Jay Gould, 


Auto Advertising 


(Continued from Page 109) 


been named chief the previously provided Grant Ad- 
ton bureau, and Charles which handles its 
will charge the New advertising account. 

Bureau. Frank Wylie, Dodge public rela- 
tions manager, will head the 
Detroit bureau from the factory; 
Leigh Smith, who headed the Dodge 
news account New York, will 

manager the Dodge bureau that St. Louis Dealers 
city, and manager yet 
named Los Angeles. Miraed 
Peake, who left Grant December, 
will join the news bureau direc- 
tor women’s activities, 

* 


* 
Tidewater Account for Grant 


Grant Advertising, Inc., has 
been named handle interna- 
tional advertising for Tidewater 
Oil Co.’s Veedol automotive and 
industrial lubricants. 

McLaughlin, export man- 
ager, said that Grant’s interna- 
tional division New York will 
place Veedol advertising for- 
eign media published 
country and assist the adver- 


Geyer, Morey, Madden 
Ballard, Inc, have been appointed 
handle the Greater St, Louis 
Rambler Dealers advertis- 
ing. 
and some radio will 


San Franciscan equipped his 
car with movie camera, maga- 
zine rack, electric torch, electric 
drill and airplane steering 
wheel. was picked for driv- 
ing without license plates. 


Cars are Impulse Items 
Batten, Barton, Durstine Os- 


tising programs most Tide- 

water’s distributors coun- 

tries throughout the free world. 


Dodge Takes Over News 
Dodge has set its own news 


born, five-year study, 


have 
found that percent all auto- 
mobiles were bought people who, 
the beginning year, had 


intention buying who were 


uncertain about buying. 


More oil money will flow into 
advertising this year, but increases 
media rates will account for 
advertising budget hikes, re- 
National Petroleum News, 


new markets will call for increased 
advertising expenditures, the maga- 
zine found its survey lead- 
ing oil 


stitute, Rensselaer Polytechnic In- 
stitute, Troy 


Daily News Change 


McGraw-Hill publication. 
few cases, new products 


The findings are included 


The Chicago Daily News has 
moved its Detroit office Room 
306 the Stephenson Building 
6560 Cass Ave. Ray Scolero 
manager the Detroit office. 


bureaus Detroit, New York and 
Los Angeles, replacing the services 


Oversupply and low price prob- 


* * 


director Technical Writers’ In- 


| 

M&PP Elects Mrs. 

Mrs. Joan Trumbour Wiarda has 
been elected president Metals 

Plastics Publications, Inc., West- 

wood, J., succeeding Mrs. Louise 

Langdon, who resigned. 

The company publishes 

technical books and directories. 


Baltimore Gives 


Mayor Thomas 
had announced that Baltimore 
plans further appeal from the 
court decision that struck down 
the city’s controversial advertis- 
ing taz. 

The city already has refunded 
all the $1,263,000 collected 
while the levy was force. 
| * * 


New Purolator Promotion 


Miniature Purolator billboards 
with every set Lionel trains. 
These billboards will carry the Pur- 
olator sales message, reaching 
estimated 800,000 homes during the 


Dear 


great profit, great joy from the 


You must not miss 


present selling season. 
addition, Lionel will distribute 
several million train and accessory 
brochures catalogs which clearly 
show the Purolator billboard. 


Facts AMC 


How American Motors’ 1958 
newspaper advertising contributed 
its Rambler cars, while the rest 
the country’s automobile industry 
the Bureau Advertising the 
American Newspaper Publishers 
Assn. its latest “Advertising 
Facts” case history, “The Daily 
Newspaper Means More for Amer- 
ican Motors.” 
framed first copy the color- 
ful brochure, with inscription 
citing American Motors’ “consistent 
and imaginative use newspaper 
advertising” was presented 
George Romney, president the 
company, Charles Lipscomb 
jr., president the Bureau Ad- 
vertising. 


® * * 


Personnel Changes 


Daniel Beattie from copywriter 
writer the Rambler account 
the Detroit office Geyer, Morey, 
Halstead from 
sales promotion 

manager the 
Chicago region 
director adver- 
tising and sales 
promotion 
Chrysler division. 
DeWitt 
Wines from free 
lance writing 


copy chief and 

search for Wines 


DeWitt Advertising, Inc., Detroit. 
General Motors public relations de- 
partment and currently doing free 
lance work, Detroit correspond- 
ent for Advertising Age, succeeding 
the late Miller Hollingsworth. 


master, your slave, know the password 


reasons why LIFE ESPANOL and 
LIFE INTERNATIONAL are international 
automotive advertising investment 


94—count Names that count, too. Almost every 
important automotive name the world represented 
the pages LIFE International Editions. 


These magazines are bought more than 670,000 
discriminating families overseas—reach audience 
more than 5,000,000 each issue. Offering all the color, 


Commercial Vehicles 


AUSTIN MOTOR EXPORT 
CORPORATION LIMITED 
Vans Pickup and Heavy Duty Trucks 
Cargo and Commercial Trucks 
Dump Trucks 


CHRYSLER INTERNATIONAL, 
DeSoto Trucks Dodge Trucks 
Fargo Trucks 


Gasoline Diesel Trucks Diesel Engines 
Buses 


FORD INTERNATIONAL DIVISION, 
FORD MOTOR COMPANY 
Ford Trucks Mercury Trucks 


FORD MOTOR COMPANY 

LIMITED, ENGLAND 
Thames Trader Trucks Thames Express 
Bus Thames Estate Car 


GENERAL MOTORS OVERSEAS 
OPERATIONS 
Chevrolet Trucks 


HAWKER SIDDELEY GROUP 
Canadian Car Company Buses 


INTERNATIONAL HARVESTER EXPORT 
COMPANY 
Dump Trucks Pickup Trucks Trailer- 
Tractor Trucks 


MACK TRUCKS, INC. 
Mack Trucks 


NISSAN MOTOR CO., LTD. 
Nissan Patrol Truck Datsun Truck 


NUFFIELD EXPORTS LTD. 
Morris Trucks Pickup and Dump Trucks 
Vans Small Buses 


OUTBOARD MARINE 
INTERNATIONAL 


Cushman Truckster 


THE ROVER COMPANY LTD. 
Land-Rover Trucks 


TOYOTA MOTOR SALES CO., LTD. 
Land Cruiser Truck 


TRAILMOBILE, 
Trailer Trucks 


WILLYS-OVERLAND 

EXPORT CORPORATION 
Jeep Trucks Universal Jeep Jeep Utility 
Wagon Forward Control Jeep Trucks 


Passenger Cars 


AUSTIN MOTOR EXPORT 
CORPORATION LIMITED 
Austin Austin Healy 


CHRYSLER INTERNATIONAL, 
Plymouth 


DAIMLER-BENZ 
Mercedes-Benz 


FIAT 
Fiat 
FORD INTERNATIONAL DIVISION, 
FORD MOTOR COMPANY 
Edsel Ford Lincoln Mercury 
Thunderbird 


size and appeal LIFE, these editions are the world’s 
advertising showrooms for automotive selling. 


For the latest facts about LIFE International Editions 
and the overseas automotive market write: Research 
Director, LIFE International Editions, Rockefeller 
Plaza, New York 20, 


FORD MOTOR COMPANY 
LIMITED, ENGLAND 


Anglia Consul Zephyr Zodiac 
FUJI HEAVY INDUSTRIES, LIMITED 
Rabbit Motorscooter 


GENERAL MOTORS OVERSEAS 
OPERATIONS 
Oldsmobile Pontiac 


NISSAN MOTOR CO., LTD. 
Datsun Sedan 


NUFFIELD EXPORTS LTD. 
Morris 


RENAULT 
Dauphine 

THE STANDARD MOTOR CO. LTD. 
Triumph Standard 


STUDEBAKER-PACKARD 
CORPORATION 
Lark Packard Studebaker 


TOYOTA MOTOR SALES LTD. 
Land Cruiser 


VOLKSWAGENWERK 
Volkswagen 

Automotive Equipment and 

Accessories 

ROBERT BOSCH GMBH 


Spark Plugs 


CHAMPION SPARK PLUG COMPANY 
CHAMPION SPARKING PLUG CO. LTD. 
Spark Plugs 


CHRYSLER INTERNATIONAL, 
MoPar Parts for Autos and Trucks 


CONTINENTAL GUMMI-WERKE 

AKTIENGESELLSCHAFT 
Passenger Car Tires Truck Tires 
Motorcycle Tires 


DUNLOP RUBBER CO. LTD. 
Passenger Car Tires 


THE ELECTRIC AUTO-LITE COMPANY 
Spark Plugs Batteries Automotive Wires 
and Cables Miscellaneous Auto Parts 


FIRESTONE INTERNATIONAL 
COMPANY 
Passenger Car Tires Truck Tires 


GATES INTERNATIONAL, INC, 
Passenger Car Tires Truck Tires 


GENERAL TIRE RUBBER EXPORT CO. 
Passenger Car Tires 


GOODYEAR TIRE& RUBBER COMPANY 
Passenger Car Tires Truck Tires 


HITACHI, LTD. 
Spark Plugs 


JOSEPH LUCAS LIMITED 
Electric Equipment for Lighting and Ignition 
Batteries Petrol Injection Equipment 


NIPPON TOKUSHU TOGYO KAISHA, 


LTD. 
Spark Plugs 
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CAN YOU QUALIFY FOR 


MOSS MIDJET 


DEALERSHIP 


Sam Hanks 


Indianapolis winner and 
tech. adviser for 
Moss Engineering 


CASH THIS 

FASTEST GROW- 

ING 

get car racing 

featured LIFE— 

You get fast sales, and quick profits 

investment. The car you want the MIGHTY MOSS MIDJET that 
like Sam Hank's Indianapolis winner. The Moss Midjet will bring you 
traffic, profit and publicity. For specifications and models, and details 
the Moss franchise, airmail your inquiry now 


MOSS ENGINEERING CO. 


392 East Beach Avenue, Inglewood, California 


WORKHORSES MINIATURE 
GIANTS DEPENDABILITY 
LEADERS ECONOMY 


FOUR MODELS 


Capacities from 150 300 cubic feet 
Wheelbases from 118 inches 


FEATURING 


FULLY UNITIZED 
CONSTRUCTION 


Chassis support members and body com- 
ponents are built single integral unit. 


UNIQUE STEEL-FRP* 
CONSTRUCTION 

engineered combination economical 

STEEL with lightweight, weatherproof 


*FIBERGLASS REINFORCED PLASTIC, 
utilizing the best properties each. 


REMOVABLE POWER BOGIE 


Engine and front axle assembly sub- 
frame are rapidly removed for service 
change, reducing vehicle downtime. 


LARGE LOAD AREA 


Parallel loading, suitably sized vocational 
requirements, with square wheelhousings and 
recessed side doors. 


FULL SIDE AISLE 


Spacious side aisle across driver's 
compartment low-step level for maximum 
accessibility. 


advance 
importance 
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JEFFERSON CITY, Mo—A 
guide titled “How Obtain the 
Help Your Legislator’ has been 
issued the Missouri Automobile 
Dealers Assn. 

urges dealers present all 
pertinent information when seek- 
ing legislative aid and render 
any assistance the legislator may 
need acting the problem. 

Here the text the Missouri 
statement: 

couple matters should 
kept mind when you ask your 
representative senator for help. 

The first that while your prob- 
lem important you may not 
him, may not have ever 
heard it. has many problems, 
some the promotion his pet ideas 
government and others arising 
from the needs other constitu- 
ents. 

For example, addition your 
problems has contend with 
public problems taxation, appro- 


STEEL plus FRP plus MONTPELIER WORKMANSHIP equals BEST BODY BUY 


WRITE, WIRE CALL FOR COMPLETE INFORMATION 
THE MONTPELIER MANUFACTURING COMPANY 


MONTPELIER, OHIO 


Telephone 


Missouri Assn. Offers 


Obtaining Legislative Aid 


priations, education, social welfare, 
civil rights and on. short, 
keep your problem perspective. 


The second thing remember 
that general legislators want 
helpful. They want enact the 
you furnish them the informa- 
tion necessary for them make 
the decisions. You have let your 
legislator know what your problem 
and how you propose solve it. 
short, what you expect him 
do. what you ask reasonable 
the chances are good that you will 
get it, not immediately, 
reasonable time. 

Get acquainted with your rep- 
resentative before comes 
more effective have your leg- 
islator know who you are when 
you ask his assistance than 
have the request come from 
complete stranger. 

Have hesitation about letting 
him know how you feel about 
particular bill. Far from resenting 
will appreciate it, especially 


you can give him some valid 
sons for your position. can’t 


familiar with everything. Time 


simply doesn’t permit him 


all bills, attend all committee meet- 


ings and participate all debates. 
will welcome all the help 


can get. 
you can’t get your legislator 


see the solution your 


lem you do, don’t get mad about 
it. Never threaten. reason- 


able, someone else may able 


sonable, probably there nothing 
you can say that will change his 


mind, and you may make 


thing worse blowing out 
its proper proportion. 

And please, under circum- 
stances suggest anything 
that stand the full light 
day. 

You can rely your officers and 
staff make effective presen- 
tation your problem the Gen- 
add weight what they say 
letting your senator and your 
representative know that you know 
the problem and support what they 
ask. 


Buyer Awarded 
$1,200 Turnback 
Speedometer 


TORRINGTON, Calling 
the turnback speedometer “the 
grossest kind deception,” Judge 
Joseph Longo ordered Hampton 
Motors Conn., Inc., pay $1,200 
the buyer 1957 Lincoln. 

Anthony Sidoti charged that 
Hampton Motors, then Lincoln- 
Mercury dealer, represented the car 
demonstrator driven only 2,600 
miles when actually was used 
The firm later admitted the 
car has more than 18,000 miles 


use. 

Sidoti said paid $2,200 for the 
added that signed blank con- 
tract but that the resulting terms 
were not what was led believe 
they would be. 

The car was repossessed when 
failed make single monthly 
payment. The bulk the award 
covered loss the car 
traded in, the judge said. 


Wagon Owners Get 
Break Calif. 


LOS ANGELES.—Under new 
licensing regulation adopted the 
1958 Legislature, station-wagon 
owners California now are asses- 
sed additional fee and may 
haul anything they wish. 

previous years owners were 
required buy commercial plates 
they carried much more than 
their own children and few house- 
hold items. They often were tick- 
eted they only had regular plates 
and hauled such things fire- 
wood, fertilizer and lawn furniture. 

prevent such action, some 
owners would pay the extra fee 
for commercial plates even though 
they used their wagons for only 
family-type hauling errands. 


newest 
personalized 
NAME 
PLATES 


Let show you how build 
service business 
customer 


5414 So. St, 


course. 


WOULD YOU SPEND 
$29.75 


Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 4,000 Dealers the 

United States and Canada 
now using our “Profit 
Bird Dog increase Sales. 


Write for Free Samples and 
Details this AMAZING 
and other specialties 


SANZO SPECIALTIES 


Box 68-A 


Endicott, 


vehicle 


— 


BOUGHT 

NEW 
NHE 


TOUGH 


A Curtis Magazine 


28.2% Holiday families bought least one new car from July 1957 
August 1958 the toughest selling period since World War II. (Compare 
this with buying rate 17% for the nation’s families during the peak 
automotive year, 1955!) 


12.3% these Holiday buyers bought two more new cars. The 
grand total: 246,750 Holiday families bought 282,750 new cars! These 
are facts from recent survey* our subscribers. 


Conclusion: Holiday delivers today’s most active, responsive 
Result cars were advertised Holiday last year. And three more top 
names will added this list during the first three months 1959. 


*For complete details, telephone your Holiday representative. write to: 
Promotion Department, Holiday, Independence Square, Philadelphia Pa. 


HOLIDAY readers more, more, buy more! 


DODGE—’57 Coronet 4-dr., 
FORD—’59 Thunderbird Hardtop, 


MERCURY — ‘58 Colony 
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Used-Car Auction Prices 


(Continued from Page 104) 


"56 St. Regis sport coupe, $1,675* (ps); 
NY 4-dr., $1,470* (ps). 


DeSOTO—'55 Sportsman sport coupe, §$1,- 
000°. 


Firedome (8) 4-dr., $365*. 

$1,255*. 
$3,975* 

(ps). 


P 

‘68 Thunderbird Hardtop, $3,600* (ps); 
Country sedan (8) station wagon, $2,- 
100* (ps), $2,095*; Fairlane (8) conv., 
$2,015* (ps); 4-dr., $1,950*, $1,925* 
(ps), $1,895* (ps), $1,745*; 2-dr., $1,- 
945*; Ranch Wagon (8) station wagon, 
$1,945*, $1,765, $1,750. 

*57 Thunderbird Hardtop, $2,695; Coun- 
try sedan (8) station wagon, $1,765", 
$1,750*; Fairlane (8) Hardtop, $1,- 
580°; 4-dr., $1,460*; Custom (8) 4- 
dr., $1,380*, $1,305, $1,055. 


"56 Country sedan station wagon, $1,- 
275°, $1,270*; Fairlane (8) Hardtop, 
$1,130°. 


54 Country sedan (8) station wagon, 
$910*; Ranch Wagon (8) station wag- 
on $520; Custom (6) 4-dr., $330°*. 

"53 Custom Hardtop, $495; 4-dr., $405. 

"52 Custom 2-dr., $245. 


HUDSON—'55 Wasp 4-dr., $450. 


"53 Wasp 4-dr., $410. 


LINOCOLN—'55 Capri sport coupe, $1,150* 


(ps). 

station wagon, 
2,590° (ps). 

‘57 Monterey 4-dr., $1,650*. 

"56 Monterey sport coupe, $1,250°*. 

"55 Monterey sport coupe, $925*. 

"54 Monterey sport coupe, $665* 
Custom 2-dr.. $535. 


(ps); 


"53 Monterey 4-dr., $320*. 
"51 4-dr., $165. 


OLDSMOBILE—’57 (88) sport coupe, $1,- 
900* (ps); 4-dr., $1,780*; Super (88) 
sport coupe, $1,735. 

"56 Super (88) sport coupe, $1,420* (ps); 
(98) 4-dr., $1,310*. 

PLYMOUTH—’'58 Suburban station wagon, 

$2,210* (ps). 

Savoy 4-dr,, $1,325*. 

"56 Suburban station wagon, $1,165; 
Belvedere sport coupe, $1,160*, 

"55 Plaza 2-dr., $560. 

"54 Savoy 4-dr., $440. 

‘53 Suburban station wagon, $445; Cran- 
brook 4-dr., $325. 

PONTIAC—’58 Star Chief sport coupe, $2,- 
095* (ps). 

"57 Safari station wagon, $1,700*, 
"55 Star Chief sport coupe, $1,000*, 
"53 Chieftain 2-dr. $435*. 

"51 club coupe, $275*. 

RAMBLER—'54 4-dr., $625*, 

"52 station wagon, $240. 

STUDEBAKER—’'54 station wagon, $520*. 

‘53 sport coupe, $270*. 


MISCELLANEOUS — ‘56 Chevrolet %-ton 
pickup, $1,110*. 
"55 Ford %-ton pickup, $735; %-ton 


pickup, $700. 
"52 Kaiser 4-dr., $315*. 


LOS ANGELES 


Harold Henry's Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Jan. 20. 

BUICK — ‘57 RM Riviera 2-dr.. $1,760* 
(ps); Super Riviera 2-dr., $1,725* (ps), 


"51 


CHEVROLET—'58 Impala (8) 2-dr., 


$1,700* 
$1,450*, 

’56 Super 4-dr., $1,275* (ps); 
Riviera 2-dr., $1,215* (ps); 
$795; Century Riviera 2-dr., 
(ps); conv., $1,140* (ps). 

Century Riviera 4-dr.. $980* (ps). 

’54 Super Riviera 2-dr., $710* (ps), $600; 
Century 4-dr., $600*°; Riviera 2-dr., 
$555* (ps). 

"563 RM conv., $390* (ps); Super Riviera 
2-dr., $355*; Special Riviera 2-dr., 
$255; $200. 

’52 Special conv., $120. 

"50 RM 4-dr., $135*. 


(ps); Special Riviera 4-dr., 
Special 
conv., 


$1,150* 


$165*; 4-dr., 


CADILLAC—’58 (60) Special 4-dr., $5,250* 


(ps); 
(ps), 
(ps). 

"57 (60) Special 4-dr., $3,510* (ps); (62) 
sedan de Ville, $3,355* (ps), $3,340*° 
(ps), $3,330* (ps), $3,220" (ps), $3,- 
155* (ps), $3,025* (ps); coupe de 
Ville, $3,450* (ps), $3,210* (ps), $3,- 
060* (ps); conv., $3,125* (ps). 

"56 (62) coupe de Ville, $2,590* 
sedan de Ville, $2,540*° (ps). 

"54 (62) coupe de Ville, $1,540* (ps), 
$1,510* (ps); sedan de Ville, $1,480* 
(ps); (60) Special 4-dr.. $1,445* (ps). 

"53 (62) coupe de Ville, $710*; sedan de 
Ville, $615* (ps), $495* (ps). 

"52 (62) coupe de Ville, 2 at $625* (ps), 
$585*, $440*; sedan de Ville, $525*; 
(60) Special 4-dr., $565* (ps). 

(62) coupe de Ville, $495*; 
de Ville, $430*, $325*, $285*, 
(60) Special 4-dr., $305*. 

"50 (60) Special 4-dr., $345*; (62) sedan 
de Ville, $285*. 


(62) coupe de Ville, 
$4,085* (ps); conv., 


$4,450° 
$4,175* 


(ps); 


sedan 
$210°; 


2.- 
265* (ps), $2,230° (ps), $2,150* (ps); 
4-dr., $2,100*; conv., $1,930° (ps); 
Brookwood (8), $2,160* (ps), $1,995* 
(ps); Yeoman (8), $2,050*° (ps); Bel 
Air (8) Hardtop 4-dr., $1,990* (ps); 
4-dr., $1,925* (ps). 

"57 Corvette, $2,420; Two-ten (8) Towns- 
man, $1,750° (ps), $1,735* (ps), $1,- 
605°; Delray, $1,470*, $1,415*, $1,400°; 


economical 


Spin 
DIFFERENTIALS 


maximum traction 
automatic operation 


simple installation 


AVAILABLE FOR MOST TRUCKS 


DETROIT AUTOMOTIVE PRODUCTS CORP. 


Detroit 


13, 


Michigan 


2-dr., $1,375*, $1,350, $1,285; Bel Air 

(8) Hardtop 2-dr., $1,685*, $1,560*; 

Hardtop 4-dr.. $1,655*; conv., $1,580*; 

Two-ten (6) Townsman, $1,525*; One- 

fifty (8) 2-dr., $1,200*; One-fifty (6) 

2-dr., $1,030. 

"56 Bel (8) Nomad, $1,650* (ps); 
Hardtop 2-dr., $1,205* (ps), $1,115*; 
Two-ten (8) Townsman, $1,325*; One- 
fifty (8) Utility sedan, $675*. 

"55 Bel Air (6) Hardtop 2-dr., $985*; 
Bel Air (8) 2-dr., $950*; conv., $885*; 
Two-ten (8) 4-dr., $935*; 4-dr., $825*; 
Two-ten (6) Handyman, $885*; One- 
fifty (6) 4-dr., $365. 

"54 Bel Air 4-dr., $485*; Two-ten 4-dr., 
$380*. 

’53 Bel Air conv., $550*, $290; Two-ten 

4-dr., $435, $395, $380*°, $375, $340; 

conv., $335*; Handyman, $365; 2-dr., 
$285; One-fifty business coupe, $335. 

2 Styleline Deluxe 4-dr., $290*, 

1 Styleline Deluxe business coupe, $265; 

2-dr., $125°*. 

"50 Styleline Deluxe club coupe, $195*. 

"49 Deluxe 2-dr., $115. 

OHRYSLER—’58 (300) Hardtop 2-dr., $3,- 

400° (ps). 

"57 NY Town & Country, $2,900* (ps); 
Hardtop 4-dr., $2,200* (ps); Saratoga 
Hardtop 4-dr., $1,785* (ps). 

Windsor 4-dr., $1,415* (ps); 
dr., $1,305* (ps). 

"5S NY Deluxe St, Regis, $1,275* 
"51 NY (8) 4-dr.. $145* (ps). 
DeSOTO—'57 Firedome 4-dr., $1,455* (ps); 
Firesweep Sportsman 4-dr., $1,355*. 

"53 Firedome (8) 4-dr., $185*. 

DODGE— 57 Sierra (8), $1,865* (ps); Cor- 

onet (8) 4-dr., $635. 

"54 Coronet (8) 4-dr., 

"652 Wayfarer (6) 2-dr., 


5 
5 


NY 4- 


(ps). 


52 $150. 

EDSEL—'58 Corsair Hardtop $i,- 
830°. 

FORD—'58 Thunderbird, $3,720* (ps), $3,- 
650° (ps), $3,585* (ps), $3,525* (ps), 
$3,495* (ps), $3,465* (ps); Fairlane 
(8) 500 Skyliner, 2,250* (ps); Vice- 
toria 2-dr., $1.975* (ps), $1,850° (ps); 
Victoria 4-dr., $1,950° (ps), $1,775* 
(ps); Del Rio (8), $1,750*, $1,735*; 
Custom (6) 300 2-dr., $1,440*. 

Thunderbird, $2,675* (ps), 


2-dr., 


$2,650° 


(ps), $2,370° (ps); country sedan (8), 
$1,750* (ps), $1,605* (ps), $1,550° 
(ps); Fairlane (8) 500 Victoria 4-dr., 
$1,650° (ps); 2-dr., $1,585*; Victoria 
2-dr., $1,585* (ps), $1,580° (ps), $1,- 
575° (ps), $1,500*, $1,430*; conv. $1,- 
550° (ps); 4-dr.. $1,550 (ps), $1,350*° 


(ps); Custom (8) 4-dr., $1,325"; ranch 
wagon, $1,050; Custom (8) 300 4-dr., 
$1,245*, $1,230°; 2-dr., $1,010; Fair- 
lane (8) town sedan, $1,235*; Custom 
(6) 300 2-dr., $1,065. 

Thunderbird, $1,835, $1,680; country 
sedan (8), $1,300° (ps), $1.260*° (ps), 
$845°; Fairlane (8) town 
sedan, $1,050°; club sedan, $1,040*, 
$880*;: Victoria 2-dr., $940° (ps); 
conv., $1,000*° (ps). 

‘55 Thunderbird, $1,735* (ps); Fairlane 
(8) Victoria 2-dr.. $875*, $805*; Cus- 
tom (8) 2-dr.. $800*, $715*; Main (8) 
4-dr.. $525; Main (6) 2-dr.. $515. 

"54 Crest (8) Victoria 2-dr., $605*; conv., 
350°; Custom (6) ranch wagon, $510*; 
Custom (8) Victoria 2-dr., $400°. 

"53 Main (8) ranch wagon, $440; busi- 
ness coupe, $280*; 2-dr., $225°; Cus- 
tom (6) 4-dr., $335*; Crest (8) Vic- 
toria 2-dr.. $295°. 

"52 Custom (8) ranch wagon, $325*; 2- 
dr., $240; 4-dr., $200*; country squire 
(8), $305; Crest (8) Victoria 2-dr., 
$200°. 

‘51 Country squire (8). $235; Custom 
(8) 2-dr., $225°, $150*°, $120°; 4-dr., 
$100; Crest (8) Victoria, $120*; Cus- 
tom (6) 4-dr., $100*. 

Custom (8) 4-dr., $100; 2-dr., 
HUDSON—'55 Hornet (6) 4-dr., $570*. 
IMPERIAL—’57 Imperial Southampton 4- 

dr., $2,950* (ps); Crown Imperial 
Southampton 4-dr., $2,805* (ps). 

LINCOLN — '58 Premiere 2-dr., $3,500* 
(ps); 4-dr., $3,305* (ps). 

‘ST Premiere Landau 4-dr., $2,560* (ps). 

"56 Premiere 2-dr., $1,795* (ps); 4-dr., 
$1,535* (ps). 

"55 Capri coupe, $900* (ps), $715*. 

*54 Capri 4-dr., $740* (ps). 

Capri 4-dr., $335* (ps). 

*52 Capri 4-dr., $200°. 

MERCURY—’57 Commuter, $2,010*; Turn- 
pike Cruiser 4-dr., $2,000* (ps); Mon- 
terey 2-dr., $1,605*, $1,505* (ps); 
Montclair Phaeton 4-dr., $1,600* (ps). 

56 Custom station wagon, $1,400* (ps); 
Montclair 2-dr., $1,360* (ps). 

Monterey 2-dr., $795*. 

*54 Monterey 2-dr., $580* (ps). 

*52 Monterey 4-dr., $265*; 2-dr., $260*. 

OLDSMOBILE—’57 (98) Holiday 2-dr., $2,- 
115* (ps); (88) Super Holiday 4-dr., 
$2,010* (ps); Holiday 2-dr., $2,000* 
(ps), $1,985* (ps). 

"56 (98) Holiday 2-dr., $1,400* (ps); 
conv., $1,385* (ps); (88) Super Holi- 
day $1,380* (ps); (88) Holiday 
2-dr., $1,225*; 4-dr., $1,225*. 

"55 (88) Holiday 2-dr., $1,085* (ps); 
(98) Holiday 4-dr., $1,040* (ps). 

*54 (88) Super Holiday 2-dr., $735*; 2- 
dr., $710*; 4-dr.. $625* (ps); (98) 
Holiday 2-dr., $590* (ps). 

"53 (88) conv., $335*; (88) Super 4-dr., 
$310*; (98) 4-dr., $265* (ps). 

°51 (88) 4-dr., $205*, $140*; (88) Super 
4-dr., $115*. 

"50 (88) conv., $120*; 4-dr., $100*. 

(98) $140*. 

PACKARD—’52 Clipper 4-dr., $125*. 

PLYMOUTH—’58 Belvedere (8) Hardtop 
2-dr., $1,870*, $1,835* (ps); Custom 
(8) suburban, $1,750*. 

"57 Belvedere (8) Hardtop 4-dr., $1,540*; 
Plaza (8) club sedan, $1,085*; Savoy 
(6) club sedan, $1,040. 

"56 Fury (8), $1,285; 
sedan, $930*. 


Savoy (6) club 


club sedan, $350. 

"52 Cranbrook club coupe, $170; Harg 


top, $130. 
Hardtop, $185. 
’560 Special Deluxe club coupe. $129, 
PONTIAC—’58 Chieftain 4-dr., $1,789, 
’57 Super Chief Safari, $1,8°5* (pg) 


Catalina 2-dr., Star Chief 


dr., $1,665* (ps); Chieftain Catalin 
2-dr., $1,500* (ps). 

Star Chief Catalina 2-dr.. $1,29m 
(ps), $1,000*%; Catalina 4-ir., go5q 
(ps); Chieftain station wagon, $1,209 " 
(ps), $1,185° (ps); 2-dr., $*50*, 

Chieftain station wagon, $920* (pg) 
2-dr., $745*; Catalina 2-dr., 
dr., $650*; Star Chief 4-dr., $845*, PL 

*54 Chieftain (8) 4-dr., $360. 

’53 Chieftain (8) 2-dr., $275"; 4-dr, ‘ 
$200*. 

‘52 Chieftain Catalina 2-dr,, $140, me 

Chieftain 4-dr., $100*. 

RAMBLER—'57 Super (6) Cross country, 
$1,560*. ' 


Custom (6) Cross country, $1,340, 
*54 Custom (6) Cross country $600. 
STUDEBAKER—’55 Commander (8) 4-dr, 

’53 Champion (6) coupe, $375°: 

mander (8) 4-dr., $340*. 

’52 Champion (6) 4-dr., $150*. 
WILLYS—’51 station wagon, $245. 
MISCELLANEOUS — '58 Chevrolet 

Apache, $1,200. 

’57 Ford Ranchero, $1,375; %-ton Stake 

$1,200; GMC ‘%-ton Sub., $1,300. 

Chevrolet Cameo, $1,175, $1,050* 

%-ton pickup, $1,005; Ford ‘%-to 
pickkup, $885*. 

Chevrolet %-ton pickup, $755; Fon 
%-ton pickup, $575. 

’54 Chevrolet %-ton panel, $485; Dodge 
%-ton stake, $585; Ford %-ton pickup, 
$435°. 

*53 Chevrolet delivery sedan, $350; Dodg 
%-ton pickup, $425, $325; Ford %-to 
pickup, $450*; Courier, $240. 

‘52 Chevrolet %-ton pickup, $350; Kaise 
Deluxe 2-dr,, $140*. 

‘51 Chevrolet %-ton Sub., $325. 

‘49 Ford \%-ton pickup, $275. 

"46 Ford %-ton pickup, $185, 


NASHVILLE, TENN. 


Nashville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Jan, 21 
Prices are slightly down. Sold 135 can 
from 275 consignments. 
BUICK—'57 RM conv., 

‘56 Century Riviera 2-dr., 

‘55 Century 2-dr., $925°. 

"53 Special 4-dr.. 2 at $480, $405. 
CADILLAC—’'58 (62) coupe de Ville, $4, 

010° (ps). 

"57 (62) coupe de Ville, $3,200* 

"56 (62) coupe de Ville, $2,115* 

sedan de Ville, $2,095* (ps). 

"55 (62) coupe de Ville, 2 at $1,805. 
CHEVROLET—’'59 Impala (8) Hardtop 2 

dr., $2,490° (ps). 

‘58 Bel Air (8) Hardtop 4-dr., 

(ps), $1,850° (ps). 

'57 Bel Air (8) 4-dr., 2 at $1,375", 

$1,300*, $1,200. 

56 Bel Air (8) 4-dr., 3 at $1,150, $1- 

025*, $990, 2 at $950. 

‘55S Bel Air (8) Hardtop 

"54 Two-ten 4-dr.. 3 at $480, 2 

$300. 

*53 Bel Air 4-dr., 3 at $375, 2 

Deluxe 4-dr., 2 at $250. 
CHRYSLER—'57 Windsor Hardtop 4-dr., 

$1,.675° (ps). 

Windsor Hardtop 4-dr., $1,400° (ps). 
DODGE—’'56 Royal (8) 4-dr., 2 at $885*, 
FORD—'59 Galaxie Hardtop 4-dr., $2,650° 

(ps). 

Fairlane (8) 500 Victoria 2-dr., 29 

at $1,850*, $1,800°. 

'5S7 Fairlane (8) 500 Victoria 2-dr., 3 at] 

$1,500*, 2 at $1,450*, 2 at $1,425°. 

’56 Fairlane (8) 4-dr., 2 at $1,100, 3 at 

$1,025*, 2 at $990°. 

‘55 Fairlane (8) 4-dr., 4 at $875*, 3 ati 

775, 2 at $700. ’ 

*54 Custom (8) 4-dr., $575, 3 at $480, 2 

at $400. 

’53 Custom (8) 4-dr., $440, 3 at $375. 

’52 Custom (8) 4-dr., 3 at $275. 
IMPERIAL—’57 Crown Imperial South- 
ampton 4-dr.. $2,665° (ps). 
MERCURY—'57 Montclair Hardtop 4-dr., 

$1,600* (ps). 

‘54 Monterey 4-dr., 2 at $575*. 
OLDSMOBILE —- "58 (88) Holiday 

2,250° (ps). 
(Continued on Page 115, Col. 1) 


Taxes Total $600 
$2,500 Auto, 


Executive Says 


CHICAGO.—Taxes represent al- 
most one-fourth the cost con- 
sumer pays for the average low- 
priced car, Robert Ford 
Motor Co. marketing research 
manager, told the Chicago Associa- 
tion Executive’s Forum. 

Eggert said Automobile Manu- 
facturers Assn. and related 
showed that the consumer who 
spends $2,500 for low-priced 
paying $600 taxes. 

This compilation, said, 
based three-year average 
penditures for low-priced 
which typical customer actually 
purchased. 

Eggert said the biggest 
tax the “present discriminatory 
excise tax percent.” This 
represents $200 the $2,500 
chase price, pointed out. 

“Property, income and other 
cellaneous taxes the 
turer add $150 and taxes 
price purchased materials 
parts add another $140. 

“At the dealer level, property 
come and miscellaneous taxes 
$20 and then the consumer 
$90 for state sales tax, license 
title fees.” 

said taxes new car 
ceed total marketing costs $100. 
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(88) Super Holiday 2-dr,, 2 at $1,- 
775* (ps). 

96 (85) 4-dr., 3 at $1,300* (ps). 

455 (88) Super Holiday 4-dr., 2 at $1,- 
100* (ps). 

164 (98) 4-dr., $700* (ps). 

#53 (98) 4-dr., 2 at $400. 


pLYMOUTH—'57 Savoy (8) 4-dr., 2 at 
(ps). 
55 Savoy (8) 2-dr., 2 at $700*. 
ponTiIAcC—'57 Star Chief Catalina 2-dr., 
1,425*. 
nf Star Chief Catalina 2-dr., $1,155*. 
4 Chieftain Catalina 2-dr., 2 at $600*. 
§3 Chieftain 4-dr., 3 at $375*. 


DYER, IND. 


len Pollak’s Dyer Auto Auction, Sale 
Friday. Prices are for sale Jan. 
m, Weather this Friday was the most 
itter we have witnessed this winter. Ac- 
tivity continues brisk on sharp, clean cars. 
gold 109 cars from 167 consignments. 
BUIOK—'55 Special Riviera 4-dr., $800* 
(ps); Riviera 2-dr., $775* (ps); 2-dr., 
$625*; Century Riviera 2-dr., $675°. 
54 Special Riviera 2-dr., $540*, $485; 
Super Riviera 2-dr., $485* (ps), $475*. 
CADILLAC—'57 (62) coupe de Ville, $2,- 
750* (ps). 
"56 (62) sedan de Ville, $2,000* (ps). 
"51 (62) coupe de Ville, $325*. 
QHEVROLET—’58 Biscayne (8) 4-dr., $1,- 


56 One-fifty (8) station wagon, $890; 
Two-ten (8) 2-dr., $840*. 

65 Two-ten (6) 2-dr., $610. 

Two-ten 2-dr., $470; 4-dr., $420. 

53 Bel Air 4-dr., $420; Two-ten 2-dr., 
$305, $300. 

‘62 Deluxe 2-dr., $225°*. 

FORD—'59 Custom (8) 2-dr., $1,880. 

Fairlane (8) 500 4-dr., $1,350° (ps); 
ranch wagon (8), $1,180*; Fairlane 
(6) Victoria 4-dr., $1,150° (ps); Cus- 
tom (8) 2-dr., $1,050. 

‘#6 Country sedan (8), 
Custom (6) 2-dr., $600. 

‘55 Custom (6) 2-dr., $550*. 

Custom (8) 2-dr., $440. 

"53 Custom (8) 4-dr., $350. 

HUDSON—'55 Hornet (6) 4-dr., $460*. 

MERCURY—'55 Monterey 4-dr., $660*. 

Monterey 4-dr., $485. 

OLDSMOBILE — ‘58 (98) Holiday 4-dr., 
$2.615 (ps); (88) Holiday 2-dr., $2,- 
200° (ps); 2-dr., $2,100°. 

(88) Holiday 2-dr., $1,200* (ps). 

"63 (98) 4-dr., $390°. 

"Sl (98) 4-dr., $230°. 

PACKARD—'55 Clipper Panama, $675*. 
FLYMOUTH— 57 Plaza (6) 4-dr., $890*. 
"SS Savoy (6) 4-dr., $450°. 
PONTIAC—'56 Chieftain 4-dr. 
"53 Chieftain (8) 4-dr.. $335°*. 
MISCELLANEOUS—'57 Ford %-ton, $980. 
"52 Ford %-ton, $415; GMC %-ton, $300. 


BORDENTOWN, 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
Jan. 21. Highest percentage of sales in 
the past several months. Buyers were 
teady to pay top dollar for at least one- 
additional cars. The acute scarcity 
of clean early model cars saw the prices 
sky-rocket. Sold 83 percent of 373 cars 
consigned. 

BUICK-—'57 Super Riviera 2-dr.. $1,730°*, 
$1,625° (ps); RM Riviera 2-dr., $1,- 
710° (ps). 

Super Riviera 2-dr., $1,325* (ps), 
$995* (ps); Century Riviera 2-dr., $1,- 
170°, $995*; Special conv., $1,025* 
(ps). 

"SS Super Riviera 2-dr., $900* (ps); Spe- 
cial Riviera 2-dr., $860*, $700*; conv., 
RM 2-dr., $725* (ps), $700° 
ps). 

"4 Century 4-dr., $440°. 

Special Riviera 2-dr., $305. 

CADILLAC—’'57 (62) coupe de Ville, $3,- 
(ps), $2,965*° (ps); conv. $2,960° 
Ps). 

‘SS (62) coupe de Ville, 
$1,700*° (ps). 

"49 4-dr.. $270°. 

CHEVROLET—’'58 Impala (8) Hardtop 2- 
dr., $2,075* (ps); Bel Air (8) Hard- 
top 2-dr., $1,800°, 2 at $1,750°, $1,- 
740*, $1,660; 4-dr.. $1,620, $1,600; 

; Biscayne (8) 2-dr., $1,630. 

57 Bel Air (8) 4-dr., $1,270* (ps), $1,- 
535°, $1,305; 2-dr., $1,650° (ps), $1,- 
505*, $1,360*; Two-ten (8) 4-dr., $1,- 
$1,320, $1,305*, $1,290, 


$1,140, $1,050; 


$895*. 


$1,880° (ps), 


$1,20 
56 Bel Air (8) 4-dr., $1,240*, $950*° 
(ps), $870*; Two-ten (8) 2-dr. $1,- 


$810, $620; 4-dr., $1,040. 
55 Bel Air (8) 2-dr., $955*, $850°; 4- 
dr., $780, $740* (ps), $735*; Two-ten 
4-dr., 
One-fifty $270. 
$285, $275; One-fifty 
-dr., q 
CHRYSLER—'57 Saratoga Hardtop, $1,- 
925* (ps), $1,740* (ps); Windsor 4- 
, dr., $1,500* (ps), $1,490* (ps). 
54 Windsor (6) Hardtop, $460*, 
‘O—'57 Firedome Hardtop, $1,550* 
’ (ps); Firesweep Hardtop, $1,510* (ps). 
*55 Firedome Hardtop, $850* (ps). 
53 Power Master Hardtop, $250* (ps). 
Coronet (8) 4-dr., 
$1,250* (ps). 
‘55 Royal (8) 4-dr., $775* (ps), $700*. 
*B4 Coronet (6) station wagon, $500*. 
51 Wayfarer 2-dr., $160* 


PS); country sedan (8), $1,875*. 
57 Fairlane (8) conv., $1,530* (ps), 
$1,465*; 4-dr., $1,443* (ps), $1,130*; 
2-dr., $1,440*; country sedan (8), $1,- 
350; ranch wagon (8), $1,175; 
Custom (8) 4-dr., $1,235*; 2-dr., $1,- 
$1,200*, $960; Custom (6) 

56 Country squire (8), $1,350* (ps); 
country sedan (8), $1,275*; Fairlane 
$1,125", $1,045* (ps); 2-dr., $825*; 
ranch wagon (8), $910; Custom (8) 2- 
dr., $825*, $720*; ranch wagon (6), 
$760, $680; Custom (6) 2-dr., $590. 


"54 Hornet (6) Hardtop, $225* (ps). 
Premiere 2-dr., $2,290* 

"56 Premiere Hardtop, $1,390* (ps). 

54 Capri conv., $585 (ps). 

RCURY —’57 Turnpike Cruiser 4-dr., 
$1,815* (ps); Montclair 4-dr., $1,575* 
(ps); Monterey 2-dr., $800*. 


56 Monterey Hardtop, $1,135*; Mont- 
clair 4-dr,, $1,025* (ps); Medalist 
Hardtop, $950*. 

’55 Monterey Hardtop, $850*, $770*. 
NASH—’53 Statesman (6) 4-dr., $180. 
OLDSMOBILE — ’'59 (98) Holiday 2-dr., 

$3,455* (ps). 


(98) Holiday 2-dr., $2,600* (ps); 
(88) conv., $2,420* (ps). 

’57 (88) Holiday 2-dr., $1,750* (ps), 
$1,550°. 

(98) Holiday 2-dr., $1,300°; (88) 
Holiday 2-dr., $1,270* (ps), $1,160° 
(ps); 2-dr., $975* (ps). 

°55 (88) Holiday 2-dr., $1,030* (ps), 
$985* (ps); 4-dr., $870* (ps). 

"54 (98) Holiday 2-dr., $800* (ps); 4- 


dr., $650* (ps). 
(88) 4-dr., $485*, $180*. 
PACKARD—’55 Clipper Panama, $655*. 
*54 Clipper Panama, $410*. 
PLYMOUTH—’58 Belvedere (8) conv., $1,- 
950* (ps); Savoy (8) 2-dr., $1,700*. 
"57 Custom (8) suburban, $1,470*, $1.- 
250; Belvedere (8) 2-dr., $1,425*; 4- 
dr., $1,160*, $1,150*°; Savoy (8) Hard- 
top, $1,370* (ps), $1,160°; 2-dr., $1,- 
125°; Plaza (6) 2-dr., $770. 
Custom (8) suburban, $1,140*, 
PONTIAC—’57 Chieftain Safari, $1,410*; 
4-dr., 
*56 Chieftain Catalina 2-dr., $1,290* (ps), 
$1,090*. 
*55 Chieftain 4-dr., $1,015*, $600*; Star 
Chief 
RAMBLER—’55 Custom 4-dr., $775. 
*51 Super Country club, $200. 
STU DEBAKER—’57 Silver Hawk 2-dr., $1,- 
100. 
Commander (8) 2-dr., 
pion (6) 4-dr., $180, $150. 
WILLYS—’'53 2-dr., $330. 
MISCELLANEOUS — ‘57 Chevrolet 2-ton 
tractor, $2,000; panel, $900*, 
"56 Ford Courier, $420. 
"54 Chevrolet Carryall, $395*. 


FLINT 


Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of January 
21 


$355; Cham- 


Market was poor due to seven and one 
half inches of snow, Sold 78 out of 147 
offerings. 

BUICK—’59 LeSabre 4-dr., $2,600* (ps). 
‘58 Special 4-dr. Hardtop, $2,065* (ps). 
‘57 Super Riviera 2-dr., $1,645* (ps); 

Special 2-dr., $1,390*. 

‘56 Super 4-dr. Hardtop, $1,050* (ps). 

Special Riviera 2-dr., §$765*; Century 
4-dr, Hardtop, $705*. 

"53 Special 4-dr., $325*; Super Riviera 
2-dr., $245°; RM 2-dr., $215° (ps). 
CADILLAC—'57 (60) 4-dr., $3,075* (ps). 
"56 (62) Club Coupe, $2,090° (ps). 
CHEVROLET—’'58 Bel Air (8) 2-dr. Hard- 
top, $1,865° (ps); Biscayne (8) 2-dr., 

$1,685*, $1,605°. 

"57 Two-ten (6) Club Coupe, $1,280*; 
(8) 4-dr.. $1,155; Bel Air (8) 4-dr., 
$1,250°; One-fifty (6) station wagon, 
$1,195; 2-dr. $1,020. 

Bel Air (8) 4-dr., $1,060; One-fifty 
(6) 4-dr., $640. 

‘55 Bel Air (8) 4-dr., 2 at $685*; Two- 
ten (8) 4-dr., $670; 2-dr.. $635, $555. 

"53 Bel Air Club coupe, $240*. 

"62 Deluxe 2-dr., $210. 

DODGE—’57 Custom Royal 2-dr. Hardtop, 

$1,605* (ps). 

"55 Custom Royal 2-dr., $575* (ps). 
FORD—'58 Country sedan (8), §$2,025*; 

Fairlane 500 (8) 4-dr., $1,710*; Custom 
(8) 4-dr., $1,355*. 

"57 Fairlane 500 (8) 2-dr., $1,375* (ps); 
Custom 300 (8) 4-dr., $1,110; Custom 
(6) 2-dr., $1,030°; (8) 4-dr., $905. 

‘56 Fairlane (8) 4-dr., $1,070*; Country 


sedan (8), $960*; conv. coupe (8), 
$800*; Custom (8) 4-dr., $675*; 2-dr., 
$555*; (6) 2-dr., $650°; Main (8) 2- 
$515. 


"54 Victoria (8) 2-dr., $455°; Main (8) 
2-dr., $395; Custom (6) 2-dr., §240*. 
MERCURY—'55 Monterey 2-dr. Hardtop, 


FTC Cites AMC 
Appliance Sales 


WASHINGTON.—The Federal 
Trade Commission has charged 
American Motors with giving fav- 
ored retail customers illegal price 
advantages over their competitors 
electric appliances. hearing 
has been scheduled for March 
Detroit. 

Also named the FTC complaint 
was American Motors Sales Corp., 
AMC subsidiary, which sells the 
parent’s Kelvinator and Leonard 
appliances from zone offices 
throughout the nation. 

The complaint charges that dur- 
ing the last several years, including 
1956 and 1957, certain retailers were 
charged about percent less than 
other competing retail customers. 
Concerns allegedly receiving these 
lower prices include Goodrich 
Co., Akron; Consumers Power Co., 
Jackson, Mich, and Alabama 
Power Co., Birmingham, Ala. 


Garage Owners Organize 


LITTLE The Independ- 
ent Garage Owners Arkansas 
has been formed with Oril Tem- 
ple, North Little Rock, presi- 
dent. Other officers are: Richard 
Mayes, Fayetteville, and Leon 
Brown, Ft. Smith, vice-presidents; 
McLellan, Little Rock, secre- 
tary-treasurer; Younkin, 
Fayetteville, Damon Kennedy, Ft. 
Smith, and William Dunnavant, 
Little Rock, directors, and Chester 
Bradley, Little Rock, executive sec- 
retary. 


’53 Monterey Club Coupe, $405. 
OLDSMOBILE (98) 2-dr., $1,870* 
(ps); Super (88) 2-dr., (ps). 
(88) 4-dr., (ps). 
Super (88) 4-dr., $665* (ps), $660* 


(ps). 
PLYMOUTH—’59 Sportsman 4-dr., $2,600* 
(ps). 


‘57 Belvedere 2-dr. Hardtop, $1,455* 
(ps). 
Belvedere 4-dr. Hardtop, $800*; Savoy 
4-dr., $225. 
’55 Belvedere Club Coupe, $430*. 
PONTIAC—’58 Chieftain (8) 2-dr., $975 
(ps), $940 (police cars). 
‘55 Chieftain 2-dr., $475; Star Chief 
Hardtop, $370. 
‘54 Star Chief 4-dr., $405*; Deluxe 4- 
dr,, $215. 
’53 Chieftain Deluxe 4-dr., $325*. 
RAMBLER—’58 Deluxe (6) 4-dr., $1,345. 
4-dr., $710. 
MISCELLANEOUS—'53 Ford %-ton ex- 
press, $500. 
VALDOSTA, GA. 
Tom Hewitt Auto Auction, Sale every 


Friday. Prices are for sale of Jan, 23. 
We had a real good sale today, lots of 
clean cars, plenty of buyers, and cars 
were bringing top prices. 
BUICK—’58 Special 2-dr., $2,200*; 4-dr., 
$1,735°. 
Special Hardtop, $1,310*. 
‘56 Special Hardtop, $1,125*; Super 
Hardtop, $1,020* (ps). 
Special 2-dr., $200. 
‘53 Hardtop, $390*. 
CADILLAC—'56 coupe de Ville, $2,075* 


(ps). 
CHEVROLET—'59 Bel Air 4-dr., $2,400*. 
‘58 Bel Air (8) Hardtop, $1,885*; Bel 


Air (6) 2-dr., $1,375. 
"57 Corvette sedan, $1,710; Bel Air (8) 


’56 Bel Air (8) 4-dr., $1,060*. 
‘55 Bel Air (6) 2-dr,, $715; Two-ten (8) 
2-dr., $710. 
4-dr., $490°. 
‘53 4-dr., $515*, $295*; 2-dr., $275. 
‘52 4-dr., $220; 2-dr., $150. 
OHRYSLER—’55 Windsor 2-dr., $690° 


(ps). 

Windsor Hardtop, $100. 

DODGE—’ 55 4-dr., $690*. 

2-dr., $300. 

F OR D — ’58 Country Sedan (8) station 
wagon, $1,910*; Fairlane ‘‘500’’ (8) 
4-dr., $1,775* (ps), $1,670*. 

Fairlane ‘500°’ (8) 2-dr., $1,425°; 
Fairlane (8) Hardtop, $1,340* (ps); 
2-dr., $1,310*; Ranch Wagon (6) sta- 
tion wagon, $1,200*; Custom (8) 4-dr., 
$1,010. 

Fairlane $1,090*; 2- 


(6) Hardtop, 


dr., $865*; club sedan, $700; Custom 
(6) 2-dr., $595*. 

’55 Fairlane (8) town sedan, $860*; 
Fairlane (6) Hardtop, $650; Custom 
(8) 2-dr., $720*, $560. 

Hardtop, $635*; 2-dr., $585. 

4-dr., $390*. 

2-dr., $310. 

2-dr., 

"50 2-dr., $150. 

MERCURY—’59 Monterey 4-dr., $2,460*. 


*58 Montclair Hardtop, $2,115*. 
’57 Montclair Hardtop, $1,340*. 
4-dr., $300*. 
"53 2-dr., $475. 
NASH—’53 4-dr., $100°. 
"52 2-dr., $100. 
OLDSMOBILE—'58 (88) Hardtop, $2,240*. 
(88) Holiday 4-dr., $1,760*, 
Super (88) 4-dr., $1,275*. 
(98) Hardtop, $1,135*. 


"54 4-dr., $750°. 
PLYMOUTH—’58 Belvedere (8) Hardtop, 
$1,780°. 
‘ST Savoy (8) Hardtop, $1,260*. 


"656 Suburban station wagon, $1,210*; 


— 
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'53 2-dr., $350, $240. 
PONTIAC—'58 Star Chief Hardtop, 

125°. 

‘57 Star Chief Hardtop, $1,590*. 

’54 Star Chief 4-dr., $690*. 

4-dr., $140*. 
RAMBLER—’57 4-dr., $1,125. 
MISCELLANEOUS—’56 Ford %-ton pick- 

up, $685. 

Chevrolet pickup, $140. 

Studebaker %-ton pickup, $160, 

’51 Studebaker pickup, $125. 

* * * 


ATLANTA, GA. 


Dixie Auto Auctions, Sale every Tuesday 
(Jan. 20). Things were popping here at 
the Peachbow!l today. Sales continue to soar 
and in a few weeks we are looking for it 


to be back like old times. 
* * * 


BIRMINGHAM, ALA. 

Dixie Auto Auctions, Sale every Monday 
(Jan. 19). The severe cold wave held down 
consignment today but inside the arena it 
was red hot. Sold, sold, sold was the hue 
and cry of the auctioneer as the market 
held firm and steady on most makes and 
models with only average and rough units 
begging in nee 


$2,- 


CHICAGO 
Arena Auto Auction. Sale every Tuesday 
(Jan, 20). Mr. Winter hit the windy city 
—snow and cold all day. Market was firm 
on all sharp cars, Sold 251 cars from 406 


consignments. 
* * * 


MANHEIM, PA. 


Manheim Auto Auction, Inc, Sale every 
Friday (Jan. 23), Weather: cold and clear, 
Sold 79 percent of 565 cars consigned, 


DELIVER THE ACCURATE BALANCED TIRE 
PRESSURE “MUST” BEFORE 
ACCURATE WHEEL ALIGNMENTS 


CAN PERFORMED. 


Eco bring tires exact pressure 
desired seconds. Precision-made automatic 
mechanism speeds shop operation and improves 
front-end service standards. 


Accurate tire inflation 


one-step job with 


Eco Tireflators, and 
routine. hunting for misplaced gauges, 
because there are gauges lost. 


Let show you how Eco Remote Control 
Wall Tireflator can modernize service your 


alignment department. 


money and space, too! 


BENNETT PUMP DIVISION 


Muskegon, Michigan 


IN CANADA: JOHN WOOD COMPANY LIMITED 
Toronto Montreal Winnipeg Vancouver 


will save you time, 


a 
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Current Prices Cars 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
d@elivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 
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BUICK—LeSabre—4-dr. sed., $2,804; 2- 
ar. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
ged., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra — 4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr. hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldorade—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 


CHEVROLET — (Prices are for six- 
cylinder models, For V-8Ss, add $118.) 
Biseayne—4-dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impala—4-dr. sed., $2,- 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv... $2,549. Station Wagons— 
2-dr. 2-seat Brookwood $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 2-seat Parkwood, 
$2,749; 4-dr, 3-seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, $2,897. Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 

CHRYSLER—Windsor—4-dr. $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
was., $3,691; 4-dr. 3-seat stat. wag., $3,- 
878. Saratega—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr. hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag. $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 


4-dr. sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr, sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr, sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537. Galaxile— 
4-dr, sed., $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, $2,654; 2-dr. hardtop, $2,589; 
conv., $2,839; retractable hardtop (V-8 
standard), $3,346. Station Wagons—2-dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 2-seat 
Ranch Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2, 958. Thun_ 
derbird—(V-8 standard) —2-dr, hardtop, 
$3,696; conv., $3,979. 
IMPERIAL—Custom—4-ar, sed., $5,016; 
4-dr. hardtop, $5,016; 2-dr. hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
103; 4-dr. hardtop, $6,103. (Torquefilite, 
power steering, power brakes standard on 


all models.) 

LINCOLN—Lincoin—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
902.10. Premiere—4-dr. sed., $5,594.20; 4- 
dr, hardtop, $5,594.20; 2- dr. hardtop, '$5,- 
347.10. (Turbo-Drive, power steering, power 
brakes standard on all models.) 

MERCURY— Monterey —4-dr. sed., $2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 
$2,917.50; 2-dr. hardtop, $2,853.50; conv., 
$3,149.50. Montelair—4-dr. sed., $3,308; 4- 
dr. hardtop, $3,437; 2-dr. hardtop, §$3,- 
356.50, Park Lane—4- dr. hardtop, $4,031; 
2-dr, hardtop, $3,954.50; conv., $4, 206. 
Station Wagons—2- dr, 2-seat Commuter, 
$3,144.50; 4-dr. 2-seat Commuter, $3,215; 
4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat 
Colony Park, $3,932. (Mere-O-Matie stand- 
ard on Montclair, Voyager, Colony Park. 
Multi-Drive, Mere-O0-Matic, power steer- 
ing, power brakes standard on Park Lane.) 

OLDSMOBILE—Series 88—4-dr. sed., $2,- 
902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,- 


036; 2-dr. hardtop, $2,958; conv., $3,286; 
4-dr, 2-seat stat. wag., $3,365. Super 88— 
4-dr, sed., $3,178; 4-dr. hardtop, $3,405; 
2-dr, hardtop, $3,328; conv., $3,595; 4-dr. 
2-seat stat. wag., $3,669, Series 98—4-dr. 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. 
hardtop, $4,086; conv., $4,366. (Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 engine). Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,142.75. 
Belvedere Six—4-dr. sed., $2,439.75; 2-dr. 


sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
2-dr. hardtop, $2,461.25. Station Wagon 
Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. 


2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth ‘v-8—(On the follow- 
ing models, a V-8 engine is standard and 
7 six-cylinder engine is not available.) 
Belvedere — conv., $2,814.25. Fury — 4-dr. 
sed., $2,690.50; hardtop, $2,771.25; 
2-dr. hardtop, $2, 714.25. Sport Fury—2- dr. 
hardtop, $2,927.25; conv., $3,125.25. Sta- 
tion Wagons—2- -dr. 2- seat Custom, $2,- 
$14.25; 4-dr. 3-seat Custom, $2,990. 75; 4- 


dr, 2- ‘seat Sport, $3,020.75; 4-dr. 3- seat 
Sport, $3,130.50. 
PONTIAC—Catalina—4-dr. sed., $2,704; 


2-dr. sed., $2,633; 4-dr. hardtop, $2,844; 
2-dr, hardtop, $2, 768; conv., $3, 080; 4-dr. 


Port-of-Entry Prices Imported Cars 


The following imported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. 8S, excise tax 
and import duty. They do not include 
dealer preparation charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment, 
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ALFA ROMEO—Glullietta—Spyder, $3,- 
519; Super Spyder, $3,932; Sprint Coupe, 
$3,951; Sprint Veloce Coupe, $4,342. 2000 
Sertes—2-liter roadster, $5,048; 4-dr. sed., 
$5,078. 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—-Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,557; 
A-40 2-dr. sed., $1,795; A-40 deluxe 2-dr. 
sed., $1,856; A-55 deluxe 4-dr. sed., $2,- 
199. (Heater standard on deluxe models.) 

AUSTIN-HEALEY — Sprite — roadster, 


$1,795. 100-Six—conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 
luxe.) 


AUTO UNION — ‘1000’ — deluxe coupe, 
$2,395; sport coupe (2-seater), $3,849. 

BENTLEY—Series S — Standard Steel 
Saloon, $13,695. (Autematic transmission, 
power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 


800—Estate Bus, $2,433. 

GOGGOMOBIL—T-400 2-dr. sed., $1,095; 
Florida Sunroof Deluxe 2-dr., $1,135; 2- 
dr. Step-In Van, $1,350; Coupe de Ville, 
$1,450. 

GOLIATH — 1100 Series — Custom 2-dr. 
sed., $1,949; Custom conv., $2,126; Custom 
2-dr. stat. wag., $2,095; Empress Deluxe 
2-dr. sed., $2,275; Tiger Sport Coupe, $2,- 
568. (Heater standard on all models.) 

HILLMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr, stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

JAGUAR—Mark IX—4-dr, sed. (auto- 
matic transmission, power steering and disk 
brakes), $5,935. 3.4 Litre Sedan—/(over- 
drive and disk brakes), $4,542.50; (auto- 
matic transmission and disk brakes), $4,- 
642.50. XK-150—cpe., $4,475; cpe. (auto- 
matic transmission), $4,725; conv., $4,595; 
conv. (automatic transmission), $4,845; 
roadster, $4,495; roadster (overdrive), $4,- 
660; roadster (automatic transmission), 
$4,745; “‘S’’ roadster (overdrive), $5,095. 

LANCIA — Appia — 4-dr. sed., $2,967; 
conv. (Vignale), $4,565; cpe, (Farina), 
$4,673; cpe. (Zagato), $4,873. Aurelia— 
conv. (Farina), $5,905; cpe., $5,905. 
Flaminia—4-dr. sed., $6,098. 

LLOYD—600 sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 


2-dr, 4-passenger stat. wag., $1,445; 2-dr. 


4-passenger sunroof stat. wag., $1,500; 


2-dr. 6-passenger stat, wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1,740; 
2-dr, 6-passenger stat, wag. (long wheel- 
base), $1,795; 2-dr. 6-passenger sunroof 
stat, wag. (long wheelbase), $1,895. 


MAICO—700 Sport—2-dr. sed., $1,845. 


MERCEDES-BENZ—180—4-dr. sed., $3,- 
240. 180-D—4-dr, sed. (diesel engine), $3,- 


517. 190—4-dr. sed., $3,431. 190-D—4-dr. 
sed, (diesel engine), $3,708. 190-SL—road- 
ster, $5,020; cpe., $5,232; cpe.-roadster 


(with interchangeable hard ‘pnd soft tops), 
$5,416. 219—4-dr. sed., $3,823. 220 S—4- 
dr. sed., $4,283; cpe., $7,641; conv., $7,641. 
300-d—4-dr. $10,418. 300-SL— 
roadster, $10,928; conv., $11,106; cpe.- 
roadster (with interchangeable hard and 
soft tops), $11,375. (Heater standard on 
all models. Power brakes standard on all 
models except 180, 180-D, 190 and 190-D. 
Automatic transmission standard on 300-d 
hardtop.) 


METROPOLITAN — 2-dr, hardtop, $1,- 


626.10; conv., $1,650.10, 
MG—MGA—conv,. (disk wheels), $2,462; 
conv. (wire wheels), $2,546; coupe (disk 


wheels), $2,695; coupe (wire wheels), $2,- 
785. MGA-DOHC—conv., $3,320; cuope, $3,- 
640. Magnette—4-dr. sed., $2,740. (Heater 
standard on Magnette.) 

MORETTI—750 Coupe, $2,495; Super 
Panoramica Sedan, $2,495; four or five- 
passenger station wagon, $2,580; six or 


2-seat stat. wag., $3,101; 4-dr. 3-seat stat 
wag., $3,209. Star Chief —4-dr. sed., $3, 
005; 2-dr. sed., $2,934; 4-dr. har. top, 
hardtop, $3,257; conv., $3,478; 
stat. wag., $3,532. 

RAMBLER—American—2-dr. De)uxe sed., 
$1,835; 2-dr. Super sed., $1,920; 2-dr, 2. . 
seat Deluxe stat. wag., $2, 060; 2-cdr. 2-seat 
Super stat. wag., $2, 145. Deluxe Six—4-¢r, 


sed., $2,098, Super Six—4-dr. sed., $2,268: 
4- dr. hardtop, $2,343; 4-dr. 2- “seat stat. 
wag., $2,562. Custom Six—4-dr. sed., $2. 
383; 2-seat stat, wag., $2,677. Rebel 
V-8—Super—4-dr. sed., $2, 398; 2-seat 
stat. wag., $2,692; Custom—4- ‘dr, sed., §$2,. 
513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
stat. wag., $2,807. Ambassador—Super— 
4-dr, sed., $2,587; 4-dr, 2-seat stat. wag. 
$2,881. Custom—4-dr. sed., $2,732; 4-dr, 
hardtop, $2,822; 4-dr. 2-seat stat. wag,, 
$3,026; 4-dr. 2-seat hardtop stat. wag. 
$3,116. 


STUDEBAKER—Lark Deluxe Six—4-dr, 
sed,, $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
stat. wag., $2,295. Lark Regal Six—4-dr, 
gsed., $2,175; 2-dr. hardtop, $2,275; 2-dr, 
2-seat stat. wag., $2,455. Lark Regal V-3— 
4-dr, sed., $2,310; 2-dr. hardtop, $2,410; 
2-dr., 2-seat stat. wag., $2,590. Silver 
Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
$2,495. 


seven-passenger station wagon, $2,664; 1200 
Spider conv., $4,348. 

MORGAN—"‘Plus Four’’ cpe., $2,855. 

sed., 
$1,678; 2-dr, sed., $1,495; conv., $1,574; 
2-dr., stat. wag., $1,798. Deluxe—4-dr. sed,, 
$1,718; 2-dr, sed., $1,599; conv., $1,636; 
2-dr. stat. wag., $1,825. 

NSU PRINZ—2-dr. sed., $1,398; sunroof 


sed., $1,487. NSU Prinz 36—2-dr. sed., 
$1,458; sunroof sed., $1,547. (All are 5- 
passenger models. Heater standard on all 
models.) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60, 


(Heater standard on both models.) 
PANHARD—Dyna Deluxe 4-dr. sed., $1,- 

995; Dyna Deluxe Super 4-dr. sed., $2,065, 
PEUGEOT — 403 — 4-dr. sunroof sed, 


$3,581; 
Super 


$2,175. 

PORSCHE—1600 Series—conv., 
Super conv., $3,981; cpe., $3,700; 
pe., $4,150; Carrera cpe., $5,700; hardtop, 


$3,865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, $5,950. 


RENAULT —4CV 4-dr, sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

RILEY—1.5 4-dr. $2,316. 
standard.) 

ROVER—90—4-dr. Deluxe sedan, $3,395. 
1056—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive. Heater standard on both mod- 
els.) 

ROLLS-ROYCE—Slilver Cloud—Standard 
Steel Saloon, $13,995. 


(Continued on Page 118, Col, 


sed., (Heater 


on Saratoga, New Yorker and BERKELEY—328-c.c. roadster (2-cylin- e e e 
der), $1,595, 492-c.c. roadster (3-cylinder), 
4-dr. hardtop, $6,845.30; 2-dr. hardtop, BMW — Model 502/3.2 — $6,198; Model ew O ercia € S ? = su 

pass. sed., $1,398; sunroof sed., $1,487. ! 
$2,904; | (Heater standard on all models.) Truck by stetes ore ‘ 
op -dr. ardtop 341; conv., 
brakes standard on Adventurer.) FACEL VEGA — Typhoon 2-dr. hardtop, | Nebraska ‘58 | 308 10 55 66 19 849 P 
586.50; 2-dr. sed., $2,515.50; 2-dr. hard-| (Automatic transmission, power brakes,| New Hampshire ‘58 60 59) 15) | 32 is 
$2,707; 2-dr. sed., $2,636; 4-dr. hardtop, ard.) North Dakota 58 126 18 8! i 10 8 397 
$2,841.50; 2-dr. hardtop, $2.764; conv., FERRARI—‘‘250 Granturisme’’—Coupe, ‘57 119| 90 2 4) te 
$3,089. Reyal—4-dr. sed.. $2,934; 4-dr. | $12,000; 2-dr. Berlinetta (light car), $12,- — 8 
us -dr. sed., .75; 4-dr. | Conv., 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; FIAT—600 Series—2-dr. sunroof, $1,098; Tennessee ‘ss 485 2) 65) 14 21 50 y 
cony., $3,421.50. Station Wagons—4-dr. 2-/| Bianchina, $1,298. 600 Series—2-dr. sed., ‘57 3% 2| 100) 309 140 & i8 = ae N 
Deduct $83.70 for six-cylinder Rangers; | standard on all models.) ‘57 2 77 57 4 _ 33 3 
deduct $96.50 for six-cylinder stat. wags.) FORD (England )—Angila—standard 2-dr. 10 States Reported 1924 542 648 71 351/283) ti 
812; hardtop, $2,884.50; 2-dr. hard-| $1,651. Squire—2-dr. stat. wag., $1,761. 
top, $2,519; conv., $3,072. Station Wagons | Consul—4-dr. sed., $2,034; conv., $2,373; “The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
—4-dr., 2-seat Villager, $2,971; 4-dr., 3-|4-dr. stat. wag., $2,772. Zephyr — 4-dr. | exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
seat Villager, $3,054.70. sed., $2,215; conv., $2,574; 4-dr. stat. wag., | R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."“—R. L. Polk & 
FORD—(Prices are for six-cylinder mod- | $2,945. Zediae—4-dr. sed., $2,387; conv., With the exception of Oregon, this summary is complete for the stated 1958 period. The November year-to-date figures and the 1957 
For add $118.) Custom $2,865; stat. wag., $3,149. year-to-date figures reflect Oregon through June only, 
for ber, 1958-1957 
New Passenger-Car Registrations, tates December, 
Idaho ‘58 139 143 2 2 14 122 433 16 9 52 510 156 392 135 125 847 156| 190 
Montane 100; 102 183) 407 24 7 37 475 128 43). 299). $4 72 1558 
Nebraska 187 14) 308 1258 23 9 116 1406 264 79 1206 274) 60 62) 
North Dakota ‘58 103 103} 22 22; 126 221) 489; 7| 576| ‘131 2% 477) | ~~ $22] % 37 36| 1795 
‘57 64 % ‘| 24 93 138 298 | 1112 21 13} 95) 1241 127 23 161 82 1205} ry 27 2872 s 
"57 79 27 14 127| 232 386 16 8 28; 4 438 66 288 570 16 17 1447 
‘57| 53 46 37 312! 484 1250} % 20) 118} 1424 362 1192 264 210 2100 16 17 144 42722 
Virginia ‘58 | 320 18 338 78 21 6 198 549 915 2406 69 39! 192| 2706 467 156 1981 453 516 3573}. 
Year 162268) 11421) 173689 54138| 13333{ 44236] 124698| 359901| 596306| 909938| 34120| 23803 122656|1090517| 232492| 108506|1104972| 270865 200226/1917061| 2514! 38274) 40788! 330549/4148910 
To Date ‘57| 95770} 106726} 98873| 30627} 97185} 241939) 559148! 1027772|1370176| 21289} 33758 246041 | 1671264| 359717] 128272| 1320944] 336780} 294572|2440285| 4962] 58014] 62978| 177575|5486400 
“The information contained this report has been compiled from official state documents. Every reasonable tabulated the report blished, Polk Co. cann 
With the exception Oregon, this summary complete for the stated 1958 period. The November year-to-date figures and the 1957 year-to-date figures reflect Oregon through June only. 
The 1957 figures for Nash and Hudson included the Rambler total. The 1957 figures for Continental are included the Lincoln total. 
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Dealers Speak 


ir, 


mobile put together expense, 
* * 
WON’T sell customer 
his home town car that 
price because cannot survive 
without profit. Fifty dollars won’t 
pay the make-ready, floor plan and 
salesman, but the dealer can 
make $10 net person that 
tell his regular customers, 
then has made extra ten- 


1200 spot. 
And that $10 simply brings 
prospect back home tell all 
$1,574; customers how much robber 
prospects off into the wild blue 
yonder. 
think pretty ratty when 
all any dealer will sell cheaper 
957.50 outsider than will his home 
262.60, people and friends. After all, 
friends that keep you business, 
not enemies. 
Dealers have resort things 
like this survive. wonder the 
Super public sentiment toward car 
ardtop, dealer bad. dealer with any 
pride likes these things. The 
$5,950. good dealer being forced to, all 
$1,345; has territory secur- 
Heater * 
MALL dealers cannot compete 
with the big boys without pro- 


tected territory. The big-volume 
boy the one who has the capital 
advertise, the facilities handle 
whatever comes up. Also, the 
one most likely take the small 
profit, His volume will let him 
things that dealer cannot 
survive on. 

The big operator can reach out 
and pluck your hot prospects 
right out your home town and 
sell them, one way another, 
draw from your territory and 


andard 
trans- 


) 


TAL you are not big enough fight 
Protected territory the only 
Salvation for the small dealer, 
truly believe. has pitfalls, 
course, but then Old Tige might 
chase rabbits, while still 
pretty valuable foxhound, too. 
Ialso think that James Moore 
wrong about saying percent 
the dealer body for protected 
403 territory. think should have 
percent for it, believe. have 
unlimited amount respect for 
NADA and its staff. 
want something for noth- 
ing. All want fair competi- 
tion—just clean roll the dice 
don’t think the factory should 
give something. wasn’t 
given Just simply pitch 
the ball and give room 
run. Without room run, you 
get awfully tangled up. 
had territory, would love 
it. would love all the people 
it. would not satisfied unless 
was the most developed, the most 
lovely, the most desirable territory 
—and the most trusted individ- 
ual it, like people and like 
friends. What you like? 
20% Iam dealer, but not 
246 factory anyone else does 
that would have bad influence 
2005 business. 
factory and NADA have 
pretty good. think they are 
trying help the dealers, Helping 
1317 
over, friends. Those car 
and parts orders sign each 
are what keep the ball roll- 
ing. Those people are our friends, 
not our enemies. 
That factory smart-boy that 
called you few days ago and 
made you mad telling you how 
run your business might 
466 working for awfully swell Joe. 
Another thing, you think John 


Public cares the least whether 

good guy, but doesn’t under- 
Stand your situation, pays you 
Maybe $3,000 that earned 
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few dollars day. watched you 
get few minutes. doesn’t 
know that only very small amount 
rubs off you. 

You cannot make him believe 
cannot pay little and get lot. 
wants believe and easily 
sold some shyster. 

WILL probably referred 
one those new dealers that 
never tasted territory security. 
Also, perhaps I’m weak because 
want law protect me. Well, 


even George Washington wanted 
laws and civilization. wrong 
wanting them? 

It’s like the old saying, you 
can’t take with you when you 
die, But did you ever try going 
very far without it? 

wouldn’t small dealer, Maybe 
have misunderstood the meanings 
Mr. McLaurin’s article and again 
maybe just simply see differ- 
ently. appreciate the fact that 
man will take his important time 
express his opinion. 

Maybe differ opinion, but 
that America and something 
would all die for.—M. 
McBee Motor Co. (Chrysler-Plym- 
outh), Del Rio, Tex. 


Would Cost Public 


been selling and servicing 
Imperial, Chrysler, and Plym- 
outh ever since they’re the mar- 
ket. built our business 


service. were the third dealer 
the Philadelphia region re- 
ceive the Chrysler Corp. Quality 
Dealer award. 

are opposed territorial se- 
curity for many reasons. be- 
lieve the time-tested American 
way free enterprise. don’t 
believe legislating profits 
subsides. 

Territorial security didn’t work 
before and don’t believe will 
work now. definitely not 
the public will cost 
the public more money either 
directly, confining their pur- 
chase the local dealer, indi- 
rectly the infringement cost 
the outlying dealer. 

seems that territorial 
security mainly for the dealer 
who enjoys sitting his derriere; 
his favorite reading, the registra- 
tion reports; his means meeting 
overhead, collecting infringement 
benefits. expects make his 


117 


profits from people requesting 
buy his product. 

wondering what law they’ll 
try pass keep the buyer from 
shopping the competitor their 
own city, will there price 
fixing? 

would like see secret vote 
taken all franchised dealers 
the issue territorial 
man Sons, Inc. (Chrysler-Plym- 
outh), Emmaus, Pa. 

* * * 


Approved Polls 


reading Mr. Carroll Mc- 
Laurin’s letter, unable 
restrain desire answer him. 
the first place says, “No 
vote has ever reflected this per- 
centage!”, referring the per- 
cent Mr. Moore claimed, 
matter fact, have taken three 
different polls Massachusetts 
the entire NADA membership—and 
(Continued on Page 118, Col, 1) 


THE TRACK THE ROAD, "THE PROS" KNOW 


You CANT 


Dramatically exposes steering trou- 
bles TV-like screen. The 
world’s fastest, most reliable wheel 
alinement check and correction 
method. 


BEAR “36” 
OFF-THE-CAR BALANCER 
Teams-up with the Telaliner pre- 
cision balance all car wheels fast 
... Darlington and the world over. 


GET TOGETHER 
THE N.A.D.A. SHOW 
Jan. 31-Feb. 


Let’s discuss the many Bear Profit Pro- 
grams which can personalized 
your special needs and opportunities! 
See you Booth 
CONRAD HILTON HOTEL, 
CHICAGO 


423-RRN 


OFFICIAL WHEEL ALINEMENT BALANCING 
SAFETY SERVICE DARLINGTON 


NASCAR men are not only racing “pros.” 
Many are expert automotive tech- 
nicians who know what takes and who 
makes the best equipment keep cars 
safe, winning shape. They know Bear 
the name wheel alinement balancing 

Many use their everyday work. 
wonder Bear Telaliners and Balancers 
are “official” Darlington—for fast, pre- 
cision safety service. Darlington Raceway 


SEND FOR BEAR 


one more reason why Bear the na- 
tion’s most famous name safety service 

why Bear the preferred safety test 
equipment for steering, headlights and 
brakes municipalities and officially ap- 
proved garages states with compulsory 
safety test laws and why Bear equip- 
ment building prestige and profits for 
progressive auto dealer service shops across 
the nation! 


FACTS TODAY! 


BEAR MFG. Dept. A-14, Rock Island, 
Please send full profit facts and illustrated literature equipment checked below: 

Address 


On-The-Car Balancer 
Other testing equipment 


| BEAR SAFETY SERVICE j 
for doing the job 
— WS EUEPS 
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robbery because the other dealer 


all were overwhelming favor not have anything with 
territory security, some form the sale. 


know other states that have 
made similar polls with similar 
results—but they can speak for 
themselves. 

McLaurin states that 
territory security reinvoked, 
many dealerships will close their 
doors. assume means volun- 
tarily, because they will not wish 
sell their cars their own 
zone influence the proper 
percent responsibility assigned 
them the manufacturer with 
all the policy and service respon- 
sibility attached the goodwill 
and good name their product. 

Certainly such closings would 
more desirable than the involuntary 
closings going present all over 
the nation, result the in- 
equitable competition created 
the ‘wheel and 

says the board directors 
NADA does not the true 
feelings the majority dealers. 
Well, every Director was elected 
majority vote his own state, and 
from what have seen the ma- 
jority them—they are intelligent, 
capable men, good automobile deal- 
ers their own right and truly 
trying democratic way act 
the best interests our dealers. 

course, there are differences— 
and sometimes have felt that 
maybe the little dealer the 
major concern the board—but, 
the democratic manner mis- 
givings have always been dispelled. 
Mr. McLaurin wants champion 
the little dealer, needs look 
further than his own Missis- 
sippi director, Mr. Kossman. 
And will bow head one 
that regard. 


Mr. McLaurin says still wears 
the scars the old territory secur- 
ity provisions, wonder would 
rather wear the fresh wounds 
thousands today’s dealers whose 
assets are going down the drain. 

dealers who owns chain Chev- 
rolet dealerships. They seem bear 
charmed lives, say the 

SAYS was forced mail 
had delivered car his sister- 
in-law the other dealer’s zone 


Mr. McLaurin overlooks the 
fact that territory security in- 
area where his factory has re- 
quired certain standards from 
him properly condition, honor 
warranties, and service their 
product with some kind return 
said investment, believe that 
the sister-in-law wanted the 
1,000 mile inspection and/or war- 
ranty adjustments—minor 
large—it would have been fairly 
difficult for her return Mr. 
McLaurin’s dealership. 


However, feel that some pro- 
vision could written into the law 


Frigikar Offers 


New Conditioners 


DALLAS.—Frigikar Corp. has an- 
nounced three new “10th Anniver- 
sary” auto air conditioners for 1959. 

The Frigiking Model 59-UD 
underdash air conditioner features 
new high-capacity, instant cooling 
for both front and rear passenger 
compartments, according Bert 
Mitchell, Frigikar president. 

Frigikar has increased its air 
conditioners’ availability 161 dif- 
ferent makes and models from 1952 
1959 cars, said Mitchell. New 
styling gives the Frigiking unit the 
appearance being part the 
added. 


Port-of-Entry Prices 
Imported Cars 


provide for courtesy deliveries 
such this, although can readily 
seen this would create loopholes 
for certain types dealers. 

Mr. McLaurin claims territory 
security would make impossible 
for him sell his dealerships. 
the light Messrs. Gordon and 
Donner’s statements regarding the 


quality dealer program, 


able distribution, and territory se- 
curity, would his state- 
ment and predict that quite the 
contrary will true, Instead, auto 
dealerships will become more valu- 
able, hence more desirable. 

advises the factories stop 
and think—do they really wish 
territory security—that they would 
have the ill will the public and 
percent the dealers. 

Doesn’t Mr. McLaurin know 
what low regard the public now 
holds the auto dealer, mainly be- 
cause the antics the small 
minority the razzle-dazzle, blitz- 
type dealers? And from per- 
sonal observation, feel the per- 
centage the dealers referred 
being against territory secur- 
ity the other way around, per- 
cent percent against and 


percent for. 

McLAURIN concludes with 
the very sound observation 
that this country was hewn from 
forest into great nation through 
freedom trade and competition. 

that wholeheartedly sub- 
scribe, but had create laws 
curb the horse thieves and the 
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mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price, 

sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic clutch), $2,119. Granturisme 750— 
2-dr. sed., $2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super deluxe 4-dr. sed., $1,798; 
Chatelaine 2-dr. stat, wag., $1,963; Plein 
Ciel 2-dr. hardtop, $2,947; Oceane conv., 


influence. calls this legalized Ariane (4-cylinder)—4-dr. sed., $1, 


TURNTABLES 


Adding small-car line? 


Now, more than ever, you need effective, low-cost turntable dis- 
play show off new features your important second line. 
Remember, addition the famous portable PARAVANE turn- 
table for the most dramatic display your 1959 Detroit models, 
Macton offers the companion PARAVANETTE for short wheel- 


base 


use the world for several years, both 


models feature the same simplicity, economy and dependability. 


Practically invisible use, they consist only four simple parts, 
require just minutes set up, pennies day operate. 
anchorage are required. Change turntable location 
minutes, move indoors out will. Drive on, plug and 


forget it. 


the NADA Show write call today for full 
information prompt delivery your PARAVANE PARA- 
VANETTE Turntable. you already are using PARAVANES, 
Macton can provide adapters for use. 


NADA Booth 135 


Machinery Company, Inc. 


12, Connecticut 


998. Ariane V-8 — 4-dr. 


$2,098. 
Vedette V-8—Beaulieu 4-dr. sed., $2,298. 
SKODA—-S-440 2-dr. sed., $1,687; 8-445 


sed., 


sed., $1,787; 2-dr. 
450 conv., $2,395. 

SUNBEAM— Rapier—2-dr. 
499; conv., $2,649. 


stat. wag., $1,995; 


hardtop, $2,- 


TAUNUS — Standard — 4-dr. sed., $2,- 
120.50; 2-dr. sed., $2,028.50; Combi- 
wagon, $2,237. Deluxe —4-dr. sed., $2,- 


266.50; 2-dr. sed., $2,174.50; Combi-wagon, 
$2,383. 

TEMPO—M ata dor—3-passenger stat. 
$2,482.75; 6-passenger stat. wag., 
$2,514.65; 9%-passenger stat. wag. $2,- 
546.55; 12-passenger stat. wag., $2,712.50. 

TOYOPET — Crown 4-dr. sed., $1,989. 
(Les Angeles port-of-entry price.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr, stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
$2.675: hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2- 
dr. sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2,120; de- 
luxe stat. wag., $2,576; deluxe camper, 
$2,737. Karmann Ghia—cpe., $2,445; conv., 
$2,725. (Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
2,490. (Heater standard on beth 


WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr., sunroof sed., $1,778; 
deluxe 4-dr. sed. $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr. stat. wag., $1,898; 
4-dr, deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 
(Heater standard on all models.) 


Cadillac Names 


Western Sales 


sales district and new assignments 
for two district sales managers 


wag., 
models. 


Converse 


were announced last week Fred- 
ric Murray, general sales man- 
ager Cadillac. 

The new district, which encom- 
passes parts Montana, Idaho, 
Nevada and Utah, will have its 
headquarters Salt Lake City. 
will headed Robert Lowry, 
former district sales manager 
the Oklahoma City zone. 

Rob Roy Converse, who was 
sales manager the Denver sales 
district, was named the same job 


R. G. Lowry 


far back Jan. 28, 1907, the 
“Rocket,” Stanley Racer, at- 
tained unofficial speed 197 
m.p.h. Ormanda-Daytona 
Beach before crashed. 


cattle rustlers and the claim 
jumpers, and quite few them 
were hung from the nearest tree. 


The territory security law will not 
seek eliminate fair competitive 
practices. But will put stop 
the practice “water glazing” cars 
for delivery and the sending 
retail purchaser, who has paid little 
more than wholesale price for 
car, back his home town retailer 
with the factory warranty his 
hands, pat the back and the 
advice: “Take the car your 
home-town franchised dealer—he 
dumb enough have couple 
hundred thousand dollars tied 
buildings, parts, tools, equipment 
and what-not take care out- 
of-town sales—he’s good guy even 
can’t make any money this 
deal.” 


have quarrel with Mr. 
McLaurin his It’s good 
have his thinking, but pre- 
dicting that the factories will 
change, necessity, the quality 
dealer merchandising their prod- 
ucts with without the territory 
security law, they, well 
their dealers, are fur- 
ther predict great new business 
era for the franchised auto dealers 
America, based sound busi- 
ness principles with fair return 
their gross sales and invest- 
NADA regional vice-president and 
NADA director for Massachusetts, 
Waltham, Mass. 


Work, Don’t Complain 


TOO, small-town dealer 

who would like defend 
business, have been dealer only 
about years and this time 
have built clientele roughly 
25-mile radius. have worked 
hard giving the public the kind 
service they want. 

think that business built 
upon hard work effort 
please many people possible, 
not complaining various associa- 
tions. 

small-town merchants 
struggle every day effort 
keep our people from going 
larger towns spend their 
money. see none these big- 
town merchants rebating the 
small towns for merchandise they 
sell, 

businessmen are operating 
free-enterprise system and 
everyone’s ambition expand and 
make money. This cannot done 
laws are passed limiting one just 
because some businessmen are care- 
less enough allow their cus- 
tomers elsewhere. 

suggest that NADA and dealers 
favor this security operation 
home and take good look 
their business from the customer’s 
point view and stop crying 
the government; enough that 
done now days the way 
Wayne Larson, Larson Chevrolet 
Co., Central City, Neb. 


Lay Cards Table 


surprised that you would 
waste your space and time print- 
ing ridiculous articles opposing 
territorial security. 

Here dealer living town 
3,000 and giving away 275 new 
cars year. have them here 
also. His sales should about 
cars per year, sold them 
desires volume dealer why 
doesn’t move into larger 


place? There are plenty dealer. 
ships open. 

doesn’t want secur. 
ity because wants sell 
someone else’s territory cut 
prices and infringe others. 


Let’s lay the cards the 
This serious matter, have 
got stop this sort dealer 
selling there will sales- 
men dealers mechanics 
Automotive News, speaks 
detriment business—I ask you, 
could any worse? 

would like say right 
the support are getting from] 
News not good. 
you can’t help right this 
you better not print anything. Ter. 
ritory security does not mean an- 
other dealer can’t sell 
does sell the car out his 
tory better get enough 
the infringement. This the 


tection stop giving away mer- 
tion all manufacturers and the 
buying public. 

This destroying the retail busi- 


ness. all types business 
and should looked into and cor- 
rected once. 

You better stop promoting this 
type dealers opposing territory 
security—Ray Eisele 
Chevrolet, Ponca City, Okla. 


Protection for Quality 

WISH take issue with let- 

ter published 
News Jan. from dealer 
Fayette, Miss., referring his dis- 
torted idea territory security. 

me, this letter made sense. 
Most dealers’ hearts are bleeding 
for this poor fellow states that 
still wears the scars territory 
security. 

The majority dealers favor 
territory security and would 
the advantage the general 
public for many good reasons. 
feel sure that least half the 
percent who not favor ter- 
ritory security are dealers who spe- 
cialize bootlegging and 
selling. Most these dealers are 
not equipped concerned about 
service customers. 

quality dealer, with large 
investment and overhead, needs 
some form protection 
order compete with the above- 
mentioned dealers. was 
stated another issue the 
opposing minority groups that 
large dealers all the advertis- 
ing. They surely do, and they pay 
for it. However, the small dealers 

(Continued Page 119, Col, 


Roney 
appeal 
just 


because the Roney different from 
all other Miami Beach hotels 
chrome, neon. Everything 
the grand scale acres and acres 
tropical gardens, three-block- 
long sun-drenched private beach, 
huge swimming pool and Cabana 
Colony. There are even putting 
greens, tennis courts, and entertain- 
ment nightly, too. Naturally, 
all Schine Hotels, every inch air- 
conditioned, and there’s free, 
large-screen every room. 


With all this, Roney rates are 
low 283 rooms per day 
per person double $16 
Mar. 15th. $14 Mar. 16th 
Apr. 4th. 


Including Breakfast and Dinner. 


Plan Available. 


THE WORLD-FAMOUS 


Roney 


one of America’s really fine resorts 
For Reservations call: 


8-0110 

(Open 


acres the Ocean 23rd St., Miami Beach 


dealer. 


Sell 
cut 
ers, 
table, 
have 
dealer 


pro- 
mer- 
promo- 
ind the 


busi- 
cor- 


this 


let- 
OMOTIVE 
aler 
his dis- 
rity. 

sense. 
leeding 
that 


favor 
the 


truck refrigeration units 


FIELD PROVEN 


Mr. Truck Dealer: 


for the complete story how you 


moke additional profits selling Rovan 
units. 


By: 
THE FRANK-DEWEY 
COMPANY, INC. 


12334 STARK ROAD 2-6600 
LIVONIA, MICHIGAN 


ter- 
spe- 
cross- 


are 
about 


large 
needs 


lock- 
ach, 
ting 
tain- 
ree, 


are 
day 
$16 
| to 


HOTEL 


resorts 
ions call: 


Agent 
Beach 


battery-powered hydraulic 
for pickups, stake 
and van trucks tons. 


Sizes... 


Series 1000 (1000# cap.) for all 
pickups. Series 1100 (1100# 
cap.) and Series 1300 (1300#) 
for stake and van trucks 
tons. 


*Best Performance, 
Finest Appearance 


the field. Rugged reinforced 
safety plate platforms, perform- 
ance-tested hydraulic system. 


Competitive 
Prices... 


You can offer more real perform- 
ance features at lower cost with 
WATSON Lib- 
eral dealer discounts, too! 


WHY NOT MAKE EXTRA PROFITS your truck 
tales? Investigate the complete WATSON 
WEIGHTLIFTER line now. Write for literature, 
Prices, discounts; please address Dept. H-2 


] H. Ss. 
WATSON 
COMPANY 


1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 


ELECTRIC 


secur. 
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get the most good out and 
not pay. 

Referring service, have had 
many new cars our service de- 
partment which have been pur- 
chased out town from dealers 
such referred above, that had 
not been touched delivery and 
front wheel bearings were found 
dry. Who else but the public 
being hooked here? 

Dealers are like mechanics, good 
and bad. say that bootlegging and 
cross-selling are ruining good 
American business. 

This dealer also stated that 
interested several dealerships 
all over and territory security would 
kill dealer’s sale interested 
buyer. admitted must use 
the territory other dealers 
accomplish his goal. 

feel that certain dealers have 
been doing this long enough, Don’t 
you think they should begin con- 
centrating more their own ter- 
ritory? With territory security 
there will restrictions for Mr. 
Mississippi others. 

= 


Mississippi dealer claims 

interest many dealerships; 
therefore, feel that should not 
complain about paying the penalty. 
Then least dealer could use 
this penalty compensate the 
salesman who worked hard but lost 
the deal another dealer from out 
town. This would also enable the 


dealer guarantee security any value 


salesmen which would keep the 
sales department happier and more 
determined work harder and also 
assure the dealership sales 
crew. 

Mr. Mississippi, with all his 
dealerships, should one the 
very first willing pay pen- 
alty for infringement, because 


large dealer cannot guarantee 
salesmen security under the ex- 


isting conditions. That why 
many automobile salesmen have 
gone other fields for liveli- 
hood and many others are look- 
ing. 

We, Mr. Mississippi, have been 
dealer for years and know some- 
thing about territory security. The 
difference like chalk and cheese 
for the customer, the dealer and the 
factories. 

Selling automobile for the 
another town where 
has his life’s savings stake, 


believe has gone far enough. 


hope get this law passed 
that are again the business 
selling automobiles and not ped- 
dling, and you know it.—J. 
Burne Oldsmobile Co., 
Scranton, Pa. 

> 


Liked Security 


letter Hankins jr., 
Raleigh, Miss., follows:) 


OUR views territory security 
are direct contrast 
own. knew territory security and, 
while had some faults and loop- 
holes, liked it. certainly hope 
get chance like again. 
When read your letter 
Automotive News, looked the 
population Raleigh atlas 
and found listed 644. 


Chrysler Courses 
Open Service 


And Parts Chiefs 


Training 
Centers February will continue 
five-day conferences the science 
effective selling. 

The course will given free 
during the month dealership 
service and parts managers. Nor- 
mally, $200 fee charged. 

Managers who have not yet reg- 
istered can through their 
division service representative 
the nearest training center, 
Chrysler spokesman said. 

The course, said, designed 
help managers learn how pro- 
vide better customer service and 
operate their departments profit- 
ably. 


town listed 597 the same book, 
but the biggest town the 
biggest county Montana, the 
fourth-largest state. when you 
speak small dealers, feel 
can most certainly qualify. Maybe 
“smallest” would the indicated 
designation. 


are about miles from 
Dillon, from Butte and from 
Bozeman, the home the 1958 
NADA president, Dean Chaffin, 
who has been close friend 
mine since 1927. 


Dean Chaffin must also known 
small dealer— Bozeman has 
about 11,000 population. And can 
certainly testify that one time 
was diametrically opposed 
territory security, knew 
locked horns over that 
proposition back the days 
Bill 

However, times have changed 
and Dean Chaffin—an astute, hard- 
working, highly successful small- 
town dealer—has changed with 
them, 

has spearheaded the move- 
ment now under way make 
possible for auto dealers have 
some form protected territory 
again, real necessity the fran- 
chise system going survive— 
according Dean Chaffin, accord- 
majority all dealers, large and 
small, the surveys made far 
all. 
> 
SEEMS that the propo- 

sition can boiled down this 


SERVICE WHERE 
PROFITS ARE! 


Recently, successful Eastern dealer reported 38% 
increase his service volume after only three months 
with the WOLF PLAN Service Merchandising. 


the past 25-years, Wolf Plan dealers have consistently 
reported service volume increases high 200% 
depressions, wars and good times. The Wolf Plan the 
proven way stimulate sagging service sales through 
effective customer cultivation and merchandising. 


You, too, can enjoy increased service volume because 
the Wolf Plan works for any make size dealership. 
gives most return for the least investment because 
needed equipment buy make the Wolf Plan 


work. 


Get complete details how the WOLF PLAN will make 
more service volume and profit for your dealership! 


essential: you want big 
dealer, frame for it, finance for 
and get place where there 
are people. you want 
small dealer, the same thing. 
each instance, make your 
pitch your own trade area. 

This will work. has and will 

again, given honest chance. 

has nothing with Russia 
that ideology. Good, honest busi- 
principles and good, honest 
service and good, honest advertis- 
ing, along with some flair for man- 
agement, will pay off direct 
proportion the potential the 
trade 

But this does not take into con- 
sideration the one real imponder- 
able—the sharpshooter who moves 
your trade area with none 
the virtues listed above, but with 
only interest “fast buck.” 

That the sort thing that 
territory security can help control. 
Nothing can eliminate shady prac- 
tices, raiding the other evils 
this enormous business, but every 
step the direction curb such 
action should viewed with fair 
mind and certainly given every 
Preston Chevrolet, Inc., Sheridan, 


Mont. 


* 


Most Damaging 


100 percent correct. have sold 
Chevrolets for over years and 
closed territories were the most 
damaging thing ever inflicted 
the industry. 

The very term “area service 
responsibility” instead “closed 
territory” shows that the backers 
the NADA-Potter closed-terri- 
tory plans are trying hide some- 
thing. They want limit competi- 
tion and raise prices, knowing what 
the general public will think 
that. They try fog the issue with 
talk about “service responsibility.” 

for service responsibility. 
dealer could should stay 
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Corrosion Tip 


Leaving Car Outside Cuts 


Rust, Says Expert 


MONTREAL.—Harrison Bur- 
bidge, general chairman the 
Eastern Division conference, Na- 
tional Assn. Corrosion Engineers, 
said here that the motorist who 
leaves his auto outside snow- 
storms and heavy frosts smarter 
than the owner who puts his car 
garage. 

Burbidge addressed NACE 
conference attended some 200 
corrosion engineers and manufac- 
turers anticorrosive products, 

Explaining that least third 
the annual billion lost 
North America through corrosion 
borne auto owners, Burbidge 
said water the only universal 
solvent recognized corrosion en- 

“Leave your auto outside cold 
weather and the snow and ice re- 
mains frozen; put garage 
and the ice melts—and that’s when 
corrosion begins,” said. 

Delegates the conference ex- 
plained that corrosion can 
described simply the tendency 
manufactured metal return 
its original state. Steel, through 
corrosion, returns its original 
state iron ore and copper, left 
alone becomes sulphate, they said. 

“The only true anticorrosive sub- 
stance known us,” said Burbidge, 
“is the lining the human stom- 
ach, can cope with anything, 
water, alcohol and acids that would 
melt the toughest metals.” 


business without service re- 
sponsibility. The proposed law 
does not concern service respon- 
sibility. The law would restrict 
sales. backed vocal, 
hoggish big dealers who want 
all. 


closed territory law 
(Continued on Page 121, Col. 1) 


THE WOLF PLAN 
GIVES YOU 
EFFECTIVE 
CUSTOMER 

CULTIVATION 


THROUGH 

MAILINGS with 
person-to-person appeal! 
MERCHANDISING 

WITH TRIED-AND-PROVEN 
SALES TOOLS THAT 

MANAGEMENT 

AIDS MAKE YOUR JOB 

EASIER YOUR DEALER- 
SHIP MORE EFFICIENT. 


JOHN HOME STATE LIFE BUILDING 


COMPANY OKLAHOMA CITY OKLAHOMA 


SERVING AUTHORIZED DEALERS EXCLUSIVELY FOR OVER YEARS 
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Kauffman New Home— 


This the new home Buick Spokane, Wash. The $300,000 dealer- 
ship provides 22,600 square feet floor space for showroom, parts department and 
service department. Kauffman president the dealership and Thomas 
Kauffman vice-president. 
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It’s Not All Peaches and Pasta... 


Life Among the Import Salesmen 


Robert Lienert 
Associate Editor 


life import-car sales- 


man not all spumoni 


strega, says Tony Orlando, Euro- 
pean Motors, Inc., Detroit dealer 
for English Ford and Borgward 
and distributor for Triumph, Peer- 
less and Lotus. 

The walkins can bug you, says 
Tony, who slim, dark, nervous 
and pinned the Sports Car 
Club 

“First,” says Tony, “is the Big 
Buyer who comes and says, ‘Joe 
Blow will sell for $1,575.’ 
tell him,” Tony says, “that 
Good Old Joe wants idiot, 


Binks Model 98-723 
Underbody Coating 


Powerful, air-operated motor 
Complete air material controls 


All units mounted 
rigid drum cover 


Pump delivers 


both down strokes 
Long-life air material hose 


Model 18D, 


heavy-duty spray gun. 


BINKS PUMP OUTFIT HELPS YOU 


cut undercoating 
ways 


Stop material waste 
You pump directly from 
original shipping 
right down the bottom. 


costs 


Cut maintenance 
necessary. Air motor stays 
clean. Plenty space 
between pump and air 


wasted transferring other motor prevents undercoat- 
containers. ing materials from entering 
the motor. 


Speed application 


Work goes faster spray 
application more even. 


Binks powerful air-operated for spraying coat- 
pump delivers undercoat- ings and finishes. 
ing material both and Ask your jobber 
down strokes. write direct. 


Get free Bulletin O.B. 
describing Binks equipment 


Ask our spray painting school 


Open all...NO TUITION...covers all phases. 


Binks Company 
3124-34 Carroll Ave., Chicago 12, 


REPRESENTATIVES PRINCIPAL U.S. CANADIAN CITIES SEE YOUR CLASSIFIED DIRECTORY 


that’s his business. Then tell him| any good either with 


goodbye.” 
* 

XT,” says Tony, “is the kid 
who wants demonstration ride 
the $6,100 Lotus. This racing 
machine with stressed aluminum 
skin and call the Reynolds- 
Wrap Special. wrinkle you 
breathe too heavily. 

“The house has policy against 
demonstration rides, but when 
can smell the money, sometimes 
break the rule. 

“Just about everybody who comes 
says given foreign car looks 
like something else. People always 
say the Borgward, for example, 
looks like Hudson. Then they 
Hudson, and what can you do?” 

* 


ONY continues, “At least once 
day every salesman here gets 
bugged tough-looking guy who 
says something like this: ‘Vy you 
sell dese damn junkpiles? make 
goot Dotches Hamtramck. 
don’t you sell Dotches? laid off 
Joe Campau six weeks now—vy 
don’t you sell American cars?’ 

tell him,” says Tony, “that 
when worked for Chrysler got 
laid off all the time, too. work 
steady for these people.” 

Tony continues, “You guys (he 
means Automotive don’t 


Dealers Advised Show 
Employes Value Dollar 


BISMARCK, D.—The automo- 
bile Dealers Assn. North Dakota 
has suggested that members tell 
their employes the full story 
what dollar means dealer- 
ship. 

Explaining that many dealers 
not take their employes into 
their confidence, the association 
offered this method meeting 
the problem: 

“Call everybody your place 
who spends any money. Let them 
know what dollar means. Let 
them know how many hundreds 
dollars business you have 


Makers Change 
Names Tires 


Cut ‘Confusion’ 


AKRON.—G oodyear and Fire- 
stone have changed the names 
their second and third-line passen- 
ger tires following Federal Trade 
Commission charges that some tire 
names tend confuse the buyer. 

Goodyear said its second-line 
Luxe Super-Cushion has been 
renamed the Safety All-Weather 
tire. The third-line Super-Cushion 
now will called the All-Weather. 

Tire appearances, construction 
features, sizes and prices are not 
affected the name changes, 
Goodyear said. 

Firestone reportedly has changed 
the name its second-line Deluxe 
Super Champion Safety Cham- 
pion and its third-line Super 
Champion Champion. Dealers 
already have been informed the 
changes, was said. 

The FTC last year contended 
names used Firestone were mis- 
leading. The commission said 
hearing Akron that the word 
“Super” the second-line tire was 
misleading when the tire was com- 
pared with the first-line Super 
Champion. 

the end the hearing Fire- 
stone said would make the name 
changes. Goodyear said its action 
was voluntary. 


Santa Monica Automan 


Named ‘Man the Year’ 

SANTA MONICA, Calif—Wayne 
Harding, sales manager Bay 
area dealership, has been named 
Santa Monica’s “Young Man the 
Year.” 

The award sponsored the 
Santa Monica Junior Chamber 
Commerce, which Harding 
former president. was chosen 
the basis outstanding contribu- 
tions community welfare. 


saying the imports are all 
up.” 
Tony’s emporium keeps 
Lotuses (Tony says that when yog 
have one Lotus and another Lotug 
you have Lotuses, not Loti) 
“back showroom,” which has 
dows the street, but locked 
prospect gets the 
showroom” taking long 
through the service department, 
make-ready department and 
age 
“This where keep the 
mals,” Tony says, shows 
LOTUS LeMans sits one 
ner docile fashion, its ex. 
quisite skin unbuckled and 
snapped and opened 
its tubular basket frame, its 
Dion tube rear end, its 
suspension and its other 
Tony gazes the stark cock- 
pit. “All this baby needs,” says, 
dreamily, “is somebody with guts 
enough open the track. 
keep telling the boss I’ve got the 
guts, but just smiles.” 
You shake hands with Tony ané 
hope that has guts enough 
sell the Lotus somebody 
doesn’t mind spending $6,100 for 
pretty little, unpainted car 
fine for hauling around trailer 


order make dollar for 
self. 
“Show them how many 
their salaries. Just take your own 
statement and scratch pad 
work out some startling figures for 
them and sell your employes 
being better employes.” 
The association recalled 
which indicated that employes were 
not solidly behind dealership opera- 
érship said wanted see the 
dealer “to help him make some 
money.” The visitor was told, “It 
isn’t the boss who needs money, 
it’s the employes.” 
The association observed that 
“unless get the boss back 
the track, the employes have 
jobs.” 
number dealerships are pay- 
ing their salesmen commission 
the number total dollars obtained 
from deals, regardless thej 
men “care whoop what 
sell the stuff for, long 
sell it.” 
The association suggested com- 
missions based the amount 
profit per deal flat sum per 
deal. 
“Figure deal you like, but get| 
the point that encourages the 
salesmen sell price which] 
will net you good profit, not 
loss,” association advised. 


GMC Dealers See 
New Diesel Unit 


DETROIT.—GMC truck 
and fleet operators this 
saw the new GMC lightweight, 
cab Diesel highway tractor 
session here last week. 

The meetings were the first 
nationwide swing show GMC 
dealers and fleet operators the 
tractor. officials attending 
general sales 
Julian Gilroy, assistant general 
sales manager; Mosely, 
ern regional sales manager, 
Sheldon, fleet sales 
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More Dealers Air 


America want? for free 
enterprise and competition. 
have already written Con- 
gressmen and forecast drop 
NADA membership. you are 
small dealer, why pay have your 
own throat cut? 
were not aggressive enough 
would too proud cry for 
Federal law for me. Any- 
way, when the public understands 


ne 
its ex 
4 


a 

what the closed-territory plans 
really mean, will never pass 

Berry, Berry Motor 

(Chevrolet), Yale, Okla. 

Dales, * * 

cock- 

guts ROM letters appearing your 

the very vocal minority against ter- 
ritory security. 

you can between the lines 

ugh that these vocal, aggressive cross- 

are worrying about the pre- 


dicament they would they 
were backed against fence 
around their own legitimate terri- 
tory—the territory for which they 
signed their franchise con- 
tracts. And none the contracts 


Abernethy Cites 


Problems Facing 


the Big Three introduce their own 
small cars, they will face number 
res for problems, according Roy 
Abernethy, automotive distribution 
and marketing vice-president 
american Motors. 
“automotive Marketing Man the 
Year” award from the local chapter 
the American Marketing Assn. 
the admitted that such cars 
some would competition his 
“It but said felt AMC had 
number advantages over the 
Big Three. said some problems 
the Big Three would be: 
AMC’s break-even point 125,- 
000 cars, but none the Big Three 
“can play ball that league” be- 
Big Three salesmen are used 
extolling the virtues the big- 
ger cars and would have reverse 
themselves favor the smaller 
t they cars. 


Big Three advertising would 


the smaller car and partly favor 
the larger cars, that the car 
per makers would “selling against 
themselves.” 
predicted that now that the 
“compact car” has “broken through 
the ice,” would continue grow 
not until has captured sizable share 


the market. 


Abernethy Honored— 


Roy Abernethy, right, dis- 
tribution and marketing vice-president 
American Motors, receives naming 
him “automotive marketing man the 
Dilman Smith, left, president, 

™ade the award for the Philadelphia 
the American Marketing Assn. 
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54% for Territories 
North Carolina 


(Continued from Page 119) 


passed for automobiles will be|call for working capital, parts 
followed closed territory for| stocks buildings outside their 
everything else. this the kind assigned territory. 


the cross-sellers want 
darn big, why don’t they take 
franchises several neighbor- 
ing towns and meet the require- 
ments the manufacturers 
buildings, service, parts and work- 
ing capital? Instead, without 
nickle investment, they like 
business miles and miles away 
from home. That satisfies their 
ego big shots. 

Probably some these cross- 
sellers are commuting dealers, i.e., 
they don’t even live the town 
which they have their franchise. 
have them out here. And they 
probably have 
men, too. 

seen them come and for 
years. cross-seller going 
Don Densmoor Chevro- 
let Co., Albany, Ore. 


Clubs and Clinics 


HAVE been the retail auto- 

mobile business Grand Rapids 
for the last years and believe 
conditions are worse now than 
any time. 

have had least three large 
display rooms and garage buildings 
this area vacated the last few 
months, resulting considerable 
unemployment, lower property 
value, tax take, etc. 

has been the practice this 
area for the operator gas 
station, hardware store farm 
implement store located anywhere 
miles from the city 
wrangle selling franchise, either 
direct associate, and then start 
with bird-dogs snipe the 
legitimate dealers. 

Many our professional and 
business people obviously get 
great kick out going these 
places; they have something, when 
sitting around their clubs clinics, 
boast about, when nine times out 
ten they could have done well, 
better, had they stayed home. 

Automobile manufacturers have 
obviously become aware these 
conditions (although they were the 
ones who set these so-called 
accelerating dealers) and least 
some them are supporting this 
legislation. The ones opposing this 
bill are for the most part the deal- 
ers with small overhead, some 
other supporting business. 

have, Grand Rapids, 
number dealers with investments 
several hundred thousand dollars 
each who employ large number 
people. These dealers are strug- 
gling for existence and are pray- 
ing for the passage this some 
Mulvihill Motor Co. (Oldsmo- 
bile), Grand Rapids, Mich. 


For and Against? 


interesting learn that 
NADA officials are stating that 
percent the dealers favor 
protected territory. believe that 
you would check these officials very 
closely you would find that per- 
cent more them are metropol- 
itan dealers and are voicing their 
own opinions and not the opinion 
the membership large. 

The greatest percentage deal- 
ers crying for territory security are 
dealers who have not been accus- 
tomed selling automobiles during 
the periods allotting them im- 
mediately after World War 

opinion, and when 
territory security should ever 
effective again, small-town auto- 
mobile dealerships everywhere 
will almost cease exist, say 
this because from own per- 
sonal experience see everywhere 
the introduction new 
models, large metropolitan deal- 
ers receiving three and four 
times many cars they re- 
ceive later the year. 

This adds one thing: The 
metropolitan dealer position 
wine and dine proper personnel 
the zone and above levels 
Point where they are favored 
distribution cars. factory offi- 


cials were interested this situa- 
tion they could investigate them 
only checking their own 

have talked with some per- 
cent the dealers Western 
Tennessee, have not found one 
dealer outside Memphis that 
favors territory 
Vickers Motor Co. (Buick- 
GMC), Huntingdon, Tenn. 


Poll All Dealers 


ET’S take vote from all the 

dealers territory security, 
not just the big Forp, 
Inc., Canal Winchester, 


* x 


First Loss Since 


REGARD your letters quoted 

territory security your 
issue Jan. 26, disappointed 
that not one letter quoted was 
favor territory security. 

writing you let you know 
that there one small dealer 
tory security. 

the fact that our sales were 
new cars during 1958. Our gross 
volume sales all departments 
was $414,000. 

wish state further that 
lost $6,000 the operation 
business during 1958. This 
the first time have lost money 
the automobile business since 
1932. have been operating 
dealership since 1924. 

could write long letter ex- 
plaining what wrong with the 
automobile business, however, you 
and know that there something 
wrong when the average dealership 
makes less than percent profit 
gross sales. 

personally would like see 
the factories put bonus plan 
based sale his own 
territory and the same time re- 
duce the dealer’s commission from 
percent percent, the same 


Stickers Unstuck? 
Here’s Preserver 


For dealers hav- 
ing trouble preserving price 
stickers demonstrators, the St. 
Louis Auto Dealers sug- 
gests: 

“Put Scotch Branch 810, Magic 
Mending Tape around label. Then 
put two coats Broma spray- 
it-yourself plastic paint-clear 
Acrylic base Get the quart 
size bottle any paint shop.” 


commission that received 
1924.—C. President, Chas. 
Troell Chevrolet Co., Pleasanton, 
Tex. 


= 
Vote Volume? 


that some the Michigan deal- 
ers want vote territory secur- 
ity. These dealers who not want 
territory security want right 
sell under the key-point dealer’s 
overhead; that is, taking profit 
that belongs the key-point 
dealer, 

these dealers wanted the 
right thing, they would suggest 
counting the votes according 
the number cars the dealer 
sells, dealer sells 1,000 cars, 
sells 100 cars, entitled one 
vote. 

There should territory security 
for the protection the buyer, also 
the legitimate dealer and the fac- 
tory. have been franchised 
dealer since 1916 and have come 
contact with more bootleg stolen 
cars than you would think. you 
had territory security, that would 
very limited amount. would 
put the bootleg dealer the same 
not find them reliable. 

You are the right track, Let’s 
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have territory 
Muscogee Motor Co. 
rolet), Columbus, Ga. 

ok * 


Always 


ter from Burne, Scranton, 
Kenneth Krum, Vicks- 
burg, Mich., 


you, answering your letter 
Jan. 

Why you should alarmed 
take exception any letter that 
did not mention your name, any 
name fact, beyond appre- 
hension. 

With all the new cars that were 
used-car lots, surely cannot 
denied that tremendous 
amount bootlegging was done 
new-car dealers, but who said 
was you? did not. had lot 
them put our town and they 
did not come through thin air. 

The cross-selling bad enough 
and opinion, any new-car 
dealer bootlegging should can- 
celled. 

Regarding the third paragraph 
your letter, don’t you worry 
about our sales and service, are 
always busy and hope you are. 
Regarding the fourth paragraph 
your letter, take care our 
salesmen, that why need ter- 
ritory security. too have right 
our say. That why Senate 
and Congress are there. 

did not say that just 
small-town dealers opposing. How- 
ever, everyone knows, including 
you, that the used-car dealers are 
against territory security. Well, 
anyway, good luck you and 
hope someday meet you per- 
son. ill feelings side 
all. 

NADA Convention, will glad 
look you up.—J. Burne, Burne 
Oldsmobile Co., Scranton, Pa. 


General Motors Urged Split Itself 


(Continued from Page 1) 


level. General Motors should 
decide operate average 
profit satisfactory for all indus- 
try, say percent, there would 
fewer companies left the 
automobile industry very 
short time.” 

Romney asserted, however, that 
because its great contribution, 
entitled much more than 
average profit, just cham- 
pion boxer entitled more than 
average purse. 

also called for curbing 
the monopolistic power 
the UAW. 

said: “To seriously propose 
the division General Motors and 
the same time ignore the even 


Washington IADA 
Calls for Modern 


Licensing Laws 


YAKIMA, Wash.—Legislation 
modernize the licensing regulations 
for auto dealers was advocated 
members the Washington State 
Independent Automobile Dealers 
Assn. their sixth semi-annual 
convention. 

They declared the present regula- 
tions belong horse-and-buggy 
era and that modernizing the regu- 
lations would benefit the motoring 
public well the dealers. 

Bill DeRango, Seattle, was 
elected president, succeeding Morie 
Stozenberg, Yakima. 

Others elected office were 
Roger Tallakson, Renton; Dee 
Burd, Yakima, and Rudy Nelson, 
Spokane, vice-presidents; Ben 
Shadrow, Tacoma, secretary, and 
Jesse James, Renton, treasurer. 

East side directors elected were, 
Robert Welch, Kennewick; Alex 
Frank and Harry Stotsenberg, both 
Yakima; Gordon Kelly, Walla 
Walla; Steven Biedler, Wenatchee, 
and Lee McBride, Douglas Eller 
and Larry Lenz, all Spokane. 

Speakers the meeting included 
Pearson, Everett, vice-presi- 
dent the National Independent 
Automobile Dealers Assn., and Fred 
Block, Seattle, regional vice-presi- 
dent the national association. 

The state organization’s affilia- 
tion with the national association 
became effective the Yakima 
meeting. 


greater concentration union 
power narrow and dangerously 
short-sighted political position.” 

Romney said that elimination 
economic death and should 
the penalty economic failure 
competitive society. 


suggested that his plan for 
nomic birth. neither new nor 
radical, said, recalling the break- 
ing the old Standard Oil Co. 
into companies, which four 
are among the largest com- 
panies today. 

said was not suggesting 
that make more than two com- 
panies itself. 

> 

praising for its con- 

tributions, Romney said like 
all companies has made mis- 
takes. These, said, were magni- 
fied because enormous im- 
pact the economy. The mistakes 
listed: 

GM’s “well-intentioned effort 
establish formula for equity 
the collective bargaining process 
through the famed escalator provi- 
sion.” 

Sacrifice sound merchan- 
dising policies shortsighted 
battle 1955 for No. sales 
position. 

postwar departure from 


Dealer Executive 


Retires Pontiac 


Jamieson, 
executive assistant the Pontiac 
dealer relations general manager, 
has retired, under provisions the 
General Motors Retirement Plan, 
after serving the company for 
years, 

Jamieson’s retirement ends 
career which includes duty al- 
most every phase the automotive 
sales field. His affiliation with Pon- 
tiac 1934 was preceded nine 
years retail dealer sales experi- 
ence and two years with the Chev- 
rolet field sales organization. 

After serving years various 
Pontiac zone and regional sales 
positions, Jamieson was appointed 
assistant general sales manager 
charge Pontiac sales the 
Western half the joined 
Pontiac’s dealer relations staff 
1956. 


“previous statesmanlike policies 
relationships with dealers.” 

policy industry cooperation.” 

reason for speaking 
out: 

“If Americans are express 
themselves intelligently about our 
economic system, they must know 
more about it. How can they know 
more about unless those engaged 
will speak out more fully 
about the economic facts life 
experience them?” 


Pa. Independents 


Form Association 


HARRISBURG, 
group independent auto dealers 
from throughout the state attended 
one-day session the newly- 
organized Pennsylvania Independ- 
ent Automobile Dealers Assn. 


Schwartz, Pittsburgh, presi- 
dent the National Independent 
Automobile Dealers Assn., con- 
ducted the meeting organization 
chairman. Samuel Rosenzweig, 
Pittsburgh attorney, who has 
drafted the charter for the organ- 
ization, was attendance legal 
counsel. 

Anne Perry, executive secretary 
for Philadelphia IADA for the 
past three years, was named 
state manager. office 
will 1546 Pratt St., Philadel- 
phia 24. 

Until the April meeting, when 
general election will held, the 
following independent dealers vol- 
unteered serve, with Schwartz 

Milton Berr and Ben Franks, 
both Philadelphia; Mel Cum- 


mings, Pittsburgh; Richard 
Crotty, Erie; Don Lee Reeves, 
Charleroi. 


Joseph Emmi jr. and Dante, 
both Scranton; Alan Gottlieb, 
McKeesport; Roy Rossey, 
Mountville; Téd McWilliams, Pitts- 
burgh; Harold Ratcliffe, Phila- 
delphia, and Lou Tomol, Kulpmont. 


Keller Back Business 


Edgar Keller, who retired from 
automotive retailing two years ago, 
Rambler, Inc., 1122 Monroe St, 
Toledo, Keller had been Nash 
dealer Toledo years when 
sold out, 
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Detroit Dealers Indicted 


(Continued from Page 3) 


the charge and not admission 
it.” 
* 

AUL OWENS, Justice De- 

partment attorney, strongly 

urged the court force the Ford 
and Oldsmobile dealers plead 

said feels this not 
case which acceptance such 
plea would appropriate, 

asserted that about $10 mil- 
lion the sale Oldsmobiles and 
about $20 million the sale 
Fords involved and that the 
public interest would not served 
anything less than guilty plea 
trial the charges. 

Terming nolo contendere plea 
“left-handed way pleading 
guilty,” Owens said the acceptance 
such plea Washington would 
impair the effectiveness the 
Justice Department’s drive against 


price fixing other parts penalties, Washington, the 


country. 
* 


Similar Detroit Counts 


Detroit charges were similar 
those lodged against the 
Washington Ford and Oldsmobile 
dealers. 


was alleged that the in- 
dicted Chevrolet dealers and their 
association conspired “raise, fix 
and retail prices 
adopting uniform list prices and 
refraining from price advertis- 
ing except manufacturer’s sug- 
gested list prices. 


was charged further that 
committee was appointed 
police adherence the $225 min- 
imum gross profit per new car. 
This arrangement was said 
have begun early 1956. 

Penalties could range $50,- 
000 each count for the dealer- 
ships and year prison 
for the individuals 


Those, course, are the maxi- 


* * 


Control 


Ma 


DISTRIBUTORS! 
Equip Any Truck Trailer Body With 


Aeroquip Cargo 


MORE PROFITS FOR YOU AND 
YOUR CUSTOMERS 


DEALERS! 


System 


Increases Payload 


Expensive electronic equipment being loaded into this 
trailer for 3000-mile trip is protected with Aeroquip 
Cargo Control System. Lower arrow: WEBLOCK Strap 
fits into wall track. Top arrow: wood shoring 
bars form second deck. 


Equip trucks and trailers with the new Aeroquip 
“E” Series Cargo Control System* for greatly 
reduced cargo damage, increased profits. Flush- 
mounted tracks each side accept WEBLOCK 
Strap Assemblies brackets for wood 


shoring bars. fittings project into the 
van. Shoring bars can form low-cost second 
decking. Easy built for heavy duty 
matically, release with finger touch. 


DIVISION CORPORATION 


2929 Floyd Street, Burbank, California 
send full details new Series Cargo Control System 
fama Nam Title 


heaviest fine the Chevrolet case 
was the $5,000 levied against the 
dealer association. Thirteen dealer- 
ships were fined $2,000 each, and 
the other was fined $1,000. 


Thus, the defendants the 
Washington case were assessed 
total $32,000. 

Detroit charges were denied 
Bundy, president the dealer 
association, Bundy heads Jerry 
McCarthy Chevrolet, one the 
dealerships indicted. 

“The indictment categorically 
denied, both the charges 
against the association and the 
individual dealers,” Bundy said. 


“The grand jury has questioned 
some past and present 
Chevrolet dealers, all whom 
have testified under oath that 
agreement understanding ever 
has been entered into them for 
the purpose fixing prices. 


“Furthermore, the business rec- 
ords these dealers prove con- 
clusively that such agreement 
understanding was ever entered 
into the association the indi- 
vidual dealers. 

“We intend enter defense 
these charges and take such 
other action may necessary 
protect our rights and es- 
tablish the falsity the charges.” 


Detroit dealers handling other 
makes and their line associations 
have been quizzed the grand 
jurors, but other indictments 
had been returned press time 
Thursday. 


* * * 


West Coast Charges 


price-fixing inquiries 
also have been conducted 
New York, Cleveland and San 
action has been 
taken the first two, but Ford, 
Chevrolet and Plymouth dealer 
associations were indicted last 
September the San Francisco 
probe. 

The West Coast accusations 
did not cite dealer members 
name, but all were included col- 
lectively supposed co-conspir- 
ators. 

Named were the Ford Dealers’ 
Advertising Assn., San Jose 
district, including 176 dealerships 
Northern California, Southern 
Oregon and Western Nevada; the 
Chevrolet Dealers’ Assn., Inc., 164 
dealers the same three states, 
and the Plymouth Dealers’ Assn. 
Northern California, outlets 
six San Francisco Bay area 
counties. 

> 

AMED the Detroit-area in- 

dictment were: Detroit Chev- 

rolet Dealers Assn.; Tom Bowden 
Chevrolet, Harry Buchanan, Inc., 
(formerly Buchanan Highland Chev- 
rolet); Hanley Dawson Chevrolet, 
Emmert Chevrolet, Fort-Park Mo- 
tors, Funston Chevrolet, Ernie 
Grissom Chevrolet, Grissom 
Son, Inc., Gene Hamilton Chev- 
rolet, Hanson Chevrolet, Jefferson 
Chevrolet. 

Also, Mack-Gratiot 
Marsh Son, Matthews- 
Hargreaves Chevrolet, Jerry Mc- 
Carthy Chevrolet, Merollis Chevro- 
let Sales Service, Muncey Chev- 
rolet, Ray Ridge Chevrolet, 
Rinke Chevrolet, Bill Root Chevro- 


Helping Hand 


Dealers Set Car Pool 
For Job Hunters 


KEWANEE, car pool has 
been set Kewanee auto deal- 
ers for workers faced with loss 
their jobs when the city’s main 
industrial plant puts percent 
layoff into effect. 

The cars will available for job 
hunters driving nearby cities for 
placement interviews. 

least 736 the plant’s 1,200 
employes will without jobs when 
the Kewanee plant Walworth 
Co., manufacturers valves and 
pipe fittings, moves production 
most items other plants. 

The auto dealers’ offer part 
placement program set into mo- 
tion the Chamber Commerce 
and the Walworth personnel office. 


Oppose Tax Exemption 


For Tradeins 


CONCORD, House 
ways and means 
the New Hampshire legislature 
hag turned unfavorable re- 
port House Bill 27, which pro- 
vided that automobile tradeins 
exempted from the state’s 
stock-in-trade tax. 

The stock-in-trade levy im- 
posed merchandise, with the 
revenue going cities and towns. 
Among those who supported the 
tradein exemption was Thomas 
executive vice-presi- 
dent the New Hampshire 
Automobile Dealers’ Assn. 


let, Trumbull Chevrolet Sales Co. 
and Ver Hoven Chevrolet. 


ASHINGTON Ford dealers re- 

questing permission plead 
nolo contendere were: Haley’s, Inc.; 
Handley Ford, Hill Sanders, Inc., 
Logan Motor Co., Northeast Motor 
Parkway Motor Co. and 
Steuart Motor Co., all Washing- 
ton. 

Cherner Motor Co., Washington 
and Arlington, Va.; Arlington Mo- 
tor Co., Arlington, Va.; Broad Street 
Motors, Falls Church, Va.; Ed- 
monds Motors, Inc., Arlington, Va.; 
Herby’s, Inc., Alexandria, Va.; Cave 
Ford, Bethesda, Md.; Norman Mo- 


Obituaries 


George Grant, 86; 


Built Early-Day Auto 


DETROIT. George Grant, 
who with his brother developed the 
Grant car before World War 
died here last week the age 
86. 

1908, with financial aid from 
the Dodge brothers, the Grants 
built their first car. Assembled 
Findlay, O., sold for $495 and 
was then the cheapest car the 
market. When Ford started under- 
selling them the Grants reorganized 
their firm and built new plant 
Cleveland where the Grant Six was 
produced. believed have 
been the first six-cylinder car 
America, The car never recovered 
its success after World War and 
the Grants opened brass foundry, 
which they operated until 1933, Mr. 
Grant had been retired recent 
years. 


Henry Lansdale, 75; 


Pioneer Auto Sales 


DETROIT. Henry Lansdale, 
who started his automotive sales 
career with Cadillac the days 
the one-cylinder model, died here 
last week the age 75. 


1916 became sales manager 
for Packard Detroit and 1919 
joined New York dealership 
sales vice-president. the late 
moved Los Angeles and 
operated his own new-car dis- 
tributorship. returned De- 
troit 1930 general manager 
the Automotive Parts 
Assn. retired from NAPA 
1955, but continued serve 
chairman the board. 


Russell Roof, 67; 
Chevy Dealer Since 


NEWTON, J.—J. Russell Roof, 
67, Chevrolet dealer Newton and 
Dover, J., died heart attack 
Jan. 19. 


One Chevrolet’s oldest dealers 
point service, opened his 
firm Newton 1915. was 
member the Sussex County Au- 
tomotive Trade Assn. and former 
trustee the New Jersey Automo- 
tive Trade Assn. 


William Newton 
NATICK, Mass.—William F. Newton, 63, 
who started his automotive career in 1926 
with Chevrolet, died Jan. 20 in Denver. 
He left Chevrolet in 1932 to join GM 
overseas divisions, and later was assistant 
to the Opel general manager. He was sales 
manager of Freeman & Freeman, Denver, 
until 1956. He was a member of the Auto- 
mobile Old Timers Club. 
Harry Price 
MEMPHIS.—Harry L. Price, 65, former 
dealer here, died Jan. 18 in a Hollywood 
(Fla.) hospital of injuries suffered in a 
traffic accident. He operated a trucking 


tor Co., College Park, Md.; 
Ford, Hyattsville, Md., and 
Ford, Silver Spring, Md. 
defendant two counts the 
three-count indictment. The other 
dealerships were named 
three. 

Takoma Motor Co., Takoma 
Md., named three counts, 
Ford Motor named 
count, did not request 
plead nolo contendere. 

The Ford Dealers’ Advertising 
Fund Washington, C., Branch 
Territory, was named 
co-conspirator one count 
indictment. 

dealers seeking 

plead nolo contendere the 
Washington case were: Alber 
mobile, Capitol 
Colonial Oldsmobile, Paul Brothers, 
Inc., and Pohanka Service, Inc., 
Washington. 

Also, Akers Oldsmobile-Cadillac, 
Alexandria, Va.; Olmstead Motor 


Co., Arlington, Va.; 


son Motor Co., Hyattsville, 
Mann Motors, Silver Spring, 
Suburban Cadillac-Oldsmobile 


Bethesda, Md., and 


Motors, Rockville, Md. 
Congressional Motors was named 

two-count The other 


dealerships were named both® 


counts. 


firm in Orlando, Fia., until retiring three 
years ago. 


Roy Hartwell 
MEMPHIS. Roy Hartwell, 


former auto dealer here, died Jan 
From 1930 to 1940 he was the Dodge- 


Ptymouth distributor while operating Hart- 
well Motors. He was a used-car dealer 
later until his retirement in 1950. 


Paul McGinty 
DALLAS.—Paul E. McGinty. 45, former 
Chrysier dealer in Oak Hurst, N. J., died 
Jan, 20. 


Reed Merrell 
SUPERIOR, Wis. — Reed Merrell, 63, 
president of Reed Merrell, Inc., died Jan. 
23. 
Brigman Jr. 
McCOLL, 8. C.—M. E. Brigman jr., 49, 
president of Mariborough Motor Co., Ben- 
nettsville, died Jan. 22. 


Griffin 
ALBANY, Ga. — Leslie L. Griffin, 47, 
parts manager for Aultman Motor Co. 
(Cadillac) here, died Jan. 19 after a brief 
illness. 


Roy Hafer 
BOYERTOWN, Pa.—Roy J. 
assistant sales manager of Boyertown Auto 
Body Works and a former partner in the 
old Taylor-Hafer 
here, died Jan. 23. Before becoming & 
partner in Taylor-Hafer. he operated & 
Chevrolet dealership in Boyertown. 
> > 


Howard Hetrick 
LAKEWOOD, 0O.—-Howard A. 
63, an auto dealer most of his life, 
Jan. 
the office of his used-car lot here. He had 


Hafer, 58, 


Hetrick, 


held Hudson and Kaiser franchises on the 


West Side of Cleveland for a number of | 


years before entering the used-car business. 
He had been a dealer in Shelby, O., before 
coming to the Cleveland area in 1933. 


Clinton Johnson 
OIL CITY, Pa.—Clinton G. Johnson, 59, 
secretary and treasurer of Quaker State 
Oil Refining Corp., died Jan. 25. 
vania Grade Crude Oil Assn. 
* * 


Foster 
BUFFALO.—Jake G. Foster, 54, Chevro- 
let Buffalo Zone used-car manager, died 
Jan, 24 in Buffalo General Hospital, He 
joined Chevrolet in 1941. 


Alfred Wray 
BUFFALO.—Alfred I. Wray, 59, who 
had been in the auto business 31 years, 
died Jan, 26. He had been vice-president 
of Lamont-Wray Motors, Inc. since its 
formation in 1948. 
* 


Harry Smith 
WATERTOWN, N. Y.—Harry K. Smith, 
81, one of the founders of Knox Automo 
bile Co., Springfield, Mass., died his 
home here Jan, 22. 


Miami Dealers Vote 


Oust Sunday Sellers 


the 
Miami Automobile Dealers Assn. 
voted oust from mem- 
bership any dealer who does not 
back their Sunday-closing 
campaign. 

They also pledged force 
used-car dealers come line 
Sunday closing. 


Oldsmobile dealership | 


died 
19 after suffering a heart attack in j 


He also | 
was assistant treasurer the Pennsyl- 
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Truck Output Estimates 


10% Boost 


Feb. Output Increase 
Hinges Chrysler 


(Continued from Page 1) 


and 40.3 percent boost from Pontiac and Studebaker. 
392,132 cars turned out during the Makers showing declines from De- 
same month year ago, cember were Imperial, Edsel, Ford, 
also would mark 4,453- Mercury, Buick, Cadillac and Olds- 
unit increase over the estimated 
545,547 cars turned out Janu- 
ary. December output totalled 
593,794 cars, percent 
Chief factor the new optimism 
shown for the February car output 
hike the hope that Chrysler 


* * * 


December’s heavy overtime 
operations now mostly termin- 
ated the medium-priced field, 
Rambler and Studebaker are con- 
tinuing extra schedules. the 


high-price field Lincoln has worked 
six days for several weeks. 

Buick last week reduced assem- 
bly operations four days Flint 
last week, and Oldsmobile cut out 
some overtime schedules reduc- 
ing its weekly output from 9,790 
units week earlier esti- 
mated 9,130 units last week, 

Among the other medium-price 
car makers—excluding Dodge, 

DeSoto and Chrysler which were 
affected glass shortages—Mer- 
and Pontiac both worked 
only five days last week. 

Ford division worked eight its 
assembly plants Saturday last 
week, but its total output for Jan- 
lagged 12,739 units behind 
December. 


the ground lost January due 
the Pittsburgh Plate Glass Co. 
strike that forced the auto maker 
close majority its assembly 
lines across the country during the 
last week the month. 
* > 
HRYSLERS operation 
last week only three 
division, DeSoto and Imperial—plus 
four-day schedule Buick and 
the reducing overtime operations 
some other makers, were 
main factors dropping total 
|S. car production its lowest level 


the year. 


press time, Chrysler was 
operate its Imperial| Chevrolet, which worked over- 
plant five days this week, and its time December set new 
plant three high car assemblies, ran 
Its Dodge truck lines will operate none its assembly plants Sat- 
five days. All the plants that urday last week. The previous week 


Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Jan. 31, Week, Jan. 24, Output, Feb. 1, Jan. 31, 
1959 1958* 1959* January 1958* 1959 
AMER, MOTORS 
8,400 3,797 7,749 34,232 16,284 34,232 
CHRYSLER .... 1,750 9,433 65,657 51,285 
1,000 917 1,068 5,736 6,711 5,736 
450 454 853 4,327 6,52 4,327 
300 209 285 1,620 2,111 1,620 
6,060 4,597 28,240 40,673 28,240 
FORD MOTOR 39,070 29,884 37,900 160,309 137,122 160,309 
1,400 339 1,400 5,880 1,924 
30,518 127,387 118,013 127,387 
1,480 484 1,340 6,005 1,524 6,005 
870 797 781 3,670 3,240 3,670 
4,230 524 17,367 12,421 17,367 
GENERAL MOTORS 68,451 283,823 275,476 283,823 
7,403 6,663 36,375 35,584 
3,750 3,190 13,467 16,404 
35,800 35,042 36,541 152,018 152,574 152,018 
Oldsmobile 9,130 8,961 9,790 40,651 40,725 40,651 
9,300 7,389 32,335 39,166 
CORP. 

Studebaker 4,200 3,348 15,898 2,199 15,898 
Total Cars, U. S.** ....119,303 104,359 126,843 545,547 497,166 545,547 
“Revised. 

**Totals for 1958 include Packard production. 
COMMERCIAL CARS 
(U. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total Te Te | 
Jan. 31, Week, Jan. 24, Output, Feb. 1, Jan. 31, 
1959 1958" 1959* January 1958* 1959 
125 124 129 526 526 
DODGE 1,300 1564 1341 7,279 4,348 7,279 
FORD 6,965 5,359 23,787 28,423 
GMC wee 1,310 2,156 8,204 5,745 8,294 
INTERNATIONAL 2,620 2,687 1,988 4,608 11,772 
il 360 363 366 1,498 1,239 1,498 | 
STUDEBAKER 360 1,343 442 
WHITE*** 340 406 336 1,428 1,758 
WILLYS 805 2,313 9,187 4,777 
MISCELLANEOUS** 304 268 304 
Total Trucks, 24,659 97,013 80,412 97,013 
143,962 151,308 642,560 577,578 642,560 
Canada .......... exonesncsee 8,774 8,247 8,575 35,923 33,007 35,923 
Cars and Trucks, 
and Canada 159,883 610,585 678,483 


"Revised. 


**Miscellancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, ete. 


***Autocar, Freightliner, Reo and Sterling 
Mack totais. 


Rambler and Lark Win 


are included in White totals; Brockway in 


Tryout for Cleveland Fleet 


John Walsh 
Staff Writer 
small car continues make 
news among government agen- 
cies faced with rising auto prices 
since the factories abandoned their 
subsidy programs. 

Cleveland, Finance Director 
Edward Knuth said Rambler 
being tested for other than 
Police uses, Reactions persons 
driving the car have been favor- 
able, reported, 

Knuth also said the Studebaker 
Lark will given thorough try- 
out. The heavier and more expen- 
sive Rambler Ambassador being 
tested for police use, added. 


KNUTH said police-car specifica- 

tions probably will reduced 
make way for the purchase 
less expensive 

Such items heavy-duty 
automatic transmission 
and costlier seats would dropped 
from the specifications, indi- 

said felt that since the 
City now disposing its police 
vehicles oftener than once did, 
the need for heavy-duty cars 
could eliminated. 

Mayor Anthony Celebrezze last 
November rejected bids 125 cars 
after finding that prices had risen 
$270 $700 different models. 

Jackson, the City Coun- 


cil turned down the low bid 
Studebaker dealer vehicles 
for the Police Department. Police 
Chief Rayfield said 
Larks “performed well” but were 
too for police work. 


McLaurin Sales Co., protested 
the Council’s action. However, the 
Council indicated the Lark would 
considered for other City de- 


partments. Two already have been 
purchased for use municipal 


week was 5.9 percent decline 


cent boost from the 104,359 cars 


work are Detroit. 
The 119,303 cars produced last 


from the 126,843 units turned out 
week earlier, but was 14.3 per- 


assembled during the week ended 
Despite the decline overall 
assemblies during the last two 
weeks the month, Rambler 
able post new high for monthly 
output The American 


assemblies December. 

Other makers surpassing the pre- 
vious output were Chrysler 
division, DeSoto, Dodge, Plymouth, 


five-day schedules 


only one Chevrolet plant 
operation for six days. 

Six seven Buick-Oldsmobile- 
Pontiac field plants also were back 
last week 
after having done some Saturday 
work during the last month, The 
Framingham (Mass.) plant worked 
only four days last week. 


BREAKDOWN assemblies 
corporate basis showed 
Ford, AMC and Studebaker-Pack- 


1,343 unit turned out esti- ard with output increases last week 
34,232 cars last month and General Motors and Chrysler 
9,187 its former high declining from the previous week’s 


level. 

Ford Motor climbed from 37,900 
units week earlier esti- 
mated 39,070 car assemblies last 


123 


week; AMC rose from 7,749 
estimated 8,400 units, and S-P 
from 3,848 4,200 cars, GM, with 
Buick and Oldsmobile each re- 
ducing output operations, de- 
clined from 68,451 65,883 units, 
and Chrysler was off from 8,895 
1,750 assemblies. 
* 


estimated 90,000 units—a 7.2 
percent decline from January’s 
estimated 97,013 assemblies, Janu- 
ary’s total commercial-car assem- 
blies, however, were 1.9 percent 
from the 95,234 units assemblied 
during December. 

Commercial-car assemblies last 
week totalled estimated 24,659 
units, compared with 24,465 
trucks week earlier and 18,272 
units during the week ended 
year ago. 

Canadian vehicle manufacturers 
were from 8,575 car and truck 
assemblies the previous week 
estimated 8,774 vehicles last week 
despite better than half-week loss 
work Chrysler Corp. due 
strike, 

breakdown Canadian opera- 
tions showed the makers producing 
7,404 cars and 1,370 trucks last 
week, compared with 7,368 cars and 
1,207 trucks week earlier, The 
week ended Feb, year ago saw 
the makers turn out 8,247 vehicles. 


Ford Division Hikes 
Feb. Schedules Pct. 


DEARBORN.—Ford division an- 
nounced that production schedules 
for February have been increased 
percent over previous plans, 
Wright, general manager, said 
the increase means that daily pro- 
duction February will about 
percent above February, 1958. 


Wright said the February produc- 
tion schedules were increased after 
review Ford’s sales pace this 
year. Sales during the first days 
January were percent higher 
than during the corresponding pe- 
riod 1958, said, and one-third 
them were the new Galaxie 
series. 

The backlog orders Jan. 20, 
exceeded the backlog 1957 model 
orders two years ago, Wright said. 
The Thunderbird order backlog was 
put 11,000, equal seven week’s 
production. 


Glass Peace Offer Brings Chrysler Hope 


(Continued from Page 2) 
plaints through grievance proce- 
dures. 
Canada, Chrysler Corp. 


Ltd. and the United Auto 


Workers reached contract agree- 
ment, ending six-day strike 
3,600 workers three Windsor 
(Ont.) plants. 

The agreement calls for 39- 
months contract, expiring Nov. 15, 
1961, with six-cent pay hike retro- 


active Sept. 15, 1958, plus 


tional six-cent hikes October, 
1959, and November, 1960. Skilled 
workers will receive extra eight 
cents hour. 

agreement the handling 
company option retiring 
workers between and years 
age was also reached, Chrysler 
said. 

= 


Dealers Sign New Pact 


THE dealership front, picket- 
ing several Minneapolis 
dealers halted following settlement 
contract terms for members 
the Minneapolis Automobile 
Dealers Assn. and the Retail Clerks 


garage employes. 


Alderman Charles Ross sug- 
gested that the City Burling- 
ton, Vt., consider trading all 
its standard-size vehicles for 
small cars. cited lower initial 
cost and more economical opera- 
tion small vehicles. 


Joplin, Mo., Frank Scott, low 
bidder eight police cars, refuted 
statement Finance Director 
Victor Grimes that “Chrysler Corp. 
the only auto manufacturer 
which gives discounts municipal- 
ities.” 


Scott, Dodge dealer, said, 
“There was absolutely discount 
involved our bid.” Grimes’ state- 
ment, was reported, was made 
explaining that bids were higher 
this year because “some manufac- 
turers had cut off the practice 
giving discounts.” 


Local Ratification the 
union’s 250 salesmen was made 
membership meeting. 

The two-year agreement, expir- 
ing January, 1961, gives the 
salesmen increase commis- 
sions percent used cars, 
with minimum $10 and 
maximum $65. 

new cars the minimum $35 
with percent commission based 
the difference value the 
tradein and cost the new car. 
The monthly guarantee raised 
from $200 $300. 

Another contract clause grants 
salesmen one-week vacation after 
one year employment. After 
three years salesmen are permitted 
take second week, but will not 
paid the $75 drawing they re- 
ceive for the first week. 

Charleston, C., Teamsters 


Local 509 and the Machinists Union 
won three National Labor Relations 
Board elections among service em- 
ployes four dealerships. 

The unions suffered their only 
setback Ray Waits Motors, Inc. 
(Studebaker-Packard), where serv- 
ice employes voted against 
union representation. 

the other elections, the unions 
won the right bargain for serv- 
ice employes Smith Co. 
(Buick) 12-10 majority, Ft. 
Sumter Chevrolet where the 
vote was 35-16 and McKethan 
Oldsmobile, Inc., where the vote 
was 16-4. 


Union Wins Elections 


were six other represen- 
tation elections recent weeks 
with the union winning three and 
losing three others. 

The unions have won the fol- 
lowing elections: 

Bedford, O., where shop employes 
voted 5-2 for Machinists Local 1363. 

Ray Clanton Motors, Savannah, 
Ga., where service employes voted 
16-7 for representation the Ma- 
chinists Union. 

Canfield Motor Sales, Inc. 
(Dodge-Plymouth), Detroit, where 
service employes voted 7-3 for 
Teamsters Local 376. 

The unions lost the following 
elections: 

McCoy Mills Ford Co., Ful- 
lerton, where service em- 
ployes voted 16-4 against Machinists 
Local 1484. 

Bluff City Buick Co., Memphis, 
Tenn., where service employes 
voted 35-15 against Teamsters 
Local 984 and the Machinists 
Union. 

Globe Used Cars, Inc., Bronx, 
where auto transporters 
voted 6-0 against Teamsters Local 
917. 

The NLRB has ordered repre- 


* * 


sentation election among all service 
employes Leo Rule Oldsmobile 
Co., Inc., Compton, Calif, They will 
vote for against Machinists 
Local 1484. 

Another election has been ordered 
Lewis Motor Co., Inc. 
(Ford), Savannah, Ga. All persons 
employed the firm’s new and 
used-car operation, excluding office 
clerical employes, service salesmen, 
automobile salesmen, watchmen, 
guards and supervisors, will vote 
for against the Machinists 
Union. 


Imports 


Honolulu Hit 
Record 33% 


third 
all cars sold here 1958 were for- 
eign models, new record, accord- 
ing figures compiled Cardinal 
Services, Ltd. 

Cardinal said that 9,836 new 
cars registered last year, 3,716 were 
foreign makes and the rest were 
models. 1957 imports cap- 
tured only percent the mar- 
ket, the firm added. 

Vauxhall was the most popular 
foreign car, with 573 sales, and was 
outsold only Chevrolet, Ford and 
Plymouth, Cardinal reported. 

Five makes were among 
the top-selling cars last year. 
The top follow: 

Chevrolet, 2,098; Ford, 1,411; 
Plymouth, 844; Vauxhall, 573; 
Volkswagen, 399; Hillman, 367; 
Buick, 340; Oldsmobile, 294; Fiat, 
251, and Opel, 224. 


Carroll Sells Kresge 


Roger Kresge has purchased 
the Volkswagen dealership 
Binghampton, Y., from Henry 
Carroll. 


Palmer 

the 
other 

Olds- 
mobile, 
others, 
nc., al 

| 

Motor 
Nichol- 
named 
other 

65, 
Hart- 

dealer 
former 
died 
ir.. We! 

nnsyl- | 2 
hevro- 
died 
years, 
sident 
itomo- 
the 
em- | 


124 


AUTOMOTIVE NEWS, FEBRUARY 1959 


Few Would Back Autos... 


NADA Polls Import-Car Owners 


(Continued from Page 6) 
ure any commodity depends 
upon the one god ruling the mar- 
ket-place—the consumer. 

was recognition this fact 
that the NADA, line with its 
historical policy providing its 
members accurate, unbiased infor- 
mation decided that was essen- 
tial determine the attitude 
the consumer toward imported au- 
tomobiles. 

Obviously, the best way ob- 
tain such information was 
“Ask the man who owns one.” 
The opinions these owners, 
felt, would major factor 
molding general public reac- 
tion imports the future. 

careful selection was therefore 
made some 10,000 persons who 
had purchased new imported auto- 
mobiles 1956, 1957 and 


longer engine 
difference. It’s 


Franchises 


For The Fabulous 


Germany's Second 
Largest Seller 


THE HOUSE 


240 WEST 54TH ST., 


When your customers change 
they’ll use less oil, have fewer repair bills, get 
smoother, more powerful engine performance, 


HEAD OIL REFINING CO., Inc. CITY, 


NEW JERSEY, GREATER NEW YORK CITY, 
LONG ISLAND AND DELAWARE 


Write, Telephone Visit 


Authorized Distributor 


Questionnaires were sent these 
persons requesting information 
which felt would accurately 
portray the type person pur- 
chasing the small economy import, 
well provide with some 
insight into the reasons for his pur- 
chase and some indications 
his probable future behavior, 
* * 


Who Buys Imports? 


percent such questionnaire 
excellent. Returns 
this instance- were 47.6 percent. 
Further indication the high de- 
gree interest the part the 


respondents was the large number 


who attached their question- 
naires lengthy letters elaborating 
their reasons for their purchases. 


Due the limitation time, 


life. them, that’s important 
important you, too, because 


satisfied customers keep coming back again and 
again for more. So, build repeat business increase 
your profits giving your customers the best 
lubrication—superior premium quality 
It’s 100% Pure Pennsylvania, refined three important 
steps beyond ordinary motor oils and scientifically forti- 
fied clean lubricates. It’s the motor oil that makes 
difference. adds dollars for you! Display, and 


that’s Heap. 


Available 


Suggested Retail 
Prices Begin 


LLOYD 


5-7626 


@ 


will not possible present 
you all the information 
obtained. shall therefore at- 
tempt, the time available, 
draw brief statistical word- 
picture average respondent 
and the information and opinions 
which passed us, Since 
the greatest impact the mar- 
ket has been that the small 
economy cars, have further 
narrowed this discussion those 
persons purchasing imports sell- 
ing $1,900 less. 


Purchasers this $1,900-and- 
under category paid average re- 
tail price $1,664 for their auto- 
purchased their cars 1956; 
percent 1957 and percent 
1958. group, they were fairly 
young, their average age being 
and, despite the well-known fact 
that the purse strings are held 
the female population, only per- 
cent the purchasers were women, 
while percent were 


Lest thought that the rea- 


son for this male dominance due 
fact that the original purchase 


their freedom from marital 
obligations, percent the buy- 
ers were the heads households, 
percent were members 
household but not the head that 
household, and only percent were 
single persons not living with their 
families. 

virtually every discussion 
imported auto sales, great deal 
emphasis placed upon the 
fact that, group, purchasers 
such units have higher median 
income than the purchasers do- 
mestic new vehicles. This sup- 
ported our findings. 

All imported auto purchasing 
households showed median in- 
come $8,242 (of for do- 
mestic). However, the impor- 
tant group under discussion here 
—those purchasing units costing 
$1,900 less—the median $7,- 
482. Thirty-three percent these 
buyers had incomes $5,000 
$7,499; percent had less than 
$5,000; percent. $7,500 $9,999; 
percent, $10.000 $19,000; and 

Forty-nine percent the re- 

spondents indicated that they had 
traded-in used car when they 
purchased their new imported unit. 
these, percent stated that 
such tradeins were five more 
years age, and percent indi- 
cated that the tradein was one 
year old the time new car 
Forty-seven percent 
the units traded were low priced 
domestic automobiles; percent, 
medium priced domestic; 
cent, high priced domestic; and 
percent were imported. 

commonly held opinion that 
the small economy vehicles are 
purchased primarily second cars 
for the household not borne out 
the data which have accu- 
mulated. Fifty-seven percent our 
respondents indicated that the 
units purchased were the only 
automobile their household. 
the percent who purchased such 
units second car, percent 
already owned low priced do- 
mestic make; percent, medium 
priced domestic; percent, high 
priced domestic make; and per- 
cent already owned imported 
automobile. 

The average family size all 
purchasers was 3.8, which 2.1 
were adults and 1.7 children under 
years age. 

generally conceded that in- 
dividuals who are well educated 
are more inclined break with 
tradition and less inclined con- 
form with the general patterns 
behavior followed the society 
surrounding them, This iconoclasm 
obvious this group. 

Sixty-eight percent the re- 
spondents had some college educa- 
tion, percent attended high 
school and only percent ceased 
their formal education the 


grammar school level. 
* 


Reasons for Buying 


stating their main reasons 
for deciding buy new imported 
car rather than American car, 
the fact that such units were con- 
sidered cheaper operate and 
gave better gasoline mileage was 
predominant—checked first per- 
cent the time. 

Second importance was the 


| ers, 


Auto Promotion— 


Reviewing 32-page automotive section 
the Santa New Mexican Nash 
Hancock, president of the Santa Fe (N. M.) 
Automobile Dealers Assn. The special 
color section contained more than 1,200 
inches of local, regional and national ad- 
vertising. Full-page ads new-car deal- 
ers were supported ads from 
bile loan agencies, insurance 
companies and accessory dealers. Most 
Santa Fe, Espanola and Alamos deal- 
who didn't have cars earlier, took 
part the promotion holding open 
house. 


price was lower. Tied for second 
place with percent was “easier 
park,” and related factor; 
namely, “easier handling traf- 
fic” was third—65 percent. 

Other high ranking reasons listed 
were: “lower repair costs,” “better 
workmanship,” “more durability,” 
“not much annual depreciation” 
and “more conservative styling.” 

were rather surprised find 
that the average imported car pur- 
chaser this group actually drove 
his automobile few more miles 
per month than had driven his 
American car—a median 933 
miles the first instance com- 
pared 892 miles for the domestic 
units. 

The head the household, who 
accounted for percent the 
usage, drives average 
miles from his home his 
place work daily. Seventy-nine 
percent the owners further indi- 
that they either drove the 
long trips, such trips averaging 
1,507 miles. 

and large, however, the im- 
port most frequently used 
the head the household driving 
work, percent its usage 
accrued this fashion. addi- 
tional percent the use results 
from business travel the import 
other than driving and from 


work, while percent results 


household errands. 


Thirty-seven percent the raf 
spondents were 
tors, lawyers, teachers, 
etc.; percent were 
executives; percent, sales 
ple; percent, students; percent 
housewives; percent, 
stenographic other general 
personnel; percent, skilled 


ers and percent, unskilled 
ers farmers. 

The question was asked 
you have purchased the 
made car had been available 
the same price?” 

Sixty-one percent the 
spondents indicated that there 
had been American-made car 
similar size, quality and price 
available, they would have pre- 
ferred purchase the 
product; percent indicated that 
even though such American 
automobile had been available 
they would still have preferred 
the import. 

However, percent the 
ported car purchasers stated that 
this time they believe that their 
next new car purchase will again 
imported automobile. 

interesting and important 
tor which undoubtedly has much 
bearing upon this overwhelming 
vote confidence their import 
the degree satisfaction ex- 
pressed the respondents with 
regard the service and repair 
work which they have obtained 
their vehicles. 
cent stated that such service and 
repair work was good, while only 
percent indicated dissatisfaction, 
stating that the service was poor. 

beginning this discussion, today’s 
presentation represents only por- 
tion our total findings. 
detailed and comprehensive 
sis will published your 
Magazine. These are 
scheduled for the March and 
issues. also expect have 
senting all the data collected 
this survey. This may obtained 
NADA Public Relations Depart- 
ment. 


SANTA FE, M.—Ray Ham 
(Willys) has been sworn 
captain the 32-man 
posse. will command the troop 
searches the rugged mountain 
areas Santa County. 


Polk Profiles Owners 


Who Buys the Imports? 


DETROIT.—American buyers 
foreign cars generally fall into two 
distinct types, according pro- 
file these buyers completed 

The first type unmarried 
person average-salaried 
occupation who rents his home 
and owns just one automobile. 
The second type married, has 
occupation above-average 
salary, owns his home and has 
least two cars the household, 
one which American 
make, Among both types there 
preponderance white-collar 
occupations. 

Moreover, all foreign-car buyers 
show tendency keep their cars 
long time, Polk said. 

The research department 
Polk’s direct-mail division based 
the profile scientific sampling 
new foreign-car buyers 
cities. 

Registration records showed that 
percent the foreign-car buy- 
ers owned more than one car but 
percent had least one domes- 
tic car the household, Polk said. 

Registration records also revealed 
that more than percent the 
buyers profiled still owned the 
same foreign car, although over 
half the cars were more than 
year old and upwards percent 
had been purchased least three 
agency said. 

Pointing the two distinct 


these results: the single-car 
owners, percent were unmar- 
ried and percent rented their 
homes. the other hand, 
percent the multiple-car own- 
ers were married and percent 
owned their homes. 

Likewise, percent the mul- 
tiple-car owners and percent 
the married owners had managerial 
professional job titles, while 
percent the unmarried owners 
and percent the single-car 
owners held minor managerial po- 
sitions were classified clerks, 
secretaries foremen, Polk said. 

Among all foreign-car owners 
sampled, percent were classified 


types foreign-car buyers were 
white-collar workers, said. 


Romney Gets 


From Wayne State 


DETROIT.—George Romney, 
president American Motors, 
ceived honorary doctor 
degree from Wayne State Univer- 
sity here last week. 


Romney’s service Wayne 
State has included membership on} 
the businessman’s advisory 
mittee for the school 
chairman the Detroit 
Advisory Committee School 
Needs. 


re- 


tor 
the 
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Territory Plan Legal, 


(Continued from Page 1) 


relied heavily opinions handed 
down the recent exclusive-dealer 
tests Schwing vs. Hudson and 
Webster Packard. 

The Supreme Court, 


Joplin Chevy Dealership 
Marks 40th Anniversary 


(Chevrolet) celebrated its 40th an- 
niversary with special Featurama 
display its showroom and 
open house featuring music and 
refreshments. 

The Featurama included 
Chevrolet “split half” show all 
parts the car motion, accord- 
ing Henry Robertson jr., 
sales manager. 


effect, upheld exclusive-territory 
considerations refusing review 
the Webster and Schwing suits 
against their former 


distributor defendant and 

each dealer has invested sub- 
the brief said. “Each distrib- 
utor and each dealer obligated 
furnish the services certain key 
personnel. 

“Each the alleged co-con- 
spirators has very substantial 
degree cast its lot capital and 
talent with Volkswagen the 
introduction new product 
foreign manufacture market 
characterized intense inter- 
brand competition and high rate 
business failure, and domi- 
nated entrenched American 
oligopoly. 

“Certainly these circumstances 
provision for territorial security 
reasonable and hence not vulner- 
able under Section the Sher- 
man Act.” 

Attorneys John Gibbons, New- 
ark, and Walter Herzfeld, New 
York, prepared the brief for Volks- 
wagen America. 


Chicago Cites 


240 Rewarded Show 


(Continued from Page 8) 


ployers salesmen who won 
awards. 

believe many the dealers 
also added their store in- 
formation how salesmen 
competitive makes function. Uni- 
formly, our dealer-shoppers in- 
sisted very high standards 
sales techniques.” 

number interesting sidelights 
came out these shopping visits, 
Cleary said. 

One dealer loaded himself with 
literature from half dozen differ- 
ent displays emulated po- 
tential car buyer, Another wore 
T-shirt and did not shave for 
his visit. 


> 
TILL another dealer would lead 
salesman right the 
point writing order before 
producing the $25 award. 
“Several times representatives 
zone offices aided the dealers 
the shopping tours,” Cleary said. 
“However, was predominantly 
dealer the shoppers 


day advance 


the 
~doef 
off 
ercent 
Justice) has the past taken the 
ition that any agreement having 
the effect allocating marketing 
the Sherman Act. This position 
not supported the governing de- 
cisions either under the Sherman 
“On the contrary, has been 
there the approach has been akin 
price absence monopoly power 
purpose. 
sustained, this view could make 
that unnecessary NADA’s proposal for 
antitrust law permitting terri- 
security. Foes allocated 
seek legislation speci- 
fically outlawing the practice. 
that Volkswagen brief dealt with 
their the two central issues which 
America and its distribu- 
tors have been made defendants 
the Justice Department test case— 
security and bootlegging. 
Restricting retail dealer’s sales 
retail customers, contended, 
franchised dealer contract. 
repair And, the brief continued, boot- 
bans similarly have 
never been ruled illegal and have, 
fact, been upheld the courts 
Judge Forman, who conducted 
Jan. 23, was asked dis- 
miss those parts the indictment 
more bootlegging. 
did not discuss its position 
with respect other charges 
April price-fixing and imposing pro- 
hibitions against its dealers’ dual- 
ling with other makes. 
tained brief emphasized that 
the did not constitute admis- 
Sion guilt either the territory 
security bootlegging-ban charges 
“except for purposes this mo- 
tion.” 


“The truth that Volkswagen 
Ham automobiles have always been 
such short supply that the so-called 
eriff's bootlegging problem has never ac- 
troop tually existed for the distribu- 
intain tion organization,” said. 

Territory security and ban 
bootlegging are inseparable 
tion system, argued, because 

behind his back, cause him 


breach these agreements 
having re-sellers sell into the 
territory other dealers.” 
emphasis postsale serv- 
icing elaborate that customer 
their had ignore bootlegging 
dealers, the brief stated. 
“Unless knows which dealers 
cent are selling the customer,” 
declared the brief, “it will 
mul- Position enforce these (serv- 
policies and protect these in- 
terests the manufacturer. The 
ile the goodwill the product.” 
yners > 
e-car the brief said, 
and replace them with deal- 
said. who have demonstrated 
sified own area responsi- 
id. 
The brief observed that charge 
monopoly power nor collusion 
with competing manufacturer was 
against Volkswagen 
nney, ground for ilty findin 
had agreed with Ameri- 
Motors sell one make 
York and the other New 
Rambler. 
Entirely different considerations 


chool field,” the brief said. 


precedent cases, the brief 


were unknown the salesmen.” 

Discussing the attendance, Cleary 
said the turnout, though about 37,- 
000 under last year, “was remark- 
able evidence that the Chicago 
Auto Show can maintain its appeal 
under adverse conditions.” 

Don Mullery, CATA pres- 
ident, called the biggest “sell- 
ing” show some There 
was more see this year, 
added, with nearly 450 cars 
and trucks and import cars 
display. 

Despite the attendance slump, 
floor sales this year were substan- 
tially higher than those last 
year’s “recession” show, most ex- 
hibitors agreed. 

Studebaker sales were per- 
cent over last year, according 
Wiseman, Studebaker- 


Packard sales promotion manager. 


OWEN, Plymouth’s shows 
exhibits manager, re- 
ported Plymouth sales were one 
three cars day better this year. 
Increased sales also were noted 
Stanley Bergstrom, Chicago zone 
sales promotion manager for Chev- 
rolet. 

Interest this year was greater 
than any other show has seen 
Chicago, said Richard Koeh- 
ler, Oldsmobile’s Chicago district 
manager. 


Milwaukee Dealers 


Shop 8-Day Show 


The only auto show opening this 
week gets under way Saturday 
(Feb. Milwaukee’s Area under 
sponsorship the Milwaukee 
County Automobile Dealers Assn. 

new feature this year will 
the selection top salesmen 
daily for $10 awards from the 
association’s executive committee, 
according Wehe, general 
chairman. 

Three line groups announced 
they would duplicate awards 
any salesman handling their cars, 
Wehe said, Winners will judged 


attentiveness, appearance, ap- 
proach and enthusiasm for the 
job, added. 

Last year’s nine-day show drew 
125,012 visitors and was plagued 
week-long cold wave. This year’s 
show will run eight days, closing 
Feb, 14. 

Attendance for the first four days 
the Toledo show, the first 
years for cars only, totalled 26,912. 
last year’s exposition, autos 
shared the spotlight with boats, 
homes and sports equipment. 


Reo Division 
The White Motor Company 


New Territories Now Available! 


Reo's expanded program opens new territories for 
qualified distributors. custom line medium and 
heavy-duty trucks, tractors and bus chassis offers 
you special advantages meeting the needs 
your quality-conscious line 
all basic models, conventional and cab-forward 
units, gas, LPG and Diesel; 18,500 52,000 GVW; 
42,000 78,000 GCW. Newly introduced 
Series chassis, and trucks and trac- 
tors has proved Reo real contender. Other new 
model announcements and engineering achieve- 
ments are now being released. Franchise opportuni- 
ties are limited. Act today, write General Sales 
Manager, address below: 


Gold Standard Values 
REO DIVISION 


THE WHITE MOTOR CO. 
Lansing, Mich. 


Look this big SAFETY SERVICE 
angle 


from 


Medel 302. Turns and 

wet grinds breke drums 
simultaneously for cars 
end light trucks. 


Mede! 304. Simulrane- 
ously turns ead wet 
grinds brake drums for 
cers and trecks up te 10 
teas. Mo outboard sup- 


Por ed. 


Madel 404. With Load- 
Compeonsator that sep- 
ports of! biggest and 
heaviest drum and whee! 


PRECISION 


See Them in Action! Van Norman Sooths C112-118 and D111-117, 


BRAKE DRUM RECONDITIONING 


Big, steady profits are yours with Van Norman Brake Drum 
Reconditioning install the Van Norman Lathe that best 
suits your service. Or, from another angle, take your brake 
drums Van Norman Jobber’s Shop equipped turn out 
this work quickly and inexpensively for you. There’s Van 
Norman Brake Drum Lathe for turning and grinding 
all drums—small sports car largest truck bus. 


convenient “Pay-As-You-Profit makes owning Van 
Norman equipment much easier. Ask your Jobber about 
these great Lathes, write we'll tell you where 
you can get Precision Machining Brake Drum Service from 
Shop near you. Van Norman Automotive Equipment Com- 
pany. Division Van Norman Industries, Inc., Springfield 
Mass. 


Van Norman Vapo-Jet Wet Grinding Attachment 


eliminates dust, gives superior wet-ground, mirror- 
finish for longer lining life—safer braking. 


VAN NORMAN 


IAS! Show, Chicage 


HELP WANTED 


SALES MANAGEMENT 
TRAINEE 


national organization with offices 
many major cities, needs man 
with sales experience solicit and 


service dealers. Not just 
ordinary sales position, but one with 
account executive type contacts. Pre- 
fer man presently employed sales 
position where opportunity for 


ad- 
vancement limited but individual has 
ability progress. This position leads 
sales management responsibilities. 
initial training period approxi- 
mately months would require ex- 
tensive travel. Need man age 30-35, 
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POSITION WANTED 


CLASSIFIED WANT ADS 


Reaching estimated 150,000 readers engaged branches the nation’s automotive industry. 
RATES: TWENTY-TWO CENTS PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
PER WORD. PAYMENT ADVANCE INSERTION REQUIRED. Ads may signed with full name 
and address rates. Add One Dollar per insertion for use box number. Replies 
Box Number are forwarded advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: 
TEN DAYS PUBLICATION DATE. Contract rates supplied upon request. 


WANT AUTOMOTIVE NEWS, 965 EAST JEFFERSON 


AVE., DETROIT MICH. 


DEALERSHIPS AVAILABLE 


DEALER SERVICES 


Let Military Acceptance 
Help You SELL 
MORE MILITARY 


Military Acceptance Corporation wil] hels 
you make more auto sales to Mi! 
sonnel . , . because: 
1. We finance up to 36 months. 
Cars may taken overseas without 
refinancing. 
3. We finance, or refinance, anywhere iq 
the world, at low, money-saving rates 


for officers and enlisted personnel 


pay grades E5 and above. . 
simplified, non-recourse basis, 
MILITARY ACCEPTANCE 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone 


(USAA Insurance available 
to qualified officers) 


Financing for Military 


I osition anted ear and truck financing, accounting and 
experience; give salary expected and benefit of these seeking employment, old, married, not afraid of hard work 
Wanted Ads accepted and responsibilities, Prefer west coast Dealer Franchises Available INVENTORY SERVICE 


telephone number. 


Box 171, c/o Automotive News, 
Detroit Michigan 


Tle per 


half reguier retes, namely: 
word fer each insertion. €1.00 per in- 
sertion for use of a box number, Cash 
in advence. (HMalf-rate does not apply 


or mountain states. Box 174, c/o Auto- 
motive News, Detroit 7. 


PRESENTLY EMPLOYED 250 unit Ford 


dealership southern Ohio as sales man- 


JAGUAR 


The finest car its class the world 
Sports cars—family sedans 


Parts, accessories and similar goods, 


APPRAISAL SERVICE 
Furniture, equipment, machinery and tools 
For Buy/Sell Agreements 


display ads this section.) ager. Have had years’ Ford experi- Annual Fiscal Reports 
ence, years’ sales manager. Lots From $4,475. P.O.E. Retail Tax, Banking and 
SALESEEN new selling to new car deal- truck experience. Would like location in ALFA ROMEO @ @ Call or Write for Details @ @ 
ers. chance increase GENERAL MANAGER Good south. Age 33, married, one child, Avail- AUTOMOTIVE INVENTORY APPRAISA 
Old established company with volume operator, married, reliable and able Feb, 23rd. Box 175, c/o Automotive foremost sports convertibles— 


many active accounts has openings in 
New Jersey, New York and New Eng- 
land states. Our line may be handled 


responsible, Thoroughly experienced in all 
phases of dealership management and 
operation, with proven buyers record of 


BI 


News, Detroit 7. 


ISINESS MANAGER—experienced with 


coupes. Prices start $3,469, P.O.E. 
Retail 


10040 Freeland Ave. Detroit 27, Michigas 
3-6445 


side line. Write Fabric Sales, Box very successfully and profitably manag- factory and large volume Will 
123, Newark, New Jersey. | ing one of General Motor’s largest met- handle multiple dealer operation, Box | LANCIA STOP LOSING NEW CAR SALES! Di 
dealerships, Have good habits 176, c/o Automotive News, Detroit most luxurio rts cover how much your competitors’ 
EXPERIENCED Chevrolet parts manager. and references. Can stand the mos cars really cost. The book. “AUTO 
Minimum salary $550 per month. rigid investigation, and will assure| GENERAL MANAGER, SALES MAN- and sedans you the factory 
urb Los Angeles. Must hire March maximum operating results any deal- AGER—Twenty years’ experience new Retail prices begin $2,892. P.O.E. all 1959 American 
Write Box 173, ership. Financially able buy part in- and used cars. Familiar with office and American trucks and all their 


News, Detroit 7. 


terest in dealership if desired, All replies 
will be kept strictly confidential. Box 


service procedures and capable of train- 
ing an aggressive sales force. Experi- 


Write, Wire or Phone: 


AUTOMOTIVE IMPORTS 


ment. Used by dealers and banks nation. 
wide. Order your ‘59 edition today for 


‘ary peng 


181, c/o Automotive News, Detroit enced spot delivery, closing, apprais- only year subscription 
| als and re-adjusting sales transactions, I (ineludin all supplements) 
Control Tower Operator GENERAL MANAGER SALES MAN-| for position responsibil- CORPORATION 
Progressive Miami, Florida Chevrolet AGER Thoroughly experienced all ity with dealer who wants man (Distributor) 
dealer needs experienced phases the retail business. employ share his business burdens. Chicago area 3020 MAYFIELD RD., 


Control Tewer Operator for large vol- 


a very capable method of sales manage- 


ment and combine it with a good know!l- 
edge of used car values, reconditioning 
procedure and costs. Best of references 
available. GM deal is preferred, located 


ume Service Department. 

Write full particuiers—stating desired 
sal, te Box 169, </o Automotive 
News, Detroit 7. 


SALES MANAGER-— 


only. Call ARmitage 6-9605 after 7 p.m. 


Chevrolet sales man- 
years—married, 37, 
build, train and 


ager for 12 
college graduate —can 


direct hard-hitting sales force. Presently 


past 


DEALERSHIP HANDLING Mercury-Edsel- 


CLEVELAND HEIGHTS, OHIO 
PHONE: WASHINGTON 1-4100 


Air Force Cadets 


No Down Payment 
36 Months to Pay | 


either Florida California. Box 182, 

c/o Automotive News, Detroit 7. | employed as sales manager for Chevrolet Lincoln for sale south central Pennsyl- 

RETIRED DEALER will supply finan- GENERAL Gen- York area All replies confi-| modern building. 150 new car po- 
cial backing to properly qualified man eral Motors dealership that needs a dential. Box 155, c/o Automotive News,| tential, 250 used car. Selling for health |We handle all branches of the service, tech. to 
for desirable dealership. Buy out propo- $20,000 year manager (who will Detroit reasons. Further information Box 156, sgts. and dealer liability. Car 
sition. Must have factory approval and earn his pay). Have complete adminis- | —— — - c/o Automotive News, Detroit 7. may be taken overseas. 
definite location in Southern California trative ability and training in building's ERVICE MANAGER — -_———-—— ~— -— - 


and operating a profitable dealership. A 


exclusively. Box 180, c/o Automotive | 
manager who can build a strong sales 


News, Detroit 7. | 


agency. 10 years’ in field, currently serv- 
ice manager Renault dealership. Experi- 


TERRA MARINA mobile 
combination boat cruiser, 


competitive 
houseboat- 


SERVICE TRUST SAVINGS 


- F “ ~~ seer,| team, increase gross profit, cut recondi- enced wide variety of imports, Lionel 
SALESMEN to sell the book AUTO tioning costs, increase service coverage, Barnett, 36-06 30th Swest, Lane Island house trailer—stee! hull, aluminum cabin, CA 3-6356 s po 2625 Broadway a 
gives factory factory relations. you have| City New York. toilet, kitchen, three open sun decks. Antonio, BEN 
a 1.500 new and used car potential, I One «=operson operation. Sleeps in 
> -4 _ - would like to talk to you. My character DEALERSHIPS AVAILABLE | luxury. Only $2,495 retail F.O.B. Texas 
missions—-No territory restrictions, Auto and ability will pass the acid test. Box | —— wets — ; | less liberal dealer discount. Enjoy the 
Costs, Box 224, New York 1, N. ¥. 183, c/o Automotive News, Detroit 7. Ww additional profits that are in boat sales. 
SERVICE MANAGER for old established Your regular finance company will give COMPLETE 
Rambler dealer in San Francisco Bay | GENERAL SALES MANAGER--12 years’ | used per cone, "pulld- wholesale-retail financing as in cars, Don 
area. Will supervise up to ten employees, of sales development and proven record | ing, service. parts and body shop. Sell | Pierson Distributors, Eastiand, Texas. MANAGEMENT 


of profits with all ‘‘Big Three’’ makes. 
Will invest and locate anywhere for the 
right proposition. 34, married, two chil- 


must have A-1 ability in handling men 
with maximum productivity and be cap- 


with or without building. This is a model 
dealership, highest gross and net in the 


HANDLING 


in progressive town in Michigan's Upper | 


can provide full time 


able service salesman. Attractive salary. > family, Please supply details of experi- , 
dren. Excellent references, Box 160, c/o ° Peninsula. Will sell parts, shop equip- : : 

138, News, ence and position ment, machinery and new for dealerships. Competent 

in central on England. Send full — 4 operations from branch to Home Office | ESTABLISHED IMPORTED CAR | CENTRAL ILLINOIS — Chevrolet agency Write: 


levels. Successful record approving credit, 
collections, hiring and training personnel, 
office management, developing new busi- 


ifications and photo. Box 141, c/o Auto- 
motive News, Detroit 7. 


AGENCY handling the finest of the 
imports, Prices of cars fit all brackets. 
Interested parties must be able to qualify 


handling Chevrolet for 30 years, 60 car 
dealership. If you have factory approval, 
will sell parts and equipment about $20,- 


Dealership Management Company 
2415 Seven Mile Road 


with distributors and have cash to buy. buildi B 117 
$1,000.00 A MONTH selling automotive ness. Good references and health Will Located in fastest growing area of South 000 and rent building. ox 117, c/o 0 
Give background and qualifications. Box | cRSHIP WANTED 
log—jobber discounts, BFC Automotive News, WiLL PAY TOP CASH PRICE for Gen- Pom 
sylvania. P 2 Ozarks Lakes and vacation area. Health| ©°f 500 or more new car potential, Have 


| able experience in both at factory and 
dealer level. Box 162, 
News, Detroit 7. 


EVERY Automotive DISTRICT MANAGER desires 
“Leading Used Car Auction sales manager Pre- 

* fers southwest. Highly successful retail | 
lists the top Auto Auc- 


c/o Automotive 


and wholesale background. Box 163, c/o 


— uality low-cost housing. Priced to sell cast. Notain o a y 


Ford and GM experience. Aggressive, 


faciliti proven record. Thor- 
Prefer Texas location. Box 164. c/o| Franchise with minimum investment. Way, Dallas 18, Texas. 


LUCAD. 


Automotive News, Detroit 7. 


~ Ford or Chevrolet deal in New York, 
HELP WANTED USED CAR LOT Florida west coast. New Jersey Connecticut. have $25,- 1415 Haines St., 
$15,000 improvements—next 2.000 000, and complete knowledge all phases 


REGIONAL MANAGER 


QUALIFICATIONS 


Field, sales management and administrative experience. 
Initiative, ambition, imagination. 

Warm, enthusiastic, friendly personality. 

Age—35 45. 


Be 


DUTIES 


immediately locate, establish, and offer continuous super- 


EXCEPTIONAL 


Over 
potential 


forces reasonable rale. 
steady profits Growing 
limited competition. 
head absorption 158%. Seil or lease 
building, Box 129, c/o Automotive News, 
Detroit 7. 


and 


OPPORTUNITY—A 


features, instant appeal. Established car 


Immediate delivery, Phone Ken Mitchell, 
920-Alma, Michigan, Alma Trailer Co. 


car Chevrolet dealer. Excellent lease and 
option. Box 185, c/o Automotive News, 
Detroit 7. 


HANDLING OLDSMOBILE —CENTRAL 


FLORIDA—Sell complete operating busi- 
ness with lease on property. Selling 450 
new and used cars. Box 165, c/o Auto- 
motive News, Detroit 7. 


ATTENTION, 
MANUFACTURERS REPS. 


YOU NEED 


25 years | 


1958 average over- | 


WILL 


sufficient operating experience to assure 
Please send details in 
184, c/o Automotive 


factory approval. 
confidence. Box 
News, Detroit 7. 


PURCHASE Chevrolet, Ford or 
other exceptional franchise location, or 
finance right man as operator-partner in 


Will respond only to confidential, written | 


BUY-OUT WANTED, Prefer profitable 


CHEVROLET —— Southern location, with 


MASSACHUSETTS CORPORATION han- 


GENERAL MOTORS—By individual, Guif 


of business, Submit full details in strict 
confidence. Box 135, c/o Automotive 
News, Detroit 7. 


population of 150,000 or more. Factory 
approval assured. All replies held in con- 
fidence. Box 153, c/o Automotive News, 
Detroit 7. 


dling imported cars in modern facility 
desires distributorship of foreign car or 
allied line for northeast area. Excellent 
financing available. All replies confiden- 
tial, Address Box 145, c/o Automotive 
News, Detroit 7. 


Coast area—have capital and experience 
for factory approval. Replies in strict 


INC. 


Philadelphia 26, Pa. 
7-3500 


Immediate Delivery 


1959 sedans, convertibles, 


Karmann Ghias, Micro Buses, 


All commercial models. 


erritory nclude states chigan, Indiana, Detroit 
NEW LINES? DEALERSHIP THREE” 
OPPORTUNITIES — mod pay cash 
r ac ies. actory ap- 
Automotive News can help you proval assured. Strictly confidential. Will ATTENTION DEALERS 
Starting salary and liberal incentive override has $15,000 ALL WEST, SOUTHWEST 


potential. 

Travel expenses. 

Dealing directly with top-level management. 

Opportunity for advancement according applicant's ability 
produce. 

Association with the originator this service backed 
successful operation. 


This that once-in-a-lifetime opportunity newly-created posi- 


bringing your wants the 
attention manufacturers. 


advertisement this sec- 
tion will the trick nom- 
inal cost. 


“BIG THREE"’ 


DEALER interested in 
buying-out Ford or Chevrolet dealership 
in Detroit area. Necessary cash avail- 
able. Factory approval assured, Box 168, 
c/o Automotive News, Detroit 7. 


HAVE $400,000.00 CASH 


available to invest in good automobile deal- 


ership. 


This dealership must have volume 


new-car sales potential and be priced worth 


AND NORTHWEST 


tion. Please submit complete resume accompanied recent 


photograph. Automotive News the money. My proven dealership manage- 
ment record assures factory approval. Your 
Box 170, c/o News, Detroit Michigan Classified Want Department will kept strictly confidential. Box 
186, c/o Automotive News, Detroit 7. 


Own cars your lot St. 
Market prices, our drive out plan. Large 
stock select from. All makes and models 
used cars. 
For more information call 
Glenn Thomas 
Ben Frazer 
3-7393, 275 Lemay Ferry Rd., 
St. Louis, Missouri 


CO. 
ichigas 


! Dis 
Cars 
STS,” 
ces of 
cars, 
equip- 
iation- 
iy for 
$18 
UTO 
York 


tech. 
y. Car 


CARS FOR SALE 


VOLKSWAGENS 


Sedans Convertibles 
Ghias 


1959s 1958s 


Dealers Only 
Choice Colors 


Americanized, A.S. Glass Seal- 

beams, Mileage Speedometers, Direc- 
Signals, Leatherette, Bumper 


Also Mercedes-Benz 


Immediate Delivery 
SUPPLY ENGLISH MANUALS 


EMBEE IMPORTS, INC. 


29-11 35th Avenue 
Long Island City 


EMpire 1-1690 


Attention: West Coast 
Dealers. 


Three shipments coming shortly 
West Coast Ports. interested, please 
contact us. 


VOLKSWAGENS 


Sedans, Ghias, Buses 
AMERICAN MODELS 


delivery direct shipments 
NEW YORK, JACKSONVILLE, 
HOUSTON 


Contact: 
Foreign Car Division 


ENTERPRISES, INC. 
Broadway, New York 23, 
Phone: Circle 5-0630 
Texas Division: Box 578, 
Texas, 7-5260. 


MYEAVER TWO POST HOISTS — 88” to 


106” and 108” to 270”. Also Beam full 
pit frame machine and front end Vis-A- 
Liner. O'Brien Ford Sales, Inc., 415 8. 
Monroe St., Monroe, Michigan. 
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CARS FOR SALE 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 


power steering, radio, heater, padded 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whitewall tires— 

These are clean low mileage cars for 
sale in small lots—available for inspec- 
tion in heated inside storage at 9? W. 
Kinzie, Chicago. 


For information call, write wire 


HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicago, Illinois 


7-7272 Don Miller 


Volkswagens 


Sedans Sunroof Convertibles 


Continuous supply, will ship any- 


where. Call, Write Wire 


NANA TRADING CORP. 
120 Wall New York 
9-4747 TWX 1-4811 


MERCEDES-BENZ—Wholesale "56, '57, "58 
models. Delivery time 2-4 weeks, Dealer 
centrally located in midwest. Reply Box 
179, c/o Automotive News, Detroit 7. 


Sports Cars 
Wholesale 


Always large selection 
stock! 


Accept Orders 
For 100 Cars! 
Som Kampel—Wholesaie Division 


Val Auto Inc. 
1025 Bivd. 


PUBLIC SALE 
COMMONWEALTH PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will offered for sale sealed bid basis monthly the Department 


Property and Supplies. 


General public and dealers are invited bid. Invitations bid listing cars 
and trucks, together with instructions bidders, may obtained writing 


Ralph Manley, Jr., Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd Forster Streets, Harrisburg, Penna. 


PARTS FOR SALE 


LLOYD 


PARTS 


PROMPT DELIVERY 
1959 AND EARLIER MODELS 


ORDER PART NUMBER, NAME, 
YEAR SEND OLD PART 


IMPORTER 
HANNAH MOTORS, INC. 


900 Fourth St., Louisville, Ky. 


Phone 3-3681 


CARS WANTED 


WANTED 
100 


BUICKS, OLDS, 


MISCELLANEOUS 


STOP 


Buying Water to Clean 
White Wall Tires. 


Buy the Formula, Mix it, 
Spray 


Melts Road Grime Away 
Just One Spray 


2 Minutes to Mix 2 Gallons 


Costs Less Than cents Per Gallon Make 
Buy the Formula for $5.00 


127 


MISCELLANEOUS 


BLUE CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
BRAKE CABLE 


SPECIAL Factory Net) 


FORDS 


Contact Mr. Milano Mr. Morris at: 


ARNOLD BUICK CORP. 


535 Montauk Babylon, New York 
MOhawk 1-7000 


SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E, Sandy, Portland 12, Ore. 


with order. 
AND AUTOMOTIVE AFFILIATES ONLY — 
NOT SOLD THE GENERAL PUBLIC. 
ORDER YOURS ODay! 


Watch this colunm may heve 
the epportunity of heiping to recover 
stolen property and ily winning 4 


Or, through this column, perhaps wt 
toe help you recever stolen cer 
fine, the porty whe gove you « 


fess check. Alert deniers off over tie 
country im the fastest time by 
en od in thle tection. 


{Sea rotes, opposite 


STOLEN CAR—$500 reward for recovery 
1959 Ford Thunderbird Convertible. Light 
blue, Serial No. H9YJ100943, Call Phil- 
adelphia, Pa. IVyridge 3-2200, Mr. Bird. 


PARTS FOR SALE 


Simca Original Parts 


HAVE LARGE STOCK FROM FORMER EAST- 
ERN SIMCA DISTRIBUTOR. ALL ORDERS 
SHIPPED C.O.D. DAY RECEIVED. LIST PRICES 
FROM SIMCA PARTS BOOK. 35% DISCOUNT 
OFF SIMCA PARTS BOOK LIST PRICE. 


Box 132, </e Automotive News, Detroit 7. 


LLOYD PARTS—Orders shipped promptly. 
Al Lioyd Motors, Inc., Fort Lauderdale, 
Florida. 


PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, Phone: 
WHitney 3-6666. 

TRUCK PARTS WANTED 

WANTED—New 8, 9, 12 and 14 ft. stake 
bodies from manufacturers. Blackhawk 
Motors, 1233 South Cicero Ave., Cicero 
50, Ill 


TRUCKS FOR SALE 


TRUCK 
AUCTION 


Feb. 6th. 11:00 A.M. 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 
UNion 5-2361 


EIGHT 1954 INTERNATIONALS — R154, 
complete with 16 cu. yard Garwood 
Packer garbage bodies—in perfect con- 
dition, Appearance, tires, mechanically 
above average on account of low mile- 
age. F.O.B. Omaha $3,450 each, Herb 
Everly Equipment Co., 2811 North 22nd 
St., East Omaha, Nebraska. Day phone: 
AT 4152. Night phone: GL 8852. 


MISCELLANEOUS 


New Dayglo 
Your Window for 
$3.50! 


6 foot long “Glowindow" transparent window 
streamers of durable plastic, .010 thick. 10 
inch high fluorescent letters, "See Through" 
Back night from your 
showroom lighting. Scotch tape inside your 
windows and store for reuse. Available read- 
ing: 

“Get Our Special Deal!’’ 

“Come in! Ask for Free Test Drive!” 

“Free Appraisal, Drive in!” 

“Come ini We Cure Slow Starting!” 


$3.50 each or all four for $10.00 postpaid. 
Send check with order. please. 
Money back if not happy. 


BAYARD KURTH CO. 


Springwells Detroit Mich. 


“Leading Used Car Auction Direc- 
lists the top Auto Auc- 
tions. When know 
where? when? whet what 
facilities are LOOK 
LUCAD. 


The encyclopedia of dealer cost prices of all 
trucks, foreign cars 
—plus a optiona accessories — Shows all 
Standard Equipment for All Models—Year! DEALERS’ SPECIAL 
subscription price—$10. 5% discount for pom | 


What are you now paying per 


FORMULAS, INC. 


288 Groveland Street 
Haverhill, Mass. 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 
1959 PRICEMASTER 


With Universal Swivel 
Action 


Hook-Up 
Factory Net) 


$44.85 Fed. Tax 


Liberal Quantity Discounts 
Distributors 


Write for Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK MICH. 
Phone WO. 2-5257 All 
“Leaders the Industry 
Since 1939" 


Canedian Distributors 


FIVE WHEELS, LTD. 


599 Yonge St. 
Toronto, Ontaric 


Four 


All supplements free. DEALERS 


K-B SALES INC. 


Dept. 924 Street 
ROCK ISLAND, ILLINOIS 


The “ORIGINAL 


Automatic 


the ONLY—TOW BAR—TODAY 


WITH THE UNIVERSAL 

“WRIST 

BRAKE HOOK-UP 


TowKinG 


CONVERTIBLE TOPS, $18.75. Jeep tops, 
$72.20, Headlinings, $12.50. Free cata- 
logue. BIG BUCK, 500 Rantoul, Beverly, 


TRAIL-KING $37.50 


qn +4 
American Cars Fits Ball MAILING LISTS 
STOCK PARTS FOR DEALERS MAILING LIST—Ford, Chev- 


RED ARROW TOW BARS 


Protecto — (Taller Made) 


... $2.00 & $3.50 
Sardry CHAINS, ‘oat 2 only 


Tow Bar Sales Co. 
Exclusive Factory Distribut 

DE 2-0700 AN 3-8888 Nites: BA *)ani7 


rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. February, 1959 checked, On 
addressed labels, 35M, $14 per M. Box 
172, ¢/o Automotive News, Detroit 7. 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


SHOP EQUIPMENT FOR SALE 


FOR SALE 


most modern 
Repainting Enamel Baking Plant 


Electronically controlled gas fired baking oven feet long, 
feet high, which will accommodate two cars the largest trailer. 


Will bake complete job every twenty minutes. Spray booth 
feet long, complete with twenty filters and water wash spray 
system. Overall length both units, with connecting door be- 
tween spray booth and oven, feet. Air compressor and 
spraying equipment included. 


LANDER MOTORS, INC. 


NORTH AVE., ATLANTA, GEORGIA 


New Subscription Order 


Send Automotive News Address Below 
S., Canada and Possessions 
All Other Countries One Year $13 Two Years $22 


AUTOMOTIVE NEWS, 965 JEFFERSON, DETROIT MICH. 


TRADE CONNECTION: 
Truck Dealer 


Insurance 


Car Dealer 
Jobber 


Make Car...... 


helps you keep your customers satisfied! 


Maybe he’s Branch Manager passing along piece 
information that solves problem for fleet buyer and 
‘clinches repeat sale for dealer. 

might Zone Parts Supervisor helping dealer 
plan promotion and set attractive display. 

might District Manager keeping careful 
eye competition for signs shifts and changes, and 
passing the information dealers that they can 
better cope with sales problems the field. 

“Mr. INTERNATIONAL” many men, really. But what- 


deal the truck business... 


ever the title, his primary job help INTERNATIONAL 
Truck Dealers keep their sales healthy and their cus- 
tomers happy. 

This INTERNATIONAL plan assist- 
ance. you’re interested working with organiza- 
tion like this, selling the world’s most complete line 
trucks, INTERNATIONAL franchise may available 
you. Write: Manager Sales, Motor Truck Division, 
International Harvester Company, 180 North Michigan 
Avenue, Chicago Illinois. 


TRUCKS 


q 
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